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Executive Report — 
Calling on systems to 
enhance customer 
service. Page 91. 


In Depth — Beyond 
the hypertext hype. 
Page 107. 


Glasnost in Unix-land? 


AT&T’s Kavner offers to 
sell equity stakes in soft- 
ware operation. Also, IS 
execs at Unix Expo active- 
ly scout the operating sys- 
tem’s potential. Stories, 
page 144. 


Bear market for program 

Ng as opponents force 
investment firms to back 
away from controversial 
computerized schemes. 
Page 4. 


Antinuke worm returns; 
second infiltration is stron- 
ger as 300 VAX systems 
are infected on network. 
Page 6. 


Wang may slash payroll 
again in plan to be an- 
nounced this week. 

Page 10. 


With this issue: 
Computerworld Focus on 
Integration. 


BY ROBERT MORAN 
CW STAFF 


Users of Computer Associates 
International, Inc.’s Master- 
piece financial software have ex- 
amined the changes that CA an- 
nounced last June for its 
Masterpiece 2.0 — and found 
them wanting. 

Attendees at the Masterpiece 
Users Group in Bostori last 
month said that Masterpiece 2.0 
— comprising six modules 
scheduled for beta testing this 


Ayear later, 
Internet still 
under attack 


Network security lax 
despite worm notoriety 


BY MICHAEL ALEXANDER 
CW STAFF 


Twelve months after a computer 
science graduate student alleg- 
edly unleashed a worm into 
Internet — triggering what 
some have called the computer 
crime of the information age — 
security on the nationwide com- 
puter network is as lax as ever, 
according to many computer se- 
curity professionals and others 
who are familiar with the net- 
work. 

In the past year, there have 
been countless security breach- 
es of computer systems linked to 
Internet and networks used by 
federal agencies, research lab- 
oratories and other institutions, 
the experts said. Many of the 
electronic break-ins exploited 
the same loopholes that were 
used by the Internet worm. 

As recently as Aug. 16, 
the Computer Emergency Re- 
sponse Team, based at Carne- 
gie-Mellon University’s Soft- 
ware Engineering Institute, is- 
sued a security advisory that 

Continued on page 6 
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month — will require some us- 
ers to wait an additional two 
years to get the extra function- 
ality they have been promised 
for the last three years. 

“A number of companies 
were badly burned” after mak- 
ing promises to their manage- 
ment based on promises made to 
them by CA that were not deliv- 
ered, said Steve Morse, supervi- 
sor of general ledger operations 
at Portland General Electric Co. 
in Portland, Ore. 

“In some ways, unfortunate- 


| Critics pan CA’s Masterpiece 


ly, companies have thrown away 
thousands of man-hours of ef- 
fort,” said Morse, user group 
steering committee co-chairman 
for CA-General Ledger. “‘CA’s 
reputation for being able to de- 
liver products has been severely 
damaged.” 


Not quite there 

“It is true that of all the things 
that people would like now, not 
everything is in the 2.0 release,” 
said Mark Wasilko, marketing 
vice-president of CA’s Financial 


and Micro Products Group, last 
week. However, he and Gary 
Clayton, a marketing vice-presi- 
dent at the company, said there 


have been significant enhance- | 


ments to all modules in speed, 

performance, functionality and 

cross-product integration. 

Users charge the following: 

e Today’s Masterpiece CA-Ac- 

counts Payable, CA-Purchasing 

and CA-Accounts Receivable 

will be scrapped and replaced 

with older and less functional 

modules of CA-Advanced Busi- 

ness Solutions. 

e The new CA-General Ledger, 

CA-Fixed Assets and CA- 
Continued on page 145 


Manufacturers may draft IS expertise 


BY ELISABETH HORWITT 
and ELLIS BOOKER 
CW STAFF 


DETROIT — Information sys- 
tems expertise may be called 
into the plant-floor loop by exec- 
utives who have tried and failed 
to make computer-integrated 
manufacturing a reality. 

Some attendees — but by no 
means all — at last week’s Auto- 
fact ’89 said that after a decade 
of throwing money at shop-floor 
automation without garnering 
the expected paybacks, U.S. 
manufacturers seem to be re- 


casting their CIM strategies in a 
more business-driven, data-ori- 
ented mold. 

The incorporation of IS man- 
agers into the pro- 
cess will become 
more crucial as firms 
focus on such data- 
related CIM goals as 
better coordination 
of work flow, elimi- 
nation of data rekey- 
ing across different 
functional areas and 
faster implementation of engin- 
eering changes, according to 
Lee Hales, director of CIM at 


PATH TO THE TOP 


The accidental IS exee 


BY CHARLES VON SIMSON 
CWSTAFF 


t is a sweet irony that 
Robert Umbaugh’s jour- 
ney to the president’s 
chair began because 
of acomputer glitch. 

In the late 
1950s, Umbaugh 
was a recent col- 
lege graduate with 
a double major in 
science and En- 
glish. He applied 
for a job at Bell 
Laboratories, and 
the company’s per- 
sonnel computer 
abbreviated _his 
major “‘Sci-Eng.” 

6terouD at Bell Labs thought 
stood for science and engi- 
neering and recruited him into 
a training program for pro- 
grammers. 


‘ wt 


Umbaugh 


“Like a lot of people at that 
time, I got into computers by 
accident,” says Umbaugh, to- 
day president of Mission Land 
Co., a Southern California land 
developer owned by the corpo- 
rate parent of utility Southern 
California Edison. Umbaugh is 
a member of that 
rare breed of exec- 
utive — the career 
IS professional 
who has ascended 
to the top of his 
company. 

“They gave me 
a Fortran book, and 
my first program 
worked,” Um- 
baugh says, refer- 
ring to his data pro- 
cessing initiation at Bell Labs. 
“Tt was up or out in that type 
of training program, and I 
was put into an intensive 

Continued on page 90 


Coopers & Lybrand. 

The confusion over CIM as it 
currently exists was illustrated 
in a survey released by KPMG 

Peat Marwick in 
Chicago. The survey 
of 1,500 manufac- 
turing companies 
found that most of 
the respondents de- 
fined the technology 
as “the use of auto- 
mation for manufac- 
turing processes.” 

“This is a very narrow, shop- 
floor perspective,” said KPMG’s 

Continued on page 143 


Bank hands 
keys to IBM 


BY CLINTON WILDER 
CW STAFF 


MEMPHIS — The latest IBM 
profit-making vessel, IS opera- 
tions management, has a new 
port along the Mississippi River. 
First Tennessee National Corp. 
recently announced that it will 
hire IBM to run its data centers 
for the next 10 years. 

Although smaller in scope 
than the landmark outsourcing 
agreement between IBM and 
Eastman Kodak Co. earlier this 
year, the First Tennessee pact 
has an interesting twist: IBM 
will take over the operation of 
the bank’s three Tandem Com- 
puters, Inc. CPUs as well as its 
IBM 3090 Model 400E. IBM re- 
sells the transaction processing 
computers made by Tandem 
archrival Stratus Computer, 
Inc., but IBM-has shown an 

Continued on page 8 
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the herd of program traders. 


4 U.S. government 
unleashes a red-tape tide with 
its report of impending new 
agency regulations. 
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Nukes’ rally on Decnet 
Internet. 


8 DEC could be barking 
orders Armonk-way if the 
Kodak telecom scenario 
comes to pass. 

8 Merrill Lynch IS groups 
set up housekeeping with 
their respective users. 

10 Wang’s Miller looks to 
trim more employees from 
the payroll. 
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unite DEC and IBM with a 
Token-Ring. 

14 3Com stopgap 
measures aid in network 
integration. 

143 Newly appointed 
CEO Henson hopes to create 
a strong Legent in his own 
time. 

144 Spirit of cooperation 
shines at Unix Expo. 

144 Informix revs up 
database engine for speedier 
runs. 


145 Microsoft has the 
Word, and the Word is for 
Windows. 
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age adds a micro niche to its 
mainframe role. 


UPDATE 


h si, ah-so. 

Accountemps re- 

cently surveyed 
personnel executives from 100 
Fortune 1,000 companies, ask- 
ing which foreign language will 
be the most important for suc- 
ceeding in business during the 
next 20 years. The top choice 
(44%) was Spanish, ostensibly 
for dealing with the burgeoning 
U.S. Hispanic population. A 
close second was Japanese 
(33%), followed by French 
(8%), Chinese (6%), German 
(5%) and Russian (1%). But, like 
if they spoke with like some U.S. 
school kids, like they'd like find 
that like proficiency in like En- 


glish might be like a wicked 
awesome cool idea, too. 
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industry. 
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By Liora Alschuler. 
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It’s glitzy, 
but does hy- 
pertext 
have sub- 
stance? 


Patrick Swanick at Fidelity 


Bank bucks banking’s reputation 
for poor service with a system that 
caters to customer needs. Page 91. 
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EXECUTIVE BRIEFING 


@ Outsourcing continues to make 
news as First Tennessee National Corp. 
taps IBM to run its back-office data centers 
for the next 10 years. The contract calls for 
IBM, despite its successful OEM relation- 
ship with Stratus, to run First Tennessee’s 
Tandem transaction processing CPUs as 
well as its 3090. Page 1. In another first, 
IBM may be asked to serve as DEC’s subcon- 
tractor when Kodak hires DEC later this 
year to manage its worldwide telecommuni- 
cations. The proposed scenario would have 
IBM managing Kodak’s extensive SNA net- 
work. Page 8. 


@ Computer-integrated manufactur- 
ing must step off the factory floor to be- 
come an integral part of business strategy, 
said consultants and IS executives at last 
week’s Autofact show in Detroit. Like many 
technology innovations, CIM can reach its 
potential only by crossing corporate func- 
tions outside of manufacturing — and that 
requires intimate participation by the IS de- 
partment. Page 1. 


@ Merrill Lynch is the lat- 
est major user to make a de- 
centralization move as IS boss 
DuWayne Peterson ceded di- 
rect responsibility for three 
IS divisions to specific Merrill 
Lynch business units. Peter- 
son retains dotted-line super- 
vision and will continue to 
oversee policy, strategy and 
control for the three divi- 
sions. Page 8. 


the key for IS to enable new 
business processes. Pfizer, 
Rubbermaid, Ford and Manu- 
facturers Hanover provide 
four case studies of how they 
did it. Page 79. 


@ Retired Prime CEO Joe 
Henson traded in his golf 
spikes for wing tips and re- 
joined the industry as chair- 
man of No. 2 independent 
systems software maker Le- 
gent. Henson, 56, will lead 


integrated databases are 
playing a key role in strate- 
gies designed to gauge cus- 
tomers’ desires and respond 
to their needs quickly. Page 
91. 


@ On-site this week: Fault- 
tolerance has become the life- 
line at Joseph B. Dahlkemper, 
a catalog showroom chain in 
New York, Pennsylvania and 
Ohio. With the Christmas re- 
tail blitz looming, Dahl- 


ten under way at mail-order 
greeting card firm Current, 
Inc., where the transition to 
Bull’s new DPS 9000 main- 
frame was smooth and hassle- 
free. Page 27. 


@ Hoopla and hype about 


good for and what it can do. 
Page 107. 


@ The terms of “shrink- 
wrap’”’ licenses for PC soft- 
ware generally are unen- 
forceable, an attorney says. 
There can’t be a contract 
without an agreement, and 
there is no agreement to the 
terms before purchase. How- 


, £vet,laws.govern use of the 
~ software 


,and there is some 
value to vendors in issuing the 
licenses. Page £34. 
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NEWS 


Stock in program trading drops 


~~ 'BYJOANIEM.WEXLER JOANIE M. WEXLER 
CW STAFF 


trading may have 
reached a point of diminishing 
returns, as the bearish view of 
influential Wall Street clients 
last week prompted several in- 
vestment firms to retreat from 
the suddenly controversial prac- 
tice of using computers to buy 
and sell massive blocks of stocks. 

In response to the outcry, the 
New York Stock Exchange 
(NYSE) Thursday requested 
that its member firms voluntari- 
ly refrain from program trading 
for their own accounts and that 
they also ask their customers to 
use discretion with the practice. 
The NYSE also placed limits on 
its Designated Order Turn- 
around (DOT) and Super DOT 
electronic ordering systems to 
trigger transaction delays of up 
to 60 minutes. 

A wave of opposition to a 
computer-assisted trading strat- 
egy known as stock-index arbi- 
trage, which takes advantage of 
fleeting discrepancies between 
prices in the stock and futures 
markets, has built steadily since 
it was pegged by critics as par- 
tially responsible for the 190- 
point plunge in the Dow Jones in- 
dustrial average Oct. 13. 

The ability to capture a brief 
window of buying/selling oppor- 
tunity is facilitated by the use of 
computers, which can be pro- 
grammed to continually evaluate 


Program 


various market conditions and 
automatically generate transac- 
tions when a predetermined set 
of criteria is present. 

In the case of index arbitrage, 
“baskets” of transactions — 
such as the buying or selling of 
shares from the entire Standard 
& Poors 500 stock index — are 
bought in either the stock or fu- 
tures market, whichever is less 


NYSE trading 


the aid of computers, because 
most of the momentary opportu- 
nities would be missed. “If there 
were a rule that no order got ex- 
ecuted until 48 hours after it was 
placed, I could almost guarantee 
that the wide fluctuations would 
not happen,” McDonald said. 
Some investors have been 
threatening to boycott securities 
firms that practice index arbi- 


Program trading has been an up-and-down business on Wall Street 


Percent of total NYSE transactions 


using program trading 


12.1% = 


8.1% 
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expensive, and sold in the more 
expensive one. 

While computers may not be 
entirely to blame for trading ac- 
tivities that upset the market, 
Robert McDonald, an associate 
professor of finance at North- 
western University’s Kellogg 
School of Management, said that 
the quick buying and selling be- 
havior would not exist without 


CIMS not worth a cent; 
system revamp planned 


BY MITCH BETTS 
CW STAFF 


WASHINGTON, D.C. — The 
U.S. Congress had been count- 
ing on the Commercial Informa- 
tion Management System 
(CIMS) to help put a dent in the 
US. trade deficit, but there is 


system, “‘CIMS is not working,” 
declared Sen. Jay Rockefeller 
(D-W.Va.) at an oversight hear- 
ing last week. 

“T’ve got a tiger by the tail 
here,” said Janet L. Barnes, the 
new director of CIMS, in an in- 
terview last week. Formerly 
chief information officer at the 
Pension Benefit Guaranty Corp. 
[CW, Aug. 1, 1988}, Barnes has 


fashion, uses three 
different types of software. ““We 
have three very different envi- 
ronments to and main- 
tain. That doesn’t make a lot of 
sense, especially when budgets 
are tight,”’ Barnes said. 

“CIMS is a system with a 
multitude of problems,” testified 
Susan C. Schwab, the new direc- 
tor general of the U.S. and For- 
eign Commercial Service. Ac- 
ee the problems 

include cumbersome software, 


CW CHART: JOHN YORK 


trage because they believe that 
it contributes to more volatility 
in the market than would other- 
wise exist, which they conclude 
can have a negative impact on 
their investment activities. 

“The added volatility creates 
an air of uncertainty and instabil- 
ity that detracts from equity in- 
vesting,” said William V. Ferdi- 
nand, senior vice-president and 


outdated hardware, old data and 
faulty communications _ links, 
echoing an audit by the U.S. 
General Accounting Office 
(GAO). 

CIMS is supposed to be a 
worldwide marketing database 
management system, full of mar- 
ket research reports and foreign 
contacts that would help small 
and medium-size businesses ex- 
port their products. 


Alow CiMmer 

However, the GAO audit found 
that CIMS is not extensively 
used in many U.S. and foreign 
posts because data entry is too 
difficult, data retrieval too slow, 
and communications with the 
Wang Laboratories, Inc. VS 


chief investments officer at Penn 
Mutual Life Insurance Co. 

Before Thursday’s NYSE an- 
nouncement, several securities 
firms, including Kidder, Peabody 
& Co., Bear, Stearns & Co. and 
Morgan Stanley & Co., had al- 
ready pulled back from index ar- 
bitrage for their own accounts, 
and Merrill Lynch & Co. had an- 
nounced that it would cease the 
practice altogether. 

Ferdinand did acknowledge 
that some of the recent volatility 
being attributed to index arbi- 
trage is not appropriate. He ex- 
plained that there is a whole 
cross-current of conditions at 
play in the market, including 
more aggressive selling by insti- 
tutional investors. 

A member of a securities firm 
who was an early implementor of 
the index arbitrage strategy said 
that while index arbitrage is fa- 
cilitated by the DOT system, the 
people pushing the buttons — 
not the system itself — are real- 
ly to blame for any misuses. 

“The information computers 
provide keeps us honest,’’ said 
Jeff Miller, managing partner of 
Miller Tabak Hirsch + Co. 
“Without computers, there 
would be lots of inefficiencies in 
the marketplace, because there 
would be no price information, 
and insiders would benefit.” 
Market fluctuations have more 
to do with trading behavior than 
with computers, Miller said. 
Some traders, he said, are “‘try- 
ing to scare the market and ben- 
efit by waiting until prices drop 
before buying on the other side.” 


minicomputer in Washington, 
D.C., is often disrupted by line 
static. 

For example, the GAO found 
that at the Charleston, W.Va., 
office, it took almost eight hours 
to retrieve 15 test files from the 
central database and store them 
on Wang personal computers; in 
the Tokyo office, 95% of the 
CIMS records had not been up- 
dated in four years. 

Barnes said that the funda- 
mental problem with CIMS is 
that it has never been clear ex- 
actly what business mission 
CIMS was to perform. Some offi- 
cials wanted an analytical tool for 
trade counselors, whereas oth- 
ers wanted to give businesses di- 
rect access to the database. 


On federal agenda: Items mired in red tape 


WASHINGTON, D.C. — It is 
usually tough to get a handle on 
exactly what the whole federal 
bureaucracy is doing at any giv- 
en time. However, last week, the 
U.S. government published its 
semiannual list of the regulations 


plans to issue its final policy on 
how it will regulate computer- 
aided medical devices and diag- 
nostic 


equipment. 
© By the end of the year, the Fed- 
eral tions Commis- 


price 
caps” regulation to the local ex- 
COMPUTERWORLD 


change carriers. 

e Next year, the Department of 
Transportation will conduct a 
comprehensive review of the 


and believes it has settled on a 
peak performance of 100 million 
second or more. 


Penny Winn, Director 
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BY MITCH BETTS 
CW STAFF 


Several efficiency-minded state 
governments are now requiring 
corporations to send their tax 
payments electronically, but cor- 
porate information systems de- 
partments are worried that they 
will soon be faced with the night- 
mare of 50 different formats for 
remittance data. 

“A couple [of formats] we can 
handle. It’s the nightmare down 
the road that we want to pre- 
vent,” said Dick Drewelow, 
manager of IS quality improve- 
ment at Shell Oil Co. in Houston. 

Just in the nick of time, the 
Federation of Tax Administra- 
tors and other groups are work- 
ing on a standard format for elec- 
tronic tax payments that they 
anticipate will be adopted by all 
of the states and the Internal 
Revenue Service. 

Large-scale electronic pay- 
ment programs are already un- 
der way in Indiana, New Mexico 
and Idaho. Currently, a corpora- 
tion that operates in both Indiana 
and New Mexico, for example, 
must use different formats for 
remittance data. 


Internet 


FROM PAGE 1 


warned: “Many computers con- 
nected to Internet have experi- 
enced unauthorized system ac- 
tivity . . . over a period of several 
months, and that activity is 
spreading.” 
An unidentified hacker had 
substituted the 
Telnet program — used to es- 
tablish connections between 
computers — on several com- 
puters with a version that en- 
abled the hacker to record the 
user name and password of ev- 
eryone logging on to the com- 
puter. The hacker was then able 
ees 
using the user names and 
Pesouonda CERT eald 
CERT was established soon 
after the Internet worm attack 
by the U.S. Department of De- 
fense — whose Arpanet and Mil- 
net are among the largest net- 
works on Internet — to help 
systems managers cope with se- 
breaches. 


since last year’s worm attack. 
The malicious code was alleg- 
edly created by Robert T. Mor- 
ris Jr., then a 23-year-old com- 
puter science graduate student 
and son of one of the U.S. gov- 


6 


“The cost is more program- 
mer time to support those [mul- 
tiple] formats, at a time when 
we're trying to improve the pro- 
ductivity of our staff and work on 
more strategic types of sys- 
tems,” said Drewelow, who is 


Taxes by wire 


NEWS 


(On-line tax plans raise format fears 


lem is that states have come up 
with different formats for the 
80-character addendum that ac- 
companies the payment and pro- 
vides taxpayer information. 
Recognizing the looming 
problem, the Federation of Tax 


At least 10 states will require corporations to pay state taxes by 
electronic funds transfer next year, and many more states are on deck 


25 - 30 states are expected to have EFT programs by 1993 


also chairman of the Petroleum 
Industry Data Exchange. 

The electronic payment itself 
uses the Cash Concentration or 
Disbursement Plus Addendum 
(CCD +) standard developed for 
the government by the National 
Automated Clearing House As- 
sociation (NACHA). The prob- 


ernment’s top computer scien- 
tists. 
(Morris, who was 


July on a single felony count un- 
der the Computer Fraud and 
Abuse Act of 1986. Last week, a 
federal magistrate in Syracuse, 
N.Y., denied motions to dismiss 
the indictment and set a trial 
date for Nov. 29.) 

“Poor security practices con- 
tributed to the spread of the vi- 
rus on Internet last year, and 


Administrators has launched an 
effort to standardize the adden- 
dum, said Jonathan Lyon, senior 
staff associate at the Washing- 
ton, D.C.-based organization. 
Lyon said that the tax admin- 
istrators, working closely with 
NACHA and other parties, have 
settled on the proper placement 


those practices are still there,” 
said Eliot Sohmer, chief of the of- 
fice of standards and commercial 
product evaluation at the Na- 
tional Computer Security Cen- 
ter. The center is a branch of the 
super-secret National Security 
Agency that focuses on comput- 
er security. “Everyone wants to- 
tal access, but there has to be a 
balance between ease of opera- 
tion and reasonable control,” he 
said. 

Internet systems managers, 
especially at universities, hesi- 


of the taxpayer identification 
number, tax type and other per- 
tinent data along the 80-charac- 
ter addendum. 

He said the standard will be 
ready for use by the end of the 
year and will be formally adopted 
by NACHA in the spring. Exist- 
ing state electronic funds trans- 
fer (EFT) programs are expect- 
ed to switch to the standard 
format, and the six states that 
will launch EFT programs in 
1990 will adopt it as well, Lyon 
said. 

Lyon said that some states 
would prefer to get more taxpay- 
er information than the 80-char- 
acter addendum allows. ‘“We’re 
trying to convince them that all 
the information they need is the 
limited amount of data you see 
on a check,” he said, stressing 
that electronic tax payments are 
separate from electronic filing of 
the complete tax return. 

Several sources expressed 
relief that the standard is arriv- 
ing before a crisis hits, but the 
selection of CCD+ has not 
pleased the electronic data inter- 
change (EDI) community, which 
is devoted to the ANSI X12 stan- 
dard. 

Bill Cafiero, senior EDI con- 
sultant at General Electric Infor- 
mation Services, a unit of Gener- 


tate to adopt stricter security 
measures for fear that their sys- 
tems will become too unwieldy 
or difficult for end users, said Eu- 
gene Spafford, an assistant pro- 
fessor in the department of com- 
puter science at Purdue Univer- 
sity. 

“The problem with security 
is not the network itself,” Spaf- 
ford said. ‘“‘What’s needed is a 
heightened awareness of what 
Sr 


al Electric Co., complained that 
yet another special version of 
CCD-+ is being created to han- 
dle transactions that could be 
handled by ANSI X12. 

However, Cafiero conceded 
that adding one tax format is bet- 
ter than adding 50 formats for 
each state. “I understand why 
they did this. They are pressured 
for time. But like many of the 
things you do for expediency, 
eventually you have to go back 
and rework it,” he said. 

Defenders of CCD+ said it is 
an interim standard that can be 
easily migrated to an EDI-com- 
patible standard in the future. 
Also, an ANSI X12 payments 
task group has agreed to write a 
guide for translating ANSI 
X12.4 transactions into the 
CCD-+ format. 

Robert Barr, manager of in- 
formation resource services for 
the South Carolina Tax Commis- 
sion, said that banks gee 
corporate tax payments will 
eventually use NACHA’s Corpo- 
rate Trade Exchange (CTX) for- 
mat, which is compatible with 
EDI software. 

CTX was not selected initially 
as the tax standard because very 
few banks support CTX, where- 
as thousands of banks have 
adopted CCD + , Barr said. 


in Unix, the predominant operat- 
ing system run by computers on 
Internet, said Clifford Stoll, an 
astronomer and computer secu- 
rity expert at Harvard Univer- 
sity’s Smithsonian Center for 


Astrophysics. 

“Unix desperately needs to 
be re-examined and rewritten,” 
Stoll said. “‘There are too many 
holes in Unix, and it needs to be 
easier for systems administra- 
tors to secure.” 


It’s ba-a-ack: ‘No Nukes Worm’ haunts Internet 


What had been feared came to pass last week with the return of 
the “No Nukes Worm” on the Decnet Internet, a worldwide net- 
work that links computers at government agencies, research cen- 
ters and other institutions. 

Cee eseeeatas Sener, samen 


The Decnet Internet is an amalgamation of several 
national and international wide-area networks, includ- 
ing the National Aeronautics and Space Administra- 
tion’s (NASA) Space Physics Analysis Network (SPAN). 

Although the worm did not damage files, it had serious side ef- 
fects, said Ron Tencati, SPAN security manager at NASA’s Space 

Research in Lanham, Md. 

“Tt seems that the only way to combat it will be to inoculate ev- 
ery computer on the network,” Tencati said. SPAN’s security 
team has developed a vaccine that it expects will finally extermi- 
nate the worm from the network of some 13,000 computers. 

“Hopefully, our vaccine will cause the worm to abort during its 
attack,” Tencati said. “‘We stopped seeing reports of the worm on 
Oct. 20, but last Monday, we saw a new strain of the worm.” 

Even sites that resist the attack are vulnerable because the 
worm was designed to repeatedly hammer a system, generating 


hundreds of log-in failure messages and consuming large amounts 
of disk storage space, Tencati said. 
The unruly program is a slightly modified version of a worm 
that struck some 60 on the Decnet Internet be- 
tween Oct. 16 and 20 (CW, Oct. 23]. Following that 
attack, officials at the U.S. Department of Defense- 
sponsored CERT warned users that the worm had left 
“serious security holes.”” CERT also said many copies 
| of the worm had been sent through the network and 
that “‘someone could launch this worm into any Dec- 
net-based network.” 
An unidentified programmer did precisely what 
CERT predicted: The worm was “tweaked” and sent 
off again to carry out its mission more efficiently, Tencati said. 
The worm was designed to penetrate systems through ac- 
counts that had the same user identification and password and 
through the default Decnet account called Task Object 0. If suc- 
cessful at cracking the password, the worm changed the system 
ste" faa aaa “Worms Against 
NASA officials said they believe the worm was created to pro- 
test the Oct. 20 launch of the Atlantis space shuttle, which car- 
ried a plutonium-powered probe on its first leg of a mission to Jupi- 
ter. 


MICHAEL ALEXANDER 





Unieasn THE POTENTIAL 
OF DB2 AND SQL/DS. 


A full set of database tools 


to enhance performance and 
simplify administration. 


Making the most of your DBMS is a lot easier with 
the right tools. Now there’s a full set available from 
Systems Center for two of today’s most popular rela- 
tional environments: DB2 and SQL/DS. 


Our DB2 software products (DB/SECURE™ 
DB/AUDITOR™ DB/REPORTER™ and 
DB/OPTIMIZER™) address 

urgent needs with innovative, 

effective solutions — 

streamlining security, simpli- 

Py fying auditing, speeding report 
—— generation, and boosting system 
performance. All while eliminating the 

errors and delays associated with manual 

DB2 administration. 


So why wait? Start making the most of your 
environment — and yourself. Call or 

write today: Systems Center, Inc., 1800 
Alexander Bell Drive, Reston, 

Virginia 22091. 


800-359-5559 
703-264-8000 


SYSTEMS 
CENTER 


A NEW YORK STOCK EXCHANGE COMPANY 


VM SOFTWARE PRODUCTS NETWORK DATAMOVER PRODUCTS NETWORK ADMINISTRATION PRODUCTS 


DB/AUDITOR™ DB/EDITOR™ DB/OPTIMIZER™ DB/REORGANIZER™ DB/REPORTER™ and DB/SECURE™ are trademarks of Systems Center, inc. and its subsidiaries. 
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NEWS SHORTS 


Forecast trips Compag stock 

Compaq Computer Corp.’s report that fourth-quarter earnings 
eich asaatennene sn 
point tailspin Thursday. Compaq blamed a slowdown in the 
U.S. market, limited new-product availability and the uncer- 
tainty of the Intel Corp. 80486 chip. Coupled with its earlier 
discovery of 1486 flaws, the latest news casts a chill on Com- 
paq’s hotly anticipated 1486-based personal computer pre- 
mier, slated for today. 


Investment firm works on image 
The Putnam Companies of Boston last week claimed to be the 
first financial services firm to install the mainframe version of 
IBM’s image-processing system, Imageplus. Putnam, which 
Said it decided two years ago to pursue a paperless business en- 
vironment, has 40 workstations and an IBM 3090 Model 200S 
supporting the image application in its Shareholder Priority 
Processing Department. 


Sun’s Lacroute rises at Dynabook 
Former Sun Microsystems, Inc. Executive Vice-Presideut 
Bernie Lacroute has resurfaced as chairman, CEO and presi- 
dent of Dynabook Technologies, the San Jose, Calif., start-up 
co-founded by another Sun alumnus, Vinod Khosla. Dynabook 
entered the crowded portable computer field earlier this year 
with an Intel 80286-based model. Lacroute is also expected to 
continue with the venture capital firm of Kleiner, Perkins, Cau- 
field & Byers, which is also a major investor in Dynabook. 


Treasury seeks to starch laundering 
The U.S. Department of the Treasury last week announced 
plans to regulate international electronic funds transfer as part 
of an attack on money-laundering schemes. The agency said it 
may require banks to keep records of the parties involved in in- 
ternational wire transfers and report suspicious transfers. 


Unix venture for Borland 

Borland International announced an agreement last week with 
Mountain View, Calif.-based Hunter Systems Software to port 
several Borland applications to Unix. Hunter will use its port- 
ing system, XDOS CAPS, to develop XDOS versions of Bor- 
land’s Quattro spreadsheet and Sprint word processor. Bor- 
land’s DOS-based products will then be compatible with any 
Unix system running under Hunter System’s XDOS Trans- 
former product, according to the companies. 


PC support for AS/400 software 
Native Software, Inc. in Richmond, Va., has introduced 
APC/400, which is said to enable users of IBM Application Sys- 
tem/400, System/36 or System/38 to move applications to a 

computer. The PC can also be used as a programmer 
workstation to develop applications before moving them back 
to the larger systems. Pricing starts at $2,195 for a single-user 
— system, with runtime environm=nts available for 

95. 


Pacbell does ISDN 

Pacific Bell last week joined the thin but slowly swelling ranks 
of regional holding companies that have announced local Inte- 
grated Services Digital Network services. Pacific Bell plans to 
offer a Centrex-like ISDN service that will transmit voice, data 
and video among sites served by the same central office. 


EISA Token-Ring premiers 

UK-based Madge Networks has unwrapped what it claimed is a 
Token-Ring performance breakthrough with a Smart 16M/4M 
Extended Industry Standard Architecture (EISA) node. The 
product reportedly transmits data at 33M byte/sec., which is 
the maximum speed of the EISA bus. The same technology will 
be applied to boost IBM’s Micro Channel Architecture bus. 


NEWS 


IBM may back up DEC 
in Kodak telecom deal 


BY CLINTON WILDER 
CW STAFF 


ROCHESTER, N.Y. — IBMasa 
Digital Equipment Corp. subcon- 
tractor? Such a relationship be- 
tween the industry’s two biggest 
rivals could happen in Eastman 
Kodak Co.’s telecommunications 
operation. 

Kodak, already the talk of the 
information systems manage- 
ment community for its out- 
sourcing of IS operations to 
IBM, is currently negotiating 
with DEC to take over many of 
its telecommunications func- 
tions [CW, Oct. 30]. Although 
DEC will be the lead partner, Ko- 
dak is considering expanding its 
current agreement with IBM to 
have IBM manage the large Sys- 
tems Network Architecture 
(SNA) component of its world- 
wide networks. 

Under this scenario, a large 
number of Kodak telecommuni- 
cations professionals would be- 
come DEC employees, but some 
of Kodak’s SNA specialists 
would become IBM employees. 
IBM hired approximately 300 
Kodak IS workers when it as- 
sumed management of Kodak’s 
Rochester data centers last 
month. 

Dealing with the SNA net- 
work in a DEC management en- 
vironment “was an issue, but 
we're working with both [ven- 
dors], trying to craft a special ar- 
rangement,” said Alan Chase, a 
group manager in Kodak’s cor- 
porate IS organization. “They 
would not be running into each 
other’s proprietary concepts. 


Mernill Lynch 
disperses IS 
management 


BY DAVID A. LUDLUM 
CW STAFF 


NEW YORK — Merrill Lynch & 
Co. last week decentralized the 
management of three informa- 
tion systems organizations, ty- 
ing them more closely to the 
business activities they support. 

The three units, which al- 
ready were dedicated to the 
business areas, had reported di- 
rectly to DuWayne Peterson, 
Merrill Lynch’s executive vice- 


for those three functions and will 
exercise “dotted line” supervi- 
sion of the reassigned units. He 
also retains direct supervision of 
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We're trying to maximize every- 
one’s best interests.” 

SNA supports most of Ko- 
dak’s core administrative and fi- 
nancial applications as well as an 
IBM Professional Office System 
(Profs) electronic mail network 
that supports more than 10,000 
users. DEC’s Decnet supports 
most manufacturing, engineer- 
ing and research applications. 

“Our architecture goal is to 
have a network that is far more 
open than either Decnet or 
SNA,” Chase said. “We think 
that having both players, both 
committed to moving to open ar- 
chitecture, will enhance our abil- 
ity to get there even quicker.” 

Kodak’s telecommunications 
partnership with DEC, code- 
named Telstar, will be for at 
least five years and possibly as 
long as 10 — the same duration 
as the IS partnership with IBM. 
Chase said the Kodak negotiat- 
ing team hopes to have an agree- 
ment to recommend to Kodak 
executives by mid-December. 

The telecommunications par- 
tnership will most probably in- 
clude a major long-distance car- 
rier — AT&T, MCI Communi- 
cations Corp. or U.S. Sprint 
Communications Co. Rochester 
Telephone Corp. will continue as 
Kodak’s vendor of local voice 
networks and other services. 

Kodak is aware that shifting 
employment from Kodak to DEC 
may be a greater cultural change 
than the move from Kodak to 
IBM. “Many people have 
worked for Kodak longer than 
DEC has been in business,” 
Chase said. 


the Global Information Services 
Group that runs data centers and 
telecommunications, the reve- 
nue-generating Teleport Com- 
munications subsidiary and a 
Management Science unit. 
Effective last Tuesday, Mer- 
rill Lynch assigned its Global Op- 
erations Division to the Capital 
Markets Group, the trading, in- 
vestment banking and interna- 
tional finance unit for which it 
provides technological support. 
The company reassigned two 
other divisions — Financial Ser- 
vices and Field Operations and 
Systems Support (FOSS) — to 
the Consumer Market Group. 
Financial Services, located in 
Somerset, N.J., provides cen- 
tralized support for such con- 
sumer products as trust ser- 


forge a stronger partnership be- 
tween the support units and us- 
ers and allow technclogy issues 
to assume a greater role in man- 
agement of the businesses. 


Bank 


FROM PAGE 1 


increasing willingness to manage 
multivendor environments in 
seeking a reputation as a provid- 
er of any type of IS services. As 
part of the contract, IBM will re- 
place terminals in First Tennes- 
see’s branches and loan offices 
with 1,700 IBM Personal Sys- 
tem/2s by Apri 1991, 

The move will cost 70 to 90 
First Tennessee IS employees 
their jobs. IBM will hire between 
30 and 50 of the 120 First Ten- 
nessee operators, communica- 
tions specialists and technical 
services professionals that will 
be affected. IBM and the bank 
will provide outplacement ser- 
vices to those not retained. 

First Tennessee’s entire IS 
function, including a large opera- 
tion that processes checks for 
other banks, employs about 900 
people. First Tennessee will re- 
tain control of its 100 applica- 
tions developers and the check- 
processing business. 

Lower operations costs and 
faster implementation of key IS 
technology motivated the deci- 
sion to outsource, said John Kel- 
ley, First Tennessee’s executive 
vice-president and corporate 
services group manager. With 
$6 billion in assets, First Ten- 
nessee is the 80th largest com- 
mercial bank in the U.S. and sec- 
ond in Tennessee behind Nash- 
ville-based First American Corp. 

“To compete against larger 
banks, we either had to become 
part of a larger bank or find a 
technology partner,” Kelley 
said. “IBM will provide the tech- 
nology that we need to compete, 
and they will help us cut costs.” 

First Tennessee had a five- 
year plan to replace its teller and 
loan officer terminals with intel- 
ligent workstations; Kelley not- 
ed that IBM’s PS/2 installations 
will accelerate that change. The 
contract “will also allow us to 
spend more time on the strategic 
part of our jobs than the actual 
operating part,” he said, echoing 
many IS executives who have 
opted for outsourcing. 

Kelley said that IBM’s con- 
tract price, which he did not dis- 
close, offered ‘“‘substantial”’ sav- 
ings over First Tennessee’s 10- © 
year projections of IS operations 
costs, with most of the savings in 
personnel expense. IBM will also 
cut costs by removing two 4381s 
from the data center, transfer- 
ring the processing to the 3090. 

First Tennessee will take a 
one-time charge of $4 million in 
the fourth quarter for severance 
payments, equipment write- 
downs and negotiating costs. 

First Tennessee will not farm 
out the operation of its First Ex- 
press business check-processing 
service. 


Outsourcing to IBM is part of 
First Tennessee’s overall belt- 
tightening effort to hold nonin- © 
terest expenses at current-year 
levels in 1990. 
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SATISEACTION GUARANTEED 


If you have been searching for a software company that can provide you with a wide range of software 
solutions, backed up by first-rate support, we invite you to join the over 6,500 MVS, VSE and VM users who have 
found long-term software satisfaction with SEA. Since 1982, we have been developing products based on your 
input and backing these products with support you can count on 7 days a week, 24 hours a day. The results have 
been impressive for both us and our users. With products licensed at one out of every three mainframe sites 
worldwide, SEA software has set new standards for efficiency and performance. Our over 6,500 licensed users 
include 9 of the Fortune 10, 85% of the Fortune 500 and thousands of other installations of all sizes and 


configurations. An equally important factor in measuring our success is our high level of user satisfaction, in which 
we take great pride. 


SEA PRODUCT GROUPS 


Operations Automation Group 

SEA provides a complete line of operations automation products 
covering all critical areas. We are the only company that provides 
such a complete line of operations automation software, backed up 
by first-rate technical support. With over 2,500 users choosing SEA 
as their single source for operations automation software, we have 
assumed a position of leadership in the field. Many users tell us the 
reason they have selected our products is superior support, as well 
as our integrated approach to long-term product development. 

ODDS - Master Consoie Management. 


$AVRS - Sysout, Syslog and JCL Management, Viewing, 
Archival and Retrieval. 


TRMS - Report Management and Distribution. 

CSAR - Automated Job Scheduling MVS-VSE-VM. 

TRAMS - Data Transmission Management System. 

QUICK - Data Compression/Decompression for increased 

TRAN data transmission between mainframes or 
mainframes and PC networks. 


SYNTHETIC - Functionally verifies operating system and 
JOBSTREAM hardware changes before production 
implementation. 
KEYS - A keyword assisted search program for software 
and hardware inventory management. 


Application Development Group 
SEA‘s application development products, used at over one thousand 
locations, help increase programmer and program productivity. They 
aid in application development for CICS, database systems and 
monitor program performance and operational dependencies. 
PRO-2 - Application Development MVS-VSE. 
PROFILE - Performance Measurement and Analysis. 
OHF - Automate Creation of CICS Help Screens. 


DASD /Data Management Group 


SEA’s DASD/Data management tools have become corporate 
standards, used in one out of every five MVS data centers worldwide. 
Our DASD management products provide dramatic savings under 
virtually any configuration and have set a new standard for efficiency 
and high performance. 


We take very seriously our claim of being able to significantiy 
decrease DASD expenditures in any MVS configuration. Our 
unique approach enables us to guarantee you significant 
savings in both short and long-term DASD cost. Take the 
opportunity to trial our products with no obligation and we will 
provide you with the same guaranteed results achieved by 
over 4,500 users, regardless of your installation’s size or 
configuration. 


PDSFAST - High speed DASD Management, 
PDS Management, 100% IEBCOPY 
replacement. 


FASTGENR - High speed replacement for IEBGENER. 
PDSUPDTE - High speed global JCL/PDS editor. 

PMF - Automatic DASD Storage Management. 

VCF/L - ListC replacement, VSAM tracking and reporting. 


VCF/M - Automated VSAM optimization and allocation. 


SEA has products that will save budget dollars and increase efficiency, whatever your installation’s size or 
configuration. No other software company even comes close to matching our combination of a comprehensive 
line of high-quality software solutions, backed up by the highest levels of technical support. We invite you to join 
the thousands of installations who have found long-term software satisfaction with SEA products. 


For further information regarding any of the above call 1-800-272-7322. 


™ SOFTWARE ENGINEERING OF AMERICA‘ 
WORLD HEADQUARTERS « 2001 Marcus Avenue, Lake Success, New York 11042 
Tel: (516) 328-7000 1-800-272-7322 Telex: 6973556 Fax: (516) 354-4015 


Products Licensed In Over 40 Countries 








Wang may slash work force again 


BY} TELL MARGOLIS 
CW STAFF 
LOWELL, Mass. — Reports 
late last week that Wang Labora- 
tories, inc. will announce a 
2,500-person work-force cut 
when company president Rich- 
ard Miller details the firm’s 


comeback plans later this week 
drew an enthusiastic response 
from those who believe that 
drastic surgery is required if the 
company is to survive. 

Steve Wendler, an analyst at 
Gartner Group, Inc. in Stamford, 
Conn., said the number of layoffs 
— approximately 10% of 


Wang’s total work force of some 
25,000 — would not surprise 
him and will not go far enough. 
“‘What’s really needed for the 
financial health of the company 
is a slimming down to about 
20,000,” Wendler said. ‘The 
trick is how to do that without af- 
fecting either the short- or long- 











term viability of the company.” 
The reports will be neither 
confirmed nor denied until the 
scheduled Nov. 9 announce- 
ment, said a Wang spokeswom- 
an. Wang issued a statement call- 
ing a story on the layoffs in a 
Boston newspaper “both specu- 
lative and premature,” stating 
that it did not come from a 
source within the company. 
“Rick Miller has consistently 





IPL, the company that pioneered com- 
patible AS/400 memory in 1988, is now 
proud to be offering the complete range 
of compatible AS/400 memory boards. 
Whatever the size or configuration of 
your system, IPs 5500 series has the 
memory enhancement to fit—in 8 and 16 
MB increments for B30—B70 systems, 
and in 4 MB increments for B10 and B20. 


It’s a breadth of products you’d expect 
from a company with 

over 15 years of devel- 
opment and manufac- 

turing experience in 

the IBM world—and a 
commitment to quality 

that’s backed by solid 
guarantees on every 


order we ship. 


Of course, all of our 
boards are easy to 
install and in no way 


affect your IBM 


a 


maintenance agreement. So contact us 
today about the 5500 series. In fect, 

we’re so confident about our oducts’ 
reliability, we welcome you to try any of 
our memory boards for up to 30 days— 


without payment. 


IPL continues to provide you with the best 
technology available to enhance your sys- 
tem’s performance with cost-effective 


Call IPL today at 

1-800-338-8ipl (in MA, 

617-890-6620), or con- 
tact us at 360 Second 
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said both internally and external- 
ly that further action was need- 
ed,” the statement said. 

Clement Kichuk Jr., vice- 
president of Westport, Conn.- 
based MIS Marketing Corpora- 
tion of America, a_ heavily 
invested Wang user, said that he 
expects and hopes that the layoff 
rumors are true. 

“What is really key to me is 
their technology,” Kichuk said. 
His company, an approximately 
$200 million consulting compa- 
ny and conglomerate, handles 
the data processing for all of its 
holdings on Wang computers, 
using Wang software as well. 

“The decision to go with 
Wang has been an incredibly 
good one for us; we get our work 
done with just over 30 people, 
and I know it would be three or 
four times that without Wang,” 
Kichuk said. MIS Marketing, he 
added, is also relying on Wang’s 
promised strides into imaging. 

The prospect of further major 
layoffs at Wang, from which 
some 5,000 employees have al- 
ready departed this year, is dis- 
comforting from some points of 
view, Kichuk admitted. “I can 
see days coming when we'll call 
and there won’t be anyone there 
to answer us, or not as soon as 
we'dlike,”’ he said. 

The net result, he said, will be 
worth temporary setbacks. If 
the predicted layoff happens, ‘“‘It 
will send a very important mes- 
sage to the customers: that 
Wang is doing what it has to do to 
be there for them in the future.” 


Lotus fixes 
display glitch 


CAMBRIDGE, Mass. — Users 
attempting to run Release 3.0 of 
Lotus Development Corp.’s 1-2- 
3 spreadsheet under OS/2 Ver- 
sion 1.2 may find themselves 
fading to black, courtesy of a mi- 
nor difference in display drivers 
between the two versions of 
OS/2 Standard Edition. 

Release 3.0 runs fine on OS/2 
Version 1.0. “‘As I understand it, 
the screen goes black’”’ when us- 
ers try to upgrade to OS/2 Ver- 
sion 1.2, said Chuck Sullivan, se- 
nior product manager of Release 
3.0. 

“There was a small change in 
the internal specifications for the 
display driver or screen stack 
size [memory allocation] that 
was changed. This caused some 
of our display drivers in Release 
3 to not work properly,” Sullivan 
explained. He described the 
glitch as a routine maintenance 
problem. “It has never caused 
data loss or affected any data ap- 
pliction,” he said. 

Lotus will make an update 
driver disk available this week, 
free of charge, through its cus- 
tomer purchase centers. Users 
must call the center to get a disk 
mailed to them. 
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“Fifteen minutes with Oracle Financials, 
and I knew I’d never be here justifying a mainframe to the board.” 


oc, Design Systems has emerged as 
the number-one integrated circuit design- 
automation company in the world. But 
rapid growth created complex accounting 
problems: acquisitions, merging of different 
accounting systems and decentralization. 
One simple demonstration showed Cadence 
that Oracle Financials™ delivers world-class 
functionality, yet is so easy to learn and use 
that they'd never have to read the manual. 

Fifteen minutes was enough to convince 
Cadence that Oracle Financials’ distributed, 
multi-processor architecture gave them the 
only alternative to a mainframe purchase. 
Now, they just keep adding inexpensive 
processors as they need them. 

Fifteen minutes showed Cadence the same 

application portability to which both 


Len LeBlanc, VP and CFO, Cadence 


they and Oracle owed their 


worldwide success. Cadence 


delivers the same software 
on cost-effective worksta- 
tions, and Oracle is the only 
company that offers appli- 


cation portability. No one else § 


is even trying. 
One demonstration was well 
worth Cadence’s time. 
It'll be worth yours. Call 
today to reserve a seat in 
the next free Oracle Financials seminar 
and demonstration. 


ORACLE 
Call 1-800-ORACLE1, ext. 8178 today. 
See how much 15 minutes can be worth. 


Oracle Financials 


1989 ORACLE FINANCIALS 
SEMINARS 


LOUISIANA 
New Orleans 


4] MASSACHUSETTS 


Burlington 


Fi, MICHIGAN 


Bloomfield Hill 
Grand Rapids 


Melville 
New York City 


Philadelphia... Oct 24 Nov7 Dec 12 


SOUTH CAROLINA 


Aun: National Seminar 
Coordinator 

Oracle Corporation 

20 Davis Drive 

Belmont, California 94002 

1-800-ORACLE1, ext. 8178 


O My business card or 
letterhead is attached. 
Please enroll me in the 
FREE Oracle Financials 
seminar to be held 








Microvax to tie into Token-Ring 


BY MARYFRAN JOHNSON 
CW STAFF 


ANAHEIM, Calif. — A direct, 
high-speed connection between 
Digital Equipment Corp. Micro- 
vaxes and IBM computers via 
Token-Ring interface will be un- 


veiled this week by a third-party 
vendor. 

San Diego-based Simpact As- 
sociates, Inc. will reportedly an- 
nounce its TCI 2000 series of 
Token-Ring interfaces, hard- 
ware and software products at 
the Dexpo West ’89 trade show. 





The products reportedly will 
allow any DEC Microvax to be 
connected directly to Token- 
Ring, the increasingly popular 
IBM networking standard. Until 
now, DEC has relied on Ethernet 
as its networking connection, 
with links to IBM systems only 


through complicated gateway 
arrangements. 

“This sounds like the first 
step toward a reasonable solu- 
tion,” said Katherine Barrett, a 
manager in network consulting 
at Ernst & Young in Fairfax, Va. 
“There’s no question that being 
able to put a VAX on a Token- 
Ring will make everybody’s life 
simpler.” 

Each interface in Simpact’s 


Save up to 7 Out of 8 Ribbons with 
Ribbon Saver* Systems! 


Why waste expensive ribbons? Install Printronix- 


approved Ribbon Saver systems and replenish rib- 


bon ink during high speed printing. You'll extend 
ribbon life up to 8 


times and save 50% 


of your ribbon 


budget. And you'll 
get superior print 


quality plus high 


bar code scan rates 


too. 


ink from roller (A) transfers through 
roller (B) to ribbon (C). Drip-free 
No hot spotting 


A Johnson Worldwide Associates Company 


Ribbon Saver brackets install in 5 minutes. 
Replacement ink rollers slip on in seconds. No 
mess. No Printronix warranty problems. Ribbon 
Saver systems are built into many OEM cartridge 


ribbons too. 


Contact your ribbon distributor or call Porelon, 
Inc., 1480 Gould Drive, Cookeville, TN 38501, 


(615) 432-4032. 


RIBB@NSAVER 


By Porelon 


© 1989 Porelon, inc. Ribbon Saver is a registered trademark of Porelon, Inc., Cookeville, TN 
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TCI series consists of an intelli- 
gent communications front-end 
processor and software that im- 
plements one of the four proto- 
cols commonly used in the To- 
ken-Ring environment: Logical 
Link Controller (LLC), Trans- 
mission Control Protocol/Inter- 
net Protocol (TCP/IP), IBM- 
compatible Netbios and IBM’s 
LU6.2. 

Another vendor, Systems 
Strategies, Inc. in New York, 
will also announce LU6.2 To- 
ken-Ring support to its Ezbridge 


| line of IBM-to-DEC connectivity 


software. In a marketing agree- 
ment between the two compa- 
nies, Simpact provided its hard- 
ware as a platform for Systems 
Strategies’ software. 

David Terrie, president of 
Newport Consulting in Scituate, 
Mass., said, ‘“Token-Ring prod- 
ucts [for DEC machines] are not 
new, but what is different here is 
the range of protocols being sup- 
ported directly by the board.” 

The 2000 series consists of 
four versions, each handling one 
of the major software protocols. 

The TCP/IP version will re- 
quire little or no customization 
by users, said Steve Adams, a 
Simpact spokesman. The LLC, 
Netbios and LU 6.2 interfaces, 
however, are intended for use as 
development tools by systems 
integrators, who “will have to do 
some programming  them- 
selves,’’ Adams said. 

The first three models — for 
LLC, TCP/IP and Netbios — are 
available now in sample quanti- 
ties, ranging in price from 
$7,900 to $17,150. 


Vaxstations 
head list of 
DEC debuts 


MAYNARD, Mass. — Digital 
Equipment Corp. will flesh out 
its Vaxstation line with the intro- 
duction of two general-purpose- 
models this week, along with a 
raft of enhanced software and 
networking products for techni- 
cal and commercial markets. 

Sources close to the company 
report that 16 products — sev- 
eral aimed at desktop integration 
in a multivendor environment — 
will be unveiled at a press confer- 
ence Tuesday at Boston’s World 
Trade Center. 

In a demonstration of new in- 
teroperability skills, DEC offi- 
cials will pass along and print out 
several files between an Apple 
Computer, Inc. Macintosh and 
DEC machines from both the 
Vaxstation line and the reduced 
instruction set computing-based 
“open systems’’ Decstation line. 

Also making its debut will be 
three RT (real-time) Vaxsta- 
tions, one based on the 3300 line 
and two based on the Vaxstation 
3100. 
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Get your DB2 application 
development off 


and running with FOCUS. 


FOCUS is the most widely used fourth 
generation language for DB2* Whether 
you're writing reports, analyzing data, or 
building complete applications, FOCUS 
makes you ten times more productive 
than any other DB2 development aid. 
COMPLETE APPLICATION 
DEVELOPMENT FACILITIES 

FOCUS comes with a complete devel- 
opment tool set ready to work with DB2. 
In addition to code generators, editors, 
and visually-oriented screen and window 
painters for automating the development 
process, the FOCUS language gives you a 
complete array of programming con- 
structs to complete your application with- 
out having to rely on COBOL or other 
3GLs. And you can invoke specific DB2 
commands from within FOCUS—such as 
COMMIT/ROLLBACK or GRANT/REVOKE 
security privileges. 
SQL COMPATIBLE 

Applications written in FOCUS auto- 
matically generate optimized SQL syntax 
for reading and updating DB2 databases— 
so you don’t need to know SQL to work 
with DB2 tables. You can even embed 
SQL commands within FOCUS code or 
issue them directly during interactive 
FOCUS sessions. And if you want to use 
SQL against non-relational databases, 
FOCUS allows for that too. 
DATA ACCESS AND CONVERSION 
TO DB2 

FOCUS allows you to access every 
data structure on your mainframe— 
permitting you to convert to DB2 data- 
bases directly from any other database. 
And the FOCUS multi-field join capability 
allows you to link FOCUS, IMS, VSAM, or 
any other databases to DB2 for reporting 
and decision support. You can even give 
VM users access to DB2 data through our 
unique FOCNET/Cross Machine Interface. 

For more information on how FOCUS 
can help you get your DB2 applications — 
out of the gate fast, call Information Build- 
ers, Inc., at (212) 736-4433, Ext. 3700. 


Information Builders, Inc. 


* Computer Intelligence, 1989. This advertisement refers to numerous software products by their trade names. In most, if not all cases, these designations are claimed as trademarks or registered trademarks by their respective companies. 
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3Com announces stopgap network measures 


BY CHARLES VON SIMSON 

CW STAFF 
SAN JOSE, Calif. — Acknowledging that 
a mature integration of multivendor net- 
work operating systems is years away, 
3Com Corp. faced impatient customers 
and announced a slate of interim capabili- 
ties last week that will allow them to bet- 
ter develop their own management sys- 
tems. 

Although corporate managers ap- 
plauded the direction, most expressed im- 
patience with the development of an- 
swers for their problems. 

3Com issued a statement of intent to 


offer a series of network management ap- 
plications that will give managers a great- 
er degree of information on network func- 
tions across multivendor environments. 
The announcement came at 3Com’s Net- 
work Systems Forum, a marketing con- 
ference held here. The products, ele- 
ments of the company’s Open Manage- 
ment Architecture, are scheduled for 
delivery by summer 1990. 

“Part of the problem is definitely the 
development of standards and technologi- 
cal hurdles,” said Brian Steele, a network 
systems analyst at Citgo Petroleum Corp. 
in Tulsa, Okla. But, he added, “There is 
also a large measure of politics and mar- 


ee 


ava 


keting getting in the way. Until vendors 
develop a real solution, we will grow a lot 
of capabilities internally and stay away 
from proprietary systems.” 

In response to such sentiments, 3Com 
also announced that it will design and pub- 
lish application programming interfaces 
that will allow systems administrators to 
develop applications for their specific en- 
vironments. Icon-driven statistical and 
technical network reporting functions 
were demonstrated at the forum. 

“For most heterogeneous campus 
LANs, the solutions are the worst possi- 
ble mess you can imagine,” said Steve 
Spanier, vice-president at Infonetics, 
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Inc., a Santa Clara, Calif., market re- 
search firm that recently completed a 
study of heterogeneous campus net- 
works. “You will only see more users 
forced to grow their own.” 

In addition, the company announced 
network software allowing Apple Com- 
puter, Inc. Macintosh computers to di- 
rectly access file and print services on a 
3+Open LAN Manager network using 
Apple’s Appletalk Filing Protocol and 
Printer Access Protocol. 

Apple users were cautiously optimis- 
tic. “They will have to offer a far greater 
comfort level before I move critical appli- 
cations off of our HP 3000 systems onto a 
network,” said Ed Rogers, MIS opera- 
tions manager at Adia Personnel Services 
in Menlo Park, Calif. 


Brout route 


3Com was not idle on the hardware 
side of the business last week, dem- 
onstrating an Ethernet brouter 
that, functioning as a router, will di- 
rect three major protocols. 
Depending on requirements, the 
BR/2000 can operate as a protocol- 
transparent bridge; as a brouter 
supporting Xerox Corp.’s Xerox 
aoe Systems, Transmission 
Control Protocol/Internet Protocol 
and Open Systems Interconnect 
protocols; or as a brouter for rout- 


Analysts said this can be an impor- 
tant function for network managers 
developing internetwork communi- 
cations between devices using pro- 
tocols that were not designed to be 
routed, such as IBM’s Netbios and 
LU6.2 protocols. 


Data General 
boosts revenue 


WESTBORO, Mass. — Just as it predict- 
ed last month, Data General Corp. last 
week reported the highest quarterly rev- 
enue in the organization’s 21-year history 
for its fourth quarter, which ended Sept. 
30. 

The firm said strong sales in both the 
proprietary MV computer line and the 
fledgling Unix-based Aviion line boosted 
revenue to $357.1 million, up 4.6% from 
last year’s fourth-quarter figure. 

An $84.1 million loss for the quarter, 
including an $80 million restructuring 
charge, compared with a $49.8 million 
loss in last year’s fourth quarter, including 
a $48.7 million restructuring charge. 

“We also have not seen the last of Data 
General layoffs,”’ said Chief Executive Of- 
ficer and President Edson de Castro. 
“‘We’ve got a lot more to do. Getting effi- 
cient requires a lot of steps, and we’re go- 
ing to keep taking those steps.” 

DG is encouraged by the fact that 
some 100 software developers have 
signed on for ports to Aviion, a company 
spokesman said. 

NELL MARGOLIS 
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Introducing the high-performance 
HP Vectra 486 PC. 


The number alone says speed. And that’s 
just what ali the other 486 personal com- 
puters are promising. But why stop there? 


Hewlett-Packard has a better way. 


The new HP Vectra 486.A personal com- 
puter engineered for the most demanding 
single- and multi-user applications. A 
breakthrough technology offering up to 64 
Mbytes of RAM.LAN networking capa- 
bilities. And hard disk storage equal to that 
of a minicomputer. 


Hewlett-Packard’s commitment to EISA, 
Extended Industry Standard Architecture, 
further enhances performance. And 
compatibility. EISA prepares you for tomor- 
row’s technologies, yet allows you to 
choose from the many accessory cards 
available today. 


The HP Vectra 486 offers several new 
features. But it also offers one you may 
already be familiar with. Hewlett-Packard 
reliability. The reliability cjg meme 
you need when your task | 

is critical. Pe 

To show just how revved [ 

up this personal com- 

puter is, we'd like to give i 

you some free HP Vectra © 

486 detailing decals. For 

more information and 

the name of your 

nearest dealer, call 

1-800-752-0900, 

Ext.783K. 


There is a better way. 


|G HEWLETT 


PACKARD 


STP is a registered trademark of First Brands Corporation, Danbury, CT. 
Champion is a registered trademaa \ of the Champion Sparkplug Company, Toledo, OH. 
486 is a trademark of Intel Corporation. 

© 1989 Hewlett-Packard Company CPPC916 





Get the Facts 
from Your DBMS. 


T he SAS System, the most powerful appli- 
cations software, has joined forces with 
the most popular data base management 
systems. To turn raw data into meaningful facts. To 
analyze, estimate, optimize, simulate. To produce 
custom reports and color graphs. And to protect 
your investment in data base technology. 


Ready-to-use SAS so‘tware tools uncover the real 
meaning of all those names and numbers locked in 
your data base. It’s easy to forecast sales and cash 
_ planning models. Create spreadsheets of unlimited 
size. Schedule projects for best use of time and 


Data Entry, 
Retrieval, 
and Management 


Report Writing [> 
and Graphics 


Statistical and =} 
Mathematical Design 
and Analysis 


Business Planning, 
Forecasting, and 
Decision Support 


Operations Research 
and 
Project Management 


Applications 
Development 


IMS, DL/I, and DATACOM/DB. End users, even those 
who know nothing about data bases, have immediate 
access to the data they need. It’s as easy as filling in 
the blanks! 


Extract data from your DBMS for use in SAS System 
applications. Load data from the SAS System directly 
into your DBMS. Or update values in a data base 
directly from a SAS System application. All without 
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Mips takes RISC in data center market 


BY J. A. SAVAGE 


CW STAFF 


Reduced instruction set comput- 
ing (RISC) machines got a big 
push toward the traditional data 
center market with last week’s 
introduction of Mips Computer 


Systems, Inc.'s most powerful 
machine. 

Simultaneously, the company 
announced that Control Data 
Corp. would be selling Mir sys- 
tems. 

Using emitter-coupled logic 
(ECL) chip technology for its 


processor, the RC6280 comput- 
er runs both technical and com- 
mercial applications at 55 million 
instructions per second (MIPS), 
according to the company. ECL 
chips are more delicate and cost 
more than CMOS, but they are 
much faster. 


Mips is the third company in 
less than a month to launch new 
bids for the data center market 
after formerly having no offer- 
ings in that area. Digital Equip- 
ment Corp. and Tandem Com- 
puters, Inc. have each offered 
mainframes: Tandem with its 
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proprietary operating system, 
Guardian, and DEC with its own 
VMS operating system. Mips’ 
new machine, the RC6280, runs 
on the Unix operating system. 

Mips also claimed that its I/O 
subsystem provides 200M byte/ 
sec. “across multiple VME bus- 
es.” 

“The problem,” said Andrew 
Allison, editor of the “RISC 
Management”’ Newsletter, 
based in Los Altos, Calif., ‘‘is 
that you need to add five VME 
bus cabinets.” Each cabinet han- 
dles only 33M byte/sec. 


ee 


HAT 

MANAGER 

is going to 
risk his job buying 
Mips?”’ 


BONNIE DIGRIUS 
INFOCORP. 


DEC and Tandem are likely to 
have an easier time nudging into 
the mainframe market than up- 
start Mips, according to Bonnie 
Digrius, an analyst at Santa 
Clara, Calif.-based Infocorp. 
DEC and Tandem have current 
users who are looking for more 
capacity and are likely to take 
the next step up from the same 
vendor, she said. 

“What IS manager is going to 
risk his job buying Mips?” Di- 
grius said. She added that while 
Mips lacks credibility in the 
mainframe market, CDC has lost 
much of its credibility. ‘CDC is 
holding on by their fingernails.” 


New sales techniques 

In the cases of DEC and Tandem, 
as well as Mips, the sales forces 
need to learn how to sell into a 
mainframe market, according to 
Digrius. 

At the same time that Mips 
was announcing its new high-end 
machine at Unix Expo in New 
York, the company also was 
demonstrating two midrange 
machines that had been intro- 
duced a week earlier. 

Those systems, the RC3260 
and RC3240, are said to provide 
performance equal to or higher 
than that of their predecessors 
at lower prices. They are more 
compact but are essentially re- 
packaged from earlier models, 
according to Allison. 

Claiming to be the first com- 
pany to provide the Systems 
Performance Evaluation Coop- 
erative’s Specmark _ perfor- 
mance ratings for its systems, 
Mips said the RC3260 provides 
16.5 Specmarks and 20 MIPS 
and that the RC3240 runs at 15 
Specmarks and 18 MIPS. The 
company said it expects Spec- 
mark numbers for the RC6280 
to be available by the end of the 
year. 

Prices start at $55,000 for 
the RC3260 and at $30,000 for 
the RC3240. 
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Who Can Give You A 
OPE ATTN CETTE suns nnsosnen 


tion at all. 


OMe ier UTI i bo Mm ecocccal 


the 1990’s. 


P Nor will you have the global digital 
connectivity which is critical to the 
Ld future of your network. 


That’s why you need what only GDC 
can offer: a comprehensive network 
solution. 

We give you access to all the ele- 
ments you need to create a complete 
corporate network. From analog and 
digital data sets to powerful network 
optimization tools. Plus, we incorpo- 
rate management and control capabili- 
ties into all of our networking products. 
This gives you complete control beyond 
the backbone, desktop-to-desktop. 

What’s more, a GDC network offers 
the flexibility to take full advantage of 
FT-1 and ISDN without sacrificing any 
of the benefits of private network 
control. 

Our MEGAMUX® Transport Man- 
agement System - the world’s most 
advanced networking multiplexer - 
already has a proven ISDN Primary 
Rate Interface. And our FT-1 custom- 
ers are already realizing major savings 
in line costs. 

Further, MEGAMUX TMS offers 
Intelligent Automatic Rerouting to 
ensure maintenance of critical applica- 
tions, and a unique adaptive down- 
speeding method where bandwidth is 
dynamically reassigned. This avoids 
denying service to users. 

So consider the fact that only GDC 
can offer you this choice: you can start 
planning for the future of your network 
today, or you can pay the enormous 
price of trying to catch up later. 

Remember, ours is the only total 
network solution. And it’s backed by 
over twenty years of experience and 
worldwide service and support. 

Find out more. Call or write for our 
free video. Because for a complete 
network solution with FT-1 and ISDN, 
Only GDC Can. 





Call 1-800-777-4005, General 
DataComm, Middlebury, CT 
06762-1299. Tel: (203) 574-1118, 
Telex: 643357, Fax: (203) 758-8507. 
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See Us At CMA ‘89 Booth #1400 Nov. 28-30, New York Hilton. sj] General DataComm 








ant to see this computer grow over 
10x more powerful? 


You’re looking at the same 
computer. 

You're not looking at the same 
computing power. 

Digital’s VAX™ 6000 computer 
lets you expand to over 10X the 
power you start with. All in the same 
cabinet. In minutes. For range of 
growth, cost of growth and protection 
of your investment, nothing else 
compares. 

A combination of innovative engi- 
neering and symmetric multi-processing 
lets you grow from 2.8 VUPs* to 36 
VUPs. And support up to 650** users. 


VAX 6000 Computer 
2.8 VUPs (10:30 a.m.) 


Upgrading is fast and easy because all 
you have to do is add processor 
boards. And you can keep adding for 
years to come. 

But it gets even better. The unique 
VAX 6000's modular design will allow 
you to upgrade to new performance 
levels as new generations of technol- 
ogy are introduced. You stay on the 
forefront of technology. You're cov- 
ered today. And tomorrow. 

The VAX 6000 series also shares in 
the entire VAX family growth story: 

If you outgrow a single VAX 6000 
system’s power, you can form a VAX- 
cluster™ that includes more VAX 
6000s and other VAX computers for 


the power you need. You manage and 
access the cluster like one system 
because it is one system. 

Q) The VAX 6000 computer is part of 
the industry’s largest family of com- 
patible computers. It extends from 
our $7,000 MicroVAX™ computer to 
our new VAX 9000 Mainframe. And 
there’s never a need to rewrite soft- 
ware from one VAX computer to 
another. 

@ The VAX 6000 system is backed 
by Digital’s networking, renowned for 
how easy it is to set up and grow. And 





now, with our NAS (Network Appli- 
cation Support), you can grow into a 
multi-vendor network, integrating at 
the applications level with other major 
vendors like IBM,® Apple,® and 
COMPAQ” 

All this adds up to lower growth 
costs, no matter which direction you 
want to grow— more power, more 
support for users, more storage, more 
networking. 

It also adds up to a better protec- 
tion of your computing investment. 
There’s no simpler, more manageable, 
more affordable growth path for both 
hardware and software. 


VAX 6000 Computer 
36 VUPs (10:42 a.m.) 


As you can see, the VAX 6000 com- 
puter system gives you lots of unique 
ways to deal with growth and change, 
so you can better manage the present 
and plan for the future. 

And that’s unlike any other com- 
puter you'll see today. 

See for yourself. Call your local 
Digital sales office today. Or call 1-800- 


842-5273, ext. 600. Digit al 
has 
It 


fifo tal] 


Want to see it again? 


*VAX Unit of Performance. One VUP equals the processor 
performance of a VAX-11/780. 

** Office application subscribers using ALL-IN-1™ with word 
processing and mail. 
© Digital Equipment Corporation 1989. The Digital logo, 
Digital has it now, VAX, VAXcluster, MicroVAX, and ALL- 
IN-1 are trademarks of Digital Equipment Corporation. 
Apple is a registered trademark of Apple Computer, Inc. 
IBM is a registered trademark of International Business 
Machines Corporation. COMPAQ is a registered trademark 
of COMPAQ Computer Corporation. 














EDITORIAL 


Rank and file 


ESTER THUROW HOLDS back very 

little when talking about the magnitude 

of the challenge facing the U.S. as the 

era of truly global economy goes from 
the early light of dawn into full daylight in the 
coming decade. 

And the dean of MIT’s Sloan School of Man- 
agement was certainly frank in his assessment of 
a potentially fatal flaw in our economic fabric 
when he addressed guests at Computerworld’s 
Premier 100 gala last week in New York. 

Global leadership, Thurow said, will not rest 
with those nations endowed with natural re- 
sources. Rather, the nations that have invested 
in human capital through education, nations that 
churn out a skilled cadre of “privates and corpo- 
rals’’ from the high schools, will dominate. 

Alas, we all know the truly grim realities of 
large segments of our high school population, 
particularly in the inner cities. Dropout rates are 
staggering among certain groups. Graduates in 
numbers that are embarrassingly high cannot 
read beyond eighth-grade levels. Our young 
adults have trouble identifying the century in 
which the U.S. Civil War took place, let alone un- 
derstanding the signficance of such events. 

Meanwhile, the high school students who 
score the highest in standardized math tests are 
from Hungary. The top of the class in physics 
testing comes from the Soviet Union. 

Where we do outshine the rest of the world, as 
the dean noted, is in our university system. 
There we are preparing what he termed the 
“colonels and generals” for tomorrow’s eco- 
nomic battlefield. 

Arecent Computerworld study (CW, Oct. 30] 
ranked the best IS graduate programs in the 
U.S. (a list, by the way, that was topped by Thur- 
ow’s Sloan School). It is abundantly clear why 
the front-runners on our list attained their posi- 
tion. Each school has a vision of the future where 
IS professionals must have that vital blend of 
technological and managerial skills. This vision is 
then projected onto the curriculum and then 
manifested in the great demand for the products 
of the top schools’ programs. 

But again, these graduates are the colonels 
and generals. And as we noted last year, an in- 
creasing number of IS students, particularly at 
the graduate level, are foreign students who are 
inclined to take their skills back home. 

And what of the colonels and generals that re- 
main here? Aren’t they only as effective as the 
soldiers they lead? 

That is the fatal flaw, Thurow said. We are in 
danger of entering the 1990s woefully ill- 
equipped for the jobs that will exist because we 
haven’t trained our workers to read, write, com- 
pute and think like productive human beings. 

There is no question that this country pos- 
sesses the greatest investment in information 
technology. If we don’t seriously acknowledge 
the gravity of the education challenge, that in- 
vestment will soon look like Howard Hughes’ 
“Spruce Goose” — a tremendous plane, but it 
never really got far off the ground. 
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“YEAH, I STARTED THE COMPANY RIGHT AFTER I GRADUATED FROM COLLEGE. 


HOW'D YOU GUESS?” 


LETTERS TO THE EDITOR 


Transfixxer sold 


The In-Depth article ‘‘Packing 
your testing tool box” [CW, Oct. 
9], complimented Transfixxer, 
the Cobol-based test data distill- 
er and coverage monitor. On July 
1, 1989, Marble Software sold 
the Transfixxer product outright 
to J Cris Miller & Associates 
(JCM&A). 

JCM&A is extending Trans- 
fixxer to the personal computer 
and to accommodate languages 
other than Cobol. One Trans- 
fixxer scenario distills produc- 
tion data on the mainframe for 
testing and coverage analysis of 
programs maintained on person- 
al computers. 

JCM&A is a software re-engi- 
neering firm offering consulting, 
training and products for person- 
al computer support of main- 
frame systems. 

JCris Miller 
JCris Miller & Associates 
LaGrange, Ill. 


New faithful 


After participating in the recent 
Wang Laboratories, Inc. users 
conference, I found that the arti- 
cle ‘Wang faithful convene, re- 
gain hope” [CW, Oct. 16] fell far 
short from the truth of the mat- 
ter. 

The Wang “‘faithful” are only 
so because the VS platform per- 
forms exceedingly well for their 
organizations. Several system 
administrators from installations 
only running Wang WP or WP+ 
report that they are under attack 
from advocates of local-area net- 
works and IBM Application Sys- 
tem/400s. Users report that 
these alternate platforms re- 
quire much higher levels of sup- 


Regarding the LAN panacea, 
a recent front-page article in CW 
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indicated that LANs are conser- 
vatively estimated as being down 
6% of the time; my company’s 
VS 7010 has not been down in 
the past year — not once. 

Information systems and data 
processing managers supporting 
diverse applications have stron- 
ger ties to Wang. Organizations 
that have bought into Wang’s in- 
tegrated software platforms 
(particularly the fourth-genera- 
tion language PACE) continue to 
reap major benefits in terms of 
short Application Development 
Life Cycles and ease of program 
maintenance. 

I note that CW has touted the 
achievements made at El Paso 
Natural Gas [CW Special Report, 
Oct. 9] without mentioning that 
Wang has the only platform that 
could support development of 
such robust applications (i.e., 
DBMS, WP, image and electron- 
ic mail all integrated). 

I take exception to Tom Will- 
mott’s quote that Wang has ‘“‘still 
not identified or communicated 
what the vision is.” It was clear 
to all attendees that Wang is 
moving the VS toward an en- 
riched client/server architecture 
with very strong support for in- 
dustry standards and graphical 
user interfaces. 

Unix was not discussed at the 
conference because most cur- 
rent users are not interested in 
it. Wang itself is committed to 
Unix. I expect that Wang’s pric- 
ing on Image and Freestyle will 
get more competitive. Connec- 
tivity with LANs and the Ban- 
yan/VS products are clear sig- 
nals about the future. Wang’s 
new line of personal computers 
looks solid. 

To say that the Wang faithful 
regained “hope’”’ is out of line; 
what the Wang faithful regained 
was confidence. Now, we can get 
on with delivering applications 


in our own organizations. 
Stephen L. Koller 
Director, Information Services 
Int'l. Exec. Services Corps. 
Stamford, Conn. 


Earlier connection 


The article “Oracle previews 
next release’ [CW, Oct. 9] con- 
tains a piece of misinformation. 
Oracle’s executives state that 
Version 7.0 will be the “world’s 
first true distributed database 
management system.” This 
statement is incorrect. Laptop 
Connections, Inc.’s product 
“Connect,” a multiuser distrib- 
uted database system, was ini- 
tially demonstrated at the PC 
Expo show in New York on June 
20-23, 1989. We are working on 
a Version 2, which will be re- 
leased early in 1990. 

It is interesting to note that 
we have tried on several occa- 
sions to get Computerworld to 
print a new product announce- 
ment or write an article covering 
our product; the first attempt 
was in early May 1989, but for 
some reason we have been un- 
successful. 

Laptop Connections will be 
releasing its product early next 
year. So, let’s set the record 
straight — Oracle does not 
really have tl.e ‘world’s first 
distributed database manage- 
ment system.” 

Jody Issod 

Regional Sales Manager 
Laptop Connections, Inc. 
Marlboro, Mass. 


Computerworld welcomes com- 
ments from its readers. Letters 
may be edited for brevity and 
clarity and should be addressed 
to Bill Laberis, Editor, Comput- 
erworld, P.O. Box 9171, 375 Co- 
chituate Road, Framingham, 
Mass. 01701. 
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VIEWPOINT 


Is Unix really the answer? 


GILBERT P. WILLIAMSON 


Driven by users, a new 
era of freedom in com- 
puting is emerging, with 
Unix as the rallying cry. 
The framework of a 
user revolution based on 
Unix is already estab- 
lished. First, some computer hardware 
and software vendors, for the good of us- 
ers, are seeking bilateral disarmament. 
We have witnessed the weapons of pro- 
prietary systems being laid down at bor- 
ders that once were heavily guarded. 

But while it is virtually impossible to 
find a vendor that publicly disagrees with 
open systems, there remains an abun- 
dance of vendors still essentially pursuing 
a proprietary strategy. Proprietary ven- 
dors are not addressing the real needs of 
users. 

How does one tell a company that is 
merely engaging in rhetoric from a com- 
pany that is really serious about open sys- 
tems? As in all other endeavors, you mea- 
sure by the results — much like ‘‘on-site 
inspections” for weapons systems. As al- 
ways, action speaks louder than words. 
Are vendors making their products more 
open or continuing a “lock-in” strategy? 


Promises, promises 

Computer glasnost, or the trend toward 
open systems, like its political counter- 
part, promises “‘perestroika,” the re- 
structuring of an established order, as 
well as revitalized productivity. 

Computer glasnost refers to a set of 
standards that enable interoperability of 
different computers, subsystems and 
software. These standards cover operat- 
ing system interfaces, languages, I/O in- 
terconnections, communications proto- 
cols and graphical interfaces. 

Glasnost, both in the political arena 
and in the information systems industry, 
is in the best interest of all involved. But 
when will it come to fruition? And within 
computer glasnost, how much voice will 
the user ultimately have in the process? 


ROM THE PERSPECTIVE of price, 
Unix is a boon, because it forces all of 
us in the industry to compete more 


than we have in the past. 


Happily, those answers will not come 
from vendors, as they have in the past. 
Today, user benefits are central, and Unix 
users, in particular, have a major voice. 
The key phrase in computer glasnost is 
“user independence.” This is an econom- 
ic issue that proprietary-driven vendors 
would prefer to hide. 

“Free-market computing” brings 
greater competition to the marketplace 
and accelerates technological progress. 
When price/performance, rather than 
manufacturer loyalty, becomes the crite- 
rion for decisions, users are free to choose 
systems that best meet their needs. For 
the user, the economics of this competi- 
tion are also clear. 

The portable and evolutionary attri- 
butes of open systems protect an organi- 
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zation’s investment in hardware, soft- 
ware and training. All these contribute to 
a notable increase in individual productivi- 
ty and organizational efficiency. 

In addition to the economic benefits, 
users gain early access to advanced tech- 
nology of the highest quality and are able 
to incorporate new technology rapidly. 


Good points 

Clearly, there are advantages for those 
vendors that are not economically tied to 
proprietary offerings. These advantages 
can be passed on to users. The primary 
advantage is that time and money aren’t 


wasted in reinventing existing technol- 
ogies or rewriting applications for a par- 
ticular hardware product. 

This allows both the user and the ven- 
dor to leverage the vast investments 
made in technological development 
throughout this research-intensive indus- 
try. 

Industry-standard software also will 
greatly improve reliability because the 
discovery and correction of software er- 
rors occur at a rate 
proportional to use. 

The truly com- 
petitive systems 
from the beginning 
of time almost al- 
ways have been sys- 
tems that offer the 

_ best price/ perfor- 
mance. 

From the perspective of price, Unix is 
a boon, because it forces all of us in the in- 
dustry to compete more than we have in 
the past. 

Unix is attracting a variety of vendors 
— both hardware and software — to of- 
fer products that can work together to 
best meet users’ needs. 

So, the bottom line will be that Unix 
users receive improved price/perfor- 
mance from increased levels of research 
and development funds that are available 
to address user issues. That is evidenced 
in what is happening in the marketplace 
today. 

Users deserve a choice — the freedom 
to choose solutions, technology and ven- 
dors. Although Unix is just one part of the 
open systems story, I think it is fair to say 
that Unix has been the banner of the open 
systems revolution. 


EFREM G. MALLACH 


te) Much has been made of 
minicomputer industry 
troubles. Conventional 
wisdom pins the blame 
on increasingly powerful 
desktop microcomput- 
ers. 

However, a key reason for the recent 
woes in the minicomputer industry lies at 
the door of the vendors and their handling 
of Unix. The issues are not technical — 
security, file handling, etc. They are emo- 
tional and psychological. 


NICULAE ASCIU 


Unix is one of the most-ballyhooed 
software systems in history. Unix market 
forecasts appear weekly. Including look- 
alikes and derivatives, observer consen- 
sus seems to be that 20% of hardware 
spending by 1992 will be on Unix sys- 
tems. Because Unix 
will account for less 
than 5% of main- 
frame and desktop 
expenditures, it 
must garner more 
than 50% of mini- 
computer spending. 
The conclusion: 
hardly anybody will 
buy proprietary minis for new applica- 
tions. The message nowadays seems to 
be, “If you get a mini, get a Unix mini or 
be left in the dust.” 

The trouble is, information systems 
folks as a group do not feel that Unix is a 
viable commercial operating system. This 
has nothing to do with whether Unix real- 
ly is a viable commercial operating sys- 
tem. We’re talking emotions here, not 
technology. 


Mind boggling 

This creates a subconscious quandary in 
users’ minds. As a group, they are afraid 
to buy into a proprietary minicomputer 
environment but are also afraid to buy 
into Unix. They escape the problem by 
not buying minis. Because their work has 
to get done somehow, they turn to micro- 
based local-area networks as the only rea- 
sonable alternative. They don’t even real- 


Mallach is a faculty member at the University of 
Lowell in Lowell, Mass., and a consultant to users 
and vendors. 
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ize what they’re doing or why they are 
doing it. 

Mini vendors can’t do much about im- 
proved microcomputers, but they can do 
something about Unix acceptability. 

First, they must deal with the vacuum 
in most users’ minds around the phrase 
“commercial Unix.” No vendor is rushing 
in to fill it. There is no other market seg- 
ment of remotely comparable size that 
gets shunned as if it were a leper. In the 
absence of one or a few top-rank vendors 
who associate themselves with this mar- 
ket — and who base their corporate strat- 
egy on this market, commercial users will 
avoid Unix. 

The second reason commercial users 
avoid Unix is squabbling within the Unix 
camp. Users shouldn’t care about this. 
Rapidly narrowing differences among 
versions of Unix are esoteric and affect 
few applications. No matter. This is a psy- 
chological issue, not a technical one. Us- 
ers are unwilling to get involved in the 
Unix fray. 


Uneasy decision 

A purchase feels like a commitment to one 
side over the other. It’s like bartenders 
fighting in front of customers. Even those 
whose service is not affected find the 
scene discomforting and take their busi- 
ness elsewhere. 

To eliminate this emotional obstacle to 
Unix acceptance, the Open Software 
Foundation (OSF) and Unix International 
must bury the hatchet. 

Let’s face it: If AT&T’s present struc- 
ture and policies had been in place two 
years ago, OSF never would have been 
formed. OSF has made a real contribution 
by forcing AT&T onto the straight and 
narrow. Yet, its core software-to-be — 
IBM’s AIX — has turned out to be less 
than expected. (Some hint that its defi- 
ciencies are part of a carefully orchestrat- 


HE TROUBLE JS, information 

systems folks as a group do not feel 

that Unix is a viable commercial 
operating system. 


ed IBM Unix-delaying strategy.) The 
OSF user interface, Hewlett-Packard 
Co.’s Motif, has won over even AT&T 
supporters’ hearts. If AT&T would roll 
back its latest round of license fee hikes 
and commit to future stability in that area, 
it should be possible for both sides to get 
together. Public disputes between rival 
Unix groups hurt all vendors, including 
those who may seem to be “winning.” 

The bottom line is that two things 
must happen for minicomputer sales to 
perk up. The Unix vendor community 
must unite, and one or more substantial 
firms must decide that commercial Unix 
can be the cornerstone of a viable corpo- 
rate strategy. Once these things happen, 
the emotional factors blocking a minicom- 
puter recovery will be gone. Minicomput- 
ers sales will turn up again. Suddenly, the 
obvious reasons for the downturn will not 
be so obvious any more. Pundits will send 
out reports explaining what happened, 
never mentioning that they were wrong 
in 1989. 

Some things, after all, never change. 
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In the world 
of local area networks, 
the only constant is 
constant change. And 
network devices that 
haven't kept up with that change 
will be dropping like flies. 

Hughes LAN Systems multi- 
protocol terminal servers give 
you unparalleled flexibility and 
adaptability in today's network 
environments. They also insure a 
productive future for existing equip- 
ment that might otherwise be 
considered obsolete. 

Hughes LAN Systems 
terminal servers speak the same pro- 
tocols you do, and more: TCP/IP 
LAT SNMP (Simple Network Man- 
agement Protocol), and our own 
LocalNet* V2. Over multiple cabling 


THERE’S NOTHING 
TERMINAL 
OUR SERVERS. 


ABOUT 


schemes: thick or thin Ethernet, 
broadband, and even twisted pair. 

All Hughes LAN Systems 
servers offer extensive remote 
administration and diagnostic capa- 
bilities from anywhere on your 
network. They also feature standard 
SNMP management tools, so you 
can configure and control your 
network from a central location. 

Plus an advanced security 
option for absolute control over 
access to sensitive data. 

With our LINC/Term multiple 


protocol software, our servers 
let you hot key between sessions 
on multiple hosts, regardless of pro- 
tocol. Without rebooting or down- 
loading new software. 

Fora limited time you can getall 
this for as low as $199* per port. 

So call Hughes LAN Systems 
today at 1-800-456-5430. And give 
your terminals a new lease on life. 


en nn LET NaNO R TERRIER TENET NIE 
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SOMEBODY RIP OUT THE 
LETTERS SECTION FOR ME . 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your 
offer of $44.00* per year — a savings of 57% off the single copy price. In addition, |'ll 
receive special bonus sections of COMPUTERWORLD Focus on Integration. 
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must be prepaid in U.S. dollars 


Please complete the information to the right to qualify for this special rate. 
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BUSINESS/INDUSTRY (Circle one) 
10. Manufacturer (other than computer) 
20. Finance/insurance/Real Estate 
30. Medicine/Law/Education 
40. Wholesale/Retail/Trade 
50. Business Service (except DP) 
60. Governme a 
65. Communicatioi 
Transportation 
. Mining/Construction/Petroleum/Refining/Agric 
. Manufacturer of Computers, Computer-Related 
Systems or Peripherals 
System Integrators, VA puter Service 
Bureaus, Software Planning & Consulting Services 
Computer/Periphera! Dealer/Distr./Retailer 
. User: Other 
Vendor: Other __ 


ystems/Public Utilities/ 


TITLE/FUNCTION (Circle one) 

IS/MIS/DP MANAGEMENT 

19. Chief Information Officer/Vice President/Asst. VP 
IS/MIS/OP Mgt 

21. Dir/Mgr. MIS Services, Information Center 

22. Dir./Mgr. Tech. Planning, Adm. § Data Comm 
Network Sys. Mgt.; Dir./Mgr. PC Resources 

23. Dir./Mgr. Sys. Development, Sys. Architecture 

31. Mgrs., Suprv. of Programming, Software Dev 

32. Programmers, Software Develope 

OTHER COMPANY MANAGEMENT 

11. President, Owner/Partner, General Mgr 

12. Vice President, Asst. VP 

13. Treasurer, Controller, Financial Officer 

41. Engineering, Scientific, R&D, Tech. Mgt 

51. Sales & Mktg. Mgt 

OTHER PROFESSIONALS 

60. Sys. Integrators/VARs/ 

70. Medical, Legal, Accountir t 

80. cato urnalists, Librarians, Students 

90. 


Decify) 


COMPUTER INVOLVEMENT (Circle all that apply) 
Types of equipment with which you are personally 


Minicomputers: 
Microcomputers/ 
Communications S: 

Office Automation 

No Computer Involvement 


ess Computers 
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BUSINESS/INDUSTRY (Circle one) 

10. Manufacturer (other than computer) 

20. Finance/insurance: 

30. Medicine/Law/Edu 

40. Wholesale/Retail/Trade 

50. Business Service (except DP) 

60. Government - State/Feceral/Local 

65. Communications Systems/Public Utilities/ 
Transportation 

70. Mining/Construction/Petroleum/Refining/Agric 

80. Manufacturer of Computers, Computer-Related 
Systems or Peripherals 

85. System Integrators, VARS, Computer Service 
Bureaus, Software Planning & Consulting Services 

90. Computer/Peripheral Dealer/Distr./Retailer 

75. User: Other 

95. Vendor: Other _ 

(Please specify) 


TITLE/FUNCTION (Circle one) 
1S/MIS/DP MANAGEMENT 
19. Chief Information Officer/Vice President/Asst. VP 
IS/MIS/DP Mgt 
21. Dir./Mgr. MIS Services, Information Center 
22. Dir/Mgr. Tech. Planning, Adm. Svcs., Data Comm 
Network Sys. Mgt.; Dir./Mgr. PC Resources 
23. Dir./Mgr. Sys. Development, Sys. Architecture 
31. Mgrs., Suprv. of Programming, Software Dev. 
32. Programmers, Software Developers 
OTHER COMPANY MANAGEMENT 
President, Owner/Partner, General Mgr. 
. Vice President, Asst. VP 
. Treasurer, Controller, Financial Officer 
. Engineering, Scientific, R&D, Tech. Mgt 
. Sales & Mktg. Mgt 
OTHER PROFESSIONALS 
60. Sys. Integrators/VARs/Consulting Mgt 
70. Medical, Legal, Accounting Mgt 
80. Educator, Journalists, Librarians, Students 
90. Others aod 
(Please specify) 


COMPUTER INVOLVEMENT (Circle all that apply) 
Types of equipment with which you are personally 
involved either as a user, vendor, or consultant. 

Mainframes/Superminis 

Minicomputers/Small Business Computers 

Microcomputers/Desktops 

Communications Systems 

Office Automation Systems 

No Computer Invoivem 


E4945-2 





BUSINESS REPLY MAIL. 


FIRST CLASS PERMITNO.55 MARION, OH 43306 


POSTAGE WILL BE PAID BY ADDRESSEE 


P.O. Box 2044 
Marion, Ohio 43306-2144 


BUSINESS REPLY MAIL 


POSTAGE WILL BE PAID BY ADDRESSEE 


P.O. Box 2044 
Marion, Ohio 43306-2144 


NO POSTAGE 
NECESSARY 
IF MAILED 
IN THE 


| N 
|_ UNITED STATES | 
pepe areueavera: 2) 


NO POSTAGE 
NECESSARY 
IF MAILED 
iN THE 


J 


UNITER STATES 


i 





VIEWPOINT 


IS identity crisis too much to handle 





READER’S PLATFORM 
EUGENE CLARKE 


My world collapsed recently during a 
strategic planning meeting between in- 
formation systems and our marketing de- 
partment. It collapsed in a three-sentence 
exchange between the director of IS and 
the vice-president of marketing. 

“How can we in IS help you to realize 
your goals?” the IS director asked. This 
seemed like a good open-ended question, 
and I was waiting for the vice-president of 
marketing to embrace IS in his confi- 
dence. IS was prepared to act as a full 
business partner with the marketing de- 
partment. 

The vice-president of marketing 
looked directly at the IS director and said, 
“Beyond capacity planning for your com- 
puters, I don’t know how you can help. 
I’m not even sure what your role is in all of 
this.” This response was shattering for 
many reasons. But it served to add a dose 
of reality to my world. 

We in IS like new beginnings. The year 
1984 was a new beginning for me. The di- 
rector of MIS outlined a new and chal- 
lenging role for us programmers (now 
business analysts) for the 80s. We were 
to become less technical and more busi- 
ness-oriented. We were to jearn the busi- 
ness, learn to develop business solutions 
to business problems and interact with 
our end users (now business partners) on 
their level. We were to look like, act like 
and function like consultants for one of the 
Big Eight accounting firms. 


New buzzwords 

We went to many seminars on “‘Consult- 
ing Skills,” “Strategic Business Plan- 
ning,” ‘‘Writing Business Proposals” and 
“Presentation Skills.” We implemented a 
full-functioning Help desk, and in 1987, 
the Information Center was opened. In- 
house program development was out, and 
commercial packages were the trend of 
the future. We implemented a major man- 
ufacturing package complete with end- 
user reporting tools. Relational database 
and connectivity (now networking) be- 
came the new buzzwords. 

MIS was reorganized and changed its 
name to IS. Then it reorganized again so 
as to “better reflect” our new role as in- 
formation consultants. The Operations, 
Technical Support and Maintenance Pro- 
gramming functions were relegated to 
the back room. The philosophy was this: 
We are not a technology function; we are 
a business consulting function. 

IS expanded its systems development 
group by bringing in people with MBAs 
and masters degrees in systems science. 
This group was destined to redefine the 
role of IS within our business. IS was 
striving hard to be a business consultant 
for our business partners. 

The words “‘risk taking”’ and ‘‘entre- 
preneurial” became common terms along 
with system “‘flexibility” and ‘maximum 
competitive advantage.” The company 
was preparing for ‘“‘global markets,” and 
IS was preparing for a “global IS strate- 
gy.” IS was prepared to act as an integral 
part of the business decision-making pro- 
Clarke was a supervisor in production systems sup- 
port at Norwich Eaton Pharmaceuticals in Norwich, 
N.Y. 
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cess. We were ready to have our director 
take a seat on the operating committee at 
the vice-president level. 

I liked this strategy. It felt good. IS 
would finally gain its rightful place within 
the business. We would gain the respect 
of our business partners. We would be in 
the trenches, side by side with our busi- 
ness partners, fighting the strategic busi- 
ness battles. 

But what happened? Why does the 
vice-president of marketing still look at us 
as a service function and not as a business 
partner? What did we do wrong? We are a 
part of the Team, aren’t we? 


— 


The short answer is, ‘‘no.” IS or MIS 
or DP is still considered a technical ser- 
vice function within a business. Our his- 
torical role of providing critical computing 
and technical services overshadows all 
else. To an end user, asking IS to be its 
business partner is like asking the dry 
cleaner to help them pick out a wardrobe. 


The IS divide 

Therefore, IS has an identity crisis, and 
the crisis is tearing apart the function. IS 
has split itself into a business consulting 
entity and a technical/operations entity. 
The consulting entity is frustrated be- 





ut 
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cause it has made little impact within the 
business. The technical/operations side is 
seeing morale drop as IS management 
tries to ignore its existence. This loss of 
morale is aggravated as top management 
considers “‘outsourcing’’ basic operations 
and technical functions, a la Kodak. Yes, 
resumes are flying, and we are losing 
valuable technical skills. 

What is the answer to this crisis? I 
don’t know. I’ll have time to think about it 
during my 18-month educational leave to 
complete an MBA degree with an MIS 
concentration at State University of New 
York at Binghamton. However, I do know 
that when I return to work, it won’t be in , 
IS. It will probably be as an IS consultant 
in our marketing department. At least my 
identity will be secure. 
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Reprints from Computerworld provide a 





valuable marketing/sales tool for your company! 


Editorial articles are available as reprints and can be ordered in 
various quantities, and customized to include your company logo and 
sales offices. Whether you wish to have reprints of an article written 
specifically about your company or a subject of general interest, these 


reprints* can be a great resource for use in: 


@ Promotional/P.R. materials 
m= Company seminars 


@ Internal meetings 


Produced in a minimum quantities of 500 for black-and-white and two color reprints; 
1,000 for four-color reprints. 


For complete information on ordering reprints contact: 


Sharon Bryant 

Reprints Department 
Computerworld 

375 Cochituate Road 
Framingham, MA 01701-9171 
Tel. 508-879-0700 
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4th Generation technology 
finally reaches the data center. 


Software AG announces the Data Center Management Series. 


If you’re tired of managing your high-tech data center with low-tech, antiquated 
tools, you need the Data Center Management Series™ from Software AG. 

Why consider 4th Generation technology for data center management? Because 
you need it. You need powerful, integrated software to automate the three key 
areas of your data center: 

* Job preparation/scheduling 

* Console management 

* Network control 

Together, NATURAL OPERATIONS, NATURAL CONSOLE, and NATURAL 
NETWORK deliver advanced solutions for each of these areas. 

More importantly, all Software AG technology works together, within one 
coherent architecture (ISA: The open, Integrated Software Architecture). This 
integration maximizes productivity, minimizes training time, and increases the 
overall performance of your data center. 

And that’s just the beginning of what integrated, 4th Generation technology 
can do to automate data center management. 

The Data Center Management Series. From the world’s leading software 
manufacturer: Software AG. 


There’s a new player in the 
data center: Software AG’s 
Data Center Management 
Series provides a 4th 
Generation approach to 
data center automation. 
For more information, call 
toll-free: 1-800-843-9534. 


ty sSOPWARRE AG 


PROGRAMMING BUSINESS SUCCESS 


The Data Center Series can either stand alone, or be used with Software AG’s ADABAS DBMS and NATURAL 4th Generation application development technologies. 


©1989 Software AG, ADABAS, NATURAL, ISA, The Data Center Management Series, NATURAL OPERATIONS, NATURAL CONSOLE, and NATURAL NETWORK are 


trademarks of Software AG. 





SYSTEMS & SOFTWARE 


SO OOOO OOOH ESOS EO EEOEOOOOOEOEOOOOESEEEEOOSEE OSE ES ESSE ESSE SESE SEES SEEES SOCCEROOS OEE SESOCESEOOSOSEEEEESEEESESESEEEES Ceeerecescceseesese POMOC OOO OOOO eH ET EOE EHTS EES E ESET SESE EOE E ESSE ESSE SEES 


IBM spices up batch offering — 


HAR 
TALK 


Rosemary Hamilton 


Minding its 
S’sandJ’s 


IBM would nev- 
er Say so, but one 
of the most im- 
portant tasks for 
its new 3090 J 
models could be 
to bring a quick, 
painless death to the 3090 S 
models. 

Certainly, IBM did not think 
of this when development began 
on the J models. However, as S 
model events unfolded this year, 
the thought had to have popped 
into the minds of some IBM ex- 
ecutives. 

Let’s face it — the S models 
have had a dark cloud hanging 
over them almost since they 
got out the door. Initial ship- 
ments in the fall of 1988 went 
fine. Early users were gung-ho 
on the new systems. 

However, at the start of 
1989, reports surfaced about 
chip problems. This turned into 
S model shipment delays. By 
midyear, IBM was faced with 
reports from the field that ther- 
mal conduction modules (TCM) 
were failing on S models at a 
much higher rate than normal. 
IBM insisted that the failures 
were typical of a new product 

Continued on page 31 
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Although users said IBM’s new 
release of MVS/ESA is not a 
cure-all, they welcomed its po- 
tential as a tool to pry open the 
batch processing window. It also 
can help to shut the window of 
vulnerability by tightening secu- 
rity. 

Along with ESA security en- 
hancements, IBM announced 
Version 1, Release 9 of its Re- 
source Access Control Facility 
(RACF) software, which works 
in conjunction with ESA and its 
subsystems. 

With its introduction of 16 
new 3090 mainframes recently, 
IBM introduced a batch process- 


ing enhancement called Hiper- 
batch, which it saic: speeds batch 
processing by up to 60%, and the 
Move-Page facility, a hardware 
instruction that essentially is an 
improved pipeline between 
Hiperspaces in expanded stor- 
age and central storage. 

IBM said the new release of 
ESA — MVS/SP 3.1.3 — will be 
available December 22. Gradu- 
ated monthly charges with MVS 
JES/2 range from $4,280 to 
$5,795, depending on the size of 
the processor. With MVS JES/3, 
prices range from $4,815 to 
$6,520. 

The use of Hiperbatch is re- 
stricted to 3090 S and J models, 
which contain the Move-Page fa- 
cility. These models will not car- 


ry an additional charge, 
said. 

The dual facilities reduce 
batch processing time by 
streamlining the process of pull- 
ing data into expanded storage, 
moving it to central storage and 
eluding the time-consuming step 
of fetching data from direct-ac- 
cess storage devices. 

Jack Owens, executive vice- 
president and director of EDP 
services at Shearson Lehman 
Hutton, Inc. in New York, said 
that the company is testing 
Hiperbatch with more than 200 
production jobs. Owens found 
that “individual jobs, depending 
on secondary limitations, have a 
decreased elapsed time from 
30% up to 80%.” 


Card maker turns to DPS 9000 


BY ROSEMARY HAMILTON 


CW STAFF 


COLORADO SPRINGS — Cur- 
rent, Inc., a mail-order greeting- 
card company, needed a better 
way to manage its customer base 
of 11 million homes. 

The Bull H. N. Information 
Systems, Inc. DPS 88 just was 
not fast enough anymore. So 
Current took the risk of becom- 
ing the first user of Bull’s newest 
mainframe, the DPS 9000. 

To Gary Richard, vice-presi- 
dent of management information 
services, it was well worth the 
risk. 

The DPS 9000, which was 
delivered in June and went into 
production mode in August, has 
given Current a much-needed 
performance boost. It has also 
avoided the typical headaches 
that come with the first installa- 
tion of new hardware. 

“We really didn’t have prob- 
0 — ———————————E————E—— Richard said. “It was one 
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of the smoothest transitions 
we've made.” 

Bull introduced the DPS 9000 
in November 1988 and was 
greeted with an upbeat reaction 
from industry observers who 
said the company badly needed a 


a5 __ 


Current 


new high-end machine to hang 
on to its customer base. At the 
time, Bull claimed to outdo IBM 
in transaction processing. How- 
ever, Current was more con- 
cerned with running its greet- 
ing-card business than with IBM 
comparisons. 

According to Richard, a top- 
of-the-line system is more than 
just critical to Current’s business 
— it actually is the business. As 
a mail-order company, Current 


relies strictly on the manage- 
ment of its customer list and ef- 
fective mailings to stay profit- 
able. ‘Our retail store is our 
catalog and how that’s managed 
and mailed makes our success, ” 
he said. 

Richard said one of 
the most obvious im- 
provements with the 
DPS 9000 has shown 
up in Current’s direct- 
mail analysis software 
program. The software 
is used to analyze the 
customer base and determine 
which shoppers are most likely 
to respond to a given direct-mail 
campaign based on their previ- 
ous buying patterns. 

The software, implemented 
in 1983, has been a big money- 
saver for Current, Richard said. 
By tailoring its direct mailing to 
select customers instead of blan- 
keting the customer base, Cur- 
rent can save thousands of dol- 
lars in postage alone. ““When we 


Spotlight 


Wouldn't it be nice to have a couple 


According to IBM, Hiper- 
batch does not require organiza- 
tions to rewrite applications or 
make JCL changes. “Hiperbatch 
is transparent from an applica- 
tion programming standpoint,” 
Owens said. “It is effectively a 
table update and the execution of 
the job.” 

According to Owens, Hiper- 
batch benefits only sequential 
processing and is usable for 
reading large portions of VSAM 
files sequentially or for using 
QSAM to read master files se- 
quentially. 

As such, random processing 
will not benefit from Hiperbatch 
— arole assigned to Batch Local 
Shared Resources (LSR), which 
uses Hiperspace buffers much 
the same way that Hiperbatch 
does and accesses VSAM files. 

According to IBM, the new 

Continued on page 31 


ran this for the first time, our 
mailing costs dropped by about 
$300,000,” he said. 

With the DPS 88, a full-scale 
run on the customer files could 
take up to 16 hours. On the DPS 
9000, the same job takes only 
four hours. Richard pointed out 
that the reduced runtime also 
takes into account the use of new 
tape-cartridge drives, which re- 
placed reel-to-reel drives used 
with the DPS 88. Total proces- 
sor time dropped from six hours 
to about cne hour, he said. 

Current designed a customer 
system unlike today’s typical da- 
tabase management systems. 
The customer files are stored on 
tape and pulled into the system 
as needed. The analysis is then 
run against the raw files. 

Richard said the DPS 9000 is 
well suited to this task because a 
single, powerful system is more 
effective than several distribut- 
ed systems would be. ‘The ana- 
lyses we do are huge programs 
that run against all the data,” he 
explained. “There’s really no 
way to distribute that job and use 
multiple smaller mainframes.” 
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Stratus allays one retailer’s fears 


ON SITE 


BY MARYFRAN JOHNSON 
CW STAFF 


Some people get the willies in 
high places. Others shudder at 
the thought of elevators, crowd- 
ed rooms or dark basements. 

Angelo Casciato’s greatest 
fear centers on the day after 
Thanksgiving, when the mere 
thought of computers crashing 
makes his retailer’s heart thump 
with anxiety. 

“Being on-line is an absolute 
necessity for us,” said the data 
processing operations manager 
for Joseph B. Dahlkemper, Inc., 
which owns a chain of nine cata- 
log showrooms in New York, 
Pennsylvania and Ohio. “Having 
my computer system down on 
that day would mean millions of 
dollars lost.” 

Since 1984, Dahlkemper’s 
has relied on a Stratus XA2000 
Model 120 and an older Model 
600 to keep Casciato’s bete noire 


in its place. 

“T love Stratus. It allows me 
to sleep at night,” Casciato said. 

In early October, a second 
Model 120 replaced the older 
machine. 

Now Dahlkemper’s has decid- 
ed to put Stratus’ 
newest entry-level 
machines to work 
as in-store proces- 
sors in all nine of its 
catalog show- 
rooms. 

The XA2000 
Model 30 was in- 
troduced on Oct. 3 
as the first Stratus 
machine that offers 
selectable levels of 
fault-tolerance. 

Ina lakeside city 
beset by electrical 
storms, downtime 
was an unwelcome 
way of life for Dahlkemper’s 
store clerks when two Digital 
Equipment Corp. PDP-11/70s 
ran the business from 1977 


Apple presents a case 
for its CASE platform 


BY JEAN S. BOZMAN 
CW STAFF 


SAN FRANCISCO — Apple 
Computer, Inc. took a tentative 
step closer to the mainframe IS 
community late last month, as it 
presented a suite of computer- 
aided software engineering 
(CASE) tools at CASExpo ’89 
here. 

Apple described its Macin- 
tosh platform as syrergistic with 
software development. “‘Apple’s 
mission and the goals of CASE 
are congruent,” Morris Tara- 
dalsky, Apple’s senior vice-pres- 


ident for information technol- 
ogy, told his CASExpo audience. 
“They both aim toward empow- 
ering individuals, which means 
more productive programmers, 
analysts, designers and archi- 
tects.” Until recently, Tara- 
dalsky had managed DB2 devel- 
opment at IBM’s Santa Teresa, 
Calif., software laboratory. 

Mike West, manager of Ap- 
ple’s CASE technologies divi- 
sion, said in an interview that 
programmers would be more 
productive using Macs as ‘“‘win- 
dows” into such complex sys- 
tems as IBM mainframes, Digital 


through 1984. 

The company’s staff of 800 
employees doubles to 1,600 dur- 
ing the three months before the 
Christmas holiday, when Dahl- 
kemper’s rings up 60% of its an- 
nual sales. 
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Dahikemper’s relies on a Stratus XA2000 


During one nightmare Christ- 
mas season before the shift to 
fault-tolerant systems, there 
was a disk-controller problem on 


Equipment Corp. VAXs and oth- 
er large-scale machines. ‘When 
you have a CASE tool on a Mac- 
intosh, you are leveraging the 
productivity tools that come 
standard on our platform,” West 
said. Those built-in tools, he 
said, include the Macintosh 
graphical user interface, consis- 
tent help menus and access to 
hundreds of word-processing 
and graphics packages written 
for the Macintosh. 

West said Apple’s CASE tools 
will eventually cover four broad 
categories: end-user tools, ob- 
ject-oriented design tools, tools 
to design cooperative-process- 
ing applications and traditional 
CASE tools, such as Cobol gen- 
erators. He noted that Apple’s 
CASEexpo visit was a move onto 
new ground. “Until now, we 
have been seen by others as for- 
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the DEC machine that caused a 
variety of problems and inven- 
tory foul-ups over a five-week 
period. 

“It hampered our business 
quite a bit, though it would be 
hard to quantify the sales we 
may have lost,’’ Casciato said. 

These days, however, the 
company advertises itself as the 

place where custom- 
ers get “‘No. 1 ser- 
vice” at all times. 

“This kind of sys- 
tem is what retailers 
are looking for: redun- 
dancy in hardware. 
What’s missing is the 
software,” Casciato 
explained. 

“You either have 
to develop it in-house 
or find a package out 
there to convert over. 
Normally, when you 
find one you like, it 
has the hardware with 
it and it’s nonredun- 

dant. There’s the catch-22,” he 
added. 

The Stratus system now 
takes care of all of Dahlkemper’s 


eign entities in the MIS and sys- 
tems engineering worlds.” 

Apple showed off its CASE 
wares in the form of Macapp, an 
object-oriented application gen- 
erator, the Hypercard object- 
oriented generator for database 
applications and a decision-sup- 
port software called MacDSS. 

In other developments, atten- 
dance at CASExpo fell far short 
of the 1,500 goal set by show or- 
ganizers, apparently because of 
the Oct. 17 earthquake. 

Those who walked through 
the exhibit area saw a preview of 
McDonnell Douglas Computer 
Systems Co.’s Prokit Work- 
bench Release 2.0. The new 
software, now in beta test at sev- 
eral large user sites, extends the 
2-year-old Prokit Workbench 
1.0. Prokit’s new features in- 
clude generation of ‘‘schema”’ 


IS requirements except for ac- 
counts payable and general led- 
ger, which are still residing on 
the remaining PDP-11/70. 

“Next year, we'll be convert- 
ing that to Stratus as well,” Cas- 
ciato noted. 


Veritable smorgasbord 
Dahikemper’s customized soft- 
ware — rewritten in-house us- 
ing the former DEC applications 
as a design base — includes, 
among other things, an inven- 
tory management and auditing 
system, sales analysis informa- 
tion, a bridal registry database 
and debit/memo tracking. 

The stores sell everything 
from jewelry, housewares and 
consumer electronics to sport- 
ing goods, toys and, most recent- 
ly, furniture. 

“The availability of stock and 
inventory information is vital,” 
said Marketing Director Bill 
Jackson. 

“‘When the customer is on the 
phone, or standing there in front 
of you at the store, that ability to 
punch in the item and find out if 

Continued on page 31 


for IBM’s DB2 relational data- 
base management system; sup- 
port for ad hoc queries and for 
report-writing; and extensions 
to Prokit’s own data repository 
definitions. 

“We're extending the meta- 
model, which is our definition of 
the data repository,” explained 
Thomas L. Schwab, product 
manager of CASE tools for Mc- 
Donnell Douglas’ Systems Inte- 
gration Company, in St. Louis. 
The company added 25 attri- 
butes such as data elements and 
data processes to Prokit. 

Users of Prokit Workbench 
1.0 will receive a copy of Release 
2.0 as an upgrade at no addition- 
al charge, once it ships this De- 
cember. New users will pay 
$9,200 for a single copy, or 
$6,500 per copy if 10 or more li- 
censes are sold, Schwab said. 


Axrmiale | A aw ‘| 
Available Now! 

With our plug-compatible ISI 7224 desktop dot matrix 
printers, you can print everything an IBM 4224 can 


reloading or losing the top-of-form in. You also get 
no-waste demand-document tear-off without extra cost 
gadgets. Forms can have up to six parts. 

Fully integrated, our ISI 7224 printers connect directly to 
your IBM systems — just plug them in and print. 

Extra features and all, our ISI 7224 printers cost much 
less than their IBM counterparts. 

For more information, call 1-800-544-4072 
{in Michigan, 313/769-5900). 


ty Interface Systems, Inc. 
a Printer Solutions for IBM Systems 


5855 Interface Drive, Ann Arbor, Mi 48103 
Telex: 810-223-6058, FAX: 313/769-1047 


p> Our IS! 7224-X01 is a compact, 
economical 200 cps model 


» Our high-speed ISI 7224-XX2 prints 
at 400 cps in up to eight colors 


print...and more. 
We offer 200 cps and 
z 2 2 4 400 cps models. Each prints 
codes, and oversize characters 
with full IPDS support...now! 
Plus, our easy-to-use Escape 
these advanced printing functions without GDDM, BGU, or 
other special software. ; 
With an IS! 7224, you can switch instantly from contin- 


high-resolution graphics, bar 
HM 
Language lets you perform 
uous forms to cut sheets, then back to continuous, without 


NOVEMBER 6, 1989 COMPUTERWORLD 





Multi Soft's 
SUPER-LINK® Family 
delivers SAA/CUA on 
DOS platforms Now! 


A Comparison Chart of the 
Major Cooperative Processing 
Software Products: 


[Under POIDOS es NN Ro] Ro||| Multi Soft’s SUPER-LINK product family represents the 
[Nf Ne -Nor]} leading cage of cooperative processing technology. I allows 
[Transition from PODOS t9 O92 | Yes _[EONG/ESERNI a Nest=MacI oie. ]|| the development of SAA/CUA-compatible user interfaces now 
——— Tos Ne Vs [gal|| on standard low-cost 640K DOS PCs. Itprovides the full peer. 
to-peer cooperative processing capabilities of IBM's APPC 


SUPER-LINK® 

IBM's HLLAP? 

IBM's APPC™ 
or CPI-C™ 


Arbiter® 


[Ne] V- ee eee en ee eee 
Maintenance of PC applications & data from a central libra fe | No” £ gy wae of LUG.2 SNA scosions, it works over the LU2-based 


for antendien auetber 3270 anaiications ‘es * T: . (Advanced Program-to-Program Communications) product 


- - - ~—=- - - - networks that are already in place. Both standard, LU2-based 

res a SA Hake, os well as auynckronous communications are 
Backs : nd peer to-peer processinpin PC/DOS - 4j| supported. Not even IBM offers that kind of support now. All 
Object Orientation x aa =22.|| SUPER-LINK based applications port without change to 

|__CASE/Application Generation des Ne Ne Nel) 1eM's 0S/2, PM, and LU6.2 strategic platforms. 

| Yes 


unions A Exess Ne) Multi Soft Introduces: 


Pull-down menus . 
es eae Ye T™ 
i Ne} Net EasySAA™! 


Forms es Vrs pj EasySAA is an advanced Object Oriented CASE tool for 
Direct support for m -Itiple levels of action bars and pull-downs | Yes | | No joN lio | No |j| creating SAA/CUA-compatible interfaces and cooperative 
Jo | processing applications with many features including: 
Single and multiple selection menus No jl) . CUA89 su 
: : —— - pport on character-based PC DOS platforms 
Menus and Lists within a form |_Yes_ LN op =—4|| * Integration of program creation, editing, compiling, 
CUA defined help Py. | * | No | No | No | Nc 


debugging and testing 
Development System Features: available without programming Support for specific Objects: Forms, Panels (Windows), 
Field-level context-sensitive help | Yes | No | Yes | No | No | No Menus, Procedures, Libraries, Help, data files, and 3270 


| Yes | No | No | N & Peer-to-Peer Communication 
Embedded User Assistance (pop-up selection lists) | Yes | No | No} 2 o | N * Object type sensitivity 
Dictionary for storage and re-use of definitions & documentation | Yes | No | No | | ; | No ¢ Automatic generation of CUA-compatible interfaces 
Data Editing/Validation: e Support for Multiple Views and Representations of Objects 
[~~ Data typefmask checking | Yes_ Bam Y. No [No ]|| * And much much more! 
Se Now youcan create SAA/CUA-compatible interfaces in minutes 
Date formatting checking : ae . ——+————4|_ and integrate them into existing mainframe applications. 
Validation against database files 0 No |. ; 


Required fields N No |. || No jij In addition to EasySAA, Multi Soft’s SUPER-LINK 

"Must Fill" fields “No | No | product family also includes: 

Zero not valid fields t Nc ; | No Pr : 

Multiple validation points during PC processing of transaction form ]| Yes | No j-No }-) | No oO | INFRONT/DS™ (Development System) is a PC-resident 

Complete local application testing, database maintenance, interface developer's toolkit which includes: screen/window 
testing, and mainframe communications simulation | Yes | No | No | No | No | No. a aosae, ao i an . orientation —— 

)bj ilable Wi P i e process communications, an 
aa a ———e local file & database access. INFRONT/DS allows the developer 
In-memory lists F 7 =eent) to add new functions and SAA/CUA-compatible PC interfaces 
- - — =| to any host application through either peer-to-peer or 3270 
= yo “ —+———=4||_ data stream interactions. 


Menu display and selection : INFRONT/RT™ (Run-time) is the run-time software that 
Help at all levels: (Panel, Action bar, Menu, Form, & Field) | Yes | No oN : : allows the developer to deliver the PC portion of the peer-to- 
Error Processing | Yes | Nod Yes [8 , ; peer or 3270 data stream applications developed using 
Add/update/delete/locate on: INFRONT/DS. 
coat c SE || INFRONT/HPO™ (Host Processing Option) provides 
= — , —* : peer-to-peer communications between a PC nd a host. 
es a EY ET) - - — INFRONT applications on the PC use INFRONT/HPO message 
Read/Weie, aS tii ahr meen - =jj| protocols to communicate directly to host applications written 
D a ic 3270 field attribuse chances -—- ——— . — ~ in standard 3GLs. INFRONT/HPO takes care of interfacing to 
= — ie - on — mere a en cms mii} the lowlevel communications channels, allowing the developer 
— : . ‘ a aati ‘ to concentrate on the functional requirements of the application 
Initial values displayed 3 i cee C2 }| rather than on the complex mechanics of communications. 
Protected/unprotected fields 2s . No |. - No 


Development Environment Comparison INFRONT/SDF™ (Software Distribution Facility) auto- 
Object Orientation | No | No | j|| mates the distribution and maintenance of PC software and 
Dictionary and documentation files. INFRONT/SDF ensures that PC users always have the 
Panel/Form painter for Creation/Maintenance correct version of their PC applications and editing tables. 
am —<e — ~-— Sam - INFRONT/BCF™ (Background Communications 
Toe - - a cage a tT a PS =jj| Facility) allows PC programs to communicate to an IBM host 

Systemjuser defined texaplates : aeons = 4]| on a file-by-file or record-by-record basis in either foreground 

i ie = : - San cone or background modes. When running in background mode, 

S es : ae ai} any non- communicating PC program can be running in the 
foreground. 


= {Some No] ST Biedl|| Call for a free demo disk! 


vironments Supported for Peer to Peer 


~< 


|< 
ell 
i) - @ 


~< 
* 
wv 


ole 


& 
: 


eyboard mapping 
Sompiled environment 


| 


alee 
ole ¢ 
$ 


F 
x 
OQ 
z 
At 


MVS CICS — ae ear) Lhe Experts in Cooperative Processing: 
MVS / TSO 
DOS / VSECICS 123 Franklin Corner Rd. 
DEC VAX/ VMS = Lawrenceville, NJ 08648 
——- 5 Li 
*Easel does not support the SAA CUA style interface under PC/DOS only under OS/2. 609-896-4100 
Every effort to present an accurate chart has been made, however no guarantee can be made (8/7/89). Super-Link® is a registered trademark of Multi Soft, Inc. , Lawrenceville, NJ. , 


MVS - IDMS/DC Multi Soft, Inc. 
VM /CMS ‘.e 
— a 800-888-4973 

Mozart™ jis a trademark of Aspen Research. Easel™ is a trademark of Interactive Images, Inc. Arbiter® is a registered trademark of Tangram Systems. Fax # 609-895 -0072 





Hamilton 


FROM PAGE 27 


generation. Despite these 
claims, IBM couldn’t undo the 
negative feelings that had de- 
veloped. The letter S had be- 
come associated with bad news. 

At this point, the J models 
are not only a new high end for 
the mainframe line; the letter J 
itself represents a fresh start. 

Of course, IBM would never 
speak of killing off the S models. 
So, there was no official cancel- 
lation of the product line. In- 
stead, we got some typical 
roundabout maneuvers from 
which we can infer that IBM 
would like nothing better than to 
put the S model behind it. 

We got 16 new J models add- 
ed to the 3090 product line, 
along with a statement that S 
models will continue to be avail- 
able at their current prices. If 
IBM wanted to continue moving 
S models, wouldn’t it make 
sense to lower their prices? 

Without a price break, the S 
models will now sell for almost 
exactly the same price as the J 
models. Let’s see if IBM can find 
a user who wants to pay nearly 
the same price as a J customer 
and get 14% less performance 
and no new features. 

What’s more, IBM doesn’t 
seem to want to find such a user. 
An IBM spokesman even said 
that if a customer came to IBM 
and put in an order for an S 
model, the company would likely 
point them in the direction of a 
J. On top of that, users who had S 
models on order are now saying 
that IBM is automatically 
switching the order to the cor- 
responding J model. 

So, officially, the S models 
are alive and well. We can’t ex- 
pect IBM to say it, but the fate 
of the mainframe line couldn’t be 
more obvious. 

Another interesting aspect 
of the mainframe announcement 
was IBM’s refusal to comment 
on the new high-end disk drive, 
the 3380 follow-on that has 
been delayed for months now. It 
would have made a nice large- 
systems package if they had giv- 
en us a Status report on the new 
drive as they rolled out main- 
frame hardware and software. 

At the IBM press confer- 
ence, William Grabe, IBM’s vice- 
president and assistant general 
manager of U.S. marketing and 
services, was asked twice for a 
disk-drive update and then asked 
again. 

He grew uncomfortable but 
didn’t budge. He said that as 
soon as IBM felt the drive was 
ready to go, it would announce it. 
However, he also offered this 
good news: The San Francisco 
earthquake “‘had no impact 
whatsoever on our production.” 
The drive is being manufac- 
tured at IBM’s San Jose facility. 


Hamilton is Computerworld’s senior 
editor, systems. 
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Quen-16 packs super 
power onto desktop 


BY MARYFRAN JOHNSON 
CW STAFF 


LAUREL, Md. — The Quen-16 
“desktop supercomputer” — a 
high-performance parallel pro- 
cessor that its makers claim 
packs the number-crunching 
punch of a supercomputer in cer- 
tain tasks — was unveiled re- 
cently. 

At about the size of two IBM 
Personal Computers, the Inter- 
state Electronics Corp. Quen 
Model 16 is an array processor 
that, linked to a Digital Equip- 
ment Corp. minicomputer or 
Sun Microsystems, Inc. work- 
station, can solve large computa- 
tional problems faster and less 
expensively than a supercom- 
puter, the vendor claimed. 

It is the first commercial ap- 
plication of a low-cost parallel 


Stratus 
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we have it is critical.” 

Each showroom has 10 to 20 
terminals that are used for order 
entry, purchasing information 
and other office tasks. The ter- 
minals are hooked up to the two 
central Stratus machines via 
dedicated telephone lines and 
other telecommunications 
equipment. 

Clerks can search the compa- 
ny’s inventory to locate any of 
the 18,000 items for next-day 
delivery or to discover whether 
the item is out of stock and needs 
to be reordered. 


Beta testing 
The chain of stores is now serv- 
ing as a beta-test site for Stratus 
Office 2000, an office automa- 
tion package that includes elec- 
tronic mail, filing facilities, direc- 
tories and Stratus’ port of 
Wordperfect Corp.’s Wordper- 
fect. 

“Our employees rely on the 
machines totally,” said Brad 


processor that draws its super- 
computing capabilities from the 
Department of Defense’s Very 
High-Speed Integrated Circuits 
(VHSIC) technology. 

The Quen architecture was 
developed at Johns Hopkins Uni- 
versity’s Applied Physics Lab- 
oratory and named after its in- 
ventor, Quentin E. Dolecek. It 
brings the computation speeds of 
a Cray Research, Inc. Cray 1 into 
the minicomputer price range, 
with an average price of 
$100,000. 

“This is a completely new 
paradigm for computing,” said 
Dolecek, a principal researcher 
at Johns Hopkins’ physics lab. “It 
is one of the first ones to attain 
that kind of computational speed 
at that kind of price. In a cost/ 
performance ratio, it’s ground- 
breaking.” 


Zmyslinski, vice-president of 
Dahlkemper’s management in- 
formation system. 

“Tf they can’t look to see if a 
product is in stock, or what the 
price is, they don’t know what to 
do. We keep no manuals in the 
stores.” 


Keeping up with growth 
The ability to connect the two 
systems both physically and logi- 
cally using Stratalink software 
from Stratus fit in with the com- 
pany’s migration plan and 
growth expectations, according 
to Zmyslinski. 

Once the smaller Stratus sys- 
tems are installed in the stores, 
the company will connect them 
to the host computers using 
Stratanet, which is a Stratus 
networking product for remote 
access. 

Dahlkemper’s_ clerks will 
eventually have access to inven- 
tory information that is con- 
stantly updated as each of the 
nine stores registers its sales 
and the host computers change 
the inventory count to reflect 
them. 
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ESA release has reduced elapsed 
job time up to 45%. 

Don Egan, chief capacity 
planner at Provident Life and 
Accident Insurance Co. in Chat- 
tanooga Tenn., has used Batch 
LSR as a program temporary fix 
for about a month. 

“Batch LSR helps with cer- 
tain types of jobs,”’ he said. “But 
it is restricted to your own data 
sets and to your own address 
spaces.” 

In security software, RACF 
Version 1, Release 9 will meet 


the B1 security level of the U.S. 
Department of Defense, accord- 
ing to IBM. The company said 
that it previously met the de- 
partment’s C2 criteria. 

RACF Version 1, Release 9 
will be available for MVS and 
VM/SP in September 1990 and 
for VM/XA in November 1990, 
at a monthly charge of $927. 

According to IBM, the new 
release contains an enhanced 
MVS/ESA network job entry se- 
curity for the transmission of in- 
formation between systems as 
well as more control over 
MVS/ESA job submissions for 
determining the users’ authority 
to submit jobs to the system. 
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The processor should be par- 
ticularly welcome for applica- 
tions such as signal processing, 
image processing, satellite data 
transmission, weather predic- 
tion or ‘anything where number 
crunching is involved,” Dolecek 
said after the Quen-16 debuted 
at the IEEE Computer Society 
Symposium. 

Although the applications li- 
brary with the Quen-16 is “‘pro- 
grammer-friendly,” the need to 
rewrite source code to access 
the subroutines will vary signifi- 
cantly with different applica- 
tions, said Bill Brundage, applica- 
tions manager at Interstate 
Electronics. ‘‘To really achieve 
the maximum benefit from using 


a parallel processor, you have to 


rethink the solutions to your 
problem,” Brundage said. “If 
you're not willing to rewrite 
your code, you’re probably not 
really interested in going to a 
parallel processing environ- 
ment.” 

Quen processors are available 
with capacities from 80 million 
to 1.2 billion computations per 
second, which Johns Hopkins re- 
searchers said could now make 
possible the real-time data com- 
pression needed for low-cost sat- 
ellite transmission of high-reso- 
lution television. 

The Quen-16 is commercially 
available now for the family of 
desktop-size number processors 
that attach to computers from 
DEC and Sun Microsystems. 


High-end tape drive improves 
3480 price/performance 16% 


| BY ROSEMARY HAMILTON 
CW STAFF 


Tucked in the large systems an- 
nouncement from IBM last 
month was the replacement for 
the 3480 tape drive. 

A company spokeswoman 
said last week that the new high- 
end 3490 is intended to succeed 
the 3480, although the older 
tape subsystem will continue to 
be marketed for the near future. 
The 3480 was introduced in 
1985. The 3490 offers an overall 
price/performance boost of 16% 
over the 3480, IBM said. 

Earlier this year, IBM intro- 
duced a lower end 3490 model 
intended for IBM’s Application 
System/400 users. The A01 and 
A02 control units and new B04 
tape drives are the first 3490 


HE NEW high- 

end 3490 is 

intended to 
succeed the 3480. 


units for mainframe customers. 

The 3490 will take up half the 
floor space of a 3480 with the 
same number of tape drives. The 
new model also comes standard 
with an automatic tape cartridge 
loader and the Improved Data 
Recording Capability, an add-on 
performance boost. Both are op- 
tional on the 3480. 

A 3490 with two control units 
and eight drives, or two full 
strings of drives, will sell for 
$494,000, while a similarly con- 
figured 3480 selis for $556,960. 
A small configuration, which 
would include only one control 
unit and two drives, will cost 
$154,000, while the 3480 equiv- 
alent sells for $175,700. 

The company spokeswoman 
said IBM will continue to sell the 
3480 for users that need imme- 
diate tape drive shipments and 


for users that want to fill out 
strings of 3480 units. The 3490 
units will begin shipping at year’s 
end, she added. 

Because of the 3490’s smaller 
size, it will also cost less to oper- 
ate because it requires less cool- 
ing and electricity. In addition, it 
will be offered with a 12-month 
warranty. The 3480 has a three- 
month warranty. 


HARD BITS 


Target Pick 


The Ultimate Corp. 
plans to resell minicom- 
puters made by Hewlett- 
Packard Co. The deal 
could represent up to 
$100 million in future rev- 
enue. Ultimate, which has 
resold Bull H. N. Informa- 
tion Systems, Inc. equip- 
ment as well as the IBM 
9370, plans to sell the HP 
systems to the Pick mar- 
ket. Pick is the operating 
environment developed by 
Pick Systems, Inc. 





Digital Equipment 
Corp. signed on Disc, 
Inc., a Nynex company in 
Baltimore, as part of its 
Cooperative Marketing 
Program. Disc makes a 
cash management system 
that runs on VAXs. 


Stratus Computer, Inc. 
teamed up with EDI So- 
lutions, Inc. to offer the 
EDI Solutions Editran 
software on the Stratus 
fault-tolerant systems. 
Editran is an electronic 
data interchange (EDD 
translation package. With 
the Editran scftware, the 
Stratus box would serve as 
a gateway for the inbound 
and outbound EDI traffic, 
the company said. 
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INTRODUCING 


HITACHI DATA SYSTEMS. 


You chose National Advanced Systems for our high- 
performance industry-standard mainframes and storage 
systems. As a result, you gained the best reliability and 
service in the business. 

You made the smart choice, and you’re not alone: 

NAS has now become Hitachi Data Systems. 

That means we're fully backed by Hitachi Limited, a 
world leader in the design and manufacture of main- 
frame and storage systems and one of the largest 
electronics companies in the world. 

Together we firmly believe the industry-standard main- 
frame and storage market needs more than a single large 


supplier. It needs a supplier that can combine perfor- 
mance, reliability and service with security and 
dependability. 

So Hitachi Limited —a company of $48 billion in revenues 
and $3 billion in R&D — has put its money, resources and 
reputation on the line to ensure our success as Hitachi 
Data Systems. 


We're going to make a big difference in your business. 
Because the smart choice is now the safe choice. 


Hitachi Data Systems, 750 Central Expressway, P.O. Box 
54996, Santa Clara, CA 95054-0996. Tel (408) 970-1000. 


Hitachi Data Systems 





You wouldn’t build a 
house on sand. So why 
build your company’s 
critical systems 


on uncertainty? 


The Proven CASE Solution. 


Information systems, like houses, require the right plans, procedures, 
and tools for proper construction. Otherwise they could come crashing 
down around you. FOUNDATION software from Andersen Consulting 
helps you put your house in order with premier technology and a proven 
framework for applications development. 

eet is the automated, full life cycle CASE solution that 

es every of systems development. From planning and design . 
ger ion and maintenance. Using FOUNDATION, hundreds of 


e have delivered quality applications of all sizes, on-time 





Tl users say they have it now 


BY ELLIS BOOKER 
CW STAFF 


DALLAS — At a time when 
Texas Instruments, Inc. was 
promising to bring its computer- 
aided software engineering 
(CASE) product more in line 
with IBM standards such as AD/ 
Cycle, TI users late last month 
claimed that IBM’s product re- 
mains a paper tiger in compari- 
son with TI’s offerings. 

TI said it will add support for 
OS/2, 3270 communications and 
IBM Token-Ring networks in 
the next version of the TI CASE 
system Information Engineering 
Facility (IEF), slated for release 
in mid-1990. 

Less than two months ago, TI 
said IEF will comply with AD/ 
Cycle, IBM’s long-awaited Sys- 
tems Application Architecture- 
based CASE strategy. Version 
4.1 of IEF will also support the 
Common User Access (CUA) 
portion of SAA, TI promised. 

Company officials indicated 
that in late 1990, the release of 
Version 5.0 will support cooper- 
ative processing and multiple 
platforms including Unix, Digital 
Equipment Corp.’s VMS and 
eventually, the IBM Application 
System/400. 

While the 200 or so attendees 
at the conference seemed 
pleased by TI’s repeated com- 
mitment to IBM’s long-term di- 
rection, most said IBM’s product 
trails the maturing IEF, which 
Tlintroduced in 1987. 


Results to come 

“Within three years, IBM will 
have something to show,” said 
David S. Levine, data adminis- 
tration analyst in the IS depart- 
ment at Sony Corporation of 
America in Park Ridge, N.J. 

An early first user of IEF, 
Sony now does all of its new de- 
velopment for its IBM 3090 un- 
der IEF, according to Levine, 
who said 50 to 60 of the compa- 
ny’s 250 IS staff currently use 
the CASE product. 

For Transworld Airlines in 
Mount Kisco, N.Y., support for 
IBM’s strategy was a central is- 
sue when it elected to use IEF to 
rebuild its frequent-flight bonus 
system in 1987. 

“‘We’re a major IBM shop, we 
have an SNA network and SAA is 
our architectural standard. We 
would have been very concerned 
if TI hadn’t supported SAA,” 
said Cloene Goldsborough, di- 
rector of data resource manage- 
ment for airline information ser- 
vices at TWA. 

Goldsborough said she was 
happy with the quality of code 
generated by IEF, although she 
conceded that a structured pro- 
gramming methodology takes 
time to learn and implement. 

“AD/Cycle is a framework 
and standards for [IBM’s] reposi- 
tory,” said Vaughan Merlyn, 
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chairman of CASE Research 
Corp., a Bellevue, Wash., consul- 
tancy. ‘“TI has said that as these 
standards are published it will be 
compliant. ... But TI can offer 
soup-to-nuts technology today.”’ 

Still, IBM’s repository con- 
cept will certainly affect TI’s 


Systems software for MVS data centers: 
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total administration 


own tool, which is composed of 
personal computer-based plan- 
ning, analysis and design tools 
and a so-called Central Encyclo- 
pedia, a relational repository of 
business and systems data that 
resides on the mainframe. 
“TBM’s repository is a more 
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general tool than our encyclope- 
dia,” said John W. White, presi- 
dent of TI’s Information Tech- 
nology Group. The encyclopedi- 
a, he said, could be seen as a 
subset of an IBM repository. 
Earlier this year, TI an- 
nounced IEF interfaces for 
IBM’s Cross System Product 
(CSP), the application generator 
component of AD/Cycle. How- 
ever, creating similar hooks be- 
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tween the IBM repository and 
TI’s Encyclopedia will be more 
difficult, because the information 
model, which defines data ob- 
jects and processes inside the re- 
pository, has not been as fully 
specified as for CSP, White said. 
The company’s goal, accord- 
ing to White, is to provide im- 
provements of fivefold and six- 
fold in development cycles and 
the quality of applications code. 





Your competition is fierce. 
Tame it with - 
LEVEL5/Mainframe. 


Gain the edge over your competition. 
LEVELS is the solution for delivering expert 
systems throughout your organization. 
Today, thousands of LEVELS production 
applications are being created in less time 
than it takes to read other products’ 
documentation. 

INCREASED PRODUCTIVITY 

LEVEL5/Mainframe lets you apply 
expert knowledge to large production 
databases under VM or MVS. You can 
standardize selling strategies, analyze 
financial risks, troubleshoot quality control 
problems on a production line, implement 
corporate-wide authorization policies—all 
based on your best corporate knowledge. 
POWERFUL DATA ACCESS 

LEVELS provides automatic access to 
more databases than any other expert sys- 
tem shell...27 in all. You can identify mar- 
ket trends from raw data in your DB2 files, 
or pull your strongest sales prospects from 
thousands of leads in a SQL/DS database. 
PORTABLE APPLICATIONS 

LEVELS applications are fully portable. 
Develop applications on a PC, PS/2 or Mac- 
intosh, then distribute them where your 
data resides—on an IBM mainframe or a 
departmental VAX. 

LEVELS is a product of Information 
Builders, makers of FOCUS, the world’s 
leading 4GL. LEVELS is backed by techni- 
cal support, education and consulting in 
58 offices worldwide. For more informa- 
tion, call 1-800-444-4303. 

Take a bite out of your competition, 
before they take a bite out of you. 





VIDEOTAPE NOW AVAILABLE 

Noted industry spoke *-~=n, Dr. Ed 
Mahler, discusses the critical imperative 
for expert systems. To receive Expert 
Systems: Your Competitive Advantage, 
send $20 for postage and handling to: 
Information Builders, LEVELS Video, 
1250 Broadway, New York, NY 10001. 


LeveL 


Information Builders, Inc. 
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Academia leans on Minnesota super center 


ON SITE 


BY J. A. SAVAGE 
CW STAFF 


MINNEAPOLIS — The breadth 
of the Mississippi River sepa- 
rates the University of Minneso- 
ta and the Minnesota Supercom- 
puter Center, Inc. Yet, the 
private company is central to 
keeping academic users supplied 
with the expensive hardware 
they desire. 

In the early 1980s, the uni- 
versity wanted to keep on the 
sharpest edge of supercomputer 
technology. “It’s an extremely 
capital-intensive endeavor. Any 
way we looked at it, that was a 
recurring theme,”’ said John Sell, 
president of the center. 

The university would never 
have had enough funds to pay for 
the supercomputing resources it 
wanted. So instead of using 
scarce university resources, Sell 
spun off the center to sell ser- 
vices to commercial enterprises 
and use the income to help un- 
derwrite academic research. 

At the heart of the center is a 
512M-word Cray 2, from Cray 
Research, Inc. Its cooling sys- 
tem — an enclosed fountain of 
fluorocarbon-based liquid — sits 
in the middle of the custom- 
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HE academic 

world has an in- 

satiable appe- 
tite [for supercomput- 
ing], but so far we’ve 
had the capacity to han- 
dle it.” 


LIZ STADTHER 
MINNESOTA 
SUPERCOMPUTING 
CENTER 


made building. The building’s 
heating system functions off the 
excess heat generated by the 
high-powered computer — an 
efficiency welcomed in a Minne- 
sota winter. It is flanked by a 
Cray XMP and an IBM 4381, 
which is the front end of the stor- 
age devices. 

Serving about 100 users per 
day, the center has a typical 
time-sharing problem, according 
to Liz Stadther, director of user 
services and operations. 
Stadther and Sell downplayed 
competition between the univer- 
sity and commercial enterprises 
for CPU time. “The academic 
world has an insatiable appetite 
[for supercomputing], but so far 
we’ve had the capacity to handle 
it,” Stadther said. 

Both commercial and aca- 
demic users pay for time on the 
supercomputers, but the univer- 
sity gets its time discounted, ac- 
cording to Sell. There is no allo- 
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cation problem, he said, because 
“the university gets what it pays 
for.” 

While not revealing the actual 
number of clients for the center, 
Sell said that most were domes- 
tic companies. He cited his cli- 
ents’ “sensitivity” in not reveal- 


ing their names. “It’s a 
recognition of the fact that su- 
percomputers are an important 
tool in a competitive world,” Sell 
said. 

As a potential proving ground 
for new technology, the center 
gets its share of offers for free 


equipment from vendors. Some 
of the systems have been yanked 
from the center prematurely, 
such as an ETA Systems, Inc. 
ETA 10. The company folded 
earlier this year. 
Parallel-processing vendors 
have been pounding at the cen- 
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ter’s door, figuring that use of 
their hardware there looks good 
in their user portfolio, Stadther 
added. But none have crossed 
the center’s threshold. 

There is no set formula to cal- 
culate which architecture or 
which vendor to accept, accord- 
ing to Sell, but he said he expect- 
ed to embrace parallel process- 
ing, despite the current lack of 
software. 
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* Broad range of integrated business and data processing 
software for mainframe, mid-range and micro computers 
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Todays DisplayWrite. 
Word processing that works for you 


on many different levels. 
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The word processing | 
standard, company-wide. 
And worldwide. 1M DisplayWrite® * 
word processing can handle any job, at any level, from 
one end of your company to the other. 

Which is why DisplayWrite is a standard from one end 
of the Fortune 1000 to the other. 

The DisplayWrite family covers everything from basic 
text editing to text-and-graphics design. So no matter 
how fast you grow, you won't outgrow DisplayWrite. 


For DOS, ete writes a 

I. DisplayWrite 4 Version 2° 
the most powerful DOS version ever, now gives 
you convenient pulldown menus, and easily 
handles multicolumn text. It works with more 
than 60 printer models, IBM and non-IBM 
alike. There’s even a free user support hotline. 
The powerful spell-checker uses multiple dic- 
tionaries in one pass, a timesaving DisplayWrite 
exclusive. There are optional dictionaries for 
legal/medical terms and 17 foreign languages. 
DisplayWrite also works with IBM mainframe 
hosts and LAN environments, including the 
new IBM OfficeVision/2 LAN series. 
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DisplayWrite and the power 


of OS/ 2. For OS/2™ users, DisplayWrite 
5/2 has all the features above, and more. You 
can multitask, to work on multiple documents 
simultaneously. Choose easy menus or speedy 
fast-path commands. Consult online help 
screens anytime. And the optional Composer™ 

rn pan Extension adds sophisticated graph- 

ics and page layout features. 
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To get on the DisplayWrite stan- 
dard (or discover how most current 
Display Write users can upgrade for 
under $100), call your IBM Author- 
ized Dealer, IBM marketing repre- 
sentative or 1 800 IBM-2468, 
ext. 126. 

Let today’s DisplayWrite take your 
written communications to the high- 
est level yet. 


See IBM's DisplayWrite in action 
at Las Vegas COMDEX, November 13-17. 
The solution is at booth 1358, East Hall. 





NEW PRODUCTS — SYSTEMS 


Data storage 


Software Extraordinaire, Inc. in 
conjunction with Avax Interna- 
tional Ltd. has announced a tape 
backup subsystem that provides 
unattended backups for the 
Wang Laboratories, Inc. VS 
user. The 8mm _helical-scan 
AMW-2300 is said to offer up to 
2G bytes of backup on a single 
tape cartridge. 

According to the company, 
the unit is plug-compatible with 
the Wang Kennedy IOP or IOC 
and requires no hardware modi- 
fications to the Wang system. 
The Suprback software report- 
edly allows backups to be sched- 
uled when no operator is present 
and offers convenience and secu- 
rity features. 

The subsystem 
$18,887. 
Software Extraordinaire 
1419 8th Ave. W. 
Seattle, Wash. 98119 
206-282-9422 


lists for 


Wang Laboratories, Inc. has an- 
nounced a combination hard- 
ware and software product that 
provides high-capacity backup 
and restore capabilities for the 
Wang VS minicomputer line. 

According to the company, 
the Model 2259V-2MT is an at- 
tended backup utility and car- 
tridge tape drive that provides 
up to 2.3G bytes of data storage 
space. It operates with all VS 
computers, except the VS 80 
and VS 50 models and can serve 
as either a stand-alone backup 
unit or as a supplement to exist- 
ing storage devices. 

The utility costs $27,900. 
Wang Laboratories 
1 Industrial Ave. 
Lowell, Mass. 001851 
508-459-5000 


Unbound, Inc. has announced a 
family of storage products de- 
signed for use with Digital 
Equipment Corp.’s Vaxstation 
3100 and Decstation 3100 com- 
puter systems. 

The 3100-Stor disk drive 
products are available as internal 
3¥%2-in. upgrades or as external 
3'%-in. and 5%-in. subsystems, 
the company said. Pricing for the 
internal upgrades starts at 
$1,460 for a 100M-byte configu- 
ration and $2,880 for a 200M- 
byte model. External subsystem 
pricing starts at $1,835 for a 
100M-byte version, $2,925 for 
200M bytes and $3,500 for a 
380M-byte device. 

Unbound 

17951 Lyons Circle 
Huntington Beach, Calif. 
92647 

800-862-6863 


Decision Data Computer Corp. 
has announced a 16M-byte 
memory expansion board de- 
signed specifically for the IBM 
Application System/400 Model 
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B-70 midrange computer sys- 
tem. 

The Xtender/400 Model 
5470-16 is said to be compatible 
with IBM memory expansion 
boards, as well as with standard 
IBM diagnostic software and 
procedures. The product is 
priced at $16,800 and carries a 
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lifetime warranty. 
Decision Data Computer 
100 Witmer Road 
Horsham, Pa. 19044 
800-523-5357 


Processors 
A 32-bit general-purpose VME- 
bus processor board based on 


Motorola, Inc.’s 68020 chip is 
now available from Radstone 
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Technology Corp. 

Designated the 68-26, the 
board was created for multimas- 
ter systems and is offered with 
speed options ranging from 16 to 
25 MHz. The product supports 
byte, word, triple byte and long- 
word transfers on aligned or un- 
aligned boundaries, the company 
said, and block transfers for the 
VMEbus are also supported. 
Priced at $2,190, the 68-26 


spreadsheets « 


comes with two asynchronous 
serial ports and a parallel inter- 
face. 

Radstone Technology 

20 Craig Road 

Montvale, N.J.07645 
800-368-2738 


Point 4 Data Corp. has intro- 

duced a 25-MHz version of its 

Mark 386 series multiuser com- 
Continued on page 41 
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Manage JOOMBs of data. 


a IOMB PC. 


With the Cipher 9000 Series 9-track 
tape subsystem and Tarsus software 
you can work with over 100 mega- 
bytes of mainframe data on a 10 mega- 
byte PC. Quickly. Easily. Inexpensively. 

And without tying up your main- 
frames. 

The Cipher 9000 Series is a 1/2” 
reel-to-reel tape system that reads IBM, 
ICL, UNISYS, DEC and NCR com- 
patible formats. It works with all IBM 
compatible 286 and 386 PC ATs 
and XTs. 

Working with Tarsus software, the 9000 Series automatically 
translates data from the tape to the PC. At a speed of five megabytes 
a minute. Which is 100 times faster than the conventional com- 
munication lines on most networks. 

Thanks to its menu driven interface and fourth generation query 
language, Tarsus can be mastered in a matter of hours without 
advanced technological expertise. 

By utilizing prompts, pop-up windows and on-line help, Tarsus 


© 1989 Cipher Data Products, Inc. 


guides users through the tape interro- 
gation process. Allowing them to 
gather information, produce exception 
reports and download into databases, 
word processors or statistical pack- 
ages such as SAS. 

Tarsus also provides a direct import 
to other DOS applications like Lotus 
1-2-3 and dBASE III. 

And unlike on-line mainframe 
transactions, you always have 
control over what information is 


manipulated and by whom. 


Find out more about the Cipher 9000 Series and Tarsus software 


today. Call 1-800-4Cipher and we'll send you a free Tarsus demo 
diskette along with more information on the Cipher 9000 Series. 


It’s the best way to get more out of your PCs. 
And your mainframe. 


cypher 


See us at Comdex Booth 1816 for a free 9000/Tarsus demo diskette. 
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puter system. 

Based on the Intel Corp. 
80386 microprocessor, the 
Mark 386/25 operates in The 
Santa Cruz Operation’s Xenix 
System V.2.3 environment and 
is available in both desktop and 
tower configurations, the ven- 
dor said. The system supports up 
to 64 users and offers up to 24M 
bytes of random-access memo- 
ry. End-user pricing ranges from 
$7,400 to $17,300, depending 
on model and configuration. 
Point 4 Data 
15442 Del Amo Ave. 

Tustin, Calif. 92680 
714-259-0777 


Applied Digital Data Systems, 
Inc. (ADDS) has announced an 
optional high-speed central pro- 
cessor for its Mentor 6000 Mod- 
el 2 small business computer sys- 
tems. 

The ADDS Mentor 6000 
family of multiuser computer 
systems is based on the NCR 
Corp. Tower platform and uti- 
lizes a proprietary version of the 
Pick operating system. The 
Mentor 6000 Model 2 is avail- 
able with a 25-MHz CPU, the 
company said, and includes 32K 
bytes of cache memory. 

Pricing for a base configura- 
tion starts at $23,000 and in- 
cludes one year’s maintenance. 
ADDS 
100 Marcus Blvd. 
Hauppauge, N.Y. 11788 
516-231-5400 


1/0 devices 


Advanced Technologies Interna- 
tional, Inc. has introduced a 50 
page/min. laser printer that of- 
fers high-speed text and graph- 
ics capability, as well as versatili- 
ty through a _ variety of 
emulations. 

Called the LC-6050, the 
printer reportedly supports a 
wide range of emulations includ- 
ing the Epson America, Inc. FX- 
80 and the Hewlett-Packard Co. 
Laserjet + /500/2000; handles 
simple and duplex printing jobs 
on a variety of paper types; and 
features one 500- and two 
1,500-page input hoppers. 

Available now, pricing on the 
system is $95,000. 

Advanced Technologies 
International 

355 Sinclair-Frontage Road 
Milpitas, Calif. 95035 
408-942-1780 


Interface Systems, Inc. has in- 
troduced a desktop dot matrix 
printer for IBM 3270 users, 
which is said to be compatible 
with IBM’s 3268 and 3287 
printer models. 

Model 7268 prints draft out- 
put at 400 char./sec. and near- 
letter quality at 100 char./sec. 
with spacing of 10, 12 or 16.67 
char./in., according to the com- 
pany. 

Users can print bar codes and 
oversize characters without us- 
ing special software. According 
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to the vendor, the printer con- 

nects directly to IBM 3174 or 

3274 controllers via its coaxial 

port and to IBM Personal Com- 

puters and other systems 

through an RS-232C serial port. 
Pricing on the system is 

$3,950 per unit. 

Interface Systems 

5855 Interface Drive 

Ann Arbor, Mich. 48103 

313-769-5900 
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Versatec, a unit of Xerox Corp.’s 
Engineering Systems division, 
has announced a high-resolution 
laser plotter capable of accepting 
as many as six media types. 

In addition to standard media 
such as opaque board, vellum 
and translucent paper, the Ver- 
satec 8836-II laser plotter re- 
portedly draws on double-matte 
film, tracing paper and Image 
Elite presentation paper. 


fo[-Yrela 
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According to the company, 
the unit is especially suited for 
the computer-aided design and 
architectural drawing market- 
place and is priced at $39,900. 
An upgrade kit for the compa- 
ny’s 8836 laser plotter is avail- 
able for $2,800. 

Versatec 

2710 Walsh Ave. 

Santa Clara, Calif. 95051 
800-538-6477 


* World's leading independent software company. 


¢ Broad range of integrated business and data processing 
software for mainframe, mid-range and micro computers 


Sony Corporation of America 
has announced a color video 
scanner developed for computer 
graphics, video production, pre- 
sentation graphics and image ar- 
chiving applications. 

The UY-T55 Flatbed Video 
Scanner reportedly scans color 
flat art to capture images in six 
seconds. Images can be sent to 
video monitors or video projec- 

Continued on page 42 
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tors for live presentations, the 
vendor said, and the product 
can interface to a wide variety of 
display and reproduction de- 
vices. 

The scanner is priced at 
$6,495 and will be available in 
the fourth quarter of 1989. 
Sony 
9 W. 57th St. 

New York, N.Y. 10019 
212-418-9427 


Calcomp, Inc. has replaced its 
5800 series color electrostatic 
plotting systems with a family of 
electrostatic plotters that offer 
twice the total throughput and 
enhanced plot quality, the com- 
pany said. 


The new 58000 series plot- 
ters reportedly produce dry, 
wide-format color drawings and 
are especially suited for applica- 
tions with complex, multilayer 
output. The units provide a reso- 
lution of 400 dot/in. and include a 
32-bit microprocessor and 12- 
MHz clock. 

End-user 
$49,000. 
Calcomp 
2411 W. La Palma Ave. 
Anaheim, Calif. 92801 
714-821-2000 


prices start at 


Houston Instrument has an- 
nounced two pen plotters, the 
DMP-61 DL and the DMP-62 
DL. 

According to the company, 


NEW PRODUCTS — SOFTWARE 


Database 
management 
systems 


Compuserve Data Technologies 
has announced a revised version 
of its fourth-generation 
language/relational § database 
management system for the Dig- 
ital Equipment Corp. VAX/VMS 
computing platform. 

System 1032 Version 8 is tar- 
geted toward complex, query- 
based applications, the vendor 
said, and now includes a debug- 
ger, the Collect command, 
shareable procedures and in- 
creased security functions. Slat- 
ed for availability in December, 
first-copy licenses range from 
$3,000 for a DEC Vaxstation to 
$180,000 fora DEC VAX 8840. 
Compuserve 
1000 Massachusetts Ave. 
Cambridge, Mass. 02138 
617-661-9440 


Wang Laboratories, Inc. and An- 
swer Systems, a division of Ster- 
ling Software, Inc., have an- 
nounced a jointly developed 
software package that allows 
Wang VS computer users to ac- 
cess corporate mainframe data 
for use on departmental-ievel 
systems. 

The Pace/Answer Connec- 
tion reportedly integrates 
Wang’s Pace application devel- 
opment and relational database 
management system with An- 
swer System’s Answer/DB, a 
mainframe database access tool. 
The product permits users to di- 
rectly access information resid- 
ing in IBM’s DB2, IMS and 
VSAM data files. The program is 
licensed at $7,500. 

Wang Laboratories 

1 Industrial Ave. 
Lowell, Mass. 01851 
617-459-5000 


Services 


Price Waterhouse has signed an 
agreement with Software Leas- 
ing Corp. in Beverly Hills, Calif., 
a company offering leases on 
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software, software maintenance 
and other support services. 
Software Leasing reportedly 
offers capital and operating 
leases with terms ranging from 
12 to 60 months and with fund- 
ing available for $50,000 to $5 
million packages. Packages can 
include hardware, software, con- 
sulting, maintenance, training 
and support services. Custom 
leasing options are available. 
Price Waterhouse 
Applied Technology Center 
P.O. Box 30004 
Tampa, Fla. 33630 
813-287-9200 


Sungard Recovery Services has 
introduced a disaster recovery 
capability aimed at IBM’s Appli- 
cation System/400 midrange 
computer series. 

The AS/400 service allows 
users to sustain operations in the 
event of a data center outage, 
the company said. It includes im- 
mediate access to a fully 
equipped hot-site facility for six 
weeks and the availability of 
ready-conditioned space for an 
additional six months. 

The initial AS/400 disaster 
recovery configuration will be in- 
stalled at Sungard’s Philadelphia 
location, with additional systems 
planned for the company’s Chi- 
cago and San Diego facilities. 
Sungard Recovery Services 
1285 Drummers Lane 
Wayne, Pa. 19087 
215-341-8700 


Compilers 


Language Processors, Inc. (LPT) 
has released Version 3.10 of its 
Fortran-77 compiler product. 
The new extension reported- 
ly includes the Complex 16 data 
type, optional range checking of 
array subscripts, full support for 
Unix pipes and extended initial 
options for noncharacter vari- 
ables. The compiler is available 
to run on Intel Corp. 80386- 
based systems under Unix and 
Xenix, AT&T’s 3B2, Motorola, 
Inc.’s 68000 series architecture 
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the drafting plotters feature a 
standard eight-pen configuration 
and LCD, as well as roll feed ca- 
pabilities. 

The DMP-61 DL handles 16 
standard media format sizes 
from ANSI A to D, the vendor 
said, and is priced at $4,895. 

The DMP-62 DL accommo- 
dates 23 standard media formats 
from ANSI A through E and car- 
ries a list price of $6,395. 
Houston Instrument 
8500 Cameron Road 
Austin, Texas 78753 
512-835-0900 


Applied Computer Sciences, Inc. 
has announced a line of Hitachi- 
Koki band printers that have 
been modified for plug compati- 


and the reduced instruction set 
computing-based 88000 proces- 
sor. 
Pricing starts at $995 and 
varies according to system con- 
figuration. 

LPI 

959 Concord St. 
Framingham, Mass. 01701 
508-626-0006 


bility with Wang Laboratories, 
Inc. VS and OIS computer sys- 
tems. 

The printers are available in 
1,500 and 2,000 line/min. con- 
figurations, the vendor said, and 
offer continuous duty cycle 
printing with no preventive 
maintenance. Suggested retail 
pricing for the 1,500 line/min. 
model is $28,000, and the 2,000 
line/min. version is priced at 
$36,000. 

Applied Computer Sciences 
12910 Totem Lake Bivd. 
Kirkland, Wash. 98034 
800-525-5512 


Power supplies 


Electronic Specialists, Inc. has 


retains the original structure and 
appearance of a professional C 
program and costs from $499 for 
the Microsoft Corp. C compiler 
under DOS. 

Software Translations 

The Carriage House 

28 Green St. 

Newburyport, Mass. 01950 
508-462-9198 


Acucobol-85 includes an interactive source debugger 


Acucobol, Inc. has announced 
that its portable Cobol compiler 
product is available for Digital 
Equipment Corp.’s entire line of 
VAX and reduced instruction set 
computing (RISC) systems. 
Acucobol-85 allows DEC 
VAX/VMS Cobol applications to 
be run in the DEC RISC environ- 
ment, the company said. The 
product reportedly includes an 
interactive source debugger, 
pop-up windowing, color and line 
drawings. Development system 
pricing ranges from $1,500 to 
$12,000. 
Acucobol 
Suite 201 
7950 Silverton Ave. 
San Diego, Calif. 92126 
619-271-7097 


Software Translations, Inc. has 
released Version 7.5 of its B- 
Tran Basic to C translator. 
B-Tran translates Quickbasic 
Version 4.5 and Basic 6.0 to C, 
the firm said, and is available for 
machines running DOS, AT&T 
Unix System V, Xenix, IBM 
AIX, Ultrix and Digital Equip- 
ment Corp.’s VMS. It reportedly 
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Development tools 


Centura Software, formerly Ap- 
plication Development Systems, 
Inc., has announced a Cobol code 
analyzer for software mainte- 
nance and re-engineering on 
IBM mainframe computers. 
Navigator/MF runs under 
ISPF and is used to interactively 
analyze any OS/VS Cobol or VS 
Cobol II program. It allows for 
identification of dead code and 
provides the ability to find all log- 
ic paths between any two points. 
It extracts a program’s underly- 
ing structure and reformats it 
into a logical view tree diagram, 
the firm said. Slated for Decem- 
ber availability, it costs $45,000. 
Centura Software 
6840 78th Ave. N. 
Minneapolis, Minn. 55445 
800-358-3048 


V.I. Corp. has enhanced its fam- 
ily of Data Views software tools 
for developing graphical user in- 
terfaces. 

The tools, which run on all 
AT&T Unix System V and Digi- 


expanded its line of computer 
and industrial grade AC power 
regulators and conditioners. 

With the addition of a propri- 
etary Isolator output design, the 
company reports that it is now 
able to provide 10 models sized 
to accommodate most high-tech- 
nology applications. Regulated 
ouput is 117 VAC plus or minus 
4% for a 90 to 140 VAC, 60-Hz 
line input range. 

According to the company, 
standard and Isolator models are 
available in 250, 500, 1,000, 
1,500 and 2,000 W ratings. 

Pricing begins at $400. 
Electronic Specialists 
171 S. Main St. 

Natick, Mass. 01760 
800-225-4876 


tal Equipment Corp. VAX/VMS 
platforms, now offer support for 
most reduced instruction set 
computing-based systems, in- 
cluding those from Data General 
Corp. and Tektronix, Inc. 

The software responds to 
data as it is changing in real time 
and simultaneously maintains a 
dialogue with the operator via 
graphical input techniques, the 
vendor said. Version 7.0 in- 
cludes an object-oriented ap- 
proach for hierarchical grouping 
of screen handling, as well as ex- 
tensions for window system 
event handling. 

The product costs $17,700, 
and users with a current mainte- 
nance contract can receive an 
upgrade at no additional charge. 
V.I. Corp 
Amherst Research Park 
Amherst, Mass. 01002 
413-253-3482 


Utilities 


Mackinney Systems has an- 
nounced a software program de- 
signed to write all CICS log en- 
tries to a single VSAM file and 
provide on-line display and print- 
ing functions. Called CICS/Log 
View, the program runs under 
CICS in both DOS and IBM MVS 
environments. Help screens and 
program source code are provid- 
ed. The product is priced at $495 
for purchase and $195 for annual 
lease, and a free 30-day trial is 
available. 

Mackinney Systems 

Suite 103 

2740 S. Glenstone 
Springfield, Mo. 65804 
417-882-8012 


Raxco Software, Inc. has an- 
nounced the release of Version 
4.5 of its Rabbit-5 High Speed 
Backup software for Digital 
Equipment Corp.’s VAX/VMS 
systems. 

According to the company, 
the software offers automatic 
tape selection and labeling, file 
access and modification while 
backing up, and checks for user 
privileges and file protections 
prior to file information display. 

Licensing costs are based on 

Continued on page 43 
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the processor used and the num- 
ber of nodes supported. Group 1 
licenses, including DEC Micro- 
vax II, VAX 11/730 and 11/750 
series systems, are priced at 
$1,995. Group 5 licenses for 
6000 series systems have a price 
of $8,995. Educational discounts 
are available. 

Raxco 

Suite 200 

2440 Research Blvd. 
Rockville, Md. 20850 
301-258-2620 


Computer-aided 
software 
engineering 


Software AG of North America, 
Inc. has released two integrated 
computer-aided software engi- 
neering (CASE) products for 
IBM’s DB2 database manage- 
ment system. 

The latest version of the Nat- 
ural Architect Workstation 
front-end design tool supports 
the generation of diagram-driv- 
en schema specifications for 
IBM DB2 and other SQL-based 
DBMSs. Natural Construct, a 
model-driven application gener- 
ator, reportedly generates com- 
plete DB2 systems from interac- 
tive dialogues. Both products 
were designed to work in con- 
junction with the firm’s existing 
Natural DB2 programming data 
administration package. 

Natural Architect Worksta- 
tion is priced from $6,000 to 
$30,000, and Natural Construct 
is priced from $8,000 to 
$54,000. 

Software AG 

11190 Sunrise Valley Drive 
Reston, Va. 22091 
703-860-5050 


Applications 
packages 


Trax Softworks, Inc. has en- 
hanced its Edword word pro- 
cessing software and ESS elec- 
tronic spreadsheet package to 
offer support for XA in an IBM 
CICS environment, the company 
said. 
The CICS/XA versions of Ed- 
word and ESS reportedly permit 
as many as 40 concurrent users 
under one CICS region. 

A perpetual license for ESS 
ranges from $9,000 to $16,000; 
Edword ranges from $6,500 to 
$11,500. Pricing is dependent 
on CPU size. 

Trax Softworks 

10801 National Blvd. 

Los Angeles, Calif. 90064 
213-475-8729 


Bradford Information Systems 
has announced that its Interac- 
tive Distribution Planning Sys- 
tem (IDPS) for truck routing op- 
timization is now available for 
IBM RT workstations. 

The software application was 
designed for distribution net- 
work optimization and modeling, 
the vendor said. Features in- 
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clude a database with more than 
4,000 cities and towns, a graphi- 
cal display of routes designating 
optimal delivery sequence, 32 
chart formats and statistical 
analysis capabilities. 

A single copy of IDPS costs 
$100 per point for the maximum 
size routing problem to be 
solved, plus $1 for each city or 
town location accessed from 
the database. 
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Bradford Information 
Systems 

6612 Lexington Road 
Austin, Texas 78731 
512-459-8999 


Magnavox Electronics Systems 
Co. and McDonnell Douglas In- 
formation Systems Co. have an- 
nounced the Contracts Process- 
ing System, a jointly developed 
system that has been designed to 


automate contract processing 
for firms working for the U.S. 
Department of Defense. 

The product was designed to 
update changes to contracts as 
well as provide documentation 
for all contract phases, including 
the areas of pricing, traffic and 
shipment, billing, order entry, 
procurement and quality assur- 
ance. 

The system is configured to 


Systems software for MVS data centers: 


Enter the world of 


comply with Federal Acquisi- 
tions Regulations requirements, 
and the base price is approxi- 
mately $200,000 for the initial 
license. 

Volume discounts are avail- 
able. 
McDonnell Douglas 
P.O. Box 6011 
5701 Katella Ave. 
Cypress, Calif. 90630 
714-952-5709 
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Introducing the Wyse WY-370 General-Purpose Color Terminal. 

Few terminals—even monochrome—do as much. The WY-370 And the advanced styling and ergonomics meet the standards 
supports multiple display formats, high resolution characters, that have made Wyse the number one independent manufac- 
dual host/dual sessions, and operator defined horizontal and turer of terminals* 
vertical windows. But no matter how complex you make the The new Wyse WY-370. If you thought only a monochrome 
display, the W Y-370 makes it simple to read. terminal could provide the functionality you require, it will 

It lets you simultaneously display 64 foreground and 64 back- definitely color your thinking. For full information, call today. 

ground colors to keep data separate and distinct. A borderless 


screen, thanks to overscanning, and a virtually flicker-free 1800-GET-WYSE 
74 Hz refresh rate make it even easier on the eyes. 








- Nocolor terminal offers so much flexibility and versatility. 

The WY-370 is compatible with ASCII, ANSI, and Graphics. 

So it runs all your current applications in those environments. In 

color. With no software change required. 


WYSE is a registered trademark and Wyse WY-370 is a trademark of Wyse Technology. *IDC 1989 Terminal Census. 
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Not avery 
brite lite 


doubt it’il taste 
too great. 

The so- 
called PM Lite is 
one bizarr-o 

idea, spawned by the frustra- 
tions of several software heavy- 
weights who plain and simply bet 
on the wrong horse for the 
short term, and the worries of 
IBM, a whale of an industry 
heavyweight who fears delays in 
executing its long-term enter- 
prisewide product strategies. 

The bee in these distin- 
guished bonnets is the fact that 
Windows for DOS took off — if 
you can say that about a product 
that took a total of six years to 
spark user and developer inter- 
est. 

Users just don’t hear the si- 
ren call of OS/2 that seduced the 
likes of IBM, Lotus, Borland 
and others. And that shouldn’t 
have come as such a surprise, 
considering how long it has tak- 
en them to warm up to Win- 
dows. Yet it’s driving these ven- 
dors bonkers. 

But why should users mi- 
grate? You can say what you 
want about the price of memo- 
ry coming down and the avail- 
ability of an OS/2 desktop for 
$4,000, but users I’ve talked to 

Continued on page 53 


Patch of blue in a foggy 
outlook: high-end PCs 


ANALYSIS 


BY PATRICIA KEEFE 
CW STAFF 


It has certainly been a down year 
for much of the computer indus- 
try, never mind the stock mar- 
ket. And there doesn’t appear to 
be much relief in sight, except 
perhaps in the personal comput- 
er arena. 

Much attention has been riv- 
eted on the minicomputer mar- 
ket blues and the melancholy 
quarterly reports from big-iron 
makers such as IBM and Digital 
Equipment Corp. Meanwhile, 
PC growth hasn’t exactly left in- 
vestors whistling Dixie. But that 


may be only temporary. 

Sure, a recent report from 
Prudential-Bache —_ Securities, 
Inc. predicts revenue growth 
will continue to spiral downward, 
dropping from 1989’s estimated 
18% revenue growth and 17% 
unit growth and 1988’s 23% 
revenue growth and 22% unit 
growth. 

Prudential-Bache analyst 
Kimball Brown has projected 
15% revenue growth and 13% 
unit growth for next year. At 
first glance, these figures are 
nothing even to hum about. Yet 
despite this sluggish perfor- 
mance, the PC industry should 
grow by $5 billion. 

Brown implied the situation 


Acer falls in step with pack 
of EISA, 486-based micros 


BY JAMES DALY 
CW STAFF 


SAN JOSE, Calif. — Acer Amer- 
ica recently joined a sprouting 
field of vendors offering plat- 
forms based on the Extended In- 
dustry Standard Architecture 
(EISA) and Intel Corp.’s 1486 
microprocessor with the rollout 
of a personal computer based on 
both designs. 

The Acer 1200 follows by 
two weeks Hewlett-Packard 
Co.’s highly touted introduction 
of its Vectra 486 PC, which also 
employs both the EISA standard 


and the 1486 chip [CW, Oct. 16]. 
The EISA standard was created 
by a high-profile faction of nine 
companies that are trying to 
thwart IBM’s plan to set a new 
bus standard through its Micro 
Channel Architecture (MCA). 

Acer’s box runs at 25 MHz 
and is capable of providing 11 
million instructions per second, 
officials at the Taiwan company 
said. Additionally, the standard 
system memory configuration 
starts at 4M bytes and can be ex- 
panded to 64M bytes. 

The basic 1200 system be- 
gins at $10,995 and is scheduled 


would be worse were it not for 
the impact of the coming on- 
slaught of Intel Corp. 1486-based 
computers. ‘“‘We believe that the 
PC market is only in a lull, wait- 
ing for new 486-based PCs to be 


The Intel Shuffle 


introduced,” he said. 

The market is under siege 
from a locust-like plague of 
80486 product announcements, 
ranging from computers to 

Continued on page 52 


Just as Intel Corp. 1486-based systems start to appear, the 4-year-old Intel 
80386 chip will finally surpass the 80286 in 1990 
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for availability in the first quar- 
ter of 1990. A file server version 
is scheduled for the second quar- 
ter of next year. 


EISA competitor 

At the same time, Acer an- 
nounced an add-on multiproces- 
sor upgrade board based on the 
IBM MCA with which EISA is 
designed to compete. Acer Ap- 
plication Processor (AAP) re- 
portedly can be installed in any 
MCA-based IBM Personal Sys- 
tem/2 compatible built around an 
Intel 80386 chip. 

Acer claimed that the AAP is 
unique in that its dual-port archi- 
tecture features local memory 
and lets it be used as an open-ar- 
chitecture product. Coprocessor 
boards offered by competitors 
work only with a vendor’s pro- 


prietary systems. 

However, Acer said the prod- 
uct will not be available until the 
second quarter of 1990 and de- 
clined to release pricing. The ini- 
tial version of the board is avail- 
able with multiprocessor Unix 
kernal software. The company 
said that future releases will in- 
clude a multiprocessor version of 
The Santa Cruz Operation’s 
SCO Unix. 


Inside 


e Managers can say good 
riddance to storage responsi- 
bilities with SMS. Page 51. 

e Lotus 1-2-3/G drops a veil 
in London. Page 51. 

e Have yourself a merry lit- 
tle Mac promo. Page 54. 


Presentation Manager Arrives For 
Micro Focus COBOL/2 Programmers! 


Micro Focus COBOL/2 now includes System Programming Extensions that enable the full range of 
Presentation Manager functionality to the COBOL programmer. Best of all, after becoming familiar 
with the concepts of PM programming, the COBOL/2 programmer . . . 





(4 Does not need to be retrained in another language in order to build PM applications 
(3 Needs only learn a few simple, new extensions to the COBOL language 
(3 Can do anything that can be done in C or Assembler 


Come pioneer with us and other COBOL programmers interested in exploring this exciting, new 
graphical user interface. Presentation Manager programming is not easy in any language, but it can 
be rewarding. Now the opportunity is here for all COBOL/2 programmers. 


MICRO FOCUS’ 
A Better Way of Programming™ 
For more information about Micro Focus COBOL/2 call us at 1-800-872-6265 or 415-856-4161. 
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The NCR TOWERVIEW’ X-Station. 
Designed with the power to set a new 
din high-performance, low cost 
System™ technology. The 
's advanced 68020 chip and local 
operating executive give you more proc- 
essing power than an X Terminal. Ata 
price that’s thousands less than UNIX° 
technical workstations. 
The TOWERVIEW xX-Station is a work- 
ion specifically designed to support 
remote X Window System applications 
‘across a range of network protocols. 
The X-Station offers local processing 
control over bit-mapped graphic 
images, window refresh, and cursor 
nts while the host processor 
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DCA’s Convertible: Is It IRMA? Or Sybil? 


found on many 
balun for twisted-pair wiring and 
downloadable microcode that makes 
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Once again, 

ompaq makes 
a sizeable 

contribution 


to person 
computing. 
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res 84 by Il inches 
ust 6 pounds. 


Everyone who finds their typical 
workplace in planes, trains, 
automobiles and hotel rooms, 
just got some big help. In a 

small way. Introducing the new 
battery-powered COMPAQ 
LTE/286 and COMPAQ LTE 
Personal Computers. 

Our newest laptops are 
the smallest and lightest PCs 
we've ever offered. But they for number crunching. 
still have all the big thinking The COMPAQ LTE is 
hatmade Compagaword este, Hone COMPAGLTE 38a fr pole inthe eld boned 
leader in portable and laptop basic computing capabilities. 
personal computing. So you'll find the functionality of For inventory tracking, customer databases, custom 


on the road. For spreadsheets and 
cost analyses, account profiles, as 
well as word processing and E-mail. It 
features a 12-MHz 80C286 micropro- 
cessor, a choice of a high-performance 
40- or 20-MB Fixed Disk Drive and a 
built-in 3'/-inch 1.44-MB Diskette Drive. 
You can expand its 640K memory 
to 2.6 MB. Even add an optional 
12-MHz 80C287 coprocessor 








areal PC in a package that fits in your briefcase. and standard business applications. It’s 
For instance, you can carry a few file cabinets’ —_ ideal for automating a sales force. It 
worth of information on a fixed disk drive. Run your —_ has a 9.54- MHz 80C86 microprocessor 
favorite software and a 3'/-inch 1.44-MB Diskette 
using 32-inch Drive. You can add a 20-MB Fixed 
diskettes. And Disk Drive and expand its 640K 
keep the home memory to | MB. 
office in the loop Compagq has built a worldwide 
A3Y/-inch L44-MB Diskette Drive with an optional _reputation for building rugged, reliable 
lets you run your MS-DOS office 2400-baud internal laptop and portable personal computers. The office is never 
software when your office ison the road. ~~ mygdem. Your The new COMPAQ LTE/286 and ae oe hs 
fingers will feel at home on standard-spaced keysand = COMPAQLTE are simply our latest with an optional 
an embedded numeric keypad. And your eyes will rest. contributions to people who carry 2400-baud 
easy on a backlit screen that’s easy to read in any light. __ their office everywhere. areas 
All this runs for more than 3'/ hours on a Try one on for size. For a free brochure and 


small, yet very powerful battery pack. Recharging is the location of your nearest Authorized COMPAQ 
fast, and changing to a spare is easy. Youcanevenrun Computer Dealer, call 1-800-231-0900, Operator 99. In 
your PC off AC power, or from your car's cigarette Canada, 1-800-263-5868, Operator 99. 
lighter with an optional adapter. we Pa 
So which one fits you best? Si, 
The COMPAQ LTE/286 is designed for 


business professionals who need extra performance It simply works better. 








How to size up 
your situation. 


No matter where your work takes you, there’s a high-performance COMPAQ laptop or portable personai 
computer that will make your trip more productive. So which one is best for you? 


COMPAQ LTE If you have basic computing needs and want a 
battery-powered laptop small enough to take everywhere, you’ve 
found the perfect fit. And it measures just 8!/2 by Il inches and 
weighs only 6 pounds. 


COMPAQ LTE/286_ If you need battery-powered 286 performance in 
a laptop that fits in your briefcase with room to spare, this is it. 
Measuring just 8!/2 by Il inches and weighing but 6 pounds, it’s 
a lot of PC in a little package. 


COMPAQ SLT/286_ If you need the ultimate in full-function 286 laptop 
computing, get hold of this. You'll find VGA graphics, a 40- or 
20-MB Fixed Disk Drive, a detachable keyboard and up to 3.6 MB 


of memory. All running on battery. 


COMPAQ PORTABLE Ill If you need a rugged, expandable, 286 portable, 
you ve got it. Its crisp gas plasma display, fixed disk drive options, 
expandable RAM and optional expansion slots give you a handle 
on the functionality of a desktop PC. 


COMPAQ PORTABLE 386 If you need proven 386 performance, you’ve 
found it. A 20-MHz 386 microprocessor, a 110- or 40-MB Fixed Disk 
Drive, memory that expands to 10 MB, and more let you take on the 
most demanding applications. Anywhere. 


mpanies. Use of ele 
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It simply works better. 





SMALL 


TALK 


Douglas Barney 


Spare me 
the hype 


In most indus- 
tries, consumers 
rarely fall for 
the “‘new im- 
proved” labels 
that companies 
throw on 
things. The veteran shopper 
knows it’s just the same old 
stuff in a new box that some slick 
marketer stuck a new label on. 

The computer business is 
different. In the computer busi- 
ness, even the most transpar- 
ent hype has an effect on a large 
number of customers. They be- 
lieve it. 

It doesn’t take much to get 
people excited. Adding menus to 
an outdated program will do it. 
So will a new PC that is little 
more than a repackaged old PC. 

But the strangest thing peo- 
ple get excited about is a faster 
chip that is not particularly in- 
teresting. Most reasonable peo- 
ple would have a hard time 
spending more than 30 seconds 
explaining what’s so great 
about a chip that is 10% faster 
than its predecessor. 

Vendor-hype machines be- 
lieve differently. They think that 
announcing an extra megahertz 
or two is about the wildest thing 
that could possibly happen. All 
too often, the so-called opinion 
leaders agree. 

IS doesn’t buy it. They’ve 
been burned. They’ve been mis- 
led. And now they are taking a 
hard line. They buy what they 
want to buy and disregard the 
chest-pounding. 

The only ones paying atten- 
tion are publicity-starved ana- 
lysts and consultants, vendor 
marketing VPs and newer, naive 
PC buyers. 

Since IS has stopped listen- 

Continued on page 54 
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Micros offer niche for data storage 


ANALYSIS 


BY RICHARD PASTORE 
CW STAFF 


System software has taken on 
more and more responsibility for 
data storage and backup in the 
mainframe world for years. But 
as personal computer networks 
propagate and network data 
proves more difficult to manage, 
systems managed storage (SMS) 
is finding a role in the microcom- 
puter world as well. 

SMS software continually 
monitors data files, deciding 
when and where they should be 
stored. For example, an SMS 
program could identify files on a 
hard disk that have not been 
touched for 90 days and transfer 
those files to tape. 

In so doing, the program 
keeps the hard disk free of clut- 
ter and protects files from possi- 
ble corruption. It also relieves 
the end user and the information 
systems staff from the burden of 
file maintenance and backup. 

Though there are only-a hand- 
ful of dedicated SMS products 
available now, observers expect 
user demand to nudge more 


players into the market in 1990. 
Eight to 10 storage sector firms 
will announce SMS products 
next year, according to Mike Pe- 
terson, president of Peripheral 
Strategies, a data storage re- 
search and consulting firm in 
Santa Barbara, Calif. Analysts 
expect few differences in func- 
tionality among these upcoming 
proprietary products. 

Currently, the SMS market is 
not developed enough to support 
more than a handful of vendors, 
said Jay Bretzmann, an analyst at 
Framingham, Mass.-based In- 
ternational Data Corp. But that 
will change as PC networks mul- 
tiply and increase in size. 

SMS would relieve network 
managers of much of the storage 
responsibility, “and I’m sure 
they’ll say good riddance,’ 
Bretzmann added. 

The need for SMS is current- 
ly concentrated in networked PC 
environments, but in a couple of 
years, the need will migrate 
down to high-end stand-alone 
machines, analysts said. 

“When you are up in the 
range of 60M to 80M bytes, 
managing the data on the hard 
disk becomes such a formidable 


task that people don’t want to at- 
tempt it,’’ Peterson said. 
Consequently, forgotten but 
potentially valuable files often sit 
among hundreds of others on the 
disk, at risk of corruption from 
viruses and other threats. SMS 
“would alleviate certain data 
losses and lost productivity from 
such mishaps,” Bretzmann said. 


Akeen idea 

IS managers may be keen on the 
idea of SMS. T. Ray Lollar, vice- 
president of information ser- 
vices at Atlanta-based Gold Kist, 
Inc., said his firm would definite- 
ly benefit from SMS. With 500 
PCs, many of them networked, 
managing the data “‘isn’t an easy 
task,’’ Lollar said. 

One of the few firms champi- 
oning Lollar’s and other LAN 
managers’ cause is Emerald Sys- 
tems Corp. with its Ramp soft- 
ware. The family of five pro- 
grams manages storage and 
provides both centralized and 
distributed backup for data on 
Novell, Inc. Netware PC net- 
works. 

San Diego-based Emerald, 
which has between 30,000 and 
40,000 Ramp products installed, 





Lotus lifts shroud around 
1-2-3/G strategy, details 


BY RALPH BANCROFT 
IDG NEWS SERVICE 


LONDON — Lotus Develop- 
ment Corp. chose the recent 
OS/2 User Show here to provide 
the first public peek behind the 
veil of secrecy shrouding 1-2- 
3/G, its OS/2 Presentation Man- 
ager version of its spreadsheet. 

Frank King, senior vice-presi- 
dent of Lotus’ Software Product 
Group, took the opportunity to 
highlight the product’s strategic 
importance and demonstrate 
new features. 

“We are showing 1-2-3/G for 
the first time in some detail,” 
King said. ‘“‘We have spent $45 
million on OS/2 development 


work and have 150 program- 
mers working on it. It is a major 
investment for us,” he added. 

King said the product is about 
to go into beta test but was wary 
about putting a shipment date on 
1-2-3/G because of previous pre- 
mature announcements. 

In a dry run of the presenta- 
tion that the firm is planning to 
make at Comdex/Fall ’89 in Las 
Vegas next week, King also 
talked publicly for the first time 
about Notes, which allows 
networked users to edit, anno- 
tate and share documents. 

There were rumors that the 
project had been effectively 
killed. If so, then King revived it. 
He confirmed that Notes is in 
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last month began a crusade to es- 
tablish Ramp as a standard. It is 
offering the software product to 
tape drive and PC OEMs for bun- 
dling. Emerald said it will an- 
nounce its first OEM today at the 
Compaq Computer Corp. press 
event in Houston. 

Analysts praised the stan- 
dardization efforts, saying it will 
benefit users and managers of 
multiplatform PC networks. But 
they are not certain a single firm 
can pull it off. “I don’t know 
whether it will ever happen,” 
Peterson said. ‘““The economics 
of offering proprietary systems 
are working against it.” 

Emerald’s chief rival, Marl- 
boro, Mass.-based Sytron Corp., 
considers its longer established 
SMS products for stand-alone 
PCs to be the industry standard. 
Sytron boasts an installed base of 
620,000 units and said it licenses 
its Sy-tos software for resale to 
16 computer manufacturers, in- 
cluding Compaq and Dell Com- 
puter Corp. 

The latest version of Sy-tos, 
announced last month, provides 
automatic backup of files to any 
and all tape storage devices, the 
company said. A network ver- 
sion of the software is planned 
for the second quarter of next 
year, aspokesman added. 





beta test and will be ‘‘off the va- 
porware list” shortly. 

UK beta testers said the 
product is stable. However, 
some of these were using a Mi- 
crosoft Corp. Windows-based 
version of Notes, whereas King 
spoke only of an OS/2 version. 

“The impression I get is that 
Lotus won’t actually launch 
Notes. Instead, they see it as a 
key accounts type of product and 
will only let you have it if they are 
satisfied that you really need it 
and can support it,” one beta tes- 
ter said. 

King dubbed 1-2-3/G’s “‘solv- 
ing’ technology its most excit- 
ing new feature. A feature called 
Back Solver reverses the usual 
what-if calculation. 

The solving technology is an 
equation-based background task 
that runs as a separate thread. If 
one of the constraints is 
changed, the Back Solver will 


automatically recalculate the 
worksheet. 

Lotus 1-2-3/G will fully ex- 
ploit all the features of Presenta- 


tion Manager. But while it uses 


Lotus’ King extolled 1-2-3/G’s 
virtues at public demonstration 


PM’s graphical user interface, it 
is implemented so that it will not 
require extensive retraining. All 
existing 1-2-3 commands will 
work with 1-2-3/G. 


Call (301) 779-6030 


XDB Systems, Inc. 

7309 Baltimore Avenue 
Om ree ema 
VID Mas ye VA 





PC outlook 


FROM PAGE 47 


cards, featuring either Micro 
Channel Architecture (MCA) or 
Extended Industry Standard Ar- 
chitecture (EISA) bus standards. 
The wave of introductions will 
reach its apex at next week’s 
Comdex/Fall ’89 trade show in 
Las Vegas. 


The way Brown explains it, 
the primary driver of PC demand 
is better price/performance. 
“‘We expect the December quar- 
ter to usher in increased perfor- 
mance and lower prices, [thanks 
to] the new 486-based PCs.” 

Prudential-Bache divides the 
PC market into two sectors: the 
low-end, price-sensitive seg- 
ment and the high-end, feature/ 
function segment. 


Only One Right Answer 


The Multi-Tech solution for multiple speeds 


if you've been discouraged by the choices in 9600 bps 
modems, it’s time to consider the new MultiModemV32, 
from Multitech Systems 


One choice—no need to switch 
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Brown predicted that 486- 
based PCs will have the dual ef- 
fect of providing high-margin 
functionality to the high end, 
while forcing price cuts to the 
current offering. 

This has already happened in 
earlier generations, particularly 
with the arrival of Intel’s 
80386SX chip, which touched 
off a price war in the 286 market 
this summer. 


You'll get everything you need in a V.32-compatibie modem, including 
speeds from 300 bps up to 9600, MNP® and V.42 error correction, MNP® 
data compression, remote configuration and callback, and both dial-up and 


4-wire operation 


Multi-Tech is the nght answer 


With the MultiModemV32, you'll get a modem with true upward and 
downward compatibility, from a most reputable company, at a most 
affordable price. For more information, call us at 1-800-328-9717. 


Multitech has even more right answers. We 
deliver a full line of data communications 
products, including modems, statistical 
multiplexers, LAN systems and 3270 emulators. 


MNP 's 2 regstered trademark of Macrocom. inc 


Signs of a repeat in the 386 
market are already appearing. 
The current price-sensitive mar- 
ket has moved up to 20-MHz 
386-based PCs, Brown said. 

Advanced Logic Research, 
Inc. (ALR) in Irvine, Calif., is one 
example. ALR announced its 
486 product plans two months 
ago; last week it lowered prices 
by as much as 21% on its 10- 
member line of 25-MHz and 33- 


November 13-17, 1989 


Multi lech 
Systems 


The right answer every time 


Multi-Tech Systems, Inc 

2205 Woodale Drive 

Mounds View, Minnesota 55112 U.S.A 
(612) 785-3500 (800) 328-9717 

US. FAX (612) 785-9874 

International Telex 4998372 MLTTC 
International FAX (612) 375-9460 
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MHz 386-based Flexcache sys- 
tems. Dave Kirkley, ALR’s vice- 
president of sales, attributed the 
reductions to the new 1486 prod- 
ucts and recent cost savings on 
random-access memory. 

“Today’s action will no doubt 
put pressure on the competi- 
tion,” he predicted, also claiming 
that ALR’s 25-MHz and 33-MHz 
386 products are now up to 36% 
less expensive than comparable 
Compaq Computer Corp. Desk- 
pro models. 

The impact of price cuts such 
as these will be to jump-start the 
price-sensitive segment of the 
market, hence boosting unit 
sales, Brown said. 

A secondary driver of PC de- 
mand will be the availability of 
new applications that make PCs 
more useful, for example, pro- 
grams that take advantage of Mi- 
crosoft Corp. Windows, OS/2 
and Presentation Manager. So 
far, introductions in these areas 
have been meager, but the pace 
is expected to pick up in the next 
three to six months. 

Brown forecasted another 
two years of waiting before OS/2 
matures. In the meantime, Win- 
dows software will pick up the 
slack: “In 1991 we expect OS/2 
to stabilize and attract industry- 
wide applications and user sup- 
port. Until then, it appears that 
developers are _ increasingly 
stepping up MS Windows appli- 
cations development and putting 
OS/2 development on the back 
burner.”’ 


Tool makes 
printers plot 


BY RICHARD PASTORE 


CW STAFF 


EMERYVILLE, Calif. — If you 
can’t put up with the plodding 
pace ofa plotter, use a printer in- 
stead. Such is the advice of In- 
sight Development Corp., which 
released a version of its plotter 
emulator package for use with 
both Digital Equipment Corp. 
LJ250 and LJ252 ink-jet print- 
ers. 

The Printaplot program al- 
lows the DEC printers to emu- 
late a conventional pen plotter 
but at 10 times the speed, ac- 
cording to Doug Cole, executive 
vice-president of the Emeryville- 
based company. 

Earlier versions of the prod- 
uct support all HP ink-jet and la- 
ser printers and compatibles as 
well as popular dot-matrix print- 
er models. 

“What might take an hour on 
a plotter you can do on a laser 
printer in seconds and on an ink- 
jet printer in minutes,” Cole 
said. 

Printaplot for the DEC LJ250 
and LJ252 is available through 
both DEC and Insight Develop- 
ment. It carries a price tag of 
$199. 
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are gagging on the idea of 8M to 10M 
bytes per desktop. Not only ‘hat, they 
want to preserve their installed base of 
hardware and software. OS/2 Standard 
Edition 2.1 offers users a slight break on 
memory with an expanded DOS compati- 
bility box, but it’s not enough. 

OS/2 is just too darn big. 

Certainly, there are users with a need 
for OS/2, but they tend to be the minority 
or the pilot project in an enterprise oth- 
erwise moving to Windows. 

Meanwhile, millions of dollars in de- 
velopment work is starting to pile up in 
your back room. What to do, what to do. 

Well, first you pout publicly. Then, 
you could concoct an idea like PM Lite and 
leak it to the press to see how it plays 
with the PC community (I’ll bet anything 
IBM has gotten a stinging earful). Or, 
you could just whip out your pruning 
shears and cut OS/2 back into some sem- 
blance of a manageable environment. 

The gist of PM Lite is that you’d take 
a subset of the bulked-up OS/2 graphical 
interface and run it under DOS. So what 
does that buy you? Allegedly, multitask- 
ing. A lot of the developers I’ve talked to 
are highly skeptical. DOS is a single-user, 
single-tasking operating system. The 
point of OS/2 was to move to a multitask- 
ing, multiuser environment. 

You'll also get the ability to run your 
DOS application unmodified. Gee, that’s 
quite a concession considering the na- 
tive environment is DOS. 

Supposedly, we’ll also get an easier 
migration path to OS/2 because develop- 
ers will write one application that will 
run under DOS or OS/2. This is good 
news for developers who went with PM. 
It means they can tweak their PM soft- 
ware to run under Windows, thereby 
shortening the competition’s lead time. 
And since many PM packages reported- 
ly only utilize the common set of PM pro- 
gram calls, they’ll allegedly fit under PM 
Lite. Or so I’m told. 


MICRO BITS 


Type Director 
deal offered 


Aldus Corp. is now packing discount 
coupons for Hewlett-Packard Co.’s 
Type Director, a font scaling and manage- 
ment program, in MS-DOS versions of Al- 
dus Pagemaker 3.0. The coupon entitles 
customers to purchase Type Director and 
eight scalable typefaces for $39.95. 


The first Borland International Para- 
dox Users conference is slated for April 
29 to May 2 at the Monterey (Calif.) Con- 
vention Center. The agenda will cover is- 
sues of interest to developers and users, 
while industry luminaries and senior Bor- 
land executives will discuss the future of 
database technology. Call 800-544-4569 
for information. 


Soft Warehouse, a computer retailer, 
and Intel Corp. have launched a nation- 
wide on-site service and support program 
for IBM-compatible personal computers. 
Flexible On-Site Computer User Support 
(Focus) is available to anyone who buys a 
PC from the retailer. 
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I have trouble buying that. First off, 
adding a selection of programming calls 
and the ability to multitask can’t help but 
suck up memory, putting pressure on the 
applications. Second, anyone who ports 
a DOS application to OS/2 is doing so pre- 
sumably to take advantage of what OS/2 
has to offer. The result should be a far 
richer product. It seems to me, and to 
some developers, that you would have to 
cripple your PM application to get it to 
run under PM Lite. There, it would be 
trapped in this never-never land of more 
than DOS but not quite OS/2. In these 
cases, users would not be spared buying 
a second version of their software. 

Nor would users be spared the confu- 
sion that allegedly has kept them from 
buying OS/2 PM (but obviously not Win- 


dows). One school of thought has it that 
users are not migrating to OS/2 PM be- 
cause they are confused by Windows (or 
maybe they just know what they need.) 

Of course, if they are confused, or 
merely just divided internally into warring 
camps, a third, kludged interface that is 
neither here (DOS) nor there (OS/2) is 
not going to ease anyone’s decision- 
making process. 

Still, there’s a germ of common sense 
here, and Microsoft’s Senior Vice-Presi- 
dent of Software, Steve Ballmer, who 
has Windows 3.0 to think about, has ad- 
mitted as much. 

Now, you might be wondering wheth- 
er it wouldn’t just be simpler to look at 
why people won’t go to OS/2, and just 
address those issues. Right off the bat, 


you hit size. According to Ballmer, who 
declined to say whether IBM has dis- 
cussed PM Lite with Microsoft, the two 
have tossed around the idea of slimming 
down OS/2 itself. 

I should hope so. Fact is, each version 
of OS/2 is getting progressively smaller, 
according to Ballmer. But Microsoft and 
IBM need to dramatically whip their 
pudgy prodigy into shape. And they need 
to do it together, as a team. If they don’t, 
an OS/2 standard is jeopardized, and 
then where are all those PM developers? 
They might do well to heed the following 
admonishment: Be careful what you wish 
for; you might get it. 


Keefe is a Computerworld senior editor, PCs and 
workstations. 


IT’S NOT CLEAR WHO MAKES 
THE SECOND-BEST CHANNEL 


MANAGEMENT SYSTEM 


Dynatech DataSwitch 


Feature 


Single cross-point architecture 
Architecture capable of rate to 6 MB 

All 48 leads of bus tag interface 

8 x 16 matrix on one 2-foot floor tile 
Easy online expansion and maintenance 


PC-based control system 


While other channel 
management systems 
race neck-and-neck 
toward obsolescence, 
Dynatech’s CMS 3900 
STARPLEX sprints 
toward the future. 

Only STARPLEX 
applies today's tech- 
nology to maximize 
systems availability 
and reliability. 

Every feature of the CMS 
3900 STARPLEX reflects the oper- 
ational ease and superior quality 


v 


3900 
YES 
YES 
YES 
YES 
YES 
YES 


(standard) 


that has made Dynatech a world 
leader in data communications 
equipment for more than 30 years. 


‘> 


IBM 
3814 


NO 
NO 


1200 
NO 
NO 
NO 
NO 
NO 
YES 


(optional) 


NO 
NO 
NO 


And Dynatech’s global 
expertise and proven finan- 
cial strength ensure total 
support for your installed 
system—anywhere in the 
world. 

Call Dynatech at 703- 
550-0011, extension 39, to 
learn more about the world’s 
best channel management 
system. 
In Can- 

ada, call 
us at 416- 
289-2000. 


“Managing a World of Change” 


Dynatech Communications 991 Annapolis Way Woodbridge, VA 22191 Phone (703)550-0011 
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Barney 


CONTINUED FROM PAGE 51 


ing, vendors should nip this ceaseless 
stream of performance announcements in 
the bud. They should instead start work- 
ing on products that exploit additional 
power and make their more expensive 
wares worth buying. 

So far, the only group that has truly 
used the full potential of faster PCs is IS 
itself. These are the people who dump 
Amdahl and IBM big iron and put the 
same applications on PCs. These are the 
people who tie users more effectively to 
networks and who save mainframe cy- 
cles by giving programmers PCs equipped 
with a new breed of truly robust lan- 
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guage tools. 

So where are the productivity soft- 
ware vendors? What have they done to 
harness the power of a $10,000 33-MHz 
Intel 80386 with 32-bit addressing, burst 
mode, etc., etc., etc.? Not too much. 

Look around your company. Look at 
an old IBM PC XT that has been lying 
around for years and look at its hard disk 
directory. You’re likely to find Dbase III, 
Lotus 1-2-3 Release 2.01 and maybe 
Multimate or Wordstar. 

Then search the directory of that 
snazzy 80386 used by one of the top ac- 
countants. Hmmm. It comes up pretty 
fast. Look. There’s Lotus 1-2-3 Release 
2.01. And a little further down, Dbase 
III. Just below that is PFS: Write. Now 
there’s some exciting stuff! 


ALMOST 


Whatever happened to the idea of 
breakthrough products, instead of me-too 
products? How about a spreadsheet that 
doesn’t intimidate the novice or leave the 
professional number-cruncher lost in a 
sea of figures? 

With double-digit MIPS and large 
amounts of memory, it should be easy to 
run a spreadsheet with an expert system 
front end that helps lay out rows, plug in 
formulas and generate balance sheets, 
income statements and departmental re- 
ports. 

With that kind of power, it should be 
easy for someone to run a word processor 
that suggests a new paragraph, or sen- 
tence, when someone runs on and on and 
oe 
Instead, all we get are menus, menus 


™ 


Almost anything TSO can do, 
Almost TSO™ can do better. 


Almost TSO supports dozens of users per address space instead of TSO’s one. Edit files, 
submit jobs and preview sysout for a fraction of TSO’s cost. Postpone expensive 
hardware upgrades. Prolong the useful life of your mainframe. No re-training is 

needed for ISPF POF users. Save TSO for users who really need it. 


Under TSO, Almost TSO™ makes the best better yet! 


With Almost TSO and TSO together, you can edit files of any size and LRECL. Edit and 
browse multiple files concurrently. Cut and paste from edit, browse and even sysout 


files. The combination is unbeatable. 


Almost TSO is a multi-user VIAM and/or a TSO application. Stand-alone 
or put together it’s a winner. Call or write for all the details and ask about 


our 30 day FREE trial. 


Quality Software Since 1973 


Applied Software, Inc. 


840 U.S. Highway 1, Suite 250 e North Palm Beach, FL 33408 © (407) 626-4818 
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and more menus. How about some intelli- 
gence? 

Since the excitement level of new 
chip announcements has fallen, vendors 
have started to get desperate. And when 
they get desperate, they become even 
more manipulative. 

For example, profit-hungry suppliers 
now have the gall to tell us that a 386 ma- 
chine is the entry-level machine. If you 
don’t have at least a 386, you ain’t wortha 
darn. 

This sounds a wee bit hollow coming 
from an industry that has failed to create 
software products good enough to re- 
place old, intimidating and awkward cor- 
porate standards. 

It is time to put creativity back into 
software design. It is also time to turn off 
the hype machines for a while and gener- 
ate products worthy of a 33-MHz chip. 
And maybe, just maybe, this will help the 
vendors regain some of their long-lost 
credibility. 


Barney is editor in chief of Amiga World. 


Apple launches 
promo season 


CUPERTINO, Calif. — April showers 
bring May flowers, but the year-end holi- 
day season typically brings price cuts and 
promotions. 

Apple Computer, Inc. has unwrapped a 
somewhat tricky holiday promotion built 
around the following systems: the Apple 
IIGS, Macintosh Plus, SE, SE/30 and the 
IICX. 

Customers can opt for the free trial run 
or grab between $150 and $300 in cash 
rebates on purchases of qualifying peri- 
pherals when buying any of the systems. 
Purchasers of multiple systems will re- 
ceive a rebate on each qualifying pur- 
chase. 

Customers who meet Apple financing 
criteria can undertake one free trial on 
qualifying systems until Dec. 31. Those 
systems must be returned between Jan. 1 
and 15. Lop $100 off the sticker price if 
the system is bought before Dec. 31 but 
kill the rebate on peripherals. Got all that? 

Also, more than 70 software develop- 
ers are participating in the promotion | 
through direct money-back offers on 
more than 100 packages when purchased 
by participants in the Free Trial Run pro- 
gram. Qualifying software falls into five 
categories: analyze and plan; design and 
illustrate; write; present and publish; con- 
nect; and learn and play. 

If customers decide to buy the trial sys- 
tem, the software must be kept. If the sys- 
tem is returned, the software can be pur- 
chased or returned to the developers. 
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A few words 


about the one 
piece of software — 


that could kill 
your company. 





NEW 


Systems 


Easydata Computer Products 
has introduced three models to 
its line of systems. 

The products are 33- and 25- 
MHz Intel Corp. 80386-based 
systems and a 16-MHz 286 sys- 


PRODUCTS 


tem. The 16-MHz system costs 
$1,124, and the 25-MHz and 33- 
MHz systems are $4,600 and 
$5,500, respectively. 

Easydata 

201 Ravendale Drive 
Mountain View, Calif. 
94043 

415-968-3400 


Put your ae environment on 


the fast track to zero defect 
production controi and unat- 
tended operations 


with the proven productivity tools from 
BETA Systems. We're aiready helping more 
than 500 MVS installations achieve the zero 


BETAS)" 


Automated Balancing and Cuality Management: System 


BETA $1 cuts costs by automating vir- 
tually any batch verification or restart 
procedure. The most reliable and effective 
automated balancing and quality control 
system available today, BETA 91 replaces 
time-consuming and error-prone manual 
checking methods with efficient automated 


changes. 


balancing procedures. You transfer your 


BETAQ 2 


ob Histary snd Output: Menggement: Systen 


end to the expense and difficulty of 


SYSOUT 
retrieval. BETA 92 Job History and Output 
Management System offers online control 
and fully automated archival of your system 
output. BETA 92, an indispensable compo- 


nent of “Unattended Operations”, means an 


BETA?) 


defect goal - with powerful, easy-to-use 
systems for preventing and detecting 
errors. Our systems automate labor-inten- 
sive, error-prone tasks without requiring 
costly changes in your MVS, MVS/XA or 
MVS/ESA environment. So you can realize 
time and cost savings from day one. 


Staff's valuable knowledge and experience 
into a data base which BETA 91 uses to 
verify production results - immediately and 
error-free. Your company holds on to years 
of experience regardless of staff changes. 
BETA 91 easily adapts to any application 
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Prime Computer, Inc. has an- 
nounced three workstations 
based on Sun Microsystems, Inc. 
Scalable Processor Architec- 
ture. 

The company lists the models 
as the WS42C, a 12.5-million in- 
struction per second (MIPS) 
desktop station, the WS40C, a 
10-MIPS deskside station, and 
the WS45S, a 16-MIPS server. 
Pricing is from $22,660 for the 


Re 


oS 


manually archiving and retrieving printed 
listings. You get convenient online SYSOUT 
control in a system that quickly pays for 
itself by greatly reducing printing, paper, 
storage and labor costs. 


Sor 


Report Distribution and Print Meanagement- System 


right reports 
right users at the right time. 
BETA 93 automates the separation, packag- 
ging, distribution and archival of all your 
production reports. BETA 93 offers a com- 
prehensive solution to the labor-intensive 
problems in post-production: the printing, 


| want the increased efficiency and savings of zero defect production control 
operations. 


and unattended 


list?” 


Yes, tell me more about BETA Systems Software: 


O All three systems 


O BETA 91 Automated Balancing and Quality Management System 
O BETA 92 Job History and Output Management System 
O BETA 93 Report Distribution and Print Management System 


O Prove to me that your service and support are as good as they say they are 


Name 

Company 

Address 

City 

Telephone (. _) 


Title 


State Zip 


CPU Make/Model 


Op. Sys. 


ZS im USA: BETA SYSTEMS SOFTWARE, INC. © 111 Anza Blvd., Suite 412 © Burlingame, CA 94010 © (415) 344-4014 
2) in EUROPE: BETA SYSTEMS SOFTWARE GMBH © Kurfdrstendamm 182 © D-1000 Berlin 15 © (++49-30) 684-30 


distributing, bundling and sending of huge 
amounts of paper. You save simply by print- 
ing only those pages which are needed and 
by archiving only those pages which are 
important - and everything automatically. 
Finally an end to the question: “Where’s my 
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WS40C, $89,900 for the WS42C 
and $62,800 for the WS45S. 
Prime 

Prime Pkwy. 

Natick, Mass. 01760 
508-655-8000 


Sirex, Inc. has introduced an In- 
tel Corp. 80386-based 20-MHz 
workstation. 

According to the vendor, the 
Workmaster has a_ six-layer 


Ni 
a 
iT 


BETA Systems Software 


USA (415) 344-4014 

West Germany (++49-30) 884-3060 
Austria (++43-1) 344-511235 
Switzerland (++41-42) 221-707 
United Kingdom (++44-251) 264-582 
France (++33-1) 601-75500 

Italy (+4+39-10) 646-9171 

Finland (++358-0) 624-266 


uy 


80386 motherboard that in- 
cludes zero- and one-wait state, 
an Intel Corp. double sigma 32- 
bit 80386-20 CPU, 80387 and 
80287 math coprocessor sock- 
ets and 1M byte of random-ac- 
cess memory, expandable to 8M 
bytes. The system is said to be 
compatible with MS-DOS, OS/2, 
The Santa Cruz Operation’s 
Xenix, AT&T Unix V/386 and 
Pick operating environments. 
The Workmaster 386-20 
costs $1,295. 
Sirex 
132-14 11th Ave. 
College Point, N.Y. 11356 
800-722-0404 


AST Research, Inc. has an- 
nounced a 16-MHz Intel Corp. 
80386SX-based computer sys- 
tem designed to allow upgrading 
to an Intel 1486 processor. 

The system uses AST’s Com- 
pletely Universal Processor, I/O 
Design (CUPID-32) architec- 
ture, which allows component 
upgrades without making the 
computer obsolete. 

The price for the Mode! 3V 
with a 32-in. floppy or the Mod- 
el 5V with a 5%-in. floppy is 

| $2,695. The Model 45V_ in- 
cludes a 40M-byte AT-embed- 
ded hard drive and costs $3595. 
AST 
2121 Alton Avenue 
Irvine, Calif. 92714 
714-863-1333 


Qume Corp. has announced price 
cuts on selected models of its 
QVT terminal product line. 
Prices on models QVT 119 
Plus and QVT 203 Plus have 
been reduced by about 11% and 
16%, respectively. The lower 
price for both models is $499. 
Qume 
500 Yosemite Drive 
Milpitas, Calif. 95035 
408-942-4000 


Agilis Corp. has announced a 
family of handheld, modular 
workstations for mobile network 
computing. 

The workstations support 
MS-DOS, UNIX and MS-OS/2 


| Operating software. 


Pricing ranges from $2,000 
to $20,000. 
Agilis 
1101 San Antonio Road 
Mountain View, Calif. 
94043-1008 
415-962-9400 


Epson America, Inc. has intro- 
duced an IBM Personal Comput- 
er AT-compatible desktop PC. 

The Equity IIE is an Intel 
Corp. 80286-based system that 
operates at 8 or 12 MHz and 
comes with 1M byte of random- 
access memory. 

Pricing begins at $1,799 for a 
single 5%-in. floppy drive config- 
uration. A single floppy/40M- 
byte hard drive system costs 
$2,699 retail. 

Epson 

23530 Hawthorne Blvd. 
Torrance, Calif. 90505 
213-539-9140 
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relational database blah blah blah blah benchmark 
scores like you wouldn't believe blah blah blah blah 
everybody’ information management needs from 
you down to the janitor blah blah blah blah blah 
blah blah blah blah thousands of consultants 24 hours 
a day for the rest of your life blah blah blah blah blah 
blah blah blah blah technical gibberish blah blah 
blah blah blah blah vaporous promises blah blah 
blah blah blah custom tatlored to fit everybody blah 
blah blah blah blah blah blah relational database 


blah blah blah the computing environment that 
redefines the 21st century blah blah blah blah blah 
blah post-state-of-the-art blah blah blah blah blah 
nanosecond response times blah blah blah blah blah 


runs on every platform in the known universe blah 
blah blah blah blah all’s fair as long as you're not 
outnght lying blah 


blah blah blah blah “«« Enough. 


a a 
vapor an 


rish, va al 
i ma about am " Ingres res 
ay to run you ea at The | ra 
tational Database System. Stay tuned. € 1909 Ingres Corporation. 








Software 
applications 
packages 


Adobe Systems, Inc. has an- 
nounced an automated graphics 
production software package 
with windowing capabilities for 
IBM Personal Computers and 
compatibles. 

Adobe Streamline-Windows 
Version automatically traces bit- 
mapped images and converts 
them into Adobe Postscript-lan- 
guage artwork. The artwork can 
then be used as is, modified or 
exported for use in page layout 
or word processing programs. 

The product requires an Intel 
Corp. 80286- or 80386-based 
machine with a minimum of 
640K bytes of conventional 
memory. It carries a recom- 
mended retail price of $395. 
Adobe Systems 
P.O. Box 7900 
1585 Charleston Road 
Mountain View, Calif. 
94039 
415-961-4400 


Automated Reasoning Technol- 
ogies, Inc. has released a person- 
al finances management pro- 
gram for users of Lotus 
Development Corp.’s 1-2-3. 

Personal Finances with 1-2-3 
Release 3.0 reportedly manages 
personal checking accounts and 
analyzes budgets, real estate in- 
vestments, stocks, bonds, op- 
tions and savings using Release 
3.0’s multiple worksheets and 
three-dimensional graphs. 

The program is said to pro- 
vide sample data so that users 
can see how the program is go- 
ing to work before entering their 
own data. 

Available for Releases 1A, 
2.01 and 3.0 of 1-2-3, the soft- 
ware sells for $99. 

Automated Reasoning 
Technologies 

Suite 618 

975 Oak St. 

Eugene, Ore. 97401 
503-345-0030 


Idea Works, Inc. has introduced 
a statistical software package 
that is said to help researchers 
select the right statistic for anal- 
ysis problems. 

Version 1.1 of Statistical 
Navigator reportedly uses artifi- 
cial intelligence strategies to 
scrutinize and compare options 
based on users’ needs and help 
them correctly analyze data. Ac- 
cording to the company, the pro- 
gram provides detailed justifica- 
tion for recommendations, 
prints written reports, warns 
the user about relevant contro- 
versies and performs sensitivity 
analyses. 

For use on the IBM Personal 
Computer or compatibles, the 
price is $99.95 plus $5 for ship- 
ping and handling charges. 

Idea Works 

100 West Briarwood 
Columbia, Mo. 65203 
314-445-4554 


58 


Applied Computer Solutions, 
Inc. has announced an edition of 
its three-dimensional VSA toler- 
ance analysis software for users 
of IBM’s Personal Computer, PC 
AT, Personal System/2 and 
compatibles. 

The VSA/PC package in- 
cludes the features of the full 
VSA program except for certain 
advanced statistical routines, ad- 
vanced modeling libraries and 
the ability to handle very large 
models. According to the compa- 
ny, the program contains a user 
interface that allows the entire 
model creation, analysis and re- 
port-definition process to be per- 
formed graphically using a 
mouse and pop-up menus. 

The price of the VSA/PC edi- 
tion is $750, compared with the 
full VSA price of $5,000. 
Applied Computer Solutions 
300 Maple Park Blvd. °301 
St. Clair Shores, Mich. 
48080 
313-774-2640 


Dataid, Inc. has introduced a 
professional reference handler 
for the IBM Personal Computer, 
PC AT and compatibles. 

Get-A-Ref is a tool for users 
who must access and update per- 
sonal libraries of references and 
notes. 

Since the software is random- 
access memory-resident, the 
user can access information 
while working in a word proces- 
sor, Dataid said. The reference 
files are in ASCII format and may 
contain references with up to 
16,000 characters of text each. 

The price is $250, with dis- 
counts available. 

Dataid 

P.O. Box 8865 

Madison, Wis. 53708-8865 
608-258-7767 


Graphic’s PC-Xview/16 displays 


multiple applications 


Graphic Software Systems, Inc. 
(GSS) has announced an Intel 
Corp. 80286 protected-mode 
version of its DOS-based PC- 
Xview X Window System server. 

PC-Xview/16 displays multi- 
ple host-based applications while 
using local PC memory to run 
the applications’ graphics and 
window functions. By supporting 
the 286’s protected memory, 
PC-Xview/16 can support 16M 
bytes of memory. 

The package costs $295. 
GSS 
P.O. Box 4900 
9590 SW Gemini Drive 
Beaverton, Ore. 97005 
503-641-2200 


PCs & WORKSTATIONS 


A graphics package for creating 
Gantt and milestone planning 
charts has been announced by 
Softpro. 

Milestones, Etc. reportedly 
runs on IBM and compatible ma- 
chines under the Microsoft 
Corp. Windows operating envi- 
ronment. The graphics tool is 
said to include 28 symbol types 
in five sizes, 15 connector types 
used to connect symbols on the 
chart and a current date-sensi- 
tive option to provide for ease in 
maintenance. According to Soft- 
pro, other features include three 
levels of date headings, multiple 
page chart capabilities and flexi- 
ble chart layout. 

The price is $89. 

Softpro 

P.O. Box 1167 
Manchaca, Texas 78652 
800-666-3886 


The Center for Project Manage- 
ment has introduced a software 
package designed to automate 
project scheduling in a personal 
computer environment. 

The company says Project- 
base is a life cycle-based planning 
and estimating system designed 
to help individuals develop com- 
prehensive project plans and es- 
timates. The plan can then be ex- 
ported to scheduling and 
tracking software. 

The licensing fee for the sys- 
tem is $2,950. 

Center for 

Project Management 
Suite 290 

18 Crow Canyon Court 
San Ramon, Calif. 94583 
415-837-0397 


Software designed to assist cor- 
porate real estate managers who 
are responsible for multiple of- 
fice or retail locations has been 
announced by Classic Soft- 
ware Development, Inc. 

According to the com- 
pany, the Lease Manager 
consists of six modules and 
provides several levels of 
lease cataloging and re- 
trieval functions. Applica- 
tions include accounts re- 
ceivable and billings, check 
request and report writer 
facilities. Yearly updates of 
the program are available 
from the vendor. 

A single-user version 
sells for $3,495. 
Classic Software 
Suite 205 
3200 Highlands Pkwy. 
Smyrna, Ga. 30082 
404-438-2088 


Brightbill-Roberts & Co. has up- 
graded its desktop screen show 
software for IBM Personal Com- 
puters, Personal System/2s and 
compatible machines. 

Show Partner/FX 3.5 report- 
edly includes enhanced interac- 
tive and animation capabilities as 
well as additional clip art materi- 
al. 

The product also incorpo- 
rates the .GX2 image file format, 
which offers compatibility with 
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Lotus Development Corp.’s 
Freelance Plus 3.0 presentation 
graphics program. 

Version 3.5 is priced at $395, 
and registered users can up- 
grade for $89. 
Brightbill-Roberts 
Suite 421 
120 E. Washington St. 
Syracuse, N.Y. 13202 
315-474-3400 


Easysoft’s DOS partner is 
aimed at novices 


Software utilities 


An integrated application, file- 
and drive-management program 
that automates and replaces 
DOS commands has been intro- 
duced by Easysoft, Inc. 

Aimed at the novice or non- 
power user, DOS Partner does 
not require users to have previ- 
ous knowledge of DOS or DOS 
syntax, the vendor said. The pro- 
gram runs applications and 
names, formats and copies flop- 
py disks automatically. It also 
provides statistics on entire disk 
drives and can be customized to 
meet specific user needs. 

DOS Partner costs $99. 
Easysoft 
Suite B100 
1215 Hightower Trail 
Atlanta, Ga. 30350 
404-992-4140 


Trio Systems has introduced a C 
language library for Microsoft 
Corp. Windows, OS/2 and MS- 
DOS database applications. 
C-Index/PC reportedly will 
support single and multiuser ap- 
plications and can be adapted for 
use with any PC compiler and op- 
erating system running on an In- 
tel Corp. microprocessor. 
The package costs $195. 
Trio Systems 
Suite 531 
953 E. Colorado Blvd. 
Pasedena, Calif 91106 
818-798-5567 


QMS, Inc. has announced color 
printing capabilities on its Ultra- 
script personal computer inter- 
preter for Adobe Systems, Inc. 
Postscript. 

Ultrascript PC will create 
Postscript-compatible files on 
Intel Corp. 80286- or 80386- 
based IBM Personal Computer 
compatibles. 

Ultrascript PC is available 
with 25 typefaces for a list price 
of $195. Ultrascript PC Plus, 
with 47 typefaces, costs $445. 
QMS 
One Magnum Pass 
Mobile, Ala. 36618 
205-633-4300 


Macintosh 
products 


Bear Rock Software Co. has in- 
troduced a set of bar code fonts 
for the Apple Computer, Inc. 
Macintosh computer. 

Called Printbar, the product 
includes Code 39, Interleaved 2 
of 5, UPC and other bar code 
fonts that enable the Macintosh 
to print bar codes on an Apple 
Imagewriter, Apple Laserwriter 
and several Linotronic high-res- 
olution printers. 

Printbar costs $395, which 
includes a user’s manual and free 
telephone support. 

Bear Rock Software 
6069 Enterprise Drive 
Diamond Springs, Calif. 
95619 

916-622-4640 


A software product that con- 
verts IBM and other graphics file 
formats into Apple Computer, 
Inc. Macintosh computer PICT 
files has been announced by 
FGM, Inc. 

Picture This can be used as ei- 
ther a desk accessory or a sepa- 
rate application according to 
FGM. Converte. files can be 
used as-is for display purposes, 
or they can be edited like any 
other PICT file. 

The package is priced at $99. 
FGM 
Suite 108 
131 Elden St. 

Herndon, Va. 22070 
703-478-9881 


Tektronics, Inc. has introduced a 
color fidelity system that opti- 
mizes color matching to print- 
ers. 

Tekcolor, for use with Apple 
Computer, Inc. Macintosh sys- 
tems, was developed to aid users 
in picking screen colors for dupli- 
cate reproduction on their out- 
put devices, the company said. 
The product includes a color se- 
lection and editing interface and 
carries a suggested retail price 
of $50. 

Tektronics 

P.O. Box 1000 

M-S 63-630 
Wilsonville, Ore. 97070 
800-835-6100 


A product that will reportedly al- 
low Apple Computer, Inc. Mac- 
intosh Portable users to run MS- 
DOS software has been 
announced by Insignia Solutions, 
Inc. 

SoftPC will enable non-Intel 
Corp.-based PCs to run MS- 
DOS-based software by emulat- 
ing an IBM Personal Computer 
XT. SoftPC will also allow users 
to paste text from PC programs 
to Macintosh applications and 
store both DOS and Macintosh 
files on a hard disk. 

The suggested retail price of 
SoftPC is $399. 

Insignia 

254 San Geronimo Way 
Sunnyvale, Calif. 94086 
408-522-7600 
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World 
ntrex. 


In the tidy world of diagrams, nobody ever moves 
to a new office. Or changes jobs. But in the real 
world, moves and changes create telephone 
chaos. Where can you find a phone system that 
puts you back in control? At your local phone 
company. With advanced Digital Centrex Service 
provided from the Central Office, you get to 
control, assign 


and service your 
own phone You and Your 


lines, Make your | Local Phone Companies 
own moves and 

changes. Right from your own premises. 

Employees get to keep the same phone number 

no matter where or how often they move. And 

you get to keep your sanity All thanks to the state-of- 
the-art SESS® Switch from AT&T Network Systems. 
Need a change? Make a move. Call your local 

phone company. 


ATa®r 


== Network Systems 





Peripherals 


Summagraphics Corp. has un- 
veiled a 12- by 12-in. tablet tar- 
geted toward computer-aided 
design and graphics profession- 
als. 

The Summasketch II 12x12 
is available in two configura- 
tions. A four-button cursor, two- 


$599; a 16-button cursor config- 
uration is available for $699. Ac- 
cording to the vendor, the prod- 
uct is compatible with most 
computer-aided design software 
packages and includes a Micro- 
soft Corp. Windows software 
driver. 

Summagraphics 

60 Silvermine Road 
Seymour, Conn. 06483 
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Polaroid Corp. has announced 
the availability of Lotus Develop- 
ment Corp. software drivers for 
users who use the Polaroid Pa- 
letteplus Computer Image Re- 
corder. 

According to the company, 
the drivers work with Lotus 
Freelance Plus Versions 2.0 and 
3.0, and Graphwriter II Version 
1.0. 


livers full-color instant prints, 
slides and overheads from IBM 
Personal Computers and compa- 
tibles equipped with Enhanced 
Graphics Adapter boards. 

The suggested list price of 
the Paletteplus Computer Image 
Recorder is $2,999. 

Polaroid 
575 Technology Square 
Cambridge, Mass. 02139 


button stylus version is priced at 








Relieve your CICS and IMS 


203-881-5400 


The Paletteplus recorder de- 


617-577-2000 


plication backlog with 
ART-IM. 


If youre like most CICS or IMS 
shops, you're probably spending 80% of 
your time and expenses on maintaining 
existing programs. Which makes it vir- 
tually impossible to meet increasing 
user demands. As a result, you've got an 
enormous application backlog. Now, 
Inference can help you address it with 
ART-IM.™ the Automated Reasoning 
Tool for Information Management™ 

ART-IM is a powerful tool for de- 
veloping applications in MVS, CICS, IMS, 
MS-DOS and 0S/2. Its impressive rule- 
based and object-oriented programming 
offer vast advances over procedural pro- 


grams in solving everyday problems. 


Dramatically reduce 


your maintenance expense. 


Frequent changes in business pol- 
icies and procedures can turn your 
software applications (e.g., payroll) into 
spaghetti code. Modifications become 
difficult and testing becomes time-con- 
suming. Your applications cannot keep 
pace with your business. 


With ART-IM, however, your busi- 
ness policies can be directly represented 
as software business rules —each inde- 
pendent of the other. For instance, you 
can represent one business rule with one 
ART-IM rule. 

Unlike procedural programs, rules 
can be added, deleted and modified — 
independently of any other rules in the 
application. A change in policy maps 
directly to a change in the software 
statement that represents it. 


Extend user functionality. 


By capturing the knowledge and 
experience of your best decision makers, 
your ART-IM application becomes a res- 
ervoir for the company’s expertise and 
its evolving policies and procedures. You 
can then make this invaluable informa- 
tion available on-line to your entire 
organization. 

What's been the impact on end 
users? A new level of functionality never 
before available for making consistent 
and accurate decisions. 


twademark and CICS (MS. MVS. 0S/2. are trademarks of internahonal Busmess Machmes Corp MS-DOS 's a registered trademark of Microsott. inc 
Reasoning Too! for information Management. are trademarks of inference Corporation ¢ 1989 inference Corporation 





A long track record 


of successful customers. 


Ten years of technology refinement 
has made Inference a leader in the in- 
dustry. We've helped many companies 
successfully implement production ex- 
pert system solutions. C ir practical 
building block approach allows us to 
offer an extensive range of knowledge- 


based products and professional services, 


depending on your needs and resources. 

Today, our customers are using 
ART-IM to cut maintenance. efforts dra- 
matically. In addition, many are 
reporting ten-fold improvements in 
development productivity. 

So if your applications backlog has 
created an enormous bottleneck in your 
productivity, ART-IM can help you find 
your way out. For complete information, 
call Chris Dow at (213) 417-7997. 


Or write Inference Corp., : 


5300 W. Century Bivd., 
Los Angeles, CA 90045. 
Inferenc e° 


A 15-in. diagonal, stand-alone 
plasma display monitor is now 
available from Fujitsu Compo- 
nent of America, Inc. 

Designated the FPF12000S, 
the unit is aimed at desktop pub- 
lishing, computer-aided design, 
computer-aided manufacturing 
and other graphics-intensive 
markets. The monitor has a re- 
ported 1024 by 768 dot/in. reso- 
lution, weighs approximately 
four pounds, and is priced at 
$5,000 in single-unit quantities. 
Fujitsu Component 
3330 Scott Blvd. 

Santa Clara, Calif. 95054 
408-562-1000 


Board-level 
devices 


Raritan Computer, Inc. has an- 
nounced several memory boards 
developed for the IBM Personal 
Computer AT and 16-bit compa- 
tibles as well as the IBM Person- 
al System/2. 

The RCAT84 and the 
RCATS88 provide 4M and 8M 
bytes of random-access memo- 
ry, respectively, and operate in 
systems at speeds up to 33 MHz, 
the vendor said. The 2M-byte 
RC5020 and the 4M-byte 
RC5040 also use high-speed 
1M-byte chips and were de- 
signed for the IBM Personal Sys- 
tem/4 Models 50, 50Z and 60. 

The boards are priced from 
$500 to $1,600. Discounts are 
available with single orders of 10 
or more. 

Raritan Computer 
Suite 1 

10 Ilene Court 

Belle Mead, N.J. 08502 
201-874-4072 


Trans-M Corp. has announced 
the release of its HPB RS485 
SDLC communication board. 

The HPB RS485 SDLC is a 
general-purpose § communica- 
tions-, data-acquisition- and con- 
trol system that runs on IBM 
Personal Computer XTs and In- 
tel Corp. 80286- and 80386- 
based machines. It reportedly 
provides synchronous communi- 
cations at 250K bit/sec. over a 
distance of about 4,000 ft. 

The price is $345 per unit. 
Trans-M 
28 Blacksmith Drive 
Medfield, Mass. 02025 
508-359-5144 


Monolithic Systems Corp. has 
introduced its noncached 16/25- 
MHz Microframe 386M mother- 
board. 

Designed to give users an al- 
ternative to Intel Corp. 80386- 
based cached motherboards, the 
product has eight expansion 
slots on a baby-AT form factor, 
the vendor said. The board ad- 
dresses up to 16M bytes of 32- 
bit, zero wait-state memory and 
is priced from $1,133 to $1,427, 
depending on model and options. 
Monolithic Systems 

7050 S. Tucson Way 
Englewood, Colo. 80112 
303-790-7400 
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Howard Cravis 


Sizing up a 
network 


Emerging technology and 
changing economies mandate 
that communications networks 
be re-evaluated — and re-opti- 
mized — every two or three 
years. How does one go about 
sizing a new or evolving net- 
work? 

There are many excellent 
tools embodied in PC or main- 
frame programs to help the 
data network designer size a net- 
work. By “sizing’”’ we mean es- 
timating the speed and number 
of communications circuits 
needed to ensure good perfor- 
mance; sometimes we must 
also decide on connectivity is- 
sues, as in the case of a multi- 
point circuit. 

Good performance means 
conformance with a criterion, 
such as “in 90% of transac- 
tions, response time shall be no 
more than two seconds.” The 
criteria should consider the cost 
vs. performance trade-off. 

Continued on page 72 
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e New net fuels pace at 
Churchill Truck. Page 66. 

e DEC’s LAN Bridge update 
makes way for FDDI. 
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e Bell Atlantic tempts users 
with ISDN tidbit. Page 71. 





NETWORKING 


HP/Apollo lights product fire 


Apollo’s Series 10000 powered up; HP Advance users gain new access 


BY PATRICIA KEEFE 
CW STAFF 


The combined entities of Hew- 
lett-Packard Co. and subsidiary 
Apollo Computer recently un- 
leashed a product blitz designed 
to boost the power of Apollo’s 
Series 10000 and expand net- 
work access for HP’s Advance 
net users. 

The introductions included 
the following products and plans: 
e Available in January, HP’s 
Team Computing Program com- 
bines Apollo’s Network Comput- 
ing System, X Window System 
and the Motif interface, which 
was developed by HP and Digital 
Equipment Corp. for the Open 


Software Foundation. 

e Systems enhancements for the 
Apollo Series 10000, including a 
reduced instruction set comput- 
ing (RISC) chip said to double the 
system’s power. 

e Network-controller boards 
based on the emerging Fiber 
Distributed Data Interface 
(FDDD standard and related Sta- 
tion Management software slat- 
ed for delivery in April. 

e The HP 700/X family of X Win- 
dow System network-based 
graphics terminals. 


Team up for power 

The concept behind Team Com- 
puting is to allow users to more 
fully utilize the processing power 


Booz taps tight labor 
pool with LAN database 


ON SITE 


BY MITCH BETTS 
CW STAFF 


BETHESDA, Md. — Personnel 
departments in corporate Amer- 
ica are under increasing pres- 
sure not only to hire technical 
specialists in a tight labor market 
but also to account for how they 
spend their money. 

That is certainly the case at 
Booz-Allen & Hamilton, Inc., a 
high-tech professional services 
firm that is competing with sys- 
tems integrators and consulting 


The MVS programmer will feel right at home 
using SPF/PC, the only PC editor functionally 
equivalent to editing on the IBM mainframe 
with ISPF/PDF, Release 2, Version 2. 


SPF/PC fills the mainframe user’s needs with 
a familiar environment, commands, large file 
support and micro-to-mainframe file portabil- 


ity. SPF/PC also offers: 
@ true split screen 

® command stacking 
@ 43-line EGA 

@ picture strings 

@ online help 

® binary editing 


NOVEMBER 6, 1989 


@ directory/member lists 
® hexadecimal editing 

@ 50-line VGA 

@ user interface 

@ utilities 

® network support 


firms for technical talent, ac- 
cording to Cynthia J. Millios, 
manager of personnel adminis- 
tration for the firm’s information 
technology center. 

Millios said she is relying on 
an employment database man- 
agement system running on a lo- 
cal-area network of personal 
computers to help maintain a 
competitive edge as a recruiter 
and generate management re- 
ports. 

For example, the system al- 
lows Millios to track the pro- 
gress of resumes through the 
hiring process, identify which 


minority hiring and the cost-per- 
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of every computer on multiven- 
dor networks via cooperative 
processing. The key is Task Bro- 
ker, software said to use an intel- 
ligent bidding process to distrib- 
ute entire tasks to the computer 
best suited for each job. It runs 
on any Unix computer and uses 
Transmission Control Protocol/ 
Internet Protocol. HP is devel- 
oping a version to run on DEC 
and Sun Microsystem, inc. plat- 
forms. 

Also included are NCS for HP 
Unix workstations, NCS-based 
system administration applica- 
tions and a preconfigured X Win- 
dow environment using Motif. 

Over the next year, every ma- 
jor component of the minisuper- 


Booz-Allen’s Millios 
LAN-based DBMS 


newspaper advertisements gen- 
erate the greatest number of 
qualified applicants, monitor the 
productivity of individual re- 
cruiters and compile statistics on 


computer-class, multiprocessing 
Series 10000 will receive a sub- 
stational upgrade, HP said. 
These will include a new RISC 
chip; a parallelizing and vectoriz- 
ing compiler to increase system 
performance by two to four 
times; a fourfold increase in main 
memory capacity; a sixfold in- 
crease in disk capacity; anda ten- 
fold boost in local-area network 
bandwidth. 

Priced at nearly half the cost 
of an HP diskless workstation, 
the 700/X can run in a multiven- 
dor networked environment. It 
is said to provide graphics and 
LAN performance equivalent to 
an entry-level workstation con- 
figured as an X Server. 

Apollo will produce the FDDI 
boards, which will initially sup- 
port the Series 10000. They will 
be used to connect high-perfor- 
mance workstations to FDDI’s 
100M bit/sec. bandwidth. 


hire. “It puts a lot of financial in- 
formation at our fingertips, as 
opposed to going through the 
[company’s less-accessible] ac- 
counting mainframe system,” 
Continued on page 70 


SPF/PC includes many PC-productivity fea- 
tures to save time and keystrokes, such as di- 
rect access to BROWSE and EDIT directory 
lists from the DOS prompt. 


Want proof? Ask us for a FREE, interactive 
demonstration diskette. 


SPF/PC — so much like the real thing, 
you'll forget you're editing on a PC. 


Command Technology 
Corporation 


1900 Mountain Blvd., Oakland, CA 94611 (415)339-3530 
Orders: (800) 336-3320 FAX: (415) 339-3883 Telex: 509330 CTC 





“In This League, | 

The True Superstar | 

faa Not Only Gives You | 

An Outstanding Individual | 
Performance, But 


Also Elevates The Play 
Of The 'Ieam. ¢ 


Because Ieamwork 
Is Everything.” 





Introducing 
The NCR PC486/MC. 


Every successful team 
needs a lead player. 
Whether the arena 
is basketball or business. 
The lead player in today’s 
PC market is the new NCR PC486/MC, the 
personal computer designed for the power user. 
The NCR PC486/MC sets a new standard 
in speed, performance, and productivity — 
combining a 25MHz Intel486™ microprocessor, 
Micro Channel™ Architecture, 128KB of high- 
speed cache memory (twice what you find on 
competitive models), a Small Computer System 
Interface (SCSI) controller, and SuperVGA 
graphics are standard. 


This is a true multi-tasking personal computer. 


Ideal for large spreadsheets, extensive database 
management, financial modeling, artificial 
intelligence, networking, and more. 
Importantly—you also have the choice of MS 
DOS®, OS/2™, and UNIX® operating systems. 
Like all NCR personal computers, the 
PC486/MC is a team player, networking 
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wee quickly and efficiently. So people can 
7, make better decisions and work together 
“/ more productively as a team. 

Supporting the superstar PC486/MC 
are the entry-level PC286 desktop and the ever- 
powerful PC386. Between them in our lineup 
are the PC386sx and the PC386sx/MC, two 
Intel386™SX-based personal computers that 
deliver significantly improved price/performance 
capabilities over Intel286™-based PCs. 

NCR teamwork goes beyond hardware and 
software, providing dedicated service and support 
for a solutions approach always open to individual 
needs. Because that’s the name of the game. 

For a free literature packet on this new team 
of personal computers and the location of the 
Authorized NCR Reseller or sales representative 
nearest you, call 1 800 544-3333. Or write to us at 
P.O. Box 2989, Norcross, Georgia 30091. 


NCR PERSONAL COMPUTERS 
Because Teamwork Is Everything 


Creating value 


NCR is the name and mark of NCR Corporation. 286, 386, and 486 are trademarks of Intel Corporation. MS and MS DOS are registered trademarks of Microsoft Corporation. Micro Channel and OS/2 are 
trademarks of IBM Corporation. UNIX is a registered trademark of AT&T Bell Laboratories. © 1989 NCR Corporation 
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AT&T eases doubts with | Cylix keeps Churchill truckin’ 
planned enhancements 


BY JOANIE M. WEXLER 
CW STAFF 


DALLAS — AT&T recently 
sought to assuage any lingering 
fears that its Information Sys- 
tems Network (ISN) might fade 
into oblivion and leave users in 
the lurch. 

At the Network Users Group 
of AT&T (NUGATT) meeting, 
held here last month, the compa- 
ny announced plans to enhance 
ISN in 1990. ISN is designed to 
serve as an asynchronous wide- 
area network (WAN) in a campus 
or building environment. The 
plans include an upgrade to the 
network’s main Intel Corp. pro- 
cessor and enhanced system 
management capabilities for im- 
proved administration, mainte- 
nance and reports. 

In making the announcement, 
Roy Eberle, AT&T’s director of 
systems marketing, said, 
“You've told us that ISN is very 
important to you, that you want 
additional ISN management ca- 
pabilities and that you want to 
protect your investments.” 

His comments referred to 
user voices raised at past 
NUGATT meetings. ISN users 
became edgy when the company 
introduced a version of its Data- 
kit IT Virtual Circuit Switch, 
originally designed for central of- 
fices, to the Commercial market 
last March. Datakit II is a high- 
speed backbone switch targeted 
to synchronous large-scale 
WANs. 

Users had expressed concern 
at May’s NUGATT meeting that 


Plug 


in order to get Datakit functiona- 
lity, they would have to upgrade 
to the bigger, more expensive 
switch. Users were not specifi- 
cally opposed to AT&T’s folding 
ISN into Datakit, as long as the 
company retained a low-cost, en- 
try-level version consistent with 
what ISN had to offer. Other- 
wise, they asserted, smaller us- 
ers would have a big bridge to 
gap in moving up to the Datakit 
Il offering. 

Overall, last month’s NU- 
GATT attendees expressed sat- 
isfaction with their ISN, Datakit 
II and Starlan networks, as well 
as with AT&T responsiveness to 
their concerns. 

Suggestions from users in- 
cluded a rethinking of AT&T’s 
prioritization criteria for re- 
sponding to network outages. 
Users said the current priority 
system, which gives attention 
first to networks that are com- 
pletely “down,” is less than ide- 
al. One user pointed out, for ex- 
ample, that networks not 
functioning as intended should 
also be given a high priority. 

Joel Appelbaum, AT&T vice- 
president of technical service 
and support, said part of the 
problem is that “different people 
now support the presale and 
postsale network. We're going 
to reorganize that.” 

Another user requested that 
AT&T bring the crash kit and 
spare parts database up to date 
for ISN. Appelbaum said, 
“AT&T hasn’t done all that it 
can to meet your needs; the tools 
haven’t been adequate.” 


the documentation 


hole in your information 
storage system! 


With the remarkable TAPEDOC™ 
tape documentation hub. 


* Stores up to eight pages of directory information with each 


tape. 
* Does not interfere with tape storage in a standard rack. 


To order or for more information, contact: 


TAPEDOC 


P.O. Box 39550 
Phoenix, Arizona 85069 
(602) 241-8470 


TAPEDOC is a trademark of Computer Systems Engineering, inc., Phoenix, Arizona. 














BY JOANIE M. WEXLER 
CW STAFF 


CHILLICOTHE, Mo. — With 
today’s demands for quick turn- 
around, a company’s success can 
hinge on a few seconds of com- 
puter response time. So when 
response on Churchill Truck 
Lines’ nationwide terrestrial 
data network became sluggish 
because of corporate growth, 
the company knew it had to act 
fast. 

Churchill decided to replace 
its multipoint AT&T net- 
work with one that com- 
bines satellite and terrestri- 
al facilities. Under a $2 
million agreement signed in 
September, the company con- 
tracted with Cylix Communica- 
tions Corp. for 56K bit/sec. C- 
band satellite circuits, earth 
stations, 9.6K bit/sec. modems 
and network management ser- 


! vices. 


The network, which Churchill 
said is faster and more reliable, 
became operational two weeks 
ago. Churchill anticipates bot- 
tom-line productivity and cost 
benefits through greater net- 
work availability, according to 
Harold Atkins, corporate secre- 
tary. It also speeds up the pro- 
cess of obtaining rate quotes for 
customers. 

The network carries informa- 
tion about equipment, shipping, 
rating and billing among 81 
trucking locations in 25 states. 
Users transmit and receive data 
to and from their nearest private 
earth station via a local tele- 
phone line, and the network’s:22 
earth stations communicate with 
one another over the satellite 
circuits. 

In an era in which users tend 
to maintain control of their own 


BY MITCH BETTS 
CW STAFF 

WASHINGTON, D.C. — Feder- 
al agencies may get their first 
taste of Integrated Services Dig- 
ital Network (ISDN) services a 
little sooner than expected, ac- 
cording to Michael L. Corrigan, 
chief of the new Federal Tele- 
communications System 2000 
project. 

“We got a bit of a surprise,” 
Corrigan said, when private 
branch exchange vendors 
AT&T and Northern Telecom, 
Inc. agreed to provide ISDN Pri- 
mary Rate Interface services as 
soon as October 1990. Original- 
ly, AT&T and Northen Telecom 
had planned for a January 1991 
availability. 

However, full-scale ISDN 
services will not be available to 
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networks, Churchill has turned 
the reins completely over to Cy- 
lix. The vendor’s diagnostic 
equipment in its network control 
center allows Cylix to detect an 
outage on a link between a Chur- 
chill host and Cylix concentrator 
within one minute, according to 
the vendor. 

Cylix uses a proprietary net- 
work management system with 
a gateway into IBM’s Netview to 
manage its customers’ net- 
works, according to Tom Man- 
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gan, Cylix vice-president of sales 
and marketing. 

Mangan claimed Cylix is par- 
ticularly suited for managing 
networks of companies in the 
transportation industry, which 
tend to be in business 24 hours a 
day, seven days a week. Cylix 
keeps its maintenance window to 
about one hour at 2 a.m. on Sun- 
days so as to have the least possi- 
ble impact on a customer’s busi- 
ness. 

An IBM 4381 mainframe in 
Churchill’s headquarters in Chil- 
licothe supports eight local 
phone line links to an earth sta- 
tion in Kansas City, Mo. This 
configuration boosts network re- 
liability, according to Atkins. 

“If one of those phone lines 
should go down, Cylix, with a 
quick software change, can 
switch the sites that use that cir- 
cuit to one of the other seven 
lines. This prevents us from suf- 
fering any downtime,” he ex- 
plained. 

Previously, he noted, the net- 
work was configured with five 
long-distance lines, each serving 


FTS-2000 users until 1992. 

At last month’s Federal Com- 
puter Conference, Corrigan said 
that the Primary Rate Interface 
service is needed to provide 
automatic number identification 
so that agency managers can re- 
ceive detailed billing of FTS- 
2000 services. 


Same as Centrex service 
Local exchange carriers that 
provide Centrex service to the 
government will also provide 
automatic number identification, 
in much the same way they pro- 
vide that information to long-dis- 
tance carriers, according to Cor- 
rigan. 
He is deputy commissioner of 
the U.S. General Services Ad- 
ministration for telecommunica- 
tions services. 

By fiscal year 1991, which 


16 or 17 locations, which meant 
that 55 to 60 IBM printers and 
terminals were supported by 
each line. 

If a circuit went down, Atkins 
said, the company had to wait un- 
til it was repaired by AT&T, and 
in the meantime, all the locations 
using the line would not be able 
to communicate. 

According to Atkins, Chur- 
chill has been growing at an an- 
nual rate of 15% to 25% for the 
last few years. He said that on 
the old network, which was con- 
figured with 4.8K bit/sec. mo- 
dems, response times were get- 
ting worse because of heavier 
traffic loads and devices being 
added to the network. 

“Tt was taking us longer to do 
our work, resulting in over- 
time,” Atkins said. “When our 
billing personnel have to wait 15 
seconds to three minutes before 
they can start generating a new 
invoice, that’s costly. We should 
be getting three- or four-second 
response times.” 

Another cost advantage of 
the network, Atkins said, is the 
fact that satellite circuits are not 
tariff-controlled or priced on a 
distance basis. 

The reason Churchill selected 
Cylix as its vendor, Atkins said, 
is that most of the others his 
company evaluated were strictly 
very small-aperture terminal 
suppliers. 

“We didn’t feel we were large 
enough to justify the expense of 
putting a satellite dish at each of 
our locations and not using any 
land lines. That configuration is a 
little more costly than what Cylix 
was able to design for us,” he 
noted. 

Atkins said he expects the 
new network to support “unlim- 
ited growth,” because it allows 
Churchill to easily add extra lines 
from Chillicothe to Kansas City. 


Federal ISDN service sooner than expected 


starts next Oct. 1, ‘“‘all services 
will be billed by usage, and that’s 
the reason that automatic num- 
ber identification is a crucial 
item,” he said. 

Organizations are currently 
billed based on previous usage 
patterns. 

Under the 10-year FTS-2000 
contract, the government does 
not own any equipment or lease 
any lines but instead pays the 
network vendors, AT&T and 
U.S. Sprint Communications 
Co., ona per-minute usage basis. 

FTS-2000 is the govern- 
ment’s intercity digital network, 
providing switched voice and 
data services, packet switching 
and dedicated data transmission 
services. 

The private voice/data net- 
work was inaugurated last 
month [CW, Oct. 16]. 
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There’ only one PBX system 
that won't be blown away by the future. 


—, 


When the future comes knocking, only one PBX has both the flexible architecture 
and power to answer the challenge. The Fujitsu F9600"" Unlike others who've retro- 
fitted older PBXs, the F9600 was designed from the start to take advantage of 

7 emerging telecommunication services—like ISDN and broadband. For starters, its 
udistributed processor architecture lets you add capacity and functionality simply 
Sea er by adding processor modules. Its single stage switching matrix provides smooth 
; | growth and fast processing of voice, data and, when you need it, broadband services such as video. 
- And thanks to its high-level applications-oriented software, new applications can be added as 
quickly as your needs change. Today, the system is performing 

worldwide in over 1,300 installations. Which shouldn't come as a surprise, consid- 
ering Fujitsu Ltd. is a pioneer in ISDN technology and an $18 billion global leader FU ITSU 
in computers and telecommunications. To see just how much better the F9600 J 
really is, call Fujitsu Business Communication Systems at 1-800-654-0715. You'll 


find that with the F9600, the future's nothing to be afraid of. FUJITSU BUSINESS 


COMMUNICATION SYSTEMS 


© 1989, Fujitsu Business Communication Systems. F9600 is a trademark of Fujitsu Business Communication Systems. 





You can easily add extra memory, 
an expansion board, plus 
additional 20MB or 40MB removable 


hard drives whenever you see fit. 


Epson Equity LT/286e. Intel 800286 processor, 8/12MHz clock speed, IMB of standard RAM, expandable to two megabytes with Epson “snap-slot” board, 17 Ibs. with snap-on battery unit, 
registered trademark of Seiko Epson Corporation. 286 is a trademark of Intel Corporation. Equity is a trademark of Epson America, Inc. 2780 Lomita Blvd., Torrance, CA 90505. (800) 922-8911. 





NOW YOUR DECISION ON WHICH LAPTOP TO BUY 
DOESN’T HAVE TO BE FINAL. 


Epson's new laptop computer doesn't just go with you, it grows with you. The new Equity™ 


LT/286e starts with a 3.5" floppy drive, easy-to-read “paper-white” display, 286" processor and one 
megabyte of RAM, all standard. You decide between a 20 megabyte or 40 megabyte removable 
hard drive. Where you take it from there is entirely up to you. Add 

more memory, a modem, expansion card or change hard drives, 

whenever your business demands it. 


The new Equity LT/286e is part of a growing line of quality WHEN YOU'VE GOT AN EPSON, 
laptop computers from Epson’ The final word in value. YOU'VE GOT A LOT OF COMPANY.” 











13 Ibs. without battery, one AF-compatible expansion slot (2/3 size), optional internal 2400 baud modem and 5.25" external FDD, one year limited warranty. ©1989, Epson America, Inc. Epson is a 
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CONTINUED FROM PAGE 63 


according to Millios. 

In essence, the system is a classic case 
of departmental computing on a LAN. It 
uses employment management software 
called Restrac, made by Microtrac Sys- 
tems, Inc. in Newton Highlands, Mass., 
running on a companywide 3Com Corp. 
Ethernet LAN and IBM-compatible PCs. 
The Restrac system is used by 28 recruit- 
ers and support personne! at the informa- 
tion technology center. 

The core of the system is a software 
module for tracking job applicants 
throughout the hiring cycle — an impor- 
tant function for a department that re- 


BIT BLAST 


COS Mark to 
include 802.3 


The Corporation for Open Systems 
(COS) has officially extended its COS 
Mark Program to include the IEEE 802.3 
Ethernet LAN protocols. The program, 
which tests and licenses products for con- 
formance to Open Systems Interconnect 
(OSD standards, formerly addressed only 
IEEE 802.4 Token-Bus specifications. 

In addition, COS and the Europe-based 
Group have announced that they will co- 
develop, in cooperation with the Open 
Systems Interconnect (OSI) Network 
Management Forum, conformance test- 
ing tools for OSI network management 
protocols such as Common Management 
Information Protocol. The systems are 
scheduled to be available by the fourth 
quarter of next year. 


The health-care industry will be a major 
growth area in the electronic data inter- 
change market over the next five years, 
according to New York research firm 
Find/SVP. Health-care organizations’ 
purchase of EDI hardware and software 
will climb from $79 million in 1988 to 
$116 million by 1992, the firm said. 


Siemens AG and Digital Equipment 
Corp. announced the first fruits of their 
alliance to promote applications linking 
Siemens Hicom private branch exchange 
systems with DEC VAXs. The two ven- 


nounced a program to provide Jmail, a 
ee 
tal Equipment Corp. electronic mail 


ific product announcements and 
shipments are expected by year’s end. 
ee Inc. has launched a 
to develop Integrated Services 
Digital Network (SDN) products for end 
users and network services. Stratus will 
develop hardware and software products 
to integrate its XA 2000 Continuous Pro- 
cessing Systems with ISDN networks, 
the fault-tolerant computer vendor said. 
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ceives 1,500 resumes per month, Millios 
said. If nothing else, it helps to prevent 
lost resumes and wasted effort on dupli- 
cate resumes. 

“Any human resources department is 
just full of paper, and a resume could be on 
any one of 16 people’s desks ... so it 
helps to automate the process,” she said. 


Did | get the job? 
In addition, automated resume-tracking is 
helpful when eager applicants inevitably 
call to find out their status. Millios said the 
center’s receptionist uses Restrac to han- 
dle routine inquiries and tell applicants ex- 
actly where their resume stands. 
Furthermore, Restrac is used to pro- 
dice standard correspondence such as ac- 
knowledgment letters, post-interview 


All brands are 


or registered trademarks 


letters and rejection letters. Doing this 
within the office, rather than sending the 
task to a central word processing depart- 
ment, saves a lot of time, Miilios added. 

There are also times when the system 
saves money. If the Booz-Allen recruiters 
discover that an applicant suggested by an 
employment agency already is listed in 
their Restrac system, they can hire the 
person directly and avoid paying a 
$15,000 agency fee, she explained. 

At the management level, Millios uses 
Restrac to produce a monthly recruiting 
and financial report, allowing the depart- 
ment to compare its costs with its budget. 
She said the company’s mainframe ac- 
counting system does not provide the de- 
tail or timeliness necessary for the human 
resources department. “This is not top 
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priority for them. They’re worried about 
billing clients and revenues,” she said. 

Millios praised the Restrac product for 
being menu-driven and able to handle cus- 
tomized fields. However, she said the re- 
port-writing language “could be more 
user-friendly.” 

Millios expects to hang onto Restrac as 
a stand-alone system, even though it can- 
not be integrated with a full-scale human 
resource management system, which 
Booz-Allen is likely to acquire in the next 
few years. She said a human resource sys- 
tem for current employees does not need 
to be cluttered with data on job applicants. 

“You don’t want to keep 1,500 re- 
sumes, probably 90% of which are gar- 
bage, with everything else’”’ in the person- 
nel database, Millios said. 


Of their respective holders. Datapoint and the “D~ logo are registered trademarks of Datapoint Corporation. 





BY ELISABETH HORWITT 
CW STAFF 


ATLANTA — Digital Equipment Corp. 
announced a reportedly more powerful 
version of its LAN Bridge product line at 
the recent Localnet ’89 show. 

LAN Bridge 200 is said to support a fil- 
tering rate of 29,760 packet/sec. and a 
forwarding rate of 14,880 packet/sec. 
This enables the bridge to keep up with 
Ethernet speeds of 10M bit/sec., as it for- 
wards packets between two local-area 
networks, according to director of LAN 
marketing Gail Daniels. 

DEC’s older LAN Bridge 100 supports 
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LAN Bridge revved up for Ethernet support 


24,272 packet/sec. filtering rates and 
13,404 packet/sec. forwarding rates, 
Daniels said. 

LAN Bridge 200 is said to provide fi- 
ber-optic-based connections between two 
Ethernet LANs over distances of up to 10 
km. The same fiber that connects LAN 
Bridge 200s can be used to support the Fi- 
ber Distributed Data Interface (FDDI) 
backbones that DEC has announced in- 
tentions to provide, Daniels noted. 

DEC also announced LAN Bridge 150, 
which replaces the LAN Bridge 100 as a 
lower cost version of LAN Bridge 200 and 
has the same throughput as the 100. 

Both the 150 and 200 are said to con- 


nect two Ethernet LANs either locally or 
over a fiber-optic link. 

DEC also intends to provide FDDI wir- 
ing concentrators that deliver the full 
FDDI 100M bit/sec. speeds to the desk- 
top, Daniels added. No time frame was 
given, but DEC should deliver a full range 
of FDDI products, including adapters and 
wiring concentrators, within the next 
couple of years, Daniels said. 

The company also announced Version 
2.0 of its Remote Bridge Management 
Software. The package includes password 
protection against unauthorized reconfi- 
guring of bridges and additional filtering 
capabilities. 


If you bought it, 
chances are Datapoint 
can connect it. 


If you want to connect 
any of these... 


IBM 
AT&T 
Digital 
Unisys 


Hewlett-Packard 


Honeywell 


NCR 


Texas Instruments 


Tandy 


Control Data 


Zenith 
Intel 
Amdahl 


Data General 


Compaq 
Tandem 


Prime 


Motorola 


NEC 
Epson 


or many others, we need to talk. 





Working in concert with a LAN Bridge 
150 or 200, the software is said to restrict 
which users or protocols are allowed to 
send packets outside a given LAN, across 
the bridge to another LAN. The source 
and protocol filtering capabilities address 
potential bridge traffic bottlenecks and 
security issues. Protocol filtering also en- 
ables managers to figure out what type of 
workstation is causing a “broadcast 
storm” by a process of elimination, Dan- 
iels explained. 


EC INTENDS to 

provide FDDI wiring 

concentrators that 
deliver 100M bit/sec. speeds 
to the desktop. 


Remote Bridge Management Software 
Version 2 is scheduled for availability this 
month and is priced at $1,224. LAN 
Bridge 200, available immediately, is 
priced at $8,500 for the local version, 
$9,500 for the 3-km fiber-optic version 
and $14,000 for the 10-km version. 

The LAN Bridge 150 is available im- 
mediately, priced at $6,500 for the local 
version and $7,500 for the 3-km fiber-op- 
tic version. No 10-km version of the 150 
is available. 


Tool offers 
taste of ISDN 


BY JOANIE M. WEXLER 
CW STAFF 


With hopes of enticing small users to turn 
to the public telephone network for occa- 
sional large-volume data transmission 
needs, Bell Atlantic Corp. recently an- 
nounced software it says will offer a taste 
of broadband Integrated Services Digital 
Network (ISDN) capabilities. 

The software, slated for availability in 
fourth-quarter 1990, should allow users 
to move files quickly through the public 
network and “get the effect of a local-area 
network wherever ISDN is available,”’ ac- 
cording to John Seazholtz, Bell Atlantic’s 
vice-president of new technology. 

Proprietary data compression tech- 
niques increase throughput, reportedly 
allowing data to travel at full-duplex 
speeds to 6M bit/sec. (3M bit/sec. in each 
direction) over an ISDN Primary Rate In- 
terface link. Such links support speeds of 
up to 1.5M bit/sec. and typically connect 
hosts and communications switches. 

The product will load into a Teleos 
Communications, Inc. terminal adapter 
specifically designed to operate with the 
software. The adapter establishes the link 
between the computer and a Basic Rate 


or Primary Rate ISDN line. 

The initial software version will run on 
IBM Personal Computer XTs and ATs, 
and future versions are planned for other 
popular computers. 

Field tests of the basic ISDN connec- 
tion software version running on IBM PC 
XTs and ATs are slated to begin during 
the second quarter of 1990. Beta-test us- 
ers should be nailed down next month, ac- 
cording to Seazholtz. Pricing is not avail- 
able at this time. 
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The precision of a design tool de- 
pends on the stage of the design as well as 
on the status of the network. In the pre- 
implementation stage, where the net- 
work is only a thought object, we can 
make broad-range estimates. These will 
often suffice to weed out alternatives on 
the basis of cost. 

At the other end of the scale, to fine- 
tune the performance of an existing net- 
work, we need reliable message volume 
data and would apply well-refined tools 
such as simulation. 

There are two basic network design 
modeling methods, the analytical model 
and the simulator. The simulators em- 
body, insofar as the input data contain 
them, all relevant aspects of the net- 
work, such as protocol idiosyncrasies. 
However, there is some statistical vari- 
ability to the results, since each simula- 
tion period is a time sample. 

On the other hand, the analytic model 
often uses simplifying assumptions, and 
thus it may not account for everything 


that influences the network performance. | 


However, it does lend itself to a quick 


scan of results over a wide range of condi- 


tions. 

The time-shared computing services 
of The Aries Group in Rockville, Md., il- 
lustrate the analytical tool. The Queue 
program, for example, calculates the re- 
sponse time that can be expected on a 
polled, multipoint circuit. 

The designer enters input data to 
Queue, including the number of devices 
on the circuit, transaction characteris- 
tics, circuit speed and protocol parame- 
ters, using menus and prompts. The pro- 
gram requires one significant 
noncommunications parameter, the av- 
erage processing time per transaction. 

If the indicated response times are 
too slow, the designer may increase the 
circuit speed or distribute the devices 
over more multipoint circuits. By iterat- 
ing the analysis runs, we arrive at a satis- 
factory multipoint circuit configuration. 


NEW DEALS 


DEC does $15M 
deal with Boeing 


Digital Equipment Corp. has sold a 
$15 million networked office information 
system to Boeing Computer Services 
to support the National Aeronautics and 
Space Administration (NASA) Space Sta- 
tion Freedom program. DEC will provide 
up to 15 DEC VAX 6300s, All-In-1 mail 
and Decnet software to assist NASA’s 
Technical and Management Information 
System in linking NASA sites. 


Lufthansa German Airlines has de- 
veloped an electronic data interchange 
(EDI) system with Paris-based Group 
Generale De Service Informatique 
and Danet Gmbh in Darmstadt, West 
Germany. The latter are suppliers of 
Cpen Systems Interconnect products and 
services. Called Mosaic, it is said to be the 
first data network based on EDI technol- 
ogy and designed to serve the cargo-han- 
dling industry. Lufthansa plans to offer 
Mosaic as a value-added network to the 
international cargo-handling community. 
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The simulation approach is illustrated 
by the Network II.5 program from Caci 
Products Co. in La Jolla, Calif. The pro- 
gram can simulate the operations of sev- 
eral different networks, including, as our 
example here, a local-area network that 
uses the Ethernet, Token-Ring, Token- 
Bus or Fiber Distributed Data Interface 
(FDDI) protocols. The necessary input 
data includes the number of connected de- 
vices, transaction rate per device, trans- 
action and overhead lengths and parame- 
ters related to the protocol and 
hardware. The results are the response 
times, numbers of messages delivered 
and lost, device utilization and queuing 
statistics. 

Network II.5 illustrates the differ- 
ences between the two approaches. 


NETWORKING 


Whereas a program such as Queue relies 
on formulas derived from modeling the 
network, Network II.5 and other simula- 
tors carry out an event-by-event simula- 
tion. 

Finally, several computer services 
make available to the designer the costs of 
telecommunications facilities. The tar- 
iffs of telephone companies, interex- 
change carriers and other service pro- 
viders change frequently. Thus, it is 
helpful to have an on-line service such as 
Q-Tel 1000, from CCM/McGraw-Hill in 
Ramsey, N.J. A designer enters descrip- 
tors for the type of facility whose cost is in 
question. For example, for a point-to- 
point dedicated circuit, the data would be 
the locations of the end points, type of 
service and choice of carrier. 


The program refers to a database of 
carrier tariff data that the vendor main- 
tains. It displays the nonrecurring and 
monthly circuit costs in various levels of 
detail, as the designer wishes. 

Network design is both straightfor- 
ward and complex. Network optimization 
requires the careful selection of analyti- 
cal tools and up-to-date information. 
Properly selected, however, the mathe- 
matical analysis is straightforward. Good 
engineering knowledge, solid familiarity 
with available tools and access to current 
data are all essential to sizing — and op- 
timizing — the data network. 


Cravis is a senior member of the professional staff 
at Arthur D. Little, Inc. in Cambridge, Mass., and 
author of Communications Network Analysis. 
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NEW PRODUCTS 


Local-area networking 
hardware 


Cubix Corp. has announced an intelligent 
Ethernet controller for IBM Personal 
Computer ATs and XTs. 

According to Cubix, the 2410 Ether- 
net front-end controller is compatible 
with the latest implementations of the 
Open Systems Interconnect and Trans- 
mission Control Protocol/Internet Proto- 
col. The controller is said to be designed 
specifically for multitasking network en- 
vironments and is equipped with an Intel 
Corp. 80186 processor and 1M byte of 
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dual-ported memory. 

The 2410 with 1M byte of random-ac- 
cess memory sells for $975; the 512K- 
byte version is listed at $745. 

Cubix 

2800 Lockheed Way 
Carson City, Nev. 89706 
702-883-7611 


Cogent Data Technologies, Inc. has intro- 
duced E/Master, an Ethernet adapter 
card with IPX drivers that offers support 
for Novell, Inc.’s Netware environment. 
The 16-bit adapter incorporates a pro- 
prietary Bus Master technology to pro- 
duce data transmission speeds of more 


than 1M bit/sec., the firm said. It report- 
edly supports both diskless workstations 
and larger networks. 

The product’s list price is $695. 
Cogent Data Technologies 
P.O. Box 926 
Friday Harbor, Wash. 98250 
206-378-2929 


Local-area networking 
software 


NBI, Inc. has introduced Officeworks 
Version 2.2, which is designed to allow 
Apple Computer, Inc. Macintosh users to 
utilize Officeworks networking and infor- 
mation management functions. 

According to the company, the latest 
release provides electronic mail and file 
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sharing with personal computers, docu- 
ment retieval and conversion services, 
central backup of files, time management 
and 3270 communications and procedural 
processing. The product is targeted at 
workgroups with both PCs and Macintosh 
machines and is scheduled for delivery in 
March 1990. 

A 32-user system with a network serv- 
er and Officeworks information manage- 
ment software is priced from $18,800. 
NBI 
P.O. Box 9001 
Boulder, Colo. 80301 
303-444-5710 


A wide-area network design software 
program designed specifically for multiple 
users over local-area networks is avail- 
able from Network Management, Inc. 

Lan Mind reportedly allows users to 
access and share data about WAN costs, 
configurations, plans and operations. It 
can analyze mesh and T1 backbone net- 
works. The program can also automati- 
cally perform least-cost concentrator-, 
multiplexer- and switch-location designs, 
the company said. Users can augment or 
design networks of up to 16,000 nodes 
without using complex partitions or sub- 
optimum designs. 

ALAN server copy costs $36,000. 
Network Management 
11242 Waples Mill Road 
Fairfax, Va. 22030 
703-385-4774 


Network management 


Palindrome Corp. is now supplying a ret- 
rofit kit to replace the archiving software 
supplied with other brands of 2.2G-byte 
tape systems with its own Network Ar- 
chivist package. 

According to the company, Network 
Archivist utilizes a Tower of Hanoi tape 
rotation to provide long-term protection 
without requiring a large number of 
tapes. 

The announced price of the Network 
Archivist kit is $1,295. 

Palindrome 

Suite 208 

710 E. Ogden Ave. 
Naperville, Ill. 60563 
312-357-4600 


Racal-Milgo has expanded its Sunrise 
family of network management systems 
with the addition of the CMS 400. 

The product uses the IBM Personal 
System/2 as its hardware platform for 
network management and was developed 
to simplify database entry and network 

Continued on page 76 
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With Masterpiece 
There's Only One Other 
Piece Of Financial Software 
You'll Ever Need. 


The eine of financial accounting software is 
realized at last. Masterpiece® is 21st century financial 
management for the entire corporation. From the 
data processing room to the executive suite. 

It's comprehensive. It’s fast. It integrates all your 
data and puts it into the most accommodating user 
environment you'll ever work in. 

For those at the top, Masterpiece provides 
information with speed and accuracy. Decision 
making becomes easier. Data is disseminated 
company wide at your command. Profit forecasts 
are at your disposal quickly and easily. You've got 
state-of-the-art graphics to help present your case. 
And more importantly, you suddenly have the 
powerful sensation of knowing where you stand 
at any given moment. 

Masterpiece is not business as usual, but business 
as itis about to become. For IBM Mainframe, Midrange 
and Digital VAX environments, it’s the financial 
software of the future—that's available today. 

For more information call Chris Andrews at 
800-841-3734 (in Calif., 800-468-0725). And 
find out what 21st century financial software 
can do for you. 


eae 
-ecaart ering 





Continued from page 73 

configuration, the company said. Fea- 
tures include an Auto-Learn function that 
supports automated database creation, 
and the system also provides the ability to 
control groups of diagnostic devices, the 
company said. Context-sensitive Help fa- 
cilities are also included. 

Pricing ranges from $10,000 for an en- 
try-level turnkey system to $150,000 for 
a 512-channel, eight-operator system. 
Racal-Milgo 
1601 N. Harrison Pkwy. 

Sunrise, Fla. 33323 
305-475-1601 


Customer-premises 
equipmen 


The Info Group, Inc. has announced two 
products specifically designed for users of 
Rolm’s computerized branch exchanges 
(CBX), including the 8000, 9000 and 
9751 series. 

According to the vendor, Comcop Plus 
enables users to directly communicate 
with the Rolm system and automatically 
transfer all of the CBX database informa- 
tion into a personal computer-based Com- 
cop Plus database. It is expandable from 
100 to 5,000 lines, and a 450-line configu- 
ration costs $6,950. 

The ATMS/Rolm system reportedly 
provides the same features as the compa- 
ny’s ATMS Network Management sys- 
tem and provides a link between the 
ATMS and Rolm CBS databases. It is 
available for PC local-area networks, Dig- 
ital Equipment Corp. VAX machines and 
the IBM 9370 and mainframe computers. 
Pricing ranges from $25,000 to 
$200,000. 

The Info Group 

46 Park St. 

Framingham, Mass. 01701 
508-872-8383 


Links 


Retix and Interactive Systems Corp. have 
announced two software products de- 
signed to aid migration from Transmis- 
sion Control Protocol/Internet Protocol 
to Open Systems Interconnect. 

The OSI Application Interface to 
TCPL reportedly permits OSI upper-lev- 
el protocol applications, such as FTAM, 
X.400 or Virtual Terminal to operate 
over TCP/IP stacks. Slated for delivery in 
first quarter of 1990, the interface will be 
priced from $95. 

The Retix X.400 Gateway for Unix of- 
fers communications between TCP and 
OSI mail networks, according to the com- 
pany. 
Single-quantity list pricing starts at 
$225, and the product is scheduled to be- 
gin shipping in the second quarter of 
1990. 

Retix 

2644 30th St. 

Santa Monica, Calif. 90405 
213-399-2200 


Rose Electronics has introduced two vari- 
ations of its networking unit that report- 
edly interconnects computers or peri- 
pherals using the common serial and 
parallel interfaces. 

The Master Switch is said to combine 
the features of buffered peripheral shar- 
ing, data private branch exchange (PBX) 
functions, software-controlled switching 
and automatic switching into one unit. 
The N-Series for networking has up to 16 
serial ports and one parallel port with a 
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transfer rate of 115.2K bit/sec. In the U- 
Series, each port is said to be programma- 
ble as serial or parallel, with up to nine 
ports available. 

Prices range from $395 to $1,895. 
Rose Electronics 
P.O. Box 742571 
Houston, Texas 77274 
713-933-7673 


Concord Communications, Inc. has an- 
nounced a communications interface for 
linking personal workstations that adhere 
to IBM’s Personal Computer AT standard 
to Manufacturing Automation Protocol 
(MAP) networks. 

The Mapware Series 1210 reportedly 
conforms to MAP 3.0 and Open Systems 
Interconnect (OSD standards, permitting 


AT interoperability with otherwise in- 
compatible computers and automation 
equipment. A companion programming 
aid, the OSI Programmers Package, is 
available for either MS-DOS or OS/2 and 
contains a tool box of utilities. 

The Series 1210 with internal broad- 
band modem costs $2,295; with an inter- 
nal carrierband modem, it costs $1,895. 
Concord Communications 
753 Forest St. 

Marlboro, Mass. 01752 
508-460-4646 


Mitek Systems Corp. has announced 
3179G Graphics support for Transmis- 
sion Control Protocol/Internet Protocol. 
Using the company’s Openconnect/ 
Presentation Services, the graphics prod- 
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uct reportedly allows users on a TCP/IP 
network to emulate a 3179G/All Point 
Addressable device to gain access to 
graphics applications on IBM mainframe 
and midrange systems. The option is 
priced at $795. 

Mitek 

2033 Chennault Drive 

Carrollton, Texas 75006 
214-490-4090 


Electronic mail 


GSI-Danet, Inc. has announced another 
version of its Ositel/400 global message- 
handling software system based on the 
X.400 Open Systems Interconnect stan- 
dard. 

The software was designed to inte- 


NOVEMBER 6, 1989 





grate smaller X.400 electronic messaging 
systems that are based on personal com- 
puters and local-area networks, the ven- 
dor said. Several network management 
features have reportedly been added to 
the system, including data integration, a 
relational database and administration 
and system management functions. End- 
user license pricing starts at $5,000. 
GSI-Danet 

Suite 300 

1850 Centennial Park Drive 
Reston, Va. 22091 

703-758-0077 


Modems/Multiplexers 


Prometheus Products, Inc. has an- 
nounced a 9.6K bit/sec. external modem 
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many computer vendors are still 
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that offers throughputs up to 19.2K bit/ 
sec. 
The Promodem 9600 Plus reportedly 
follows CCITT V.32 standards and uses 
the Microcom Networking Protocol Lev- 
el 5 protocol. According to the vendor, 
the modem implements full-duplex opera- 
tion and will adjust speed to accommodate 
line quality. 

Other features include a switch to 
transfer from voice to data calls, call-back 
security capability and support for both 
two-wire dial-up and leased-line opera- 
tion. 

The price is listed at $995. 
Prometheus Products 
7225 SW Bonita Road 
Tigard, Ore. 97223 
503-624-0571 


NEC America, Inc. has reportedly in- 
creased the error-free data transmission 
rate of its N9631 V.32 modem from 9.6K 
bit/sec. to 19.2K bit/sec. by adding Mi- 
crocom Networking Protocol Class 5 with 
data compression capabilities. 

The N9631 modem is said to comply 
with CCITT V.32 and other standards 
and supports 300 to 9.6K bit/sec. transfer 
rates. Other features include automatic 
speed detection, asynch and synch opera- 
tion and two-wire dial-up and leased-line 
compatibility. The device is priced at 
$1,095, and current users can upgrade 
their units for $150. 

NEC America 

110 Rio Robles 

San Jose, Calif. 95134 
408-433-1250 


The promise of imaging S 
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Multi-Tech Systems, Inc. has announced 
a modem for IBM Personal Computers, 
ATs and compatibles. 

The Multimodem 932EC is reportedly 
an internal board modem providing 
CCITT V.32 standard operation and op- 
erating asynchronously at 9.6K, 2,400, 
1,200 and 300 bit/sec. According to the 
company, the modem is IBM AT com- 
mand set-compatible and features V.42 
error correction, along with data com- 
pression employing the Microcom 
Networking Protocol Class 5 protocol. 
Other features are said to include callback 
security, remote configuration capabili- 
ties and compatibility with various other 
standards. 

The price is listed at $999. 
Multi-Tech Systems 
2205 Woodale Drive 
Mounds View, Minn. 55112 
612-785-3500 






























Gateways, bridges, 
routers 


Computrol, Inc. has introduced the Iso- 
comm series, a family of bridges for Man- 
ufacturing Automation Protocol (MAP) 
Version 3.0 and IEEE 802.4 ‘ocal-area 
networks. 

The series was developed to provide a 


i cost-effective means of connecting any 


combination of MAP 3.0 network media 
while simultaneously increasing the net- 
work performance through segmenta- 
tion, the vendor said. The product’s intel- 
ligent addressing scheme rvportediy 
offers network traffic control functions 
and assists in isolating faults to a local seg- 
ment of the network. 

The bridges range from $8,282 to 
$11,750. 
Computrol 
239 Ethan Allen Highway 
Ridgefield, Conn. 06877 
203-431-2000 


Newport Systems Solutions, Inc. has an- 
nounced a family of local-area network 
bridges that interconnects geographically 
separated networks. 

The LAN2LAN bridges are reportedly 
designed to connect a variety of networks 
including Ethernet, Tcken-Ring and Arc- 
net architectures. Capable of being used 
with dedicated or dial-up lines, the 
bridges can support single- or multiple- 
hop interconnections with the same or dif- 
ferent speeds, the vendor said. 

Prices for the bridges range from 
$2,695 to $14,495, depending on options 
and port configurations selected. 
Newport System Solutions 
Suite 107 
4020 Birch St. 

Newport Beach, Calif. 92660 
714-752-1511 


Fibermux Corp. has unveiled its FX5500 
Series, which includes three Fiber Dis- 
tributed Data Interface (FDDI) network 
stations: a Token-Ring Source Routing 
Bridge, an Ethernet MAC Bridge and a 
Router for Transmission Control Proto- 
col/Internet Protocol networks. The 
products include several features unavail- 
able in older FDDI offerings. 

A Network Station Management sys- 
tem provides monitoring, diagnostic and 
control functions for the FX5500 series. 
Pricing starts at $22,000. 

Fibermux 

98310 Topanga Canyon Blvd. 
Chatsworth, Calif. 91311 
818-709-6000 





TheWron 
Token Ring Networ 
Can Have A Big 

Impact On 


Your Business. 


If you're not careful, the Token Ring network that seems oh-so-right can ==) you'll be named Leader of the Year by several major business publications. 
become oh-so-wrong oh-so-fast. cs The last sentence fragment is, perhaps, a slight exaggeration. But the two 

So we suggest you buy a LAN built around a Western Digital TokenCard™ previous ones are absolutely true. Just checking to see if you're actually reading 
We're dedicated to preserving your sanity as well as your investment. - : this stuff. 


That's why the products we build tomorrow are guaranteed to be Naturally, all Western Digital Token Ring and Ethernet products are 
compatible with the ones we build today. 


compatible with Novell NetWare ana really hum in all IBM environments. 

But let's get another thing straight before we go any further—our Token ; So if, for some inexplicable reason, you're still not convinced to buy Western 

Ring products are also IBM compatible. Not semi-compatible, quas-compatible, Digital Token Ring products, let us give you yet another reason: 

or any other prefix-compatible. They're compatible. Period. wl Our Token Ring products are available now. Today. With no delays. No excuses. 
Contrary to all the hype, hyperbole, and hooey jou may read in other LAN ads, No kidding. 


Ing. 
our Token Ring LANs may well be the fastest money can buy. So fast that your In fact, the only thing keeping you from getting your Token Ring up and running is 
throughput willl increase dramatically. Your people will become more productive. And the fact that you're still reading this ad. 


TokenCard is a trademark of Western Digital Corporation. All other marks mentioned herein belong to other corporations. 


WESTERN DIGITAL 
Semiconductors-Storage-Imaging-Communications See us at Comdex booth #1886. 
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EXECUTIVE 


of management 

information sys- 

tems at the So- 
ciety for Human Re- 
source Management 
(SHRM) in Alexandria, Va. 
Formerly the American Soci- 
ety for Personnel Administra- 
tion, SHRM is the world’s 
largest association of human 
resources professionals, with 
more than 40,000 members. 

Eldridge oversees the se- 
lection and installation of all 
new hardware and software 
services and manages all pro- 
gramming and training for the 
MIS staff of 92. 

She was previously a con- 
sultant in Xerox Corp.’s 
McLean, Va., office, special- 
izing in systems integration 
for federal accounts. She was 
also manager of software de- 
velopment at Telecommuni- 
cations Industries, Inc. 

Eldridge holds degrees in 
economics and management 
from Oakland University in 
Rochester, Mich. 


‘dire: : .ian- 
Ejagewent for- 
im.tion systems 
at Danner 
Press/The F ress of Ohio, 
a Canton, Ohio-based printer 
of magaziies, educational 
workbouxs and catalogs. 
Wolfe was previously proj- 
ect manager at Leaseway 
Transportation, Inc. He holds 
a bachelor’s degree in techni- 
cal education and associate 


Management, Compu 
erworld, Box 9171, 375 Co- 
chituate Read, F; 

ham, Mass. 01701-9171. 
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DAVID FLAHERTY 


hange. It’s a word that virtually all progressive business leaders believe is necessary for companies to remain 

competitive in a rapidly shifting environment. Nonetheless, it strikes fear in the hearts of countless executives, 
managers and employees who have become comfortable with established processes. 

Information technology can be a powerful force to change the way people work and allow companies to rethink 

and redesign their business processes. Consultant Michael Hammer and others are adamant in their view that 

the IS function must do more than simply automate what is already in place. 

Many companies have achieved major changes in business processes but not without financial and organizational 

fitsand starts. At last month’s Hammer Forum ‘89 in Boston, several of those companies sent representatives, some from 

IS and some from business management, to tell of their firms’ experiences embodying the conference theme: re-engineer- 


ing the corporation. 
BY CLINTON WILDER 
CW STAFF 


One of the most criti- 

cal decision makers in 

Pfizer, Inc.’s new 

product development 

does not work for 

Pfizer. No new phar- 
maceutical product can reach the mar- 
ket without the approval of a reviewer 
from the U.S. Food and Drug Adminis- 
tration (FDA), who must sift through 
new drug applications as long as 
400,000 pages. 

In December 1987, Pfizer’s vice- 

president of clinical and scientific af- 
fairs decided there had to be a way to 
speed up the process. In just two 
weeks, the pharmaceutical division’s 
60 information systems employees, 
most of whom hold MBAs, developed a 
prototype of a personal computer- 
based system to replace the manual re- 
view process. 
“We had to be like the pods i in Inva- 
sion of the Body Snatchers,” said Vita 
Cassese, Pfizer’s director of pharma- 
ceutical systems. “We had to jump into 
the reviewer’s head.” 

The lightning-fast prototype was a 
key to success. ‘That was perhaps the 
most effective vehicle to get manage- 
ment to buy into the project,” Cassese 
said. ‘There was a sense of ownership 
by the FDA reviewers and Pfizer man- 
agement from the beginning.” 

Today, Pfizer lends an IBM Person- 


al System/2 Model 80 with its comput- 
er-aided new drug application 
(CANDA) software to the FDA re- 
viewers. The system has cut review 
time drastically, allowing the reviewer 
to do keyword searches and other 
database functions on the voluminous 
clinical test data in the application. Im- 
aging technology allows Pfizer to sub- 
mit physicians’ original notes on the 
tests, rather than reports derived from 
the notes. 

The CANDA workstation did not 
automate what was already being 
done; the FDA still requires the paper 
application. But it allows the FDA re- 
viewers to make more efficient use of 
the information in reaching their deci- 
sions. 

“We shook up some basic assump- 
tions,” Cassese explained. “It used to 
be that our regulatory affairs people 
were the only ones speaking to the 
FDA. We are changing the way Pfizer 
does business.” 


Any change in funda- 
mental business pro- 
cesses through the 
use of information 
systems is hard, but it 
is even more difficult 
when your first attempt fails. That is 
what happened at Rubbermaid, Inc., 
but the Wooster, Ohio-based house- 
wares and commercial rubber prod- 
ucts maker revised its original ap- 
proach to successfully revamp its 
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order processing system. 

A manufacturer with some nine 
years of consecutive earnings growth 
quarters, Rubbermaid launched an at- 
tempt to simplify and automate its 21- 
step order entry, invoicing and ship- 
ping process in 1984. With networked 
minicomputers in each of its four lines 
of business, Rubbermaid designed and 
installed a common warehouse opera- 
tion and inventory control system for 
each business. 

It was a case of too much too fast, 
said Joseph Balnave, Rubbermaid’s 
vice-president of corporate MIS. ‘We 
just could not process the volume in 
the time we wanted,” he said. Back at 
the drawing board, Rubbermaid decid- 
ed that mainframe horsepower was re- 
quired and broke the new system down 
into three business-specific projects, 
two of which, the housewares and the 
Canadian business units, are currently 
up and running. 

Among the benefits of the new sys- 
tem are the on-line availability of data 
about a customer’s order status, the 
ability of an order entry manager to 
“reserve” inventory for a large cus- 
tomer and much more flexibility in allo- 
cating different products to different 
delivery schedules. That flexibility, 
consultant Michael Hammer pointed 
out, is critical for suppliers to large re- 
tailers that increasingly control the 
distribution channel. 

Balnave said Rubbermaid’s second 

Continued on page 84 








! Now you can pick 
your Own piece 


of ‘F-1, too. 


Now you can get all the advantages of T-1 
technology without having to bite off more 
than you can chew. AT&T now offers fractional 
T-1through ACCUNET® Spectrum of Digital 
Services. 

ACCUNET Spectrum of Digital Services 
gives you capability and flexibility never 
available before, because you get the option of 
choosing and paying for only the number of 
channels you need. You also get to choose the 
speed that goes with the applications you 
need, whether it’s at 128, 256, 384, 512 or768 
kbps. And you can run applications more 
economically like video at 384 kbps. 

If you want, you can even use more of the 
pipe than you could before, because you get 
full bandwidth at 64 kbps clear channel. 

Another advantage is lower rates on 
international connectivity. 

If youre an AT&T analog voice-grade 
private-line user or a DATAPHONE® Digital 
Service customer, ACCUNET Spectrum of 
Digital Services can mean increased options 
and savings for you, too. 

To get your own piece of the pipe or for 
more details on ACCUNET Spectrum of 
Digital Services, call your AT&T Account 
Executive or 1800 222-0400. 


y 


The right choice. 


I” 





NETWORK EFFICIENCY TEST 


Has your minicomputer become the most expensive word processing 
and E-mail system on earth? 


Do you need to manage more types of cabling than the phone company? 


Are networking problems causing your PC LAN to work less hours 


than you? 


Is your application development backlog over 6 months? Over 
year? Over your head? 


Are you feeling insecure about your PC LAN security? 


Is the performance of your network going down as the number of 
users goes up? 


Do your computing vendors spend more time pointing fingers at 
each other than pinpointing problems? 


Is it impossible to expand your computer system the same way 
you add users. . .incrementally? 


Is Engineering having trouble communicating with Marketing? Is 
Building 2 difficult to reach from Building 6? Is the second 
floor not talking to the seventh? 


Are your users wasting time trying to communicate with 
uncommunicative hosts? 


Is your computing system unable to run both DOS and OS/2 programs? 
How about the new SQL database applications? 
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TAKING 


CHARGE 


Carl Shusterman 


Time to open 
U.S. doors to 
world’s IS talent 


It’s time for the U.S. to 

aggressively re-evaluate 

its immigration policy. 

Consider the follow- 

ing: The National Science 

Foundation reports that 

36% of all computer sci- 
ence graduate students in U.S. colleges 
are foreign-born, along with 42% of all en- 
gineering graduate students and 40% of 
math graduate students. 

The U.S. Labor Department, in its 
study “Labor Market Shortages,” warns 
of labor deficiencies in technological 
fields. The report states that ‘“‘the need 
for computer systems analysts, scien- 
tists and health professionals will increase 
two to three times faster” than the 
growth expected among service workers 
as a whole. Finally, the U.S. Census Bu- 
reau projects that, sometime early in the 
next century, the U.S. will begin to lose 
population. 

Where will new computer technology 
talent come from? Many information sys- 
tems managers already know the an- 
swer. Qualified programmers and ana- 
lysts are being recruited from Canada, 
Great Britain, Taiwan, the Philippines 
and elsewhere to fill positions for which 
no U.S. workers are available. 

In many cases, these experts are 
playing crucial roles — developing soft- 
ware, starting companies or conducting 
breakthrough research. In an increasing- 
ly competitive world, the U.S. clearly 
needs a strategic immigration plan — one 
that embraces the precept that talented 
people are our best resource. 

Our actual immigration policy falls 
short of this goal and is particularly preju- 
dicial to the computer/information pro- 
cessing industry. An example is the newly 
proposed Immigration Act of 1989, 
which has passed the U.S. Senate and is 
being considered now by the House. 

The bill would reform the U.S. sys- 
tem of legal immigration for the first time 
since 1965. It acknowledges our defi- 
ciency of technical and professional talent 
by providing for an increase in the num- 
ber of foreign professionals allowed to en- 
ter the U.S. each year from 27,000 to 
40,100. However, the bill would also 
make it more difficult for such profes- 
sionals to qualify for U.S. residency. 

Currently, foreign-born analysts or 
programmers with a bachelor’s degree or 
equivalent may qualify to emigrate to 
the U.S. under the professional (H-1) visa 
category. Under the new bill, applicants 
would be required to hold an advanced de- 
gree — such as a master’s or Ph.D. — to 
qualify for immigration under the profes- 
sional category. 

It is important to note that nonprofes- 
sionals may not qualify for temporary 
working status in the U.S. This means 
that all those foreign analysts and pro- 
grammers who lack an advanced degree 


could be excluded from working in the 
U.S. on a temporary basis. 

This requirement is a particular road- 
block for computer specialists, because of 
the relative newness of their discipline. 
Few academic programs for computer 
science existed 15 years ago, hence 
many seasoned foreign specialists lack 
even an undergraduate degree in the 
field. To require a graduate degree as a 
temporary working visa requirement 
disregards existing market conditions. 

The IS community, and the U.S. 
economy as a whole, would be better 
served by an expansionist immigration 
policy — one that declares our ‘‘manifest 
destiny” to capture a select portion of 
the best and brightest minds in the world. 

The policy should include the follow- 
ing: 

e Increase the number of people allowed 
to obtain immigrant visas in the profes- 
sional category to 120,000 per year. 
Currently, demand for these profession- 
als exceeds 80,000 per year. However, a 
backlog has built up. By ailowing 120,000 
professionals to enter the U.S. each 
year, we would both fulfill current de- 
mand and deplete existing backlogs. 


HE IS community, and 

the U.S. economy as a 

whole, would be better 
served by an expansionist 
immigration policy — one 
that declares our ‘‘manifest 
destiny” to capture a 
select portion of the best 
and brightest minds in the 
world. 


e Remove the fixation on degrees as a 
means for demonstrating professional ex- 
pertise. It is counterproductive to say 
that a computer science graduate just out 
of college may qualify for a visa when a 
computer science professional with 20 
years of experience may not, simply be- 
cause he lacks a degree in the field. This is 
not the way to attract the people who 
will do the profession the most good. Let 
experience count for something. 

e Eliminate the labor certification re- 
quirements in shortage occupations. The 
visa procurement process should be 
streamlined for foreign professionals in- 
volved in such occupations. Currently, a 
U.S. company seeking to employ a foreign 
national must go through a long and te- 
dious process of demonstrating that there 
are no U.S. workers available for the po- 
sition, even if it is clear that the occupa- 
tion is in short supply. 

The payoff from this policy would be 
immediate, particularly in technological 
innovation. Forbes magazine reports 
that one-fourth to one-half of the Ph.D.s 
in top U.S. research labs are foreign- 
born. Every study I know of indicates that 
immigrants create jobs and stimulate the 
economy. Those interested in keeping 
the U.S. a technological leader should 
consider the benefits of a progressive im- 
migration policy . . . and the conse- 
quences of a passive one. 


Shusterman served as a general attorney and trial 
attorney with the U.S. Immigration & Naturaliza- 
tion Service from 1976-1982. He currently is a 
partner with the Los Angeles office of Barst & 
Mukamal. 
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Beyond 


CONTINUED FROM PAGE 79 


attempt had much more involvement of 
the users and much more prototyping. 
“Things about the business changed dur- 
ing code development,” Balnave said. 
“‘We had to get the users more involved, 
and we also had to convince them to learn 
the system because they were going to 
own it.” 

What began as an 18-month project for 
Rubbermaid turned into a four-year ef- 
fort, but Be‘nave has no regrets about the 
decision to abandon the initial approach. 
“If you implement a successful system, 
they'll forget the time it took,” he said. 
“But if you put in a bad one, they’ll never 
forget it.” 


Deregulation and global- 
ization have dramatically 
changed the rules of com- 
petition in the banking in- 
dustry. Money center 


banks of the past were | 
primarily in the loan business. Today, | 
banks must differentiate themselves by | 


offering customers an array of services, 
nearly all of which depend on information 
technology. 


Responding to those forces, Manufac- 


turers Hanover Trust Co. earlier this year 
formed Geoserve, a business unit consoli- 
dating five functions: cash management, 


funds transfer, trade services, corporate | 
and institutional trust and global custody | 
and safekeeping. More importantly, the | 


change transformed each of the five from 


back-office functions to businesses ex- 


pected to generate a profit. 

“Many people within Geoserve were 
formerly in cost centers,” said Richard 
Matteis, executive vice-president of op- 
erating services at Manufacturers Hano- 
ver. ““That was a major culture change.” 

Another change was centralizing criti- 
cal functions of the five units. Although 
each business runs autonomously, they 
share a central sales force, sales and mar- 


keting database and IS support and devel- | 


opment. 
That centralization allowed the bank to 
consolidate five IBM data centers into 


two, saving $1 million per month in pro- | 


cessing costs, Matteis said. 

Information systems are a critical part 
of each Geoserve business. “‘So much of 
our business depends on our electronic 


capability,” said Patricia Sziklai, a Manu- | 


facturers Hanover vice-president. 


As an example, among Geoserve’s of- | 
ferings to corporate treasurers shopping | 


for financial services is a workstation 
called Interplex with software that inte- 
grates corporate accounting and invest- 
ment functions. “The key was not the ar- 
chitecture itself,” Matteis said, “but the 
insistence on integration and the ongoing 
involvement of MIS in the development 
effort.” 

To win the support of top management 
and end users, Matteis said the bank fol- 
lowed these guidelines to implement Geo- 
serve, many of which applied to other 
case studies of change mentioned at the 
conference: 

e@ Demonstrate the benefits from the 
start. 

e Implement the project in phases. 

e Get everyone thinking about both reve- 
nue and cost. 

e Maintain communication with 
management. 


top 
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Simplification of business 

processes was a common 

theme throughout Ham- 

mer Forum 89, and one 

of the best examples was 

offered by Ford Motor 
Co. Ford essentially replaced a complex 
paper invoicing system for its suppliers 
with an electronic evaluated receipts set- 
tlement system. 

Crossing functions such as receiving, 
purchasing, accounts payable and ac- 
counts receivable, the system simply au- 
thorizes payment to the supplier when 
the purchase order matches the material 
record of purchased goods in three data 
categories: the supplier code, part num- 
ber and number of units ordered. In es- 
sence, the invoice was eliminated. 
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Such a system required changes in the 
purchasing department’s work priorities, 
inventory record-keeping and other long- 
held ways of doing business. 

The biggest challenge was not the 
technology but overcoming those in- 
grained habits, said David Barry, who su- 
pervised the project as manager of Ford’s 
financial controls and management ser- 
vices department. 

“The resistance to change is incredi- 
ble,” Barry said. ‘““We had to motivate 
people with an average of 15 years expe- 
rience to want to change. We thought it 
would take a year, and it’s still going on af- 
ter four.” 

Barry said the critical success factor in 
pushing for change was the involvement 
and leadership of Ford’s top information 








systems executive, S. I. Gilman. 

“He convinced purchasing and the oth- 
er departments of the need for it; then we 
announced it to the board of directors,” 
Barry said. ““That’s Ford’s way of making 
sure we do things.” 

The theme was echoed by Hammer 
and many other speakers: While innova- 
tion can be sparked anywhere in an orga- 
nization, massive change of established 
business processes must be led by senior 
management. 

“Once you’ve convinced the top level, 
you've got a certain entree,”’ Barry said. 
“With that mandate, we were able to say, 
‘We are making the change, and you’re 
either with us or against us.’ We got 
enough momentum going that the herd 
instinct took over.” 








A unique cost-saving solution — only from Texas Instruments. 


Many users. Multiple 
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CALENDAR 


Many of the leading academics in the information systems community will ponder the 
next decade in IS management when the 10th annual International Conference on In- 
formation Systems is held in Boston Dec. 4-6. Keynote speakers are George C. Lodge, 
Harvard Business School professor, and Lester C. Thurow, dean of the MIT Sloan 
School of Management. Conference topics include the strategic implications of Europe 
1992, the role of IS in transforming organizations and a debate on research methodolo- 
gy in IS. For more information, contact Judith Quillard, Center for Information Sys- 
tems Research, MIT Sloan School of Management, 77 Massachusetts Ave. E40-191, 


Cambridge, Mass. 02139. 


NOV. 27-DEC. 3 


OS! Product integration Conference. Washington, 
D.C., Nov. 28-Dec. 1 — Contact: Conference Manager, 
U.S. Professional Development Institute, Suite 221, 1734 
Elton Road, Silver Spring, Md. 20903. 


Principles of Retailing for Nonretailing Execu- 
tives. New York, Nov. 28-29 — Contact: National Retail 
Merchants Association, Conference Registrar, 100 W. 31st 
St., New York, N.Y. 10001. 


Achieving Lights-Out Data Centers Conference. 
Washington, D.C., Nov. 29-30 — Contact: Nelson 
Moskowitz, Manufacturing Institute, 23rd Floor, 437 Mad- 
ison Ave., New York, N.Y. 10022. 


Macintosh Business Conference & Exposition. 
Long Beach, Calif, Nov. 29-Dec. 1 — Contact: Nancy 
Thayer, MBC&E, 1 Forbes Road, Lexington, Mass. 
02173. 


Disaster Recovery Planning. New York, Nov. 30- 
Dec. 1 — Contact: Vern Lautner, 135 W. 50th St., New 
York, N.Y. 10020. 


LAN Forum 1989 Conference. Atlanta, Nov. 30-Dec. 
1 — Contact: Paul A. von Wupperfeld, InfoLAN Seminars, 
P.O. Box 162323, Austin, Texas 78716. 


DEC. 3-9 


Computer Graphics for Design. New York, Dec. 3-6 
— Contact: Computer Graphics for Design, 45 Stephenson 
Terr., Briarcliff Manor, N.Y. 10510. 


International Conference on Design for Manvu- 
facturability and Concurrent Engineering. Miami 





forms. One printer. 


Offer your customers the new 8900 Series 
from Texas Instruments. Shared printers 
that print forms and more. For heavy-duty 
users — whatever their needs. 


Now you can offer your customers a 
cost-saving, shared printer solution: 
one printer that serves a variety of 
users, prints a variety of forms and 
other documents, in a variety of busi- 
ness environments. 


Lots of forms. Lots of speed. 


Lots of value. 

The 8900 Series can print six- to nine- 
part forms at up to 400 characters per 
second, data processing applications 
at up to 600 cps, or correspondence 

at 100 cps in the letter quality mode. 
That kind of flexibility — not offered 
by many other printer manufacturers 
— makes the 8900 Series a natural 

for applications of all types. 

What's more, these printers 
offer rugged reliability. Meantime 
between electronics failures is 9,000 
hours with no duty cycle limitations. 
The 8900 Series can even replace 
some low-end line printers with its 
16,000 pages* a month output 
capability. 

Intelligent printing means 
easy printing. 

What also sets 8900 series printers 
apart is their combination of intelligent 
forms handling with flexible printing 
and paper handling capabilities. For 
example, TI’s special Z-Axis Control™ 


TI’s 8900 Series prints a variety of forms for a 


variety of users. 
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automatically senses a document's 
thickness and adjusts the printhead to 
its optimal position. 

The Page Finder™ feature helps 
eliminate misaligned paper by auto- 
matically sensing the right and left mar- 
gins, regardless of where the tractors 
are set or where the document is in- 
serted. Plus, 8900 Series printers can 
automatically sense the top of forms to 
achieve zero tear-off. As a result, users 
don’t have to worry about making ad- 
justments themselves. 

The 8900 Series also features a 
user-friendly control panel with a lig- 
uid crystal display. Users can select 
options like print quality, font styles, 
menu status and others with the touch 
of a Powerkey™ button. 


More features in one product. 
An 18-pin printhead ensures crisp, 
readable text, even on the last copy of 
up to nine-part forms. With five print 
speeds, the printers can handle high- 
speed reports as well as letter-quality 
correspondence. 

Seven-color printing is also 
available. Some models offer a paper 
parking feature that enables users to 
feed a single form or other cut-sheet 
paper without having to disconnect the 
tractor feed. And you can deliver extra 
value by customizing the printers to 
meet your customers’ unique needs. 
The shared printer solution 


is a call away. 
Find out today how you can become a 


TI reseller. Call 1-800-527-3500. 


% 


EXAS 
INSTRUMENTS 


For single-user 
printing, offer TI’s 
new 83X Series. 


TI also provides you with a 
workstation printer solution. 
The Model 830 and 835 printers 
combine such personal printer 
features as an easy-to-use control 
panel and key forms printing fea- 
tures like short tear-off and a 
straight paper path. 

The Model 830 is a 
narrow carriage printer while the 
835 has a wide carriage. Both 
printers feature such versatile 
paper handling characteristics 
as bottom, rear and cop feed; 
automatic cut-sheet insertion; pa- 
per parking; and up to five-part 
forms printing. 

You can also offer options 
like a user-installable serial inter- 
face board; a sheet feeder; and a 
pull tractor (required for bottom- 
feed paper handling). 

Users can choose from 
three print speeds, including 
high-speed draft mode (300 cps), 
utility mode (250 cps) and near- 
letter quality mode (63 cps). 
Whether your customers need 
the multi-user 8900 Series or the 
single-user 83X Series, TI lets 
you offer the printers they need 
when their needs are 


demanding. ~— 
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Texas Instruments Incorporated. 
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Beach, Dec. 3-6 — Contact: Kim Takita, CAD/CIM Alert, 
1050 Commonwealth Ave., Boston, Mass. 02215. 


Automated Data Center Seminer. Newport Beach, 
Calif., Dec. 4-5 — Contact: KPMG Peat Marwick Main & 
Co., Executive Education Registrar, 3 Chestnut Ridge 
Road, Montvale, N.J. 07645. 


Implementation Strategies for integrating Ex- 
pert Systems into Mainstream Computing. Ariing- 
ton, Va., Dec. 4-5 — Contact: Donna Kacin, Decision Sup- 
port Technology, 125 Cambridge Park Drive, Cambridge, 
Mass. 02140. 


international Conference on information Sys- 
tems (ICIS). Boston, Dec. 4-6 — Contact: Judith Quillard, 
ICIS ’89 Planning and Arrangements Chair, MIT, Cam- 
bridge, Mass. 02139. 


Managing IS in the 1990s. Washington, D.C., Dec. 
4-5 — Contact: Laurie Goudreau, Ouellette & Associates, 
40S. River Road No. 66, Bedford, N.H. 03102. 


Supporting End-User . Washington, D.C., 
Dec. 4-6 — Contact: Technology Transfer Insitute, 741 
Tenth St., Santa Monica, Calif. 90402. 


Winter Simulation Conference. Washington, D.C., 
Dec. 4-6 — Contact: Kenneth Musselman, Pritsker Corp., 
P.O. Box 2415, 1305 Cumberland Ave., West Lafayette, 
Ind. 47906. 


Database World Conference & Exposition. Bos- 
ton, Dec. 5-7 — Contact: Digital Consulting, Inc., 6 Wind- 
sor St., Andover, Mass. 01810. 


Personal Computer Outlook. San Francisco, Dec. 5-6 
— Contact: Technologic Partners, Suite 500, 419 Park 


Ave. South, New York, N.Y. 10016. 


TechConnect West: Navigating the 1990s. Long 
Beach, Calif., Dec. 5-7 — Contact: Sara von Voss, Tech- 
Connect West, Suite 385, 8310 Capital of Texas Highway, 
Austin, Texas 78731. 


Unicom Expo and Conference. Dallas, Dec. 5-7 — 
Contact: North American Telecommunications Associa- 
tion, Suite 550, 2000 M St. N.W., Washington, D.C. 
20036. 


Consulting Skills for the information Processing 
Professional. Washington, D.C., Dec. 6-7 — Contact: 
Laurie Goudreau, Ouellette & Associates, 40 S. River Road 
No. 66, Bedford, N.H. 03102. 


Government Communications Conference. Wash- 
ington, D.C., Dec. 6-8 — Contact: Conference Manager, 
U.S. Professional Development Institute, Suite 221, 1734 
Elton Road, Silver Spring, Md. 20903. 


Human Resources information Management So- 
ciety Vendor Fair. New York, Dec. 6 — Contact: 
HRIMS, Suite 201, 170 Broadway, New York, N.Y. 
10038. 


inventing the Future of Computing and Commu- 
nications Seminar. Cambridge, Mass., Dec. 6-7 — 
Contact: Patricia Seybold’s Office Computing Group, Suite 
612, 148 State St., Boston, Mass. 02109. 


Video Processing: The New Millenium for Com- 
puters and Communications Conference. Newark, 
NJ., Dec. 6-7 — Contact: Multi-Force Corp., P.O. Box 
2355, Clifton, NJ.07015. 


Graphics and image: The New Revolution. Santa 
Clara, Calif., Dec. 7 — Contact: International Data Corp., 
P.O. Box 955, 5 Speen St., Framingham, Mass. 01701. 


DEC. 10-16 


BGS User Group Meeting. Reno, Nev., Dec. 11 — 
Contact: BGS Systems, Inc., 128 Technology Center, Wal- 
tham, Mass. 02254. 


AEC Expo Show & Conference for Architects & En- 
gineers. New York, Dec. 12-14 — Contact: Expoconsul 
International, Inc., 3 Independence Way, Princeton, NJ. 
08540. 


Achieving Data Centers Conference. 
Los Angeles, Dec. 13-14 — Nelson Moskowitz, ITE Manu- 
facturing Institute, 437 Madison Ave., 23rd Floor, New 
York, N.Y. 10022. 


The Baltimore Conference & Exposi- 
tion. Baltimore, Md., Dec. 13-14 — Contact: Linda Car- 
ter, National Trade Productions, Inc., 313 S. Patrick St., A- 
exandria, Va. 22314. 
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Aone-two punch 


Earthquake, Hugo test insurers’ claim systems 


BY ELLIS BOOKER 
CW STAFF 


On top of tens of thousands of 
claims still being processed in 
the aftermath of Hurricane Hugo 
in September, the insurance in- 
dustry has had to handle thou- 
sands more filed during the past 
few weeks from policyholders in 
quake-ravaged San Francisco. 

But the industry’s informa- 
tion systems are handling the ex- 
tra work well, according to in- 
surance company IS executives. 

“Sure, claims have increased 
substantially,” said Norman Vin- 
cent, vice-president of data pro- 
cessing at State Farm Insurance 
Companies in Bloomington, II. 
“But we have disaster plans, and 
when Hugo hit we put them in 
motion.” 

State Farm expects to re- 
ceive 125,000 claims for fire in- 
surance and another 25,000 for 
automobile insurance, as a result 
of Hugo. 

Like other insurers, State 
Farm made the most of the ad- 
vance warning about Hugo, de- 
ploying people and computer 
equipment to the Carolinas be- 
fore the storm hit land. Fifteen 
“disaster kits,” each containing 
six Hewlett-Packard Co. person- 
al computers, claim forms and 
other items, were shipped to 
Charleston prior to the hurri- 
cane’s arrival. Another nine kits 
were sent to San Francisco after 
that city’s earthquake Oct. 17. 

The PCs processed claims 
and managed logistical items 
such as tracking the where- 
abouts of State Farm employees. 
But the PCs were not electroni- 
cally connected to the HP 3000s 
in State Farm’s 600 regional 
claim offices nationwide. 

Vincent admitted that State 
Farm still relies heavily on 
stacks of paper summaries of 
policyholders during emergen- 
cies; after a policyholder is 
checked against these paper rec- 
ords, the PC is used to process a 
claim and issue a check. Howev- 
er, that record itself must be 
printed out and carried back to 


the regional office, to be key-en- 
tered into a host database. 

“Tt’s what we have today,” 
Vincent said, adding that he is 
looking into an electronic alter- 
native to the manual approach. 


Adjusting the load 

Meanwhile, Allstate Insurance 
Co. in Northbrook, IIl., re- 
configured its network to take 
the load off local operations in 
the Carolinas and San Francisco. 

According to Robert Taylor, 
claim operations director at Ali- 
state, the company first modified 
its telecommunications network 
for Hugo, using operators in 
claim offices in other states to 
handle a huge influx of calls from 
policyholders in affected areas. 

Within a week after Hugo hit, 
causing an estimated $6 billion in 
damage to the Carolinas, All- 
state had begun shifting incom- 
ing calls to its three offices in 
South and North Carolina to its 
eight New Jersey claims offices. 

“‘We redefined the dumb ter- 
minals in New Jersey to appear 
like the ones in North and South 
Carolina,” Taylor explained. Re- 
ports taken in New Jersey are 
printed at the local offices in 
North and South Carolina. To 
date, the New Jersey offices 
have handled some 30,000 calls. 

The experience with Hugo 
prepared Allstate for the San 
Francisco quake. Allstate was 
able to link its three Northern 
California offices with 10 centers 
in the southern part of the state 
by the next morning. 

At The Travelers Corp., no 
change was needed in the com- 
pany’s IBM 3090 mainframes, 
operated in its Hartford, Conn., 
headquarters and in Atlanta. 

“The primary issue is com- 
munications and power into the 
Places where claims people 
work,” said Larry Bacon, the se- 
nior vice-president of the data 
processing department. 

Like Allstate, Travelers had 
backup kits shipped to the Caro- 
linas and San Francisco. The one 
item Bacon will add to the kits 
next time is cellular phones. 


IBM PC/XT/AT/PS-2° 


Read 1600 bpi 9-track 
tapes from a micro, mini or 
mainframe in EBCDIC or 
ASCIl as mirror image or 

individual 


PC/XT/AT/PS-2 are trademarks of IBM. 
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— for educational security 


"BY AMIE AMIEL LKORNEL 


ANN ARBOR, Mich. — Univer- 
sities across the country have 
begun linking their academic and 
administrative computer sys- 
tems, giving students and faculty 
access to student records and 
other clerical information from 
personal computers anywhere 
on campus. 

If done right, the linkup will 
reduce the work of the regis- 
trar’s office and offer new time- 
saving services. If done incor- 
rectly, it could become a 
hacker’s dream come true, en- 
abling intruders to peruse the 
records of their peers and even 
change their own grades. 

The issue is so sensitive that 
the agenda of the 25th annual 
Educom ’89 conference on IS in 
higher education, hosted here 
last month by the University of 
Michigan, included no sessions 
on data security, although it has 
long been a concern in the aca- 
demic environment. 

“In security, you do as much 
as you can, and you don’t :alk 
about it,” explained Douglas Van 
Houweling, University of Michi- 
gan’s vice-provost of informa- 
tion technology, and chief orga- 
nizer of Educom 89. 


Many of the 3,600 attendees 
were reluctant to discuss the is- 
sue. “I definitely wouldn’t talk 
about it in public,” said one IS 
manager who requested ano- 
nymity. “I don’t even want to 
discuss it with my boss.” 

However, the topic is likely to 
come out in the open as more in- 
stitutions seek ways to tie ad- 
ministrative hosts into networks 
used for research and teaching. 

“They’re all wrestling with 
this,” said Sam Plaice, director 
of telecommunications and ad- 
ministrative systems at the Uni- 
versity of Michigan. 


Gorilla cards 
Pittsburg State University in 
Pittsburg, Kan., has started a pi- 
lot project. The school’s 130 
PCs are connected to a 10M bit/ 
sec. fiber-optic Starlan network 
from AT&T, according to IS di- 
rector Robert Keith. A 9.6M bit/ 
sec. asynchronous gateway has 
been added to allow access to the 
Prime Computer, Inc. 9955 sys- 
tem used for administration. 
S-curity and other features of 
the link have been beta-tested 
for the past six months in a pilot 
that gives 100 of the school’s 
6,000 students access to their 
records from PCs located in labs 
throughout the campus. 


Floppy disks issued to each 
student are used to control ac- 
cess, much as automated teller 
machine cards are used in bank- 
ing. If the password and informa- 
tion on the floppy gets the OK 
from the host system, the stu- 
dent gets access. If not, the flop- 
py, called a Gorilla Card in honor 
of the school mascot, is ejected 
from the disk drive. 

So far, so good, Keith said. 
“There is always going to be 
some malicious thing in a student 
environment, but by and large 
we haven't seen that.” 

Twenty of the school’s 375 
faculty members are being 
brought on-line. In _ three 
months, budgetary and grant in- 
formation will be accessible over 
the gateway. By fall 1990, all 
students and faculty are expect- 
ed to have Gorilla Cards. 

The job is more complicated 
at large schools. The University 
of Michigan is considering an ap- 
proach being developed at MIT 
in Cambridge, Mass. MIT’s net- 
work security system has an ac- 
cess verification capability using 
encryption techniques built into 
the network rather than the © 
host. In addition, he said, the uni- 
versity may replace ID cards 
with smart cards capable of gen- 
erating new passwords for users. 





Lights-o out does not leave Mervyn’s in the dark 


tions and attrition,” Albrecht ex- 
plained. When the center was 
short of help before the switch 


BY ALAN J. RYAN 
CW STAFF 


HAYWARD, Calif. — The win- 
dowless room is devoid of human 
sounds. An electronic hum per- 
vades the chilled air, and small 
green, red and orange lights look 
like warning signals as they flick- 
er and blink in the dark. 

Throw a switch and wait for 
the eyes to adjust. They focus on 
the centerpieces of the normally 
darkened data center: five Stor- 
age Technology Corp. 4480 
Automated Library Systems, 
which rely on robotics technol- 
ogy to mount, eject and store 
tape cartridges without human 
intervention. 

The room is in the data center 
at Mervyn’s, a department store 
chain and subsidiary of Dayton- 
Hudson Stores, Inc. 

When workers hear talk of 
achieving a lights-out data cen- 
ter zone, it is likely they will fear 
for their jobs. But that does not 
have to be the case, explained 
Dyane Albrecht, a shift manager 
at the data center, speaking at 
the recent National Retail Mer- 
chants Association’s Retail In- 
formation Systems Conference 
(Riscon) in New Orleans. 

At Mervyn’s, the head count 
of the operations staff was re- 
duced by eight people by auto- 
mating the data center, but 
there were no layoffs. ‘We met 
that schedule through promo- | 
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was completed, Mervyn’s 
brought in temporary data pro- 
cessing workers to tide them 
over. 

Using the Library System 
Modules (LSM), “we perform 
more than 23,000 mounts and 
dismounts and 3,000 enters and 
ejects [into the library system] 
every week,” she said. “We 
could not have supported that 
amount in a manual system.” 
She said using the automated 
system, the mount time is typi- 
cally just 40 seconds or less, sav- 
ing an estimated 300 man-hours 
per week. 

Asa result, Albrecht said, the 
data center managers were chal- 
lenged to bring the staff into a 
new era, which meant teaching 
new skills to existing workers. 
“We encouraged the staff to 


cross-train,”’ she said. 

Because of the automation, 
the workplace environment has 
improved for the workers, Al- 
brecht said. By creating zones 
— the DASD and tape libraries 
make up the darkened zone — 
the ‘command center’ where 
the humans work can be an envi- | 
ronment more conducive to hu- 
mans. At Mervyn’s, it is a car- 
peted office. “The workers don’t 
have cold air blowing up their 
legs,” she said. 

Another area that is falling 
into the automated-process 
ranks at Mervyn’s is the printing 
room. 

By converting two of its print- 
ers to roll-paper feed, Albrecht 
said considerable time and effort 
has been saved. “‘A roll of paper 
can last six hours, as opposed to 
the workers having to change 30 
to 40 boxes of paper during that 
time,” she said. 
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200 years 
Or SO, 
an exceptional 
printer 
comes along. 
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Johannes Gutenberg, 1454. 





Introducing the new 


printer that can raise your pro- Series II, which up till now has been the bench- 
y| ductivity as much as the new IBM mark in laser printing. But also, its advanced 
i LaserPrinter doesn’t come along design gives the IBM LaserPrinter a dramatically 
A Ny every day. new, more space-efficient shape. 
Not only does its advanced Yet with all this, there’s one area in which the 
design make it outperform the HP LaserJet competition rises above us: their price. 


25% faster printing, advanced features and a revolutionary 
streamlined design. 


MN 
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IBM LaserPrinter. 


We just advanced the art of laser printing 

a full 25%. The new IBM LaserPrinter gives you 
state-of-the-art print quality a full 25% 

faster than its main competitor. 


Why other printers 
can’t follow in our 
footsteps. 

The advanced design 


give that job to someone else anyway. So it’s 
nice to have a printer that will do it for you 
automatically. 


Proof that less is more. The design and engineer- 
ing of the IBM LaserPrinter are so advanced, it’s 
got 60% fewer parts than the previous standard in 
laser printing. That means it’s got 60% fewer things 
to loosen, snap or shear. 


and engineering of 
the IBM LaserPrinter 
give it a footprint 
that’s 33% smaller 
than its main com- 
petitor’s. And that 
33% gives you more usable workspace. 

And more drawer space, too. Because the IBM 
LaserPrinter’s font cards are about the size of credit 
cards. Yet as compact as they are, they offer twice 
as many fonts as almost all its main competitors’ 
large, old-fashioned cartridges. 


The solution is IBM. Yet, though it’s a smaller, 
sleeker unit, the LaserPrinter comes from a com- 
pany with a big tradition of service and support. 
Which is very reassuring when you decide to break 
away from an old standard to go with the new one 
for years to come. 

To do that as soon as possible, contact your 
nearest IBM Authorized Dealer or IBM marketing 
representative. Find your nearest dealer by calling 


1 800 IBM-2468, ext. 194. 





The space-saving footprint of the BM LaserPrinter: | 
33% smaller than its main competitor’. 
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It’s only up from there. Since the paper-handling 
options on the [BM LaserPrinter are 
stackable, you can add features, like Speed 

So. us ( Footprint 
high-capacity paper drawers (500 aa 1 
sheets and 75 envelopes), without | Collatesletters/envelopes| yes** no 
sacr ificing workspace. Plotter emulation e standard optional 
Resident fonts v 10 6 
v 
v 
v 


IBM LaserPrinter 
up to10 ppm 
291 sq. in. 
500 sheets, 75 envelopes r 


_HP LaserJet Series Il 
up to 8 ppm 

432 sq. in. 

15 envelopes* _ 
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And not only can the IBM : 

. Font card size*** credit card 8-track” cassette 
LaserPrinter connect to any IBM and Snmieiaaan 33 lbs. 50 Ibs. 
many IBM-compatible PC’s, but also, Parts*** 400 1000 
with its printer-sharing option, one | 300x300 300 x 300 

; Printer emulation v IBM, HP compatible 
IBM LaserPrinter can serve up to 


HP compatible 
| Printer engine t IBM 
: : : 
6 PCs, for maximum cost-efficiency. 




















Canon 
List price v $2,595 


$2,695 
*HP envelope tray replaces standard papertray *“*Withpaper-handling options ***Approximate 


Another reason it’s a new order of 

laser printer. Unlike its main competitor, the 
IBM LaserPrinter collates letterheads, second 
sheets and envelopes. Most people would rather 


The new IBM LaserPrinter. 


Suddenly, nothing else measures up. 


See the new IBM LaserPrinter in action at Las Vegas COMDEX, November 13-17. The solution is at booth 1358, East Hall. 








Umbaugh 


CONTINUED FROM PAGE 1 


rotation through four departments. It 
gave me an early start on thinking about 
business and technology together.” 

While Umbaugh credits an accident, 
colleagues say they knew early on that his 
accession to senior management was a 
matter of time. He was a strong communi- 
cator of general business goals long be- 
fore data processing people were exhort- 
ed to leave the safety of the glass house. 

“He is a closet intellectual who is a suc- 
cess as a businessman,” says Lewis E. 
Leeburg, director of information systems 
research at UCLA’s Anderson School of 
Management and chairman of the South- 
ern California chapter of the Society for 
Information Management. “He has al- 
ways expressed IS challenges and con- 
cerns in general business terms. He was 
talking about strategic systems long be- 
fore it was fashionable.” 

Umbaugh’s stint at Bell Labs led to po- 
sitions at TRW, Inc. and Computer Usage 
Co., one of the first software houses, in 
1963. At CUC he met Cari Reynolds, re- 
cently retired MIS director at Hughes 
Aircraft Co. Reynolds was then president 
of CUC, and the company was working on 
a range of products, including early work 
on American Airlines’ Sabre system and 
one of IBM’s original operating systems. 
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It’s amazing how much money 
some companies are making these 
days from field service. 

Or is it? 

It just takes better tools like 
FreupwatcH™ field service 
management software. 

The FreuwwatcH system 
streamlines, supports and 
controls critical functions 
throughout your service 
group. 


GROUP 


MANAGER’S JOURNAL 


In 1970, a team from CUC including 
Umbaugh and Reynolds went to work for 
Hughes Aircraft on a facilities manage- 
ment project. “In 1971, five of us from 
CUC displaced Hughes’ senior systems 
staff,”” Umbaugh says. “If my major had 
been science and biology, that might nev- 
er have happened.” Umbaugh left soon af- 
ter, but Reynolds stayed on for nearly 20 
years as the company’s IS director before 
stepping down this year [CW, Sept. 4]. 

That first rotation at Bel! Labs provid- 
ed the foundation for a broad-based view 
of business for Umbaugh that he says is 
too rare among IS managers today. It is 
one of two primary strengths he credits 
with moving him out of DP and into non- 
technical management. 

“The guys who achieve escape veloci- 
ty out of MIS into senior management will 
understand the financial workings of the 
business,” he says. “There are too few 
that can communicate that information 
technology must be seen as an asset rath- 
er than as a cost. You need the guys who 
punch out the Cobol code, but that is not a 
springboard to anything.” 

Umbaugh says senior management’s 
view is critical to success, both of projects 
and careers. “If the president of your 
company sees computers as a necessary 
evil, when the going gets tough he will cut 
them out. If they are seen as an asset, 
they will be strengthened when times get 
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Mission Land's Umbauah stressed strong business ties before it was fashionable 


Umbaugh’s view of business and tech- 
nology is one he has put to good use to en- 
sure that preparation met opportunity 
throughout his career. After leaving 
Hugies, he went to work for Southern 
California Edison. SCE Corp., Edison’s 
holding company, also owns Mission 
Land. After several years in the data pro- 
cessing shop there, Umbaugh was put in 
charge of DP and corporate planning. 

“Tt was unheard-of in utilities, and un- 
usual anywhere at that time to have the 
data processing guy in charge of corpo- 
rate planning,’ Umbaugh says. “It hap- 
pened because I had a mentor in the com- 
pany, and he wanted to force me to be 
more business-orient 


Look for a mentor 
Umbaugh credits retired Southern Cali- 
fornia Edison President Tom McDaniel 
with overseeing his career and helping 
him move through the ranks. ‘“The con- 
cept of a mentor is not used enough in cor- 
porations today,” Umbaugh says. “You 
can’t rely on luck, on a computer truncat- 
ing the ‘L’ on an application, to get the 
best people to the top of an organization.” 
A mentor is the second factor, along 
with his broad business view, that Um- 
baugh credits with achieving ‘‘escape ve- 
locity’’ out of MIS, but it is evident that he 
would have moved ahead pretty well on 
his own. Although he slings an irreverent 
sense of humor, Umbaugh is an intense 
man. His outside time is dominated by 
teaching IS courses at the business school 
of a small local college. The shelves in his 
office are lined with textbooks and jour- 
nals on information technology that he 
has written or edited. He is quick to dis- 
sect a question and turn the pieces back 
on the source for explanation. 


EXECUTIVE BRIEFS 


Papers sought 

Office automation specialists are invited 
to submit papers for the Office Automa- 
tion Society International (OASI) 7th An- 
nual Conference. Theme for the program 
is “Office Automation: A Multi-Disci- 


Environment.” 

Topics can be related to office automa- 
tion management, technology or applica- 
tions. Some topic areas that could be ad- 
dressed include artificial 
career development, communications, 
desktop publishing, executive involve- 
ment, future of high technology, hard- 
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Umbaugh has an extraordinary inter- 
est in an area he worked hard to leave be- 
hind. “IS is an intellectually invigorating 
field,” he says. “But I don’t believe in the 
title CIO. If people move from IS to senior 
management it is a function of the men, 
not because the function itself is critical.” 

Despite his own success, Umbaugh 
doubts that systems will ever be a fast 
track to upper management. “If someone 
came to me and said he wanted to become 
CEO and had a chance to go from IS to 
marketing, I would say, “Take it as fast as 
you possibly can.’ ” 

Mission Land has been around in vari- 
ous forms since 1913, but about three 
years ago, corporate parent SCE Corp. 
looked at the slow growth of the utility 
business and decided to put increased re- 
sources in the land development compa- 
ny. As director of data processing and cor- 
porate planning at Southern California 
Edison, Umbaugh sat on a senior manage- 
ment council and had a broad view of the 
business. He was asked to take the presi- 
dent’s job at Mission Land. 

“We wanted to get more serious, and 
we needed a fresh look at running the 
company,” Umbaugh says. “I was glad for 
the chance. A midlife career change with 
norisk really pumps the juices.” 

The company has been blessed by be- 
ing in booming southern California. In- 
vestments made in the 1960s, 1970s and 
early 1980s have contributed to a five- 
fold increase in equity over the last three 
years. According to Bank of America ana- 
lysts, Mission Land possesses one of the 
best cash flows in the country. 

“You can make mistakes in Southern 
California real estate,” Umbaugh says. 
“But we worked hard and lucked out.” 

For Umbaugh, that’s a familiar theme. 


ware, software, standards, security, per- 
sonal computers, image processing, local- 
area networks, information centers, 
office automation systems, optical stor- 
age, pilot experiences and word process- 
ing. Other topics can be addressed as well. 

Selected papers will be published in the 
conference proceedings. Some authors 
will be invited to present their papers at 
the conference. 

A brief summary of the paper must be 
submitted before Jan. 1, 1990. The con- 
ference will be held June 13-16 in Falls 
Church, Va. 

For more information, contact the 
Proceedings Committee, OASI, P.O. box 
374, McLean, Va., 22101. 
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WITH SERVICE EXPECTATIONS 


Companies take a systems 
approach to customer service 


BY J. SCOT FINNIE 


tis 8:00 in the evening when 
suddenly you remember 
that you had wanted to in- 
vestigate a possible mistake 
in the service charges as- 
sessed to your checking ac- 
count. It’s too late now to 
call the bank. All the offices 
have been closed for hours. 
So what do you do? 

In most cases, the answer 
would be that you scribble yet 
another note to yourself about 
things to do tomorrow. If you 
happen to be a customer of Fidel- 
ity Bank NA in Philadelphia, 
however, what you would do is 
pick up the phone and dial the 
customer service number, 
where a service representative 
will take the information and ini- 
tiate an inquiry, using an in- 
ternally developed mainframe- 
based system called the Cus- 
tomer Relationship Inquiry 
Service System (CRISS). 

CRISS is a system that Fideli- 
ty has developed incrementally 
during the past several years, 
building outward from the skele- 
ton of a pre-existing back-office 
system that did little more than 
track the volume of customer in- 
quiries. Although the creation of 
CRISS was initially prompted by 
an administrative crisis that de- 
veloped when Fidelity acquired 
another bank and found itself 
mired in the resulting tangle of 
records, the system has become 
a cornerstone of Fidelity’s strat- 
egy for capturing and retaining 
customer loyalty. 

The banking industry has 
never been known for placing a 
high value on the quality of ser- 
vice offered to customers, says 
Patrick Swanick, Fidelity’s vice- 
president of customer service. In 
fact, he says, ‘“The industry has 
historically been ridiculed for its 
lack of attention to this area.” 
The prevailing attitude, Swanick 
explains, has been that all banks 
offer essentially the same prod- 
ucts and services and suffer from 
the same failings, so customers 
really had very little choice. 

Fidelity, however, decided 


Finnie is a free-lance writer based in 
Ridgefield, Conn. 
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Fidelity’s Swanick says service investments buy customer loyalty 


that it could break away from the 
pack by using information sys- 
tems and telecommunications to 
fuel an aggressive push in the 
area of customer service. The 
bank took its cue, Swanick says, 
from other service industries. 
Hotel chains such as Hyatt Corp. 
and Marriott Corp. elevated 
themselves within their indus- 
tries on the basis of customer 
service. Federal Express Corp. 
turned customer service into a 
competitive advantage in the 
package-delivery business. Am- 
erican Express Co. built a strong 
base of customer loyalty the 
same way. “And we believed 
that we could also make a differ- 
ence with a system like CRISS,” 
Swanick says. 

One of the things that CRISS 
has accomplished is eliminating 
the fragmentation of knowledge 


that once crippled Fidelity’s cus- 
tomer service operation. 

“Three years ago, the way 
we handled service was in a de- 
centralized environment with a 
different customer service area 
and phone number for every 
product we offered,” Swanick 
recalls. “If you had a checking 
account, credit card and loan, 
you had to call different numbers 
for each service; each area knew 
only its own product. In many 
cases, the customer service reps 
didn’t even know where to send 
someone for other services.” 

Now, all customer service 
representatives are linked 
through CRISS with a central in- 
formation file, residing on the 
bank’s IBM mainframe, so no 
one who receives a call from a 
customer can justifiably say, 
“That’s not my department.” 
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Equally important, branch 
and loan officers do not have to 
be surprised by customer prob- 
lems. All such personnel have 
the ability to access CRISS rec- 
ords to check on who has been 
calling about what outside nor- 
mal office hours. 


Working overtime 

In fact, since the installation of a 
voice-response system almost 
two years ago, some types of 
customer services are offered 
even beyond the extended week- 
day and Saturday hours that the 
the customer service depart- 
ment keeps. With the addition of 
hardware from Sytellect, Inc. in 
Phoenix, Fidelity now offers its 
customers the ability to check on 
account balances and loan-pay- 
ment status automatically using 
their own phone keypads. 

According to  Swanick, 
“There’s just no end to the types 
of customer services you can of- 
fer with a system like this. 
Frankly, we’re not using it to its 
full capability.” 

In general, corporate Ameri- 
ca is just now becoming aware of 
the importance of customer ser- 
vice and how information sys- 
tems can be used to support it. 
This awareness is beginning to 
translate into action. 

Clearly, interest in customer 
service is on the rise. In a recent 
survey of top executives from 
Fortune 500 companies, Forum 
Corp., a Boston-based manage- 
ment consulting firm, found that 
“quality of customer service” 
was picked as the top-ranking 
performance issue by 86% of re- 
spondents, beating out obvious 
favorites such as_ long-term 
growth, employee productivity, 
period financial results and mar- 
ket position. 

In a related question dealing 
with the relative importance of 
various external factors, 94% 
ranked “‘customer need/prefer- 
ence” first ina field of 14. Signif- 
icantly, the runner-up, “‘compet- 
itor activity,” was selected by 
only 56% of the respondents. 

Experts offer many hypothe- 
ses for what is causing the 
increased emphasis on customer 
service, but most concur that 
the chief factor at work 
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here is competitive pressure. 

“Many companies are able to 
replicate every product and ser- 
vice their competition offers in a 
very short time,” says Mary- 
Anne Rasmussen, senior vice- 
president of service quality at 
New York-based American Ex- 
press Co. “The difference is how 
they can provide that quality of 
service, how they deliver on 
their promises.” 

In many cases, firms have 
found that IS holds the key to im- 
proving on promise delivery. 

IS departments support other 
departments using systems to 
promote customer service and 
develop software to carry out 


Performance gauge 
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billing document that comes 
through American Express’ 
doors is digitized and stored on 
optical discs. The original paper 
version is then discarded. 


Country-club convenience 
Image processing allows Ameri- 
can Express to offer what it calls 
enhanced country-club billing. 
Rather than giving its customers 
the original carbons of all bills it 
receives from merchants each 
month, the company prints con- 
densed versions of them on regu- 
lar-size pages. 

The process is faster and 


« more efficient, and the company 


says 90% of its customers prefer 
this method. It also greatly re- 
duces the likelihood that a record 
of charge could be sent acciden- 
tally to the wrong customer. 


The customer is key in measuring a company's performance, say 


Fortune 500 executives surveyed 


Areas rated "extremely important" 


Quality of 


customer service 
Long-term growth 


Employee productivity 


Top management 
effectiveness 


Company reputation 


*Multiple responses allowed 


SOURCE: THE FORUM CORP. 


customer services. Also, some 
IS departments get involved in 
this area by managing customer 
and product information data- 
bases, using systems to measure 
customer service performance 
and using statistical analysis and 
other means to analyze com- 
plaint or transaction data to spot 
customer service trends and 
avert bottlenecks. 

American Express was an 
early starter, beginning the 
quality/service program that 
Rasmussen heads up in 1978. 

That past is really just a pre- 
lude, though, according to Ras- 
mussen. The job will not be over 
until customer service becomes 
a clear and present objective for 
every person in every depart- 
ment of the company. 

Toward that end, American 
Express has routed some of its 
best technical and business 
thinkers onto a project dubbed 
“Genesis.”’ Now three years old, 
one of the Genesis project’s main 
goals is the standardization of 
data structures throughout the 
company’s worldwide organiza- 
tion to facilitate the assembly 
and maintenance of comprehen- 
sive and uniform customer files. 

Another major focus of the 
project is finding ways of turning 
state-of-the-art technologies 
into customer applications. 

American Express has some 
experience in that area. It was 
one of the first firms to apply im- 
age processing to the cause of 
customer convenience. Every 
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This technology is also start- 
ing to play a role in customer ser- 
vice at United Parcel Service of 
America, Inc., headquartered in 
Greenwich, Conn. 

Last month, UPS implement- 
ed the first stage of a plan to fa- 
cilitate package _ tracking 
through use of image processing. 
According to Frank Erbrick, 
vice-president of IS, 25 UPS op- 
erating centers around the coun- 
try are equipped to scan and 
upload information from digi- 
tized routing labels, which will 
help customer service represen- 
tatives (CSR) locate a package in 
transit. 

Images of the labels, including 
recipient signatures and time 
and date of delivery, can be 
called up on-screen in less than 
four seconds by representatives 
at 65 customer service centers. 

The company plans to com- 
plete its label processing system, 
expanding it to operating cen- 
ters nationwide, by early De- 
cember. Down the road, Erbrick 
says, UPS hopes to be able to 
make all its tracking information, 
including the digitized images, 
available to its corporate clients 
through electronic data inter- 
change. 

According to Erbrick, more 
and more companies are becom- 
ing customer service driven, and 
customer services are predomi- 
nantly technology driven. ‘The 
real challenge we’ve had at UPS 
in recent years has been chang- 
ing the face of the company’s or- 


ganization to accommodate 
technology. And it’s all been 
driven by customers.” 

The IS department began its 
quest to improve customer ser- 
vices in late 1985, he recalls. It 
began with the premise that if IS 
could offer something that gave 
better service to their custom- 
ers, that should take priority 
over cost benefits. 

The only downside to IS in- 
volvement in customer service, 
according to Erbrick, is that the 
infrastructures IS builds blend 
into the process and disappear 
from view. 

“The tragedy is that the work 
that IS is doing is not always per- 
ceived as customer service 
work,”’ he adds. “‘It is net visible 
to the customer and that can be 
frustrating to IS managers. So 
much so, that they keep my of- 
fice on the first floor — they’re 
afraid I’ll jump out,” he quips. 

Company executives often do 
notice the contribution, howev- 
er. Executives at many firms say 
that they are unable to talk about 
customer service without talk- 
ing about their IS departments. 

“Computers are an important 
part of everything we do here,” 
says Terry Wilson, vice-presi- 
dent of customer relations at 
mail-order catalog Lands’ End. 
Like many successful catalog and 
direct marketing companies, the 
Dodgeville, Wisc.-based Lands’ 
End puts a lot of emphasis on 
customer service. 

Because sales and product ful- 
fillment performance are impor- 
tant determinants of a catalog 
customer’s perception of ser- 
vice, catalog houses rely heavily 
on their computer systems. Cat- 
alog companies must be able to 
check order status; change, can- 
cel or delay orders; change ad- 
dresses; and provide a host of 
other customer service-oriented 
functions requiring sophisticated 
computer systems. 

Functions such as on-line in- 
ventory control, computerized 
inventory management, auto- 
mated order picking and bar- 
code control of shipping methods 
help Lands’ End get an order toa 
customer in only a few days. 


Sell me, don’t just tell me 
Improved efficiency is not all 
that matters to customers, how- 
ever. People buying products by 
phone do not just want fast re- 
sponse — they also want infor- 
mation about the merchandise 
that they cannot glean from the 
pages of a catalog. In other 
words, they want to talk to sales- 
people, not order-takers. 

This is another area, accord- 
ing to Wilson, in which IS can 
step into the breach. “‘All of our 
product information is kept on an 
extensive database to which our 
customer reps have access,” he 
says. “When customers call 
wondering how much our long 
underwear is going to shrink, 
how much care it needs, whether 
its sizes tend to run large or 
small, our reps can tell them be- 
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cause they have the information 
on-line.” 

Capturing information that 
can be fed back into departments 
to improve procedures is, of 
course, just as important as col- 
lecting information te give out. 
According to Curt Barry, a Rich- 
mond, Va.-based management 
consultant specializing in data 
processing systems design for 
retailers and direct marketers, 


HE REAL chal- 

lenge we’ve had 

at UPS in re- 
cent years has been 
changing the face of 
the company’s organi- 
zation to accom- 
modate technology. 
And it’s all been driv- 
en by customers.” 


FRANK ERBRICK 
UPS 


some catalog firms are also using 
information systems for func- 
tions such as tracking lost sales 
resulting from stock shortfalls. 

The bottom line, says Bro Ut- 
tal, co-author with William Davi- 
dow of Total Customer Service: 
The Ultimate Weapon, is that 
“companies need to do more to 
stimulate complaint behavior — 
and not by turning out worse 
products or services.” 

Instead, companies have to 
start seeking out customer input 
— good and bad — in organized 
ways, so that they can better tai- 
lor their products and services to 
market requirements. 

In order for this to happen, 
customer service really needs to 
become a more organized and 


pervasive activity than it has 
been. Uttal, a New York-based 
consultant specializing in tech- 
nology management, advocates 
doing away with customer ser- 
vice departments, making cus- 
tomer service everyone’s job. 

“Customer service depart- 
ments are frequently ghettos 
whose principal purpose is to ~ 
shield the corporation from 
problems, not solve the custom- 
ers’ problems,” Uttal says. “‘And 
one of the vices of having a cus- 
tomer service department is that 
it allows those in other depart- 
ments to say that customer ser- 
vice isn’t their job.” 

Information systems that 
automate the collection, commu- 
nication, management and analy- 
sis of customer data can be a ma- 
jor force for spreading the 
message of customer awareness 
throughout an organization. 

Customer service experts be- - 
lieve that getting an accurate, 
comprehensive report on cus- 
tomer service complaints is al- 
ready becoming as important as 
a sales report, which has always 
been vital to most companies. 

Chairman Ted Pamperin at 
Tweeds, a Patterson, N.J.-based 
fashion apparel catalog firm, 
says he believes customer ser- 
vice reports merit close scruti- 
ny. At Tweeds, monthly reports 
list all customer calls, with about 
100 possible reasons for these 
calls, some of which are good — 
such as a request for a catalog. 
“Each month, I check closely to 
make sure that the good reasons 
for calls are increasing and that 
the bad reasons are decreasing,” 
Pamperin says. 


Tan, don’t burn 

Sometimes, analysis of customer 
complaints can turn up new mar- 
ket opportunities. John Good- 
man, president of Technical 


Demand-sensitive ... 


Consumer requirements exert the most important external influence on 


business operations 
Factors rated "extremely important" 
Customer needs and 
preferences 


Competitor activity 
Economy 
Technology 


Regulatory factors 
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..- but still ruled by the bottom line 


Despite an increased focus on customers, companies remain devoted to 


market share and shareholders 
Corporate strategies cited 
Increase market share 
Maintain high-quality 
products and services 


Be responsive to 
customer needs 


Maximize shareholder value 
Increase productivity 


*Multi nses allowed 
SOURCE: THE FORUM CORP. 
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3090 USERS: 


INTRODUCING STOR/9000. 
YOUR TICKET TO ESA HAS JUST ARRIVED. 


If you are like most 3090 users, you 
have begun to implement IBM's 
Enterprise Systems Architecture (ESA) 
operating environment or plan to soon. 


And like most users, your ability to 
obtain the full benefits of ESA has been 
limited by the enormous memory 
requirements of both central and 
expanded storage. 


Introducing STOR/9000, the 
supersaver memory system from 
Cambex that gives you up to 33 per cent 
more 3090 memory per dollar, so better 
DB2 and CICS performance under ESA 
can be yours right now. 


STOR/9000 continues the Cambex 
tradition of IBM mainframe memory 
innovation that began five generations 
ago with the first System/360 add-on 
memory, and has made us the world's 
largest independent supplier of 
mainframe memory today. 


STOR/9000: UNIQUE IN FIVE WAYS 


Superior references. Our 
"move-with-care" product policy 
assures users that Cambex memory is 
well respected by leading users before 
we announce it broadly. STOR/9000 is 
performing superbly in over a dozen 
3090 sites right now. Even the 
conservative Gartner Group has said 
"early reports...have been positive" 
after checking our users. 


Superior design. The sophistication of 
STOR/$9000 lies in its simplicity. It is 
card-for-card compatible -- and 
intermixable -- with IBM's own 
memory cards. It plugs right into IBM 
backplanes. It uses IBM diagnostics 
and reporting procedures. And it was 
designed to facilitate resale, 
reconfiguration and risk-free operation 
by every 3090 shop. 


Advanced features. Cambex tries in 
little ways to offer users more 
functionality in its memories. 
STOR/9000 memory can be used in all 
3090 models -- Base, E and S -- 
interchangeably. It uses faster 
memory chips. Because of its 100% 
card compatibility with IBM memory 
cards, STOR/9000 installs very quickly 
and easily. No one else can match 
these extras. 


Advanced data protection. Twenty 
years of building products that operate 
within the core of a user's computing 
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resource has taught us the importance 
of uncompromised data integrity. 
STOR/9000 Central Storage uses 
single-bit error correcting and 
double-bit error detecting. Our 
Expanded Storage uses double-bit 
error-correcting and triple-bit error 
detecting codes. There is no higher 
standard. 


Comprehensive customer support. A 
product's value is greatly enhanced by 
the quality of the people, policies and 
programs that support it. Cambex's 
Value of Availability customer support 
program is the industry's most 
comprehensive -- and includes a 
unique "try before you buy” option that 
makes your first experience with 
STOR/9000 completely safe. 


Find out more about the new 
STOR/9000. It can be your first-class 
supersaver ticket to the many 
advantages of the MVS/ESA operating 
environment. 


For information, call Cambex at 
1-800-325-5565, or send us the coupon. 


Cambex 


Where memory innovation began. 
Where memory innovation continues. 


Cambex Corporation 
360 Second Avenue 
Waltham, MA 02154 


Tell me more about STOR/9000 memory. 
___ Send me the latest Gartner Group report on 
third-party 3090 memory 
__ Send me your STOR/9000 SuperSaver 
information package 
__ Send me a STOR/9000 customer reference 
list. 
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3,500 universities and countless 
professors is a big sales terri- 
tory to cover. But for Joe Rama 
and colleague Karen Erickson, 
covering it has been easy. 
Arming the College Divi- 
sion sales force with Zenith 
SupersPort laptops, Joe says, 
“We've seen a tremendous dif- 
ference in a short time? With 
its processing speed and inter- 
nal modem, “We can generate 
fast turnaround on sample 
requests and get instant con- 
firmation on shipping” 
ComputerLand National 


G 


How Zenith 
helped 

Harper & Row 

make the grade. 


“Thanks to Zenith 
Data Systems and 
ComputerLand; we're 
light years ahead 
of the competition” 


Zenith MinisPort and SupersPort 286 laptops. 


omputerland 


Accounts handled the laptop 
distribution. “Tony Trombetta 
(ComputerLand Account Rep- 
resentative in Wilkes-Barre, 
PA) went out of his way to 
make sure we had what we 
needed. That was a big plus. I 
worked with a local store, but 
dealt with a national group? 
says Joe. “They had 4 weeks 
to get 60 computers to six dif- 
ferent sites. Every one got 
there on time” 

With Zenith in tow, Harper 
& Row now repeats that 
delivery act regularly. 


sm” 


Business to business. Person to person. 


© 1989 ComputerLand Corporation. 


Joe Rama, 
Systems 
Project 
Manager, 
College 
Publishing 
Division, 
Harper & Row 
Publishers, 
Incorporated. 
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Assistance Research Programs, a Wash- 
ington, D.C.-based research and consult- 
ing firm, recalls when one of his clients, a 
pharmaceutical company, analyzed cus- 
tomer service data by type of request and 
found that a lot of customers were calling 
up and asking for sunscreen in December. 

In the middle of winter, not many 
stores carry sun products, but a lot of peo- 
ple vacation in tropical climates at that 
time of the year and want to be prepared. 
Until the analysis was done, the company 
did not know this was an issue, and the 
only thing the CSRs could do was give the 
customers lists of stores they could try. 

When the frequency of this type of in- 
quiry came to light, the company decided 
that a better response would be to offer to 
send the product by mail. Much to the 
company’s surprise, this service gesture 
garnered not only good will but also a sig- 
nificant amount of revenue. 

Similarly, using information systems 
to track and analyze customer input has 
been known to turn up process problems 
that, while easily remedied, would have 
been hard to spot by any other means. 


More than saying you’re sorry 

At Fidelity, for example, Swanick says 
that CRISS makes it possible to isolate 
patterns in complaints and track them 
back to their root cause. “Instead of just 
handing a customer back the amount that 
he has been overcharged on a money mar- 
ket checking account and saying, ‘Sorry. 
We hope it doesn’t happen again,’ we can 
figure out that there seems to be a prob- 
lem with the calculations for all interest- 
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bearing accounts that are on a mid-month 
billing cycle and have a programmer fix 
ue” 

The strong movement toward infor- 
mation system-based customer services 
can affect IS departments in potentially 
profound ways. 


Both IS managers and consultants 
note that developing and supporting cus- 
tomer service systems not only requires 
extra time but often fundamentally alter 
operating methods. According to Erbrick, 
“For things that are unique and indige- 
nous to the company, as customer ser- 


ANY COMPANIES ARE 
able to replicate every 
product and service their 


competition offers in a very short 
time. The difference is how they 
can provide that service, how they 
deliver on their promises.”’ 


According to Garret Sheldon, presi- 
dent of the Potomac Group, an informa- 
tion technology consulting company in 
Cambridge, Mass., IS departments are al- 
ready devoting a lot more resources to 
support of services for business custom- 
ers than they used to. Sheldon, who 
worked as a systems developer at MIT for 
13 years, says that IS departments in 
companies with strong service orienta- 
tions currently devote about 30% of total 
man-hours to support that function. And, 
he adds, that percentage is likely to rise 
even further: ‘What used to be an MIS 
department is now becoming a customer 
service department.” 


MARYANNE RASMUSSEN 
AMERICAN EXPRESS 


vices applications often are, the program- 
ming is more challenging, and the 
applications tend to require the kinds of 
systems that cause you to logistically al- 
ter the way you do business.” Further- 
more, he says, once customer service 
gains a foothold in an organization, the 
possibilities for process improvements 
and new service offerings are almost un- 
limited. 

Another effect of customer service on 
IS can be the blurring of functions be- 
tween departments. “You can’t provide 
responsive, high-quality customer service 
if you are highly bureaucratized and have 
strong functional lines,’ Uttal says. 


That blurring can also carry across 
company lines. “In the 1970s, everything 
was run out of IS. Since then, the move 
has been toward decentralizing IS and 
getting users involved,’”’ Sheldon notes. 
“Now, because of the emphasis on cus- 
tomer service, we are beginning to decen- 
tralize across company boundaries by put- 
ting PCs and distributed capabilities into 
customers’ offices.” 

American Express is doing this with 
airline companies. Because cardholders 
often use the card for travel expenses, 
American Express works very closely 
with airlines. When customers have com- 
plaints about airline services and billings, 
they often bring them to American Ex- 
press. 

“To try to minimize the inconvenience 
to the airlines and expedite solutions,” 
Rasmussen explains, ‘we set up an on- 
line inquiry and request system with the 
airline companies so that we can move 
from our information database right to 
the airline. If we need to make adjust- 
ments to airline records, we can make 
them automatically on-line.” 

If you are an IS manager facing an in- 
creasing emphasis on customer service at 
your company, what should you keep in 
mind? Two things, Erbrick says. First, 
don’t let the marketing people force you 
to try do something that you know you 
cannot do. Second, deliver on your prom- 
ises. ‘‘Not offering services is intolerable, 
but offering services that don’t work is 
positively anathema. There’s no surer 
way to be out of business than breaking 
promises to your customers.” @ 





How technologies spawn 
new customer services 


any kinds of technologies 
are being drafted for the 
cause of customer service, 
frequently combined in 
entirely new ways. 

In turn, these combinations of tele- 
communications and data processing 
technologies are producing some inno- 
vative variations on customer service. 

Integrated Services Digital Net- 
work services such as caller identifica- 
tion allow American Transtech, locat- 
ed in Jacksonville, Fla., to provide 
contract customer assistance services 
for large corporations, such as Pan 
American World Airways and Ford Mo- 
tor Co. 

One of the services American 
Transtech provides is called Dealer 
Locater. The way the service works, if 
a Ford owner moves to a new area and 
wants to know where the nearest Ford 
dealer is, he can call an 800 number to 
find out. When he calls, his phone num- 
ber is identified by caller identification 
and a computer search matches the lo- 
cation of the phone number with the lo- 
cation of the closest Ford dealers. 
Their names and addresses pop up on 
the screen. 

At Fidelity Bank, Patrick Swanick is 
looking at the possibility of enhancing 
the bank’s voice-response system to 
permit automatic calculation of likely 
interest rate yields on certificates of 
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deposit or monthly payments on loans 
by type and length for customers who 
phone the bank’s automated inquiry 
Infoline Service. 

As vice-president of customer ser- 
vice, Swanick is also evaluating the 
idea of offering customers the option of 
receiving facsimile statements on re- 
quest by linking the computer, tele- 
phone and fax machines. The appeal of 
such convenience, Swanick says, could 
be strong enough to support offering 
this as a fee-based service. 

At United Parcel Service, the next 
step is an adaption of Loran technology 
that will allow the company to elec- 
tronically pinpoint the locations of its 
delivery trucks and compete head-to- 
head with rival delivery giant Federal 
Express Corp. 

UPS, according to Gene Hughes, 
manager of strategic planning, is about 
80% finished with a project that is cre- 
ating a database containing a map of its 
delivery areas throughout the U.S. 
That database, when used in combina- 
tion with the Loran tracking technol- 
ogy, will allow it to build computerized 
maps with lights that move as the 
trucks move. In that way, UPS will al- 
ways know, to within a few hundred 
feet, exactly where its trucks are locat- 
ed, so it can quickly deploy the closest 
truck to a customer requesting imme- 
diate pickup for overnight delivery. 





PARTNERS IN PORTABILITY 
AND HIGH PERFORMANCE 


PS/2" Model P70 386 


20 Mhz Portable Workstation 


SLAM/32° 


9600 bps SDLC Adapter/V.32 Modem with Virtual Modem Panel 


If you're automating remote field oper- 
ations using IBM’s new PS/2 Model P70 
386, SLAM/32 is the high-performance 
answer to remote connectivity with your 
company’s mainframe. 

With SLAM/32 installed inside the half- 
size expansion slot of your P70 386, you 
can access your mainframe at 9600 bps 
from virtually any phone outlet — includ- 
ing your home, office, hotel room, or field 
sites — and run mainframe applications 
using standard IBM 3270, HLLAPI and 
APPC/LU6.2 software packages under 
DOS and OS/2™ Extended Edition Com- 
munications Manager. 

SLAM /32 is compatible with IBM’s 
Multiprotocol Adapter/A (so it works 
great in desktop PS/2s with Micro Chan- 
nel* Architecture as well) and features a 
built-in 9600 bps CCITT V.32 auto-dial 
modem for synchronous communications 
over dial-up phone lines. 


And, with its innovative Virtual 
Modem Panel, you can instantly monitor 
RS232 signal activity on your display — 
even during actual communications! 

To find out more about SLAM/32 for 
IBM Micro Channel PS/2s, call Micro- 
Gate today, or write to MicroGate Corpo- 
ration, 9501 Capital of Texas Highway, 
Austin, Texas 78759. 


For more information call toll-free 


1-800-444-1982 


in Texas or outside the USA call 512-345-7791 


MICROGATE 


cw @r wwe. eS oS 


See us at Booth R8324 


© 


MicroGate and SyncLink are registered trademarks and SLAM/32 is a trademark of MicroGate Corporation; 
1BM, PS/2, Micro Channel and OS/2 are trademarks of IBM Corp. 
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AViiON and DG/UX ore trademarks of Dato General 
jt: trademark of AT&T. 
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No posix 


compliance 


No symmetric 


multiprocessing 


No commercial-grade 
file system 


No system under 
$700/MIPS 


No symmetric 
multiprocessing 
currently available 


Noo system under 
$700) MIPS 


No. multivendor 
binary compatibility 


No open |/O 


bus across product line 


No RISC system 
under $1000/MIPS 


No single compatible 
RISC cliauhes 


No Posix 


compliance 


No desktop 
RISC system 


The above comparative product data is based on industry newsleiters, 
industry analyst information, vendor price lists, vendor advertising 

material, and other material available as of September 7, 1989. 

For a listing of information sources, please write Advertising, M.S. 9/S, 
Dota General Corporation, 3400 Computer Drive, Westboro, MA 01580. 





vs. UNIX 


COMMERCIAL-GRADE 


WORKSTATION, 

SERVER & MULTI-USER FILE SYSTEM 
SIGNIFICANT 
BERKELEY EXTENSIONS 


MULTIPROCESSING | MULTI-VENDOR 
BINARY COMPATIBILITY 
(88OPEN BCS) 

MOTOROLA 88K 

RISC CHIP 


FULL SYSTEM V.3 
IMPLEMENTATION 


Data General's new AViiON Family. 


Data General’s new AViiON™ Family and the DG/UX™ that supports large user counts. What’s more, you can take 
operating system give UNIX® users what no "Eunuchs" advantage of these important features without modifying 
system can: more openness, more value-added. your application, because DG/UX added value is transparent 

Our RISC-based AViiON Family's advanced imple- to the application. 


mentation of UNIX supports standards like System V.3, But don’t take our word for it. Call 1-800-DATAGEN today 

POSIX, Berkeley, ANSI C, 88o0pen BCS, NFS™, TCP/IP, IBMSNA, and we'll send you a free copy of “What the Experts say 

VME, X-Windows, OSF/Motif™ and more. about Data General’s UNIX-based RISC Family.” Or write to: 
And we've engineered advanced commercial-grade 


features into DG/UX, such as a highly reliable file system, ¢ Data General 
fully symmetric multiprocessing, and process scheduling D 


3400 Computer Drive, Westboro, MA 01580 


FOR YOUR FREE “WHAT THE EXPERTS SAY” BOOKLET, CALL 1-800-DATAGEN. 
[ SEE US AT COMDEX, BOOTH #26, SOUTH HALL, LVCC | 





KEEPING UP WITH SERVICE EXPECTATIONS 
EXECUTIVE REPORT 


n retail goods industries, 

customer service is closely 

intertwined with a strate- 

gy called “Quick Re- 

sponse,” which involves 
using a variety of information 
and communications technol- 
ogies to collect better and more 
timely information on market de- 
mand. It also speeds the flow of 
that intelligence through the 
production and delivery chan- 
nels. 

Peter Butenhoff is director of 
business development and inter- 
national trade affairs at Du Pont 
Co.’s textile fibers department. 
Butenhoff has a long-standing in- 
volvement in the development of 
the Quick Response concept, in- 
cluding participation in the 
Crafted With Pride in America 
Council. He spoke recently with 
Computerworld Associate Edi- 
tor Laura O’Connell. 


What are the objectives 
behind the idea of Quick 
Response? 

The main objective is to have the 
right product in the right place at 
the right time and the right value 
for the consumer. 

The idea of Quick Response 
was first developed in the early 
and middle 1980s, at a time 
when the retail apparel industry 
was faced with double-digit 
growth in imports. We were very 
much concerned about whether 
we were even going to have an 
industry in the 1990s. 

We knew that there were a lot 
of hidden costs associated with 
importing and felt that we should 
be able to capitalize on our prox- 
imity to market here in the U.S. 
The real key, we realized, was 
finding a way to eliminate all the 
waste that results from long 
pipelines and all the mistakes 
that are made along the way. 


Exactly how is this accom- 
plished, and what role 
does information systems 
play? 

Timely, accurate communica- 
tions are right at the heart of 
making Quick Response work, 
and that’s where the systems 
come in. They capture data 
about size, color and style at the 
cash register, through the use of 
bar codes and scanning. They 
also allow us to build databases 
that can be analyzed to help 
make better decisions on what 


INTERVIEW 


Consumer-oriented production 


Just-in-time methods reduce costs, says 
Du Pont’s Peter Butenhoff. Quick Response 
goes a step further to get the right product 
to the right customer at the right time. 


products should be stocked on 
the shelves and even how they 
should be displayed. 

You can almost put systems 
on automatic, as far as replenish- 
ment is concerned, and either re- 
plenish the basic items as they 
sell out or replace them with new 
items that are tailored on the ba- 
sis of the information you've ac- 
cumulated. That’s a little more 
quantitative than the seat-of- 
the-pants planning that drives so 
much of retailing and product de- 
velopment these days. 


You mentioned bar coding 
and scanning. What other 
technologies are part of 
Quick Response? 

One of the others that’s really 
critical is just-in-time delivery 
and what I call short-cycle manu- 
facturing, which you can do with 
a modular system or teamwork 
approach. For putting basics into 
inventory, a slower, methodical 
manufacturing process works 
fine; it’s just a question of what’s 
the mos‘ cost-effective way to 
run the plant. But when you get 
into trying to respond to fashion, 
time is of the essence, and that 
means having a flexible manufac- 
turing operation. 

Of course, that doesn’t do you 
any good unless you’ve got the 
fabric and other materials you 
need to put into the plant. So you 
also must have partnerships with 
the suppliers of the fabric and 
other materials in order to be 
able to execute it all on a short 
time cycle. 


How does what you are 
talking about differ from 
what the automotive in- 
dustry is doing? 

The car industry is one that has 
been well publicized as being 
very active with just-in-time de- 
livery and partnering with sup- 
pliers and use of electronic data 
interchange to facilitate those 
activities. In fact, they’re further 
along in that than we are. 

The difference in Detroit, 
though, is that it was really more 
of a cost-reduction-driven strat- 
egy than a consumer-service- 
oriented strategy. Even though 
General Motors and others had 
gone to just-in-time delivery of 
parts, they had not gone to Quick 
Response; they cannot build a 
custom-ordered car for you. Yet 
now they are beginning to move 


in that direction as well. I think 
they’re beginning to understand 
that Quick Response is a part- 
nership relationship; it’s not just 
just-in-time delivery, which is 
really a cost-driven strategy. 


How can implementation 
of Quick Response meth- 
eds and technologies 
draw companies closer to 
customers? 

I think Quick Response is a very 
logical, fairly straightforward 
strategy for better serving the 
needs, wants and desires of the 
consumer. 

If you’re a retailer and you’re 
vertically integrated, you would 
delay decisions on what to pro- 
duce until the last possible min- 
ute. For fairly basic items, you 
might make them pretty far in 
advance and at the lowest cost 
mode and build some inventory 
to serve the customer out of. For 
higher risk items, like the more 
fashion-oriented items, you'd de- 
lay the decision as long as possi- 
ble so that you could accumulate 
as much information about what 
was selling well in the market- 
place, what the consumer trends 
were. 

By doing that, you minimize 
your mistakes and, hence, your 
markdowns and lost sales at re- 
tail, because you’d have more of 
what the consumer wants to buy 
available in the right selections. 


Is Quick Response tied to 
the expanding interest in 
providing better customer 
service? 

Yes. And I think that’s what will 
let it evolve in the future into the 
fashion side of the business. 
Some of the really successful re- 
tailers on the fashion side under- 
stand that and are beginning to 
practice it. I think the people 
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who continue to work very far 
ahead with little understanding 
of what the consumer’s really in- 
terested in are going to find 
themselves continually caught in 
the problem of having short 
skirts when their clientele isn’t 
ready for short skirts. 


How actively should IS 
personnel be involved in 
these efforts? 

The systems people in any orga- 
nization have got to take a lead. 
They cannot do it alone, but 
they’ve got to do it. They can de- 
velop the systems; they can edu- 
cate their organization; and if 
they are empowered by their 
corporate management, they 
can even set up demonstration 
projects in one department or an- 
other to show the benefits of us- 
ing those systems to really im- 
plement Quick Response. 

You really need a broad-based 
corporate task force to oversee a 
project like this, making sure 
programs are started, monitored 
and used properly, with the re- 
sults shared. The systems folks 
are in an excellent position to 
make a significant contribution 
to these efforts and, by exten- 
sion, to the business. 


Has Quick Response im- 
proved Du Pont’s customer 
service? 

Yes. It has improved our service 
to customers who are ready to 
commit to the kinds of linkages 
and sharing of information I’ve 
been talking about. We’re ag- 
gressively driving that way, with 
both our customers and suppli- 
ers. On the whole, I'd say that it 
has improved our sensitivity to 
their strategies and issues. 


Can you measure the 
benefits? 

What we’ve seen in all the Quick 
Response projects is that sales 
increase a minimum of 20% and 
up to 50% when you put these 
methods into practice. It simply 
means being in a better in-stock 
position with the things that the 
consumer wants to buy. There- 
fore, you end up with a happier 
consumer because they can find 
what they’ re looking for. 


What is the major stum- 

bling block? 

This isn’t something that’s easy 
Continued on page 102 
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Wevemadeaname 
for ourselves in connectivity 
but you dont know it. Yet. 


Though we have an installed base of more than 70,000 connectivity devices in 
more than 38 countries, a worldwide distribution and service system, and are the 
second-largest manufacturer of 3174 compatible cluster controllers, McDATA is 
not a familiar name in the industry. Until now, our controllers and other products 

have gone by many names, sold under private label to 
widely known vendors. 

Now we are stepping forward. Twenty new 
LinkMaster® products, sold under our own name, will 
change the way the information networking industry 


thinks and acts about connectivity. 


Be ae Tit mater: Ct coor ond 27 McDATA raises network communications to a 
ASCII devices plus a token ring. 


new plane of efficiency, going beyond plug-compatibility to a sophistication in 


eres 


connectivity which represents a value in itself, not just a 
workaday necessity. 

For example, for bulk file transfers between hosts, 
the LinkMaster 6100C network processor allows files on 
a host to be sent quickly and effectively to not just one, 


but multiple hosts in multiple locations. The GNU cement pore tee 


existing channel connections for direct 
NetView interface. 





Using the LinkMaster 5000 series of channel extenders, disaster recovery 


backup tapes can be made offsite whenever they are needed, eliminating the time 


and expense of manual tape transportation. 
LinkMaster 4174 controllers inter- 
connect 3270 terminals, ASCII terminals and 
PCs to multiple hosts, either DEC or IBM. 
And LinkMaster products enhance network 
The 5000 seis of channel extender can be installed — management with direct NetView interface. 

These are just a few highlight examples of McDATA’s LinkMaster network 
solutions at work. 

LinkMaster goes beyond compatibility to the next stage of the network com- 
munications evolution, a comprehensive multivendor connectivity which, in high- 
speed, long-distance channel communications, represents the next significant 
horizon to be crossed. 

The new standard in managing large systems involves faster, more economi- 
cal, more rational channeling of data across communications barriers which previ- 


ously could not be spanned. McDATA is establishing that standard. 


We span the gaps in network communications. MICDIATA 


McDATA Corporation 310 Interlocken Parkway Broomfield, Colorado 80021 (303) 460-9200 Boston/Chicago/Dallas/Atianta/Los Angeles/San Francisco/Washington, DC/London/Munich 





Must the 
voice be 
human? 


well-designed 
combination of 
voice-response 
technology and 


ever, don’t expect the idea 
to be an easy sale with top 
management, says Mi- 


Little, Inc. in Cambridge, 
Mass 


“We generally find that 
higher management op- 
poses the use of voice-re- 
sponse systems,” Kenne- 
dy says. 

“They feel that such 
systems take away the 
personal touch and can 
make the company seem 
insensitive to customer 

In fact, he notes, cus- 


KEEPING UP WITH SERVICE EXPECTATIONS 


Butenhoff 


FROM PAGE 98 


to do. You must have partner- 
ships with the suppliers [of all 
your materials] in order to be 
able to execute it all on a short 
time cycle. It’s a long tortuous 
supply chain, and it’s character- 
ized by a lot of adversarial 
relationships. 


EXECUTIVE REPORT 


So you need Quick Re- 
sponse working through 
the whole chain, from sup- 
pliers through customers? 

Oh, yes. I think many people in 
the industry look at Quick Re- 
sponse as primarily a systems is- 
sue in a replenishment approach. 
But as soon as you get beyond 
basics, it really is going to re- 
quire a vastly different way of 
working with the supply chain. 


You're going to have to have re- 
lationships with the whole chain 
in order to make that kind of a 
partnership really work well. 


Is that going to require 
substantial changes in op- 
erations? Or can you im- 
plement Quick Response 
over existing procedures? 
I think it really requires a very 
fundamental change in the way 


many retailers work. It’s going 
to require making commitments 
and holding open the buy for 
your suppliers to work very 
close to the selling season and 
treating them as suppliers of 
first choice. The culture of the 
industry usually goes against 
that. And senior management 
has to understand the different 
way of operating that’s implied 
by Quick Response. 


What good is a powerful databa 


Even your most important data is worth- 
less if you can’t get to it—which is why you 
need NetWare® SQL” 

Nothing serves your DBMS needs 
better than NetWare SQL. That’s because 
NetWare SQL performs all data management 
processing at your network server to signifi- 
cantly reduce the network’s traffic and 
improve its performance. 

NetWare SQL is Novell’s relational 
database engine that provides powerful back- 


end database services to popular software appli- 
cations and tools. It allows NetWare? users to 
access shared database resources using a wide 
variety of spreadsheet programs, accounting 
packages, 4GLs, database managers, program 
generators and many other applications. 
Placing NetWare SQL at the server 
strengthens the integrity of your database. It 
provides fault tolerance through NetWare’s 
highly acclaimed Transaction Tracking 
System. NetWare SQL even gives you con- 
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KEEPING UP WITH SERVICE EXPECTATIONS 


How GE uses technology to turn back the clock 


BY LARRY STEVENS 


General Electric Co. invests a lot 
in creating a corporate persona 
that customers can relate to. 
When it runs television advertis- 


Stevens is a free-lance writer based in 
Springfield, Mass. 


ing for its lighting products, for 
example, GE delivers soft-focus 
portraits of family life that warm 
up the already fuzzy slogan, ‘“We 
bring good things to life.’’ And at 
the GE Answer Center in Lex- 
ington, Ky. — one of the first 
and most ambitious customer 
support lines in the country — a 


considerable array of informa- 
tion technology is deployed to 
create an old-fashioned atmo- 
sphere of down-home service. 
“Our whole purpose,” says 
N. Powell Taylor, general man- 
ager of the Answer Center, “‘is 
to make the customers feel that 
we care about them and that, al- 


though we’re a big company, we 
are accessible.” 

Judging by the numbers, the 
message is getting through. 
When it opened its lines in 1981, 
the center was handling a mod- 
est 200 calls per week and em- 
ployed 20 staffers. Today, it has 
250 employees handling more 


se if itS always stuck in traffic? 


trolled access features to protect and secure 


your important data. 


And because NetWare SQL has been 
designed specifically for the NetWare operating 1-800 
system, it’s the optimal database environment 


and increasing your network’s performance. 


Ask your local Novell Authorized 


for your distributed applications. Plus you get 
the comprehensive support of Novell's other 
data management products with development 


tools like Btrieve® and XQL? the multilevel 
application program interface to NetWare SQL. 
Start reducing database traffic jams 
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Reseller about NetWare SQL, or simply call 
-REDWORD (733-9673). 


For network solutions, 


you should be seeing red. 


than 6,500 calls each week relat- 
ing to 8,500 products spread 
across 120 product lines. Cus- 
tomers call for information on 
products prior to purchase, for 
the locations of local service cen- 
ters or retail outlets and — the 
most frequent type of call — for 
instructions on how to use a 
product that they own. 

With the information systems 
and communications infrastruc- 
ture it has created over the past 
eight years, the center is able to 
answer 95% of all questions on 
the first call and, at the same 
time, glean valuable information 
about the customer base. 


You wash, I'll dry 

At the heart of the system is a 
custom-built mainframe text re- 
trieval system, complete with a 
database with the answers to 
more than une million questions. 
When an operatpr gets a ques- 
tion such as how to eliminate film 
on dishes, he selects keywords 
from the customer’s request and 
types “film,” “dishes” and 
“dishwasher” into his operator 
console. A successful search will 
yield a paragraph or so of infor- 
mation that is read back to the 
customer over the phone. 

Although the system cannot 
anticipate every question, it has 
an extremely high hit rate. The 
150 front-line operators access 
and then read aloud a paragraph 
that answers the customer’s 
question 80% of the time. 

If a question is too difficult for 
the front-line operator, the call 
and a summary of the question is 
transferred to one of 50 techni- 
cal specialists on-site, who are 
more familiar with the database 
and GE products. To avoid re- 
dundancy, the specialist also re- 
ceives a description of the search 
procedures already tried. 

Using more sophisticated, or 
perhaps simply more persistent, 
querying of the database, these 
specialists are able to provide 
immediate answers for about 
75% of the calls routed to them 
(about 20% of the total calls re- 
ceived by the center). 

The remaining 25% must be 
researched further. The special- 
ist promises the customer a re- 
turn call and sends the informa- 
tion through the network to the 
Training and Data Group, which 
is responsible for investigating 
tough subjects and entering 
fresh data into the system when 
products are introduced or 
changed or a question not cov- 
ered in the database seems likely 
to recur with some frequency. 

Requests for product litera- 
ture are forwarded electronical- 
ly from the front-line operators 
to the company’s Literature Ful- 
fillment House, where the prop- 
er manual or brochure is select- 
ed and a mailing label is 
automatically generated. 

If a customer wants the name 
of a local service center, the 
front-line operator accesses the 
location by ZIP code, reads it to 
the customer and then forwards 
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THE POWER OF BELIEF: #1 in aseries 


When vou aun for ee eee 


vou discover its a moving target. Every advance in 


quality raises new expectations. The company 


ee that is satisfied with its 
aap progress will soon find its 


Over “eaggyruses torolan 
arda all ti nstan aban ride a 
ryone's overriding respons 


tunes are not. It is this belief that has 
spurred Motorola to a 100-fold improvement in 
quality since 1981. & Our formula is a simple 
one: First, banish complacency. Second, 


set heroic goals that compel new 


Motorola semiconductor defects, 
~~ meas aere in parts e 


thinking. Finally, “raise the bar” 


waniened he 
cara cedentagaicnttitien. 















as you near each goal. Set it out of reach all 





over again. &@ Today, Motorola’s standard is 
Six Sigma quality in all we do by 1992. In 
statistical terms: 99.9997 percent perfect. Our 
progress has been swift. Recently, Motorola 
shared the first Malcolm Baldrige ‘saa 
National Quality Award, given by 
the President. @ ‘Total customer 


satisfaction, our goal, is now on 


the horizon. We dare 
ITCH @ Tn Tate 








not rest in its pursuit. 


(S) MOTOROLA 
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the customer’s name and address, via a 
telecom network, to the service center. 

Whenever some follow-up action is re- 
quired from a service center, the opera- 
tor can elect to “close-loop” the request, 
which causes the system to signal a super- 
visor if the follow-up action has not been 
completed in a specific time period. 

The text-retrieval system, which 
boasts ¥2-sec. response times, took the 
GE Answer Center 11,000 man-years to 
develop in the early 1980s; it is now al- 
most entirely user-driven, according to 
Carole Stagnolia, manager of information 
systems. This allows the three analyst/ 
programmers at the center to work on re- 
finements and enhancements. 

The most recent such project was 
completed six months ago when all GE de- 


KEEPING UP WITH SERVICE EXPECTATIONS 


EXECUTIVE REPORT 


GE's Answer Center 


partments were given direct access to 
many of the statistics generated by the 
center’s database and the ability to create 
their own reports. 

Product development teams use the 


information to uncover areas in 
which customers are experienc- 
ing problems that may indicate 
the need for a design improve- 
ment. Marketing groups scan 
the statistics for clues to custom- 
er interests. Advertising depart- 
ments look for the times and 
dates when customers phone 
about specific products to help 
them judge which media cam- 
paigns are having the biggest im- 
pact. 

The largest new task that 
programmers will be responsible for is a 
conversion project to move all the data 
from its current residence on a Bull H. N. 
Information Systems, Inc. 3DPS90 main- 
frame system to three IBM 3090s run- 


INTEGRATED OFFICE SOFTWARE 
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UNIPLEX — OURS WORKS. 


Uniplex Works Now, And In The Future. 


Uniplex Works. 


With an X Windows terminal, a workstation or 
a character-based display, Uniplex simultaneously 
allows past and current technology to coexist on 


one computer or many. 


We support 80 different UNIX derivatives, from 
single-user micros to huge mainframes. Uniplex 
software runs on more than 200 computer models 


under UNIX and MS-DO” 


The Uniplex integrated office system provides 
text processing, financial spreadsheet, relational 
database information, electronic mail, time manager, 
report writer and business or bit-mapped graphics. 

And, Uniplex works transparently with data from 
industry leading databases such as Informix™ and 


Oracle®. 


MS is a trademark of Microsoft 


Uniplex has been developing proven, stable office 
software for seven years. 
Our migration path travels from existing solutions 


to meet the latest advances in computer hardware 


are left behind. 


and X Windows technology. With Uniplex, no users 


Uniplex. Ours Works. 


UNIPLEX 


150 West Carpenter Freeway Irving, Texas 75039 
Telephone: (214) 717 0068 1 800 356 8063 


In Canada call: (800) 361 9610 


i UNIX is a registered trademark of AT&T. Macintosh and A/UX are registered trademarks of Apple Computer, Inc. Informix is a 


Corporation. 
trademark of Informix Software, Inc. Oracle is a registered trademark of Oracle Corporation. X-Windows is a trademark of MIT. 
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ning DB2. To avoid overloading the cen- 
ter’s resources, Stagnolia is phasing in 
that conversion. The first stage was com- 
pleted a month ago. 

Besides launching new projects, pro- 
grammers monitor the system. Whenev- 
er a new service is added or a large 
amount of new data is keyed in, the net- 
work is checked to ensure that it main- 
tains a subsecond response time. Pro- 
grammers recently instituted a system 
that allows supervisors to rate the quality 
of answers customers are receiving. 

Ina very real sense, the goal of Stagno- 
lia’s group is to make the system appear 
as simple as possible to customer and in- 
ternal users alike. ‘“Technology should be 
as invisible as possible to those who use 
it,” she says. @ 


Predesign 
checklist 


hat’s different about 
designing customer 
service systems? A 
lot, says Bro Uttal, a 
New York-based con- 
sultant and co-author of Total Cus- 
tomer Service: The Ultimate Weap- 
on. Uttal offers the following 
recommendations for information 
systems managers considering cus- 
tomer service projects: 
e Be aware of the role the customer 
will play. Significant efficiencies can 
be gained by involving the customer 
in the service. For example, invest- 
ing in self-diagnostic equipment 
could allow the customer to fix 
problems on his own. 
e Consider the degree to which you 
want to centralize. Unlike applica- 
tions for which the best solution is 
either central or local control, cus- 
tomer service often demands a mix 
of both. It may make sense to come 
up with two systems: a centralized 
problem-solving facility and a local 
system for field offices. 
e Response time in a centralized fa- 
cility is important in any application. 
But in customer service, it is even 
more critical. You have a relation- 
ship with the customer, and you do 
not want to jeopardize that by mak- 
ing him wait for service. 
e Records of customer transactions 
should be designed to avoid redun- 
dancy. Instead of making each per- 
son who handles a call repeat the se- 
quence of access commands, you 
should design a system that allows 
easy and virtually instantaneous 
transfer of the complete records be- 
tween different workstations. 
e Understand the environment you 
are in. Often, customer service rep- 
resentatives are poorly paid, part- 
time workers who have neither the 
skills nor the authority to solve 
many of the problems customers 
bring to them. This means that an 
effective customer service informa- 
tion system will have to cross orga- 
customer service group will not be 
able to respond effectively without 
access to other departments. 
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Beyond hypertext hype 


What’s going on behind that pretty user interface? 


BY LIORA ALSCHULER 


ow many articles on 
hypertext start with a 
gee-whiz scenario such 
as “Imagine being able 
to read every word ever 
written about coffee 
machine maintenance, 
delivered fast and just 
the way you like it, with 
a few simple key- 
strokes’? 

Hype has threatened to over- 
whelm hypertext ever since the 
publication of Ted Nelson’s bril- 
liant 1974 cult classic, Comput- 
er Lib/ Dream Machines. In this 
trippy, free-form book — 
cleaned up and reissued last year 
by Microsoft Press — Nelson 
uses drawings, various type sizes 
and other devices to describe a 
new world in which all informa- 
tion is contained in one big 
hypertext (which he describes as 
“nonsequential” writing). The 
book’s origina! hand-drawn cov- 
er featured a caped, flying hippie 
and this hint of drama: ‘‘Super- 
student Meets Hypertext!” 

Given such science fiction- 
like roots (Nelson repeatedly 
quotes from the film 2001: A 
Space Odyssey) and later prom- 
ises of information delivered 
“your way,” it is little wonder 
that many organizations have 
dismissed hypertext as a nice but 
impractical daydream unsuited 
to everyday applications. In- 
deed, many first-generation 
hypertext applications offered 
an attractive user interface but 
lacked supporting tools. 

As a result, information sys- 
tems managers tend to fall into 
two groups: those who have ac- 
cepted hypertext uncritically 


Alschuler is project manager of emerg- 
ing technology at Miles-Samuelson, Inc., 
a New York technical publishing house. 


and have been burned and those 
who cannot be bothered to fight 
through the promotional smoke. 
Both groups need to ask, “Is 
hypertext more than just a pret- 
ty facade?” 

The answer — with a few 
qualifications — is yes. Some se- 
rious problems remain, howev- 
er. In the two years since the re- 
lease of Apple Computer, Inc.’s 
Hypercard and resurrection of 
Nelson’s hyperdream at the 
Hypertext ’87 conference, sev- 
eral full-scale business and tech- 
nical hypertexts have emerged. 
Notable examples include an 
electronic version of the Oxford 
English Dictionary, a reference 
work called the ‘Engineering 
Data Compendium” and a new 
Ford Motor Co. project called 
the Service Bay Diagnostic Sys- 
tem (see story page 111). More- 
over, a new generation of hyper- 
text products, many of which use 
expert systems or 
databases to han- 
dle underlying 
tasks, are starting to 
appear. 

Discussion among 
vendors, users and re- 
searchers continues this 
week in Pittsburgh at ifyper- 
text ’89, a three-day conference 
sponsored by the Association for 
Computing Machinery. Sessions 
will explore key topics such as 
hypertext architectures, inter- 
faces and applications. 

Lessons learned from such 
gatherings and from pioneering 
organizations can teach volumes 
about what does and does not 
work in hypertext and how much 
it all costs. If the right lessons 
are learned, many more solid 
commercial ayplications can be 
expected to fall to Earth in the 
near future. 

Hypertext hype is attractive 
because it addresses a wide- 


spread _ need: 

Many organiza- 

tions require a 

better way to 

access complex 

technical information. In many 
companies, such information has 
outstripped the capacity of tradi- 
tional documentation to describe 
it. 

Computer documentation, for 
example, often occupies more 
bytes than it describes and can 
be outdated before it is pub- 
lished. Hypertext offers an at- 
tractive solution. 

“For millennia, we have had 


° Lack of underlying structure a problem 


° Books still better for many uses 


MARK FISHER 


to structure our information to 
fit the confines of paper,” ex- 
plains promotional literature 
from Owl International, Inc., a 
Bellevue, Wash., publisher of a 
hypertext product called Guide, 
which the company says is the 
first commercial hypertext for 
personal computers. “But ... 
we can now give documents 
many shapes. We can 


+ Embedded expert systems show promise 
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\pril 27, 1989 


Trusthouse Forte needed to automate its reservations and prop- 
erty management system so it could manage its properties more 
efficiently and improve customer service. AT&T and AT&T Autho- 
rized Value-Added Reseller, Encore® Systems, Inc., created a solu- 
tion for over 500 hotels by integrating the reservation system with 
a property management system. AT&T’s Jerry Trapp and Encore’s 
Mike Otten join Trusthouse Forte's Bill Hanley to retell the story. 


Bill: Dated. That’s how I would 
describe our old reservation and guest 
billing systems. They just couldn’t 
reserve rooms or bill our guests fast 
enough. On top of that, some hotels were 
manually booking rooms while others 
were running a smorgasbord of property 
management software packages. 

Jerry: Because nothing was plugged 
into your central reservations system. 
Your guests were not getting the service 
they deserved. And it was driving your 
hotel managers nuts as well. 

Bill: And when your customers don’t 
get service, that’s when you lose their 
business. You can see why I needed a 
lodging expert like AT&T, who under- 
stood my business well enough to cus- 
tomize a bulletproof solution to it. Who 
could seriously integrate software and 
hardware without trashing the huge 
investment I'd already made in my cur- 
rent system. 

Jerry: You needed to turn the dated 
system into something you could really 
use. Fortunately, AT&T has solved a num- 
ber of problems like yours in the lodging 
industry. And we chose to team up with 
another lodging pro like Encore Systems, 
Inc. Together we could really zero in on 
your special software demands. 

Mike: That’s right. We knew right off 





that you needed a lot of flexibility built 
into the system. For example, it had to be 
able to be used at any size hotel—from 40 
rooms to 400. 

Bill: Which is critical. We want the 
smaller hotels to get as much out of it as 
the large hotels. And they are. Now our 
hotels have the ability to create guest pro- 
files. Plus customer billings from restau- 
rant to phone to movie charges are all 
automated. Now our managers can spend 
more time on their 
most important 
job—keeping our 
guests happy. 

Jerry: Another 
nice advantage is that 
they can, in seconds, 
interactively reserve 
rooms all over the 
world. And then 
monitor and report 
results back to head- 
quarters. So head- 
quarters, in turn, can 
use that data intelli- 
gently for designing 
future marketing 
programs. 

Mike: The qual- 
ity of service you're 
giving your guests is 
soaring. 

Bill: You said it, 
Mike. In fact, we've 
heard good things 
from the hotels that 
have the system roll- 
ing. Service stan- 
dards are better and reservations are 
made in a flash. And satisfied guests are 
what we want most in this business. 


Encore is a registered trademark of Encore Systems, Inc. UNIX is a registered trademark of AT&T in the U.S. and other countries. © 1989 AT&T 
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structure the document to fit the informa- 
tion.” 

A functional definition of hypertext is 
an electronic text that lets users skip be- 
tween related but noncontiguous pieces 
of text. The logic behind the approach is 
that no one reads such documentation 
front-to-back. Hypertext lets the author. 
and in some cases the reader, link any 
piece of text to any other piece of text, in 
any order. Proponents hold that this is the 
best way to find needed material quickly. 
Technical information such as reference 
guides, maintenance and procedural man- 
uals, specifications, proposals and ency- 
clopedias are considered ideal candidates 
for hypertexts. But if hypertext is all it is 
cracked up to be, why aren’t organiza- 
tions’ bookshelves filling up with hyper- 
texts to replace yards of traditional docu- 
mentation? 


Behind the pretty face. . . 

One basic problem is that the first genera- 
tion of commercial hypertext has not re- 
placed the book structure with anything 
better or even as good. So far, old-fash- 
ioned books are winning. 

“Tf you can reach for a book and get an 
answer more quickly, you don’t need 
hypertext,”’ says Tom Rearick, an artifi- 
cial intelligence engineer and president of 
Big Science, Inc. in Atlanta, which is 
working on the problem of computerized 
text delivery. “‘There is no justification 
for hypertext unless it is faster, cheaper 
and more up-to-date.” 

One problem slowing the acceptance 
of hypertext has been a tendency among 
users to be wowed by its pretty face, ig- 
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noring what is behind the initial interface. 

According to Janet Walker at Digital 
Equipment Corp.’s Cambridge Research 
Laboratory in Cambridge, Mass., when 
most people think of hypertext, they 
think only about the interface, forgetting 
the underlying data structure and the 
tools required to create that structure. 
Thus, Walker, a cognitive psychologist 
who herself has written technical docu- 
mentation, explains that buyers are not as 
critical as they should be. 

Another big problem is that first-gen- 
eration hypertext applications tended to 
overstate what could be delivered in a 
larger project. Small-scale hypertext 
demonstrations often look great, says 
Bob Glushko, senior research scientist at 
Search Technology in Atlanta, but the re- 
ality often is different. The reason is that 
hypertext demos made with off-the-shelf 
software do not scale up to larger projects 
very well. 

Although a demo connecting a few 
pieces of information, paragraphs or pic- 
tures can be assembled while you watch, a 
full-scale hypertext requires thousands of 
links between thousands of disparate 
pieces of information. Therein lies the big 
problem with many first-generation 
hypertext packages: lack of structure. 

Text structure refers to headers, foot- 
ers, subtitles, use of italics and boldface, 
tables of contents, indexes, headings, sub- 
headings and other publishing conven- 
tions that help readers locate the desired 
text from the thousands of pages. Glushko 
says unstructured hypertext is fine if you 
want to browse from the history of the 
buffalo nickel to Buffalo, N.Y., to Buffalo 


When you want fo connect a high- 
performance page printer and 
you don't have a large 
IBM computer system... 
Call Spur! Get online today with a Spur Universal Subsystem 


Adapter ("USA") printer interface. 


Highly reliable interfaces available 


for most popular high-speed printers featuring: 
DEC VAX «IBM System 36, 38 & AS/400 
eMicrovax «Unisys (Burroughs) 
NEW! HIGH-PERFORMANCE INTERFACES FOR: 
NCR « HP/IB Bus «IBM System 38 Channel 


SPUR CAN ALSO ATTACH THESE PAGE-PRINTING SYSTEMS: 
All Xerox Centralized Printers 
All Siemens Printers « All StorageTek Printers 
All On Line COM Units 


TEL: (213) 322-0012 *FAX: (213) 322-1454 


SPUR PRODUCTS CORP. 


1222 EAST GRAND AVENUE 


EL SEGUNDO, CA 90245 


Springfield to buffalo mozzarella. But 
business and scientific applications sel- 
dom wish to do such free-form linkages. 

To make hypertext work for business, 
methods are needed to guarantee that us- 
ers can find the correct-information quick- 
ly without wading through extraneous 
material. The reader needs to see all rele- 
vant portions in an order that makes 
sense. Real-world demands require a sys- 
tem to create such links. Even if you man- 
age to insert all needed links manually, un- 
less you track them or arrange them 
systematically, users will not be able to 
verify or update the links. 


ing to see text-to-hypertext conversion as 
an area that could yield big savings in time 
and money while improving presentation 
quality. The second generation of com- 
mercial hypertext products that exploits 
rather than ignores text structure will 
soon be available. 

While not everyone agrees that text- 
to-hypertext and diagram-to-diagnostics 
can be automated, most agree that using a 
document’s existing structure is better 
than creating a whole new structure for 
large on-line presentations. 

Hypertrans from Texas Instruments, 
Inc., for example, automates hypertext 


UT IF HYPERTEXT is all it is cracked up to be, why 
aren’t organizations’ bookshelves filling up with 
hypertexts to replace yards of traditional 


documentation? 


In their rush to break away from “‘lin- 
ear” books, hypertext developers have 
given themselves the task of reinventing 
the wheel. Their biggest challenge is to 
put meaningful structure back into the on- 
line presentations. Commercial hyper- 
texts provide tools to link disparate pieces 
of information but provide no built-in 
structure for doing so. Unfortunately, 
many first-generation commercial hyper- 
text programs required rebuilding text 
structures by hand. 

When hypertext links are put in by 
hand (called “hand-crafted” or ‘‘hand- 
tagged” hypertext), no mechanism exists 
to ensure that links will occur between all 
the pieces that need to be linked, that us- 
ers can go from piece to piece in an order- 
ly manner or that pieces can be updated 
systematically. A hand-tagged hypertext 
not only lacks an updating mechanism, it 
also makes users update the links them- 
selves. The problem is that links requiring 
updating may not themselves be docu- 
mented. 

Unfortunately, most commercial 
hypertext programs — Guide and Hyper- 
card, for example — require the hyper- 
text author to manually connect and 
structure all text and graphics. According 
to Walker, what most people call hyper- 
text is actually a “point-and-shoot” inter- 
face. Such an interface lets authors posi- 
tion the cursor on a word, click or press 
Enter and instantly bring up a related 
piece of text. Users of such systems often 
forget about the underlying structure of 
the text and what it takes to create that 
structure. 


Expert systems offer hope 

Another problem is rooted in the differ- 
ence between the nature of books and 
computer screens. Because word proces- 
sors and desktop publishers format text 
for printers — not for on-line retrieval — 
readers cannot flip through page headers 
in a word processor the way they would 
with a book. 

In electronic text formatted for print, 
readers can search for and find a charac- 
ter, word or word string, but this does not 
convey text structure. Faced with long, 
undifferentiated character. strings of 
word processors, it is easy for users to get 
lost in unstructured hypertext. What are 
the alternatives? 

A number of organizations have turned 
to artificial intelligence and expert sys- 
tems to structure hypertext. As an alter- 
native, corporations of all sizes are start- 
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translation by creating a database. Hyper- 
trans creates a database structure that 
works with the ASCII file of the original 
text and that can be used to support any 
hypertext interface, including Guide, Hy- 
percard, Sun-based KMS or Discover, a 
hypertext interface developed by TI. 

TI’s hypertext experience dates back 
to 1980, when the ‘‘Speak-and-Spell”’ 
educational tool became the model for an 
error-reducing hypertext system for the 
military, later scrapped because it was too 
expensive to create applications. 

Steve Morriss, a TI engineer on the 
original project, says that hand-tagging 
text is a “‘black-art”’ that has given hyper- 
text a “bad rap” and has priced it out of 
the market. The biggest problem in creat- 
ing an affordable system, Morriss says, 
was to capture the implicit intelligence of 
the printed text. “I used to open a refer- 
ence book to the first picture. I was never 
taught how to use its structure, but the 
structure is 90% of the story.” 

Hypertrans and similar text-to-hyper- 
text systems now under development ad- 
here to a book’s structure without re- 
creating it by hand. Now available as a 
service product, TI will offer the product 
at a price tag of around $500, through a 
word processing vendor, later this year. 

(TI’s pricing shows the relative worth 
of the interface and the data structure: 
The interface costs $50, a data-conver- 
sion service costs approximately $30 per 
page. While this price would add between 
10% and 20% to the cost of producing 
technical documents, it may turn out to be 
cost-effective if it can convey the original 
print structure on-line and avoid custom 
programming.) 

While costly, the true advantage of Hy- 
pertrans is that it puts the structure of the 
original work into a database rather than 
into an undocumented, and perhaps sub- 
jective and incomplete, flat file. Text 
linked with a database gives the author 
systematic methods to establish and keep 
track of the links. Other instances of AI 
amplifying the intelligence in existing 
documents, rather than replacing it, are 
the conversion of the “Engineering Data 
Compendium” to compact disc/read-only 
memory by Search Technologies in Atlan- 
ta and the electronic Oxford English Dic- 
tionary from the Centre for the New Ox- 
ford English Dictionary at the University 
of Waterloo in Waterloo, Ontario. 

Similar to the way Hypertrans uses ex- 
isting text structures to create hypertext, 
I-CAT from Automated Reasoning in 
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New Ford diagnostic 
system to debut in 1990 


The days of fixing your Ford on a Saturday morning with a timing light, a wrench 
and a cold drink may be gone forever. Today’s high-tech automobiles make it 
much tougher for backyard mechanics to diagnose and fix problems, a fact ac- 
knowledged by the nation’s largest auto maker. 

Over the next year, Ford Motor Co. expects to wrap up a four-year project — 
potentially worth up to $42 million — that could eventually place sophisticated 
automobile diagnostic systems in as many as 1,500 large Ford dealerships nation- 
wide. The company’s Service Bay Diagnostic System (SBDS) is an IBM OS/2- 
based application that Ford officials say will use hypertext, directed by an under- 
lying expert system, to replace traditional printed manuals and analog testing 
devices. The project is among the largest to date using those fledgling technol- 
ogies. 

Six limited pilot systems have just been released in Florida and Michigan, the 
company said. A full pilot is expected in the first quarter of 1990, and a final prod- 
uct release is set for the end of 1990, a year behind the original schedule. 

Under development since 1986, SBDS was designed to automate shop-floor 
diagnostics and testing by advising, guiding and assisting company service tech- 
nicians. 

Systems developers say that automated diagnostics are virtually required to 
properly maintain today’s electronically controlled engines. Conventional 
troubleshooting devices “don’t have the ability to probe and analyze like a com- 
puter can,” says Gary Kahn, director of Product Development and Services at 
the Carnegie Group, a Pittsburgh consultancy that is developing the expert sys- 
tem components of SBDS. 

Developers 
say that the com- 
plexity of today’s 
engines, coupled 
with the number 
of models and 
model years, ex- 
ceeds the capabil- 
ities of existing 
information deliv- 
ery systems. 

The major 
components of 
SBDS are custom 
diagnostic hard- 
ware based on 
personal comput- 
ers from Hew- 
lett-Packard Co. 
in Palo Alto, 
Calif., the prima- 
ry contractor and project leader; an expert system from the Carnegie Group; and 
a hypertext interface from Owl International, Inc. in Bellevue, Wash. 

With SBDS, a Ford technician can enter the vehicle model and year into the 
PC using a touch screen, describe the symptoms and perform the prescribed 
tests. SBDS may ask for more tests or indicate what parts to adjust or replace. 

Hypertext provides a user interface to the underlying expert system, which 
will provide diagnostics and will communicate with the hypertext when it needs 
input or has output. 

Besides its scope, the Ford project is notable because it illustrates the difficul- 
ties of integrating hypertext with expert systems. Ford officials say that on the 
road between the computer-aided design station and dealer’s garage, its plans for 
both the expert system and the hypertext have shifted gears. 

According to Leonard Tedesco, service systems design section supervisor in 
charge of SBDS development at Ford, the expert system component of SBDS has 
been transformed and nearly halved in size. 

Emphasis has shifted from developing the hypertext user interface to translat- 
ing existing repair and diagnostic manuals to hypertext. The conversion is neces- 
sary so that information contained in existing manuals can be used on the new 
system. 

The original concept called for the expert system to create diagnostic routines 

In the new approach, the expert system will capture the knowledge of human 
experts. Ford engineers will write diagnostic and troubleshooting routines — 
much as they would for conventional documentation, Kahn says — which will 
then be translated into machine code. 

While Ford has not yet put a final sticker price on SBDS, it indicates that it will 
be priced competitively with analog diagnostic units that cost about $28,000 
each, bringing the potential total value of the SBDS project to around $42 million 
if 1,500 systems are sold. 


Ford revs up high-tech auto faating system 


LIORA ALSCHULER and JOSEPH MAGLITTA 








| Rosylyn, N.Y., automates diagnostics us- 


ing the diagrammatic portion of a techni- 
cal document. I-CAT is a logic-based, as 
opposed to frame-based, rule-based or ex- 
ample-based, expert system. 

A block diagram in a standard mainte- 
nance manual is an array of rectangles 
connected by arrows. Each box repre- 
sents a circuit element, a single compo- 
nent or an entire system; the arrows rep- 
resent the signal flow between these 
elements. Generally, blocks represent a 
higher level of abstraction than a sche- 
matic diagram. 

I-CAT inputs modified functional block 
diagrams, or “logical block diagrams,” 
and outputs interactive diagnostic rou- 
tines. I-CAT suggests tests, analyzes 
feedback and pinpoints faulty parts. It can 
connect directly to automated test equip- 
ment and provides faiiure analysis for en- 
gineers. It also considers testing and re- 
placement costs and previous failure rates 
when recommending repair procedures. 

Both products, Hypertrans and I-CAT, 
use AI to capture and enhance the infor- 
mation in technical documentation in- 
stead of using AI to recreate it. Because of 
this, their vendors claim these products 
are more cost-effective than systems that 
build hypertext and diagnostics from 
scratch. Because of their cost, format 
flexibility and ability to run on standard- 
ized platforms, vendors say that these 
products can be more widely distributed 
than custom-built systems. 

Symbolics, Inc. in Cambridge, Mass., 
sells Document Examiner, a writing tool, 
and Concordia, a user interface. Both 
were developed for internal use and later 
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offered as a stand-alone system for Sym- 
bolics- and LISP-compatible Macs. 

Although the last two years have seen 
many advances in the development of 
hypertext, several challenges remain. 
First-generation hypertext products pro- 
vided a user interface without a data 
structure. Constructing large-scale busi- 
ness and technical applications from these 
hypertexts is like building the space shut- 
tle Columbia from the control panel of a 
Mercury capsule. 

The next wave of hypertext products 
substantiate the hypertext interface with 
automated text-to-hypertext conversion 
or with other structural techniques like 
document databases. Developers must 
establish standards for hypertext ex- 
change and a set of terms that distin- 
guishes among different types of hyper- 
text. And they must provide organizing 
tools for hypertext authors. 

On a broader scale, companies and 
courts must continue to sort out the com- 
plicated legal issues surrounding hyper- 
text. What are the copyright issues sur- 
rounding text-to-hypertext conversion? 
Do authors control the format of the con- 
verted work? Also to be assessed is the 
impact on hypertext of Computer-Aided 
Acquisition Logistics Support, the mili- 
tary’s mandate to place all technical mate- 
rials into electronic form. 

Ultimately, hypertext will survive if it 
solves problems and does things better 
and cheaper than existing methods. “‘Peo- 
ple shouldn’t buy a product because it’s 
hypertext,’ Big Sciences’ Rearick con- 
cludes. “They should buy it because it 
solves a business problem.” e 
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Now, you can translate mainframe and 
microcomputer report information 
directly into PC spreadsheets and data- 
bases with Autolmport™ The “must” 
utility for any PC user who analyzes 
and uses corporate data resident in 


other systems. 


AutoImport—from the creators of the 
award-winning file transfer utility, The 
Brooklyn Bridge™ See your dealer or 


call (800) 344-6783. 


Come visit us at Booth #B-1944 at the 


| COMDEX show for a personal demo. 


The Brooklyn Bridge is a trademark of Fifth Generation Systems. Inc 
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CompuAdds low prices 
in a catalog, there's a 
surprise in store for you. 





S ust: vali intoa -CompuAdd Sigrsioee: 
--You'll find the:same low prices that you find 
jn our catalogs, Low prices.on systems, soft- 
“ware, peripherals and ‘consumables. 

~And you'can-touch the machines. Get 
the feel of the keyboard and compare moni- 

~ tors side-by-side before you buy. Shop 
_ peripherals and software. Check Prices on 
~ Sonsumables.. : 
- How can we offer catalog prices iri a 


~ retail: ‘Store? Simple. We cut-out the middle-- ~ 


~-mneni, The stores are ours and the people. : 
> who work there are CompuAdd people who 
~ know our products inside arid out. 
~ Remember; low prices don’t mean less 
- support and service. Every CompuAdd per- 
- sonal computer comes with a:30-day, 
* no-questions-asked, money-back guarantee. 
~»Plus-a toll-free technical-and-customer sup- 
~ port line that” s just a phone call away. We 
offer-on-site service within over 260 
- Memorex Telex service areas, nationwide. 
And for CompuAdd models 220 and-above, 
-con-site sevice is free for one year: Call and 
“you'll fave a ‘service representative in your - 
office the next business day. - 
--Or you can-take your system to any: 
* ConmpaAdd Superstore. Every store:is 
a __ -Comipany-owned: and has. compe epee 
~~. facilities. = 


2 all part c of our customer: driven way 
= - of doing business. Instead of-corporate jets 
“or fancy offices, our money goes into top 

- talent, the best all-around support and ser- 
= = ery oe enering 


. ee ‘And, either way, you'll - 
re ees 


CompuAdd 


810 


Proven XT technology working at IOMHz anit now in aprice 
range every home.and_bisiness-can afford. System, $595. 


* NEC V20® processor ninring 
at JOMHz. 

*640KB-RAM with parity 
checking. 

* Built-in dual IDE hard drive 
interface. 

» Built-in dual diskette drive 
controller 


* Buile-in paraliel printer port. 
*Two built-in serial ports. 
* Three full-size expansion 
Sos. 
« Two half-size expansion slots. 
* Built-in game port interface. 
Monitor optional . 


Compahed 


316s 


You. can open the door to 3868X software at‘ar affordable 
price. It's a 386-running at }6MHz. System, $1495. 


*-80386S X processor running 
at 16MHz. 

* IMB RAM expandable to 
4MB-on motherboard. 

* O waitstate page-mode 
memory. 

* Built-in dual IDE hard drive 
interface. 

* Built-in dual diskette drive 


controller. 
+ Built-in parallel printer port. 
* Two-built-in serial ports. 
* Five expansion slots: 
three full-size-16-bit and 
wo half-size 8-bit. 
*. Built-in game port interface. 


»-=-One.year's free. On-site Service. 


Monitor optionat. 


CompuAdd 


220 


Complete with 40MB-hard-drive, Monochrome VGA monitor. 
disk-caching software; 101-key enhanced keyboard and one year 
of free on-site service. $2449. 


-- * $6286 processor running at 


-20MHz. 

= OQ-wait state page-mode 
memory. 

* IMB RAM expandable to 
5MB on system board. 

» LEM 4.0 support. 

* ROM shadowing into faster 

--DRAM 


© 5,25" ].2MB or 3.5” 1.44MB 
diskette drive. 


» Dual diskette drive con- 
trollér:and‘dual IDE hard 
drive interface, 

‘ Yebe VGA video adapter 


ales built-in ports (two serial, 
one parallel). 

«Six available expansion 
slots. 


Color VGA monitor optional. 
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* The Wall Street Journal (1987) — “Survey of the information Processing Marketplace”’. 
* The Adams Co. (1988) — “Information Systems Management Study”. 
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products, people, developments, trends and issues — things professionals like you need to know to 
detailed head-to-head comparisons of the industry's latest products. 


get ahead. And stay there. 


you're reading COMPUTERWORLD now. And if you’re on the routing list instead of the subscriber 
With your own subscription to COMPUTERWORLD you'll keep on top of all the latest news, 


That's why it’s the best read publication* among MiS executives in America. That’s probably why 
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INSIGHT 
Patricia Keefe 


Slamming 
‘open’ doors 


Can we just 
slam the window 
shut on any- 
thing that starts 
with “open” or 
ends with 
“ware?” Both 
are particularly noxious in their 
repetitiveness and notable for 
their uselessness. 

Think about it. You’ve got 
Open Systems Interconnect, 
Open Desktop, Openview, 
open systems, open computing 
and the Open Token and Open 
Software Foundations. There is 
vaporware, dribbleware, 
betaware, other ware and who 
cares where. Users every- 
where would appreciate it if ven- 
dors would look upon their 
wares as fine wine: Release none 
before its time. Otherwise, we 
end up with dribs of this, drabs of 
that and creaky postprototypes 
that don’t have the gas to roll out 
of beta. 

Why sic this stuff on users? 
Vendors who play this game 
seem to be unaware that they 
risk sullying their reputations, 
irritating users and damning 
potentially decent products. 

Take Intel Corp.’s 1486 
chip. Rumors of flaws and bugs 
— the stuff Intel likes to call 
“errata’’ — have abounded. In- 
tel told me recently there were 

Continued on page 118 
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Leasing firms in Blue shadow 


BY NELL MARGOLIS 
CW STAFF 


Aggressive competition from 
IBM and its captive leasing com- 
pany, IBM Credit Corp. (ICC), 
still ranks as the leading concern 
among members of the comput- 
er-leasing industry, according to 
the findings of the Computer 
Dealers and Lessors of America 
(CDLA) industry survey, re- 
leased late last month. 

According to analysts at 
Gartner Group, Inc. in Stamford, 
Conn., nothing in the evolving 
IBM/ICC relationship or in a pot- 
pourri of IBM leasing deals 
brewed up for customers’ delec- 
tation in recent months is calcu- 
lated to cause the Big Blue threat 
anear-term slip in the ratings. 

However, Gartner Group 


Japan gathering strength 


noted in its analysis of the CDLA 
findings that IBM is already be- 
ginning to run into a wall or two 
in the leasing area. That, com- 
bined with a new wave of leasing- 
industry stability triggered by 
the bankruptcy of leasing player 
Continental Information Sys- 
tems, Inc. (CIS) early this year, 
could be hastening an already 
predicted shift from a lessees’ to 
a lessors’ market over the next 
several years, Gartner Group 
said. 


Discount inferno 

IBM discounting, a thorn in the 
side of lessors who find them- 
selves unable to construct price- 
competitive deals and still make 
a profit, ‘appears to have be- 
come a way of life with IBM dur- 
ing 1989 as it strives to retain its 


revenue targets,” Gartner 
Group observed. Gross margins 
in the 45% to 70% range, 
Gartner Group said, allow it to 
do so. However, the firm further 
observed that the margins are 
merely wide, not infinite; con- 
stant discounting is likely to take 
its toll on IBM, which could have 
a hard time finding its way back 
to list prices. 

The process, in fact, may al- 
ready be taking place. Several 
analysts speculated that ever- 
deeper discounting was one of 
the factors that last month hand- 
ed IBM third-quarter results 
that disappointed Wall Street 
and disconcerted smaller com- 
puter companies. 

Similarly, Gartner Group not- 
ed an apparent strengthening of 
the IBM/ICC alliance, with a 


Issues of concern 

Out of the 10 top issues cited as 
important by leasing companies, 39% 
claim that they are keeping a close 
eye on IBM 


IBM practices ..++++++3% 
Captive aggressiveness . 37% 
Financial stability .....17% 
Consolidation ......++17% 


Slowdown of 
mainframe growth. .... 16% 


Shortened life cycle ...15% 
Tax laws ..ccccceseeee 14h 
Funds availability .....11% 


Economy ...+++ee00++8% 
Base of 92, multiple responses allowed 


SOURCE: GARTNER GROUP, INC., CDLA ‘CW CHART: JOHN YORK 


lengthening list of bundled finan- 
cial offerings and equipment ex- 
Continued on page 119 





for U.S. software assault 


BY AMY CORTESE 
CW STAFF 


Many of the basic industries in 
the U.S. have felt pressure from 
Japan and other countries. Now 
Japan threatens to take the lead 
in software engineering, long 
considered a U.S. stronghold, 
according to many computer- 
aided software engineering 
(CASE) experts. 

The Japanese reportedly are 
chipping away at U.S. software 
leadership with the same tools 
they applied to automobiles and 
consumer electronics: an em- 


phasis on quality, employee in- 
volvement and training — and a 
lot of government support. 

For instance, NEC, the Japa- 
nese computer manufacturer, 
sponsors a software-quality con- 
ference twice a year and invites 
its employees to submit papers. 
Last year, more than 1,000 tech- 
nical papers were submitted. 

“It demonstrates a passion 
for quality not seen in the U.S.,”’ 
CASE consultant Ed Yourdon 
told an audience at the Showcase 
conference in St. Louis. 

The Japanese, known for 
making the most of scarce re- 


sources, have focused their at- 
tention on reusability. The aver- 
age software development shop 
in Japan reuses 70% to 80% of 
its code, Yourdon said. Reusabi- 
lity is typically worked into the 
budget and project schedules up 
front, he said, with goals set for a 
specific level of reusability de- 
pending on the project. On the 
other hand, he added, their U.S. 
counterparts often have a vague 
notion of reusability. 

After years in the making, 
IBM’s repository is due this 
spring, promising a common 
place for corporations to store 
and manage software develop- 
ment information. Meanwhile, 
Japanese developers are explor- 
ing a more ambitious goal of es- 
tablishing a nationwide reposi- 
tory of software objects and 


Think Digital 
Think Ross 


Pas Stems 


1860 Embarcadero Road/ Palo Alto, CA 94303/ 415-493-7850 


The Digital Standard 
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Ross Systems 
and Digital Equip- 
ment Corporation 
are like beer and 
ballgames. It's hard 
to imagine one 
without the other. 
Ross is dedicated 
solely to Digital with 
an extensive line of 
applications soft- 
ware available only 
for the DEC VAX. 

You chose Digital 
for its technological 
advantage. And 
you'll select Ross 


because we under- 
stand how to trans- 


late DEC technology 


into software 

benefits for our cus- 
tomers. Ross has 20 
years of operational 


Accounting 


General Ledger 
Accounts Payable 
Accounts Receivable 
Fixed Assets 
Purchasing 
Payroll/Personnel 
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experience and a 
worldwide base of 


customers. We know 


it takes more than a 
big name to make an 
installation success- 


ful. 


Distribution 


Order Entry 
Inventory 
Purchasing 


reusable code, as part of the gov- 
ernment-sponsored SIGMA 
project. 

The project itself is a symbol 
of Japan’s determination to mas- 
ter software. It is also an illustra- 
tion of how that country plans for 
the future. The $200 million 
project was undertaken after a 
government study in 1985 pro- 
jected that there would be a 
shortage of programmers. 

Jerry Evans at Butler Manu- 
facturing in Kansas City, Mo., 
agreed that the way to view 
CASE is asa way to builda better 
quality product. He and other at- 
tendees at the conference ex- 
pressed surprise at the extent of 
Japan’s efforts. ‘You hear it said 
all the time,” Evans noted, but to 
have it reinforced like that was a 
“revelation.” 


Free Report. Call 
Ross Systems today for a 
free white paper on DEC 
Windows, Rdb or Digital 
Technology in Applica- 
tions Software. 


Decision Support 


Modeling 
Crossview 
20/20 
Microlink 
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After DEC U, on to grad school 


BY NELL MARGOLIS 
CW STAFF 


CHELMSFORD, Mass. — To 
compete in the front ranks of a 
computer industry that is widely 
predicted to become even more 
competitive than it is today, Dig- 


IVP ULATION 


ital Equipment Corp. will have to 
develop a sales corps with the 
market savvy to go up against 
IBM on its own grounds and the 
technological clout to satisfy 
DEC’s traditional scientific and 
engineering customers, several 
analysts recently observed. 


DAE 


X 


RNG E 


We're seen in the best places. 


By providing the most powerful and successful software 
productivity solutions, we constantly find ourselves in the company 
of the most progressive and successful software application 
development teams—a virtual “Who's Who’ of successful 


companies. 


- We'll make you a success at every stage. 


The best IS strategy for the 1990s is one which helps 
reduce your expenditure on time-consuming maintenance and 
testing as well as the expense and time to build new applications. 

Supporting your entire application development and 
~ maintenance cycle with a single vendor is no longer a luxury. 

a So at XA, we have the software solutions to match your 
“needs at each stage of your application life cycle, with prices that 
» ‘won't have you spending beyond your means. 


ro Sue 


Like our workstation-based forward engineering (CASE) 


Seance. prototyping and application 
-_peneration. 


_ Or our re-engineering product set that simplifies the 
of assessing and enhancing existing software systems. 
finally the XPERT Series of software tools that dra- 


Last summer, DEC mounted 
a reply to these observers and 
others similarly inclined: DEC U. 

Late last month, the company 
rolled out its follow-up to the 
summer’s experimental DEC 
University program, which saw 
some 6,000 DEC salespeople en- 


rolled in intensive training ses- 
sions on the campus of Brown 
University. 


Fieid-force frosh 

DEC U was aimed at familiariz- 
ing the field sales force of the 
country’s second largest com- 
puter company with the increas- 
ingly complex product lines it is 
charged with selling to increas- 
ingly sophisticated and demand- 


“FOS ily 
ENGINEEHING, 


haa 
SUCCESSFUL 
SOFTWARE 


) 


BING 


matically reduce the time dedicated to the testing and maintenance 


phases of your application life cycle. 


Whether you are looking to improve maintainability, speed 
up the migration or testing process, or are building new appli- 
cations, XA's series of productivity tools are proving themselves 
as viable solutions to the challenges you face daily. 


Get the inside story. 


More and more ofthe suas success otal aia 
are using solutions from XA to dramatically increase productivity 
of their IS teams—throughout the entire application life cycle. ¥ 
For more information or a demonstration, call (800) 344-9223, 


in Canada (800) 344-9224. 


Full application life cycle solutions from XA. 
Anything less, and you could fad yore enn 


the wrong circles. 
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ing users. 

And now, grad school: Digi- 
tal’s Institute of Technology, a 
series of week-long training ses- 
sions intended to bolster the 
technical capabilities of DEC’s 
sales support staff. About 200 
“students” a week are now ma- 
triculating at a “‘campus” at a 
retrofitted computer-aided de- 
sign and manufacturing (CAD/ 
CAM) technical facility here. 

More than 300 systems, in- 
cluding the just-debuted VAX 
9000 mainframes, have been in- 
stalled in the Institute of Tech- 
nology lab to allow product man- 
agers and designers to conduct 
courses with a heavily interac- 
tive approach, said Pat Cataldo, 
DEC’s vice-president for educa- 
tional services. The CAD/CAM 
operation, Cataldo said, is work- 
ing along uninterrupted; “the 
usual residents are getting a free 
lunch out of it,”’ he said. 


ATE LAST 

month, the 

company rolled 
out its follow-up to the 
summer’s exper- 
imental DEC 
University program, 
which saw some 6,000 
DEC salespeople 
enrolled in intensive 
training sessions. 


What the Institute of Tech- 
nology graduates are getting out 
of it, Cataldo said, is an unprece- 
dented opportunity to master 
the technological aspects of the 
product lines they support, 
taught by the men and women 
who designed them. The compa- 
ny intends to graduate 2,000 
from the mandatory, week-long 
sessions. 


Satisfied student 

Two weeks into the program, 
students appeared to be finding 
their time well spent. In anony- 
mous written evaluations sub- 
mitted to the company, an East 
Central area student wrote of a 
real-time configuration session: 
“T had expected only to glean an 
overview of Digital’s capabilities 
in today’s marketplace. The pre- 
senter far exceeded my expecta- 
tions. The concepts for real-time 
evaluation will be extremely 
helpful for me in dealing with my 
customers in a commercial mar- 
ketplace.” 

The teachers, too, are learn- 
ing, Cataldo said. For many of 
them, the Institute of Technol- 
ogy affords their closest ap- 
proach yet to actual customers 
and their needs. 

The real final exam, of 
course, will be given in the mar- 
ketplace. Meanwhile, Cataldo 
said, DEC is at work on a rollout 
schedule for a third track of 
training courses. 
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IN BRIEF 


A disk drive 
and a prayer? 
Miniscribe Corp. last 
week rolled out the new 
disk-drive line on which it 
hopes to hang a comeback. 
However, a product debut 
may not be enough to pull 
the deeply troubled ven- 
dor out of its legal and fi- 


According 
balance sheet that fol- 
lowed the new drives out 
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Olivetti scrutinized on Cocom violations 


BY RALPH BANCROFT 
IDG NEWS SERVICE 


ROME — Ing. C. Olivetti & Co. 
could be running into a confron- 
tation with the U.S. administra- 
tion over an Italian government 
report that suggests the com- 
puter company may have 


breached guidelines drawn up by 
the Paris-based Coordinating 
Committee on Multilateral Ex- 
port Controls (Cocom). 
According to news reports, 
the study is thought to have con- 
cluded that while Olivetti has not 


exported any equipment to the’ 


Soviet Union in breach of the 


regulations, work carried out by 
Olivetti technicians in the Soviet 
Union could well have upgraded 
hardware and software to.a level 
in excess of the Cocom norms. 
Concern in Washington, D.C., 
about Olivetti was the subject of 
a meeting here last week be- 
tween Gianni De Michelis, the 


How your 
mainframe can 
hop from 
New York to ate aiey 


Italian foreign minister, and 
Reginald Bartholomew, the U.S. 
undersecretary of state for secu- 
rity assistance, science and tech- 
aology. At the end of the meet- 
ing, it was announced that both 
sides agreed on the need to 
maintain ‘‘an appropriate control 
on the exports of strategically 
important materials.” 

Olivetti denies it has 
breached Cocom guidelines. 


in two seconds. 
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capabilities you never thought possible. 

For example. vour Tokyo office can access applications 
on your New York mainframe with virtually the same performance 
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can extend your mainframe’s multi- 


PIXNET-XL is perfect for consolidating data centers or creating 


disaster recovery plans Thats because there is virtually no loss in per? 
formance. Even when your déta transmission requires satellite hops 
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lechnology so innovative there's 
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Keefe 


FROM PAGE 115 


only a few minor problems. Yet, 
on the eve of what is arguably 
Compaq Computer’s most im- 
portant announcement ever, 
Compaq was forced to reveal 
just the opposite. 

This means that users an- 
ticipating first-quarter availabil- 
ity for 1486 commercial prod- 
ucts will probably have to wait 
until second quarter — maybe 
later. Anyone eager to snag an 
1486 must be pretty irked by 
this latest in a string of “hurry up 
and wait” scenarios. Of course, 
anyone waiting for open systems 
probably can stand a few prod- 
uct delays. 

“Open” is a very subjective 
word. We desperately need a 
standard definition of what con- 
stitutes open and recognition 
that despite the hype, open 
anything does not necessarily 
solve compatibility problems. 

Just look at the OSI model. 
There are seven layers, each 
with 20 or 30 choices. If IBM 
goes for all the B choices and 
DEC opts for A, users will still 
face linking problems. Many of 


the “open” efforts relate back 
to various vendors wringing 
their hands over the success of 
craftier competitors. 

How far would Unix have 
progressed by now if not for 
OSF, which slammed on the 
brakes at this extreme late date 
to anoint another Unix strain as 
its standard. This was not done 
in the spirit of openness but to 
better meet OSF vendor needs. 

AT&T was doing a pretty 
good job of merging the various 
flavors of Unix before OSF 
came along. Curious that while 
IBM and Microsoft control 
DOS, this doesn’t seem to have 
produced the kind of paranoia 
evidenced in the creation of 
OSF. And how much impact has 
OTF had on IBM’s Token-Ring 
market share? Not much, I bet. 

It is much too early to pass 
judgment on the Extended In- 


_ dustry Architecture Standard 


(EISA) group, which touts its ad- 
herence to open, industry stan- 
dards. Some have lauded the 
Gang of Nine for forcing IBM to 
open up its Micro Channel Archi- 
tecture, even just a teensy bit. 
However, users planning to buy 
1486 products next year now 
have to ponder whether to go 


Wang trims down, raises 
$200M in move back to black 


BY PATRICIA KEEFE 
CW STAFF 


LOWELL, Mass. — Wang Lab- 
oratories, Inc. is inching slowly 
back to the black and shedding 
excess poundage in the bargain. 

Attendees at Wang Laborato- 
ries’ annual meeting were told 
two weeks ago that the embat- 
tled minicomputer maker has 
successfully raised over $200 
million through actual and pend- 
ing sales of nonstrategic assets. 

President Richard 
Miller told the gathering that he 
expects to sell additional non- 
strategic assets valued at $200 
miilion to $300 million within the 
next six to nine months. 

In all, Wang has identified 
$800 million in nonstrategic as- 
sets, including Intecom Corp., 
Wang International Financials, 
Ltd., Wang Information Services 
Corp. and quite a bit of real es- 
tate, said Paul Henning, Wang’s 
director of investor relations. 

The combined proceeds from 
current and announced future 
asset sales, totaling $400 million 
to $500 million, will be used to 
reduce debt and related interest 
payments resulting from back- 
to-back catastrophic quarterly 
losses [CW, April 24 and Aug. 7]. 

“We have made significant 
progress in building a stable fis- 
cal foundation to support our fu- 
ture operations,” Miller said. “A 
few short months ago, there 
were those who would have writ- 
ten our corporate epitaph. Well, 
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I can tell you tonight that we are 
very much alive.” 

However, Miller did warn 
that if Wang is to maintain its in- 
dependence and survive what he 
called an imminent industry 
shakeout — while also providing 
shareholders with an attractive 
return on investment — then 
every Wang division and employ- 
ee “must embrace the principle 
that ... every product we de- 
sign, every service we offer, 
must end and begin with custom- 
er as our paramount concern.” 


Further restructuring 
Pending completion of a review 
of Wang’s bloated cost struc- 
ture, Miller put the company’s 
thick layers of management on 
notice with two predictions. 

“Our expenses will be re- 
duced by over $250 million an- 
nually and, more importantly, 
there will be an immediate and 
deliberate dismantling of the bu- 
reaucracy that devastates our 
bottom line, that stalls our pro- 
ductivity and inhibits the entre- 
preneurial genius which first 
won the confidence and trust of 
our customers.” 

Henning confirmed that “fair- 
ly soon” Wang will announce fur- 
ther organizational restructur- 
ing. Cuts of 2,500 are rumored. 

In the last year, Wang’s work 
force has shrunk by 5,000 posi- 
tions through a combination of 
layoffs and attrition. It currently 
employs 25,000. 

Following a whopping $424.3 
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with EISA or MCA. 

Then there are the “open” 
groups that spring up ostensibly 
to light a fire under sluggish 
standard-setting bodies. The 
most recent is the SQL Access 
Group, which may very well 
have a legitimate agenda. But 
there are already two other SQL 


standards bodies. Do we need 
three? We're going to find out. 
The fact is, no matter how 
“open” these guys get, they still 
think they get an edge from 
their proprietary protocols. And 
they probably do. Everyone 
needs distinguishing value-add. 
So forget open systems. Be- 


fore you open your wallet, check 
out the product everywhere 

and make sure it interoperates 
with what you've got. In this 
sea of obfuscation, that’s the 
best you can hope for. 


Keefe is Computerworld’s senior edi- 
tor, PCs and workstations. 





W. German IS industry slowing down 


BY HELGA BIESEL 
COMPUTERWOCHE 


MUNICH — Among the high- 
fliers in the West German econo- 
my, the information and commu- 
nications technology branch has 
been the top ace. But now it 
seems to be coming back in for a 
landing. 

According to the Central As- 
sociation for Electronic Technol- 
ogy and the Electronics Indus- 
try, a West German industry 
committee for information and 
communications __ technology, 
communications equipment re- 
corded only a 3% growth in de- 
mand compared with a 1% de- 
cline in production demand. This 
lack of growth is largely because 


million loss in fiscal 1989, Wang 
took its first step down the road 
toward financial recovery in late 
August by reaching agreement 
with its banks to extend credit 
lines. 

Shortly thereafter, Wang re- 
ceived $175 million in working 
capital from CIT Hanover Mutu- 
al Trust. That amount is expect- 
ed to fund Wang’s operating 
needs for the next 18 to 24 
months. 

In the meantime, Wang has 
reached agreements to sell $25 
million worth of nonstrategic as- 
sets, while also inking agree- 
ments in principle to sell addi- 
tional assets valued at more than 
$175 million. These assets in- 
cluded the following: 

e An agreement in principle to 
sell the domestic equipment 
lease porfolio of Wang and Wang 
Credit Corp. to a “major finan- 
cial institution” for approximate- 
ly $150 million. 

e Once completed, sale of a por- 
tion of Wang’s interest in a Euro- 
pean real estate subsidiary will 
net Wang $37 million. 

e The completed sale of Wang’s 
manufacturing facilities in Stir- 
ling, Scotland, to Compaq Com- 
puter Corp. for $13 million. 

e Additional miscellaneous as- 
sets have been sold for approxi- 
mately $12 million. 

Miller termed the announce- 
ment “good news for everybody 
interested in our return to finan- 
cial good health.” The asset 
sales will not affect customer 
service or financing or Wang’s 
ability to innovate, he added. 

Financial restructuring con- 
tinues to be Wang’s first priority, 
and Miller said intensive efforts 
continue to streamline the way 
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of the country’s facsimile boom, 
in which Japan has a nearly 100% 
market share. 

In West Germany’s informa- 
tion and communications 
branches, imports climbed 
26.2% to $6.2 billion (U.S.), 
with $5.2 billion from computer 
hardware and $949 million from 
communications _ technology. 
This was accompanied by a 3% 
slide to $9.7 billion in domestic 
production. This recession is 
partly due to dropping prices in 
West Germany and the U.S. 

West Germany’s computer 
and communications export 
growth rate of 21% to a volume 
of $4.9 billion was less than the 
26.2% growth rate of imports. 
And the number of those em- 


the company operates. 

Miller also addressed three 
other key concerns: customer 
service, sustainable profitability 
and employee communications. 


ployed in this branch also fell 
2.5% to 209,000. 

According to analysts, the 
reasons for the decline include 
ailing dynamics on the part of in- 
novators, along with an allegedly 
saturated market. 

Gerhard Adler, president of 
market researchers Diebold 
Deutschland GmbH, said growth 
is declining in part because data 
processing branches are expect- 
ed to record 3% to 4% slower 
growth for the next few years. 

Christian Schwarz-Schilling, 
West Germany’s postal minister, 
said telecommunications equip- 
ment and services saw a 5% 
growth rate, but signs of satura- 
tion in the telephone services 
area are evident. 


“These four objectives are the 
cornerstone of our transition, 
the foundation upon which we 
will restore stability and 
growth,” he said. 


Stardent merger complete; 
home base and CEO named 


BY NELL MARGOLIS 
CW STAFF 


NEWTON, Mass. — Ardent 
Computer Corp. and Stellar 
Computer, Inc., the graphics su- 
percomputer archrivals who in 
August decided, “If you can’t 
beat ’em, join ’em,” last week 
announced that their merger and 
new incarnation 
as Stardent Com- 
puter, Inc. went 
into effect on Oct. 
24. 

With a green 
light from share- 
holders and gov- 
ernment regula- 
tory agencies, 
Stardent ended 
weeks of specula- 
tion as to who 
will do what, and 
where, at the ex- 
ecutive level. 

Veteran com- 
puter industry entrepreneur and 
former Stellar head J. William 
Poduska will serve as Stardent’s 
president and chief executive of- 
ficer. Veteran computer indus- 
try entrepreneur and former Ar- 
dent head Allen H. Michels will 
serve as chairman, focusing on 
far-reaching strategy. 


Poduska will be Star- 
dent’s president and CEO 


Stardent will be headquar- 
tered in Newton, Mass., former 
Stellar central site, with an ap- 
proximately equivalent opera- 
tion at the former Ardent home 
base in Sunnyvale, Calif. 

“There’s no question but that 
the merger is a good deal in the 
near term,” said Agit Kapoor, an 
analyst at BIS CAP Internation- 
al, Inc. in Nor- 
well, Mass. How- 
ever, he said, as 
general-purpose 
workstations 
take on more on 
more millions of 
instructions per 
second, triumph 
in the graphics 
supercomputer 
niche could end 
up a moot point. 
Unless Stardent 
uses its joint clout 
to move beyond 
the market it is 
clearly poised to dominate, Ka- 
poor said, ‘‘their assets could be- 
come their liabilities.” 

According to Robert Trier, 
director of technical programs 
at the Research Consortium, 
Inc. in Minneapolis, plans for just 
such a move are already under 
way at Stardent. 
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Leasing 
FROM PAGE 115 


change possibilities. However, a 
Gartner Group poll of 400 major 
IBM users eariier this fail 
showed relatively few takers for 
ICC’s more sophisticated new 
leasing options. 

Gartner Group speculated 
that users are willing to forego 
the “flexibility” of ICC’s new 
deals in favor of the flexibility of 
multivendor dealings, used 
equipment alternatives and the 
customized contracts still more 
prevalent among independent 
lessors. 

ICC’s share of the overall 
equipment financing market for 
the first six months of 1989, ac- 
cording to Gartner Group fig- 
ures, grew dramatically: up 43% 
over last year’s first half for fi- 
nancing to independent remar- 
keters and end users and up 68% 
for direct end-user financing 
alone. 


And the winner is... 
However, Gartner Group said, 
“we believe that ICC has won 
the majority of its 1989 deals pri- 
marily on price. . . . Continuance 
of such competitive bids depends 
on parent strategy and the finan- 
cial trends of ICC.” IBM ear- 
marked an unexpected customer 
surge to leasing as one of the 
prime factors behind its disap- 
pointing third-quarter earnings, 
a possible indicator that parent 
strategy is at least open to ques- 
tion. 


NIC K 

& Di 
Systematics, Inc. reported 
$53.7 million in revenue for its 
first quarter ended Aug. 31, an 
increase of 14.1% over revenue 
of $47.1 million in the first quar- 
ter last year. Net income was 
$4.3 million, compared with 
$3.7 million in the first quarter a 
year ago, an increase of 16.5%. 


Micron Technology, Inc. re- 
ported revenue of $446.4 million 
and net income of $106.1 million 
for fiscal year 1989, which ended 
Aug. 31. These figures compare 
with revenue of $300.5 million 
and net income of $98 million for 
fiscal year 1988. Revenue for 
the fourth-quarter fiscal year 
1989 was $103 million, and net 
income was $16 million, down 
from revenue of $113.4 million 
and net income of $43.3 million 
for the fourth quarter of fiscal 
year 1988. 


Alpha Microsystems report- 
ed net income for the second 
quarter ended Aug. 27 of 
$113,000 on net sales of $13.1 
million. The organization report- 
ed a profit of $605,000 on net 
sales of $12.7 million for the like 
period a year ago. 
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“The trend towards operat- 
ing leases and away from capital 
leases is significant,” Gartner 
Group said. Capital leases can be 
booked as sales for accounting 
purposes; operating leases can- 
not. “‘The question remains how 
long IBM will be able to tolerate 
the concurrent decrease in its 
revenue.” 

In addition to possible curbs 
on the ICC incursion, Gartner 


COMPUTER INDUSTRY 


Group also pointed to last Janu- 
ary’s bankruptcy of CIS — par- 
ticularly when seen in the con- 
text of the financial instability of 
many smaller independent les- 
sors — as a cloud with a distinct- 
ly argentine lining. The conse- 
quent user “flight to safety,” 
Gartner Group reasoned, will fo- 
cus emphasis on the “‘overall les- 
sor relationship” rather than on 
a single factor such as price. This 


shift will in turn promote stabil- 
ity within the leasing communi- 
ty, at least in the long term. 
Value-added services, esti- 
mated by Gartner Group as an 
approximate 8% contributor to 
the revenue of major lessors in 
1989, are expected to show up 
as 30% to 35% of revenue for 
the same companies by 1994. 
“Services will include disaster 
recovery [and] some level of sys- 


tems integration and mainte- 
nance,” according to Gartner 
Group projections. “The more 
creative lessors will branch out 
into true portfolio management 
for users, including acquisition 
alternative strategies, asset 
tracking and administration and 
disposition or remarketing. The 
largest lessors and captives 
might entertain facilities man- 


We still 
me ORs 
house calls. 
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At AT&T Paradyne,we dont sell you equipment and abandon you 
NGO meen ranean eaeeler Goma a mi Mielmiaae 


In fact,we offer free one-year, on-site Warranties with all our 


newly manufactured products. We can even tailor service and warranty 
contracts to meet your precise needs. 


And since AT&T Paradyne offers end-to-end data communi- 


cations solutions, if anything ever goes wrong, you only.have one 
company to call. Us 


Executive or call 1800 482-3333, Ext. 212. 


Europe (44 


Hong Kong (85 


923-55550 Fax: (44 


25-430083 Fax: (85) 25-413767 | 


9323-55638, Japan (81) 3-245-0431 Fax: (81) 3-245-0433 
atin America (1) 813-530-2873 Fax: (1 


For more information, contact your AT&T Paradyne Account 
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How todecide on¢ 


More than likely, you’ve seen a few language, and most important, interface. 
spreadsheets in your day. The problem is, on e glue behind all of this is GUI. As 


any given day you might find severalinuse you know, the graphical user interface is 
within your very domain. One for Mac: One uickly becoming the industry standard. And 


for MS-DOS: Even one for MS’ OS/2. at, in turn, means 
But what happens when members of _ users find Microsoft 
the same corporation need to share ideas Excel easy to learn. 


and information? The only thingtheyendup And therefore, easy 

— frustration. to use. They'll be up 
ell it doesn't have to be that way.Now, and running before 

with Microsoft® Excel you can employ one —s— you know it, sharing 


spreadsheet solution throughout the entire _ files and even macros i 
corporation. Because the Microsoft Excel All of which means lower training and sup- 
family shares the same file structure,macro _ port costs for the company—as well as a little 


Customers inside the 50 United States, call (800) 541-1261, Dept. K17. In Canada, call (416) 673-7638. Outside the U.S. and Canada, call (206) 882-8661. © Copyright 1989 Microsoft Corporation. All rights reserved. Microsoft, the Microsoft logo, MS-DOS and 


Macintosh DOS-Windows 286/386 





1 Spreadsheet once. 


peace and quiet for you. 

Beyond the fact that Microsoft Excel is 
a strategic solution for your company, the plain 
fact is, users love it. And they’re not the only 
ones. Consider this: Microsoft Excel for 
Windows won PC Week’ Poll of Corporate 
Satisfaction. And it was voted InfoWorld’ 
MS-DOS Product of the year. 

Not to be outdone, Microsoft Excel for 
Macintosh‘ received Info World’s Mac Product 
of the Year. And was ranked number one in 
the Software Digest Spreadsheet Review. 

Even better, the move to a graphical 
spreadsheet couldn’t be easier. Lotus’ 1-2-3° 


orall. 


users can simply upgrade to Microsoft Excel 
for Windows or OS/2, while Mac users can 

enhance their spreadsheet experience by up- 
grading to version 2.2. 

0 see how other corporations are using 
Microsoft Excel across multiple platforms, 
call for a free copy of our White Paper at 
(800) 541-1261, Dept. K17. And watch some- 
thing positive spread all over the corpora- 
tion. Your reputation. 


i 
® 


Making it all make sense’ 


MS OS/2 are registered trademarks and Making it all make sense is a trademark of Microsoft Corporation. Lotus and 1-2-3 are registered trademarks of Lotus Development Corporation. Macintosh and Mac are registered trademarks of Apple Computer, Inc. 
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“,.- In terms of leads 
generated per dollar 
spent, Computerworld 
Response Cards give 
us the greatest cost 
efficiency.” 

fSOPTWARE 


Having enjoyed 40 per cent growth 
the past couple of years, cfSOFT- 
WARE has found its niche market- 
ing two unique communications 
solutions in the IBM and IBM- 
compatible arena. Across-the- 
Boards, a standard application 
programming interface, and 
pcMAINFRAME, a file transfer 
system, both enable mainframes 
and microcomputers to talk to 
one another. According to 
Rogers Faden, President of 
this Chicago-based company, 
targeting users whose appli- 
cations require this type of 
cross-communication is key to 
their continued success. 


“Computer and applications 
managers within mainframe 
shops, as well as developers at soft- 
ware companies and mainframe 
installations, are our primary 
audience. We know that Compu- 
terworld is the publication that 
delivers our message to the greatest 
number of mainframe sites we 
need to reach. That’s why we 
advertise in Computerworld 
Response Card Decks. 


“Overall, card deck advertising 
1s a cost-effective way to generate 


inquiries with fast, easy turnaround. 


And we've found that especially 


true with Computerworld Response 


Cards. In fact, in terms of leads 


generated per dollar spent, Compu- 


terworld Response Cards give us 
the greatest cost efficiency. 


“And unltke some other decks 
whose leads are often worthless, 
Computerworld Response Cards 
consistently generate high quality 
leads. Leads that help us achieve 
our most direct goal of converting 
serious inquiries into sales. 


“Experience tells us that Computer- 
world Response Cards deliver the 
greatest depth of coverage within 
the organizations we’re targeting. 
And that increases our chances of 
reaching all the right people — 
every time. In the foreseeable future, 
Computerworld Response Card 
Decks will definitely continue to be 
an important part of our adver- 
tising plan.” 

Computerworld’s Direct Response 
Cards give you a cost-effective way 
to reach Computerworld’s powerful 
buying audience of over 133,000 
computer professionals. They’re 
working for cfSOFTWARE — and 
they can work for you. Call Norma 
Tamburrino, National Account 
Manager, Computerworld Direct 
Response Cards, at (201) 967-1350 
to reserve your space today. 


DIRECT RESPONSE CARDS 
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Selecting a good headhunter 


Assure yourself that a recrutter is a competent specialist before choosing 


BY JANET RUHL 
SPECIAL TO CW 


alling a headhunter can 

be the fastest and easi- 

est way of finding a sat- 

isfying new job — if the 

headhunter you call is 
the real thing. However, most 
recruiters who place information 
systems professionals work on 
commission, earning a percent- 
age of the recruit’s annual salary. 
With these fees running to 
$10,000 or more, the field has 
attracted some unqualified indi- 
viduals. It is therefore essential 
that you determine the caliber of 
a headhunter before agreeing to 
work with one. Getting involved 
with an incompetent or unethical 
recruiter can not only waste 
your time, but it can also prevent 
you from being considered for a 
job you should be able to get or 
alert your current boss that you 
are thinking of leaving. 

How, then, do you select a ca- 
pable headhunter? 

First of all, you need to deter- 
mine whether a recruiter spe- 
cializes in placement of IS profes- 
sionals. In most urban areas with 
significant numbers of IS jobs, 
the most effective headhunters 
tend to be the ones who limit 
themselves to that field. Howev- 
er, just because a company 
claims to specialize in IS place- 
ment does not mean that it really 
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CICS ProgéAnal’s (MVS or 00S) —30-35K 
S138 AS/400 Prog/Anal's (RPG Ii) os - 
TANDEM ProgiAnal’s 

HP 3000 Prog/Anal’s (COBOL) 
082 SOL ProgiAnal’s 

MSA or M&D Sys Anal’s 


30 on 
30 40K 
35 45K 


does so. When evaluating adver- 
tisements, eliminate any compa- 
ny that solicits “Cobalt program- 
mers’ or people with experience 
in “DB too.” Such solecisms are 
usually a clear sign that a compa- 
ny is not used to dealing with 
computer professionals. Be 
leery, too, of dealing with firms 
that run ads claiming they are 
technical recruiters side-by-side 
with other ads seeking secretari- 
al personnel and temporary la- 
borers. 

Once you have answered an 
ad and come in for 
an interview, in- 
spect any applica- 
tion form that you 
are given to fill 
out. Be suspicious 
of companies 
whose standard 
form asks you 
how many words 
per minute you 
can type or what kinds of office 
machinery you can operate. You 
should not be asked for credit in- 
formation; such inquiries sug- 
gest that the firm specializes in 
bonded workers. 

Do not deal with any firm that 
makes you sign a contract oblig- 
ing you to pay a fee, including an 
amount you must pay if you do 
not remain in a job for a specified 
period. Reputable IS placement 
firms never charge fees to the 
people they place. The quality of 


Florida 


DON'T DREAM THE LIFE, 
LIVE THE DREAM!!! 


Florida. with gentle winds bending the 


the job they find for you should 
be such that you do not want to 
leave it after three months. 

When you meet with a re- 
cruiter, do not forget to ask 
about his own background. In 
the best firms, recruiters have 
usually spent time working as 
programmers, consultants or IS 
managers. This gives them the 
ability to understand and evalu- 
ate the credentials of applicants 
for IS jobs. People with such 
backgrounds are also more likely 
to have built up personal con- 

tacts with the 
people who do the 
hiring in local 
companies. Be 
suspicious of a re- 
cruiter who is 
vague about his 
background or 
whose back- 
ground is in a 
sales area unre- 
lated to programming. 

Perhaps the best test of a 
headhunter is to find out what 
they already know about your 
current employer and workplace 
before letting them pump you for 
information. Since headhunters’ 
effectiveness in finding you a 
new job is in direct proportion to 
their awareness of what is going 
on in local IS organizations, you 
should expect them to know 
some of the people in your cur- 
rent management chain and to be 


aware of the major projects in 
your division. This is particularly 
true if you work for a large com- 
pany. 

You should expect to explain 
the details of what you do and to 
define your skills, but be suspi- 
cious of interviewers who seem 
to be pumping you for names of 
managers associated with new 
development projects or of peo- 
ple with particular skills in your 
current company. The focus of 
the interview should be on deter- 
mining what kinds of skills and 
experience you have, not on giv- 
ing the recruiter more pros- 
pects. You should expect to give 
references, but your suspicions 
should be raised if the interview- 
er demands long lists of phone 
numbers for managers and pro- 
fessionals. 

Once you have provided the 
headhunter with a good sense of 
your background and skills, see 
what kinds of jobs he or she sug- 
gests can be found for you. The 
reality of the placement business 
is that companies pay the re- 
cruiters a hefty fee to get em- 
ployees who do not require ex- 
pensive, time-consuming train- 
ing. This means that it is unlikely 
that a headhunter will be able to 
place you in a job that does not 
feature the same general type of 
software and systems that you 
work with at your current job. It 
is also very unlikely that a head- 
hunter will be able to get you a 
job at a level in the company hier- 
archy much higher than the one 
you currently occupy. If your 
goal ih changing jobs is to get ex- 
posurp to new technology or to 
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move into management, an ethi- 
cal recruiter should acknowl- 
edge that achieving such goals is 
difficult to do by changing jobs 
and may be easier to accomplish 
by staying with your current 
company. 

Although you should expect a 
new job to bring with it a greater 
salary than your current one, be 
suspicious of headhunters who 
pitch salary alone as the reason 
for taking a new job. This kind of 
focus is often the sign that a 
would-be IS recruiter does not 
know enough about IS jobs to de- 
scribe other potential benefits. 

Look carefully at the inter- 
views that headhunters offer to 
set up to see if they truly under- 
stand your skill level and the kind 
of job you are looking for. Inter- 
views take time and usually mean 
missing work, so when the re- 
cruiter calls, try to screen jobs 
over the phone in order to avoid 
wasting time going to interviews 
for positions you would not want 
or are not qualified to take. 

Finally, if you are uncertain 
about whether to accept a new 
position, do not rely on the head- 
hunter for help in making the de- 
cision. Headhunters are not ca- 
reer counselors but salespeople, 
paid only when you take a job. 
Let them use their powers of 
persuasion to convince employ- 
ers to give you an interview, not 
to encourage you to take a job 
you really do not want. 


Ruhl is a consultant programmer in 
Connecticut and author of The Program- 
mer’s Survival Guide: Career Straie- 
gies for Computer Professionals. 


Add SPARC to your career! 


ICL is AT&T’s and Sun Microsystems’ 
development partner for UNIX V.4 on 
SPARC-based minicomputers and will 
be providing the reference port. 

Join ICL and contribute to this !eading- 
edge development of industry 
standard systems! 


ICL North America was formerly CCI 
Computers, a pioneer in UNIX-based 
minicomputers. International 
Computers Limited is the largest 
computer company in the U.K. with 
1988 revenues of $2.3 billion. 


ICL’s Technology Development Center 
in Irvine, California is looking for. 


SENIOR UNIX KERNEL 
PROGRAMMERS 

5+ years UNIX kernel experience; 
provide technical innovation while 
extending System V.4. 


SENIOR RDBMS PROGRAMMERS 
5+ years RDBMS experience, 

3+ years developing and/or porting 
RDBMS in a UNIX environment. 


Bank ProgiAnal’s or Sys Anal’s 30-45K 
Mig Sys Anal’s 35 43K 
Retail Prog/Anal s 30 35K 
insurance Prog/Anal's 30 35K 
ASSEMBLER Programmers (IBM) 29 
ADABAS/NATURAL ProgiAnal’s 

ORACLE SOL ProgiAnal’s 

VAX ProgiAnal’s. Sot Engr’s 

FOCUS Prog/Anal’s 


palms and an average temperature of 
72°. is one of the finest places to live and 
work, 


AMD Consulting Services is experiencing 

phenomenal growth. Our customers, 
Florida's premier information processing centers, 
have immediate needs for professionals with ex- 
perience in any of the following disciplines: 


* COBOL, PL/I, ALC, FOCUS, CICS 
* DB2, IDMS/ADDSO, M204. IMS 
am + TANDEM COBOL, TAL, PATHWAY 
* RPG3, **C, UNIX, PICK 


It's your move, make it the RIGHT ONE. 


AMD 0.10 


One Harbour Place ae 5900 N. Andrews Avenue 
Suite 905 C 


Suite 885 C 
Tampa, Florida 33602 Ft. Lauderdale, Florida 33309 
(813) 229-9208 (305) 928-0899 
SUNBELT & ATLANTA 
$25,000 to $95,000 : 
IDMS/ORACLE/DATACOM/IMS/DB2 
VAX/MAPICS/FOCUS/SYS 38/AS 400 
TECHWRITERS/DP SALES/IDMS 


Need Programmers 


e SENIOR UNIX RDBMS 
PROGRAMMERS 
5+ years UNIX kernel and RDBMS 
experience; performance tuning the inter- 
face between RDBMS and UNIX kernel. 


HARDWARE ENGINEERS 

3+ years developing firmware and 
diagnostics for high-performance 
processors and I/O controllers. 


PL/1 ProgiAnal’s (VM or MVS) 
Accounting Sys Anal’s 

EDP Auditors 33 43K 
Charlotte's largest executive search fm. 
business since 1975. 300 athhates We place 
Candidates in the Southeast and nationwide 
Our cent companies pay relocation and in 
terwewing expenses. and our lees 


Corporate 
EE rereene 
Consultants 


3705 320 Latrobe Drive. Box 221739 
Charlotte. NC 28222 (704) 366.1800 


Attn: Rick Young, C.PC. 


ICL offers attractive benefits and 
compsensation. ICL is an Equal Opportunity 
Employer M/F/V/H. 


For confidential consideration, send resume to: 
John Fawcett, 

ICL North America, 

9801 Muirlands Bivd., Irvine, CA 92718. 

Call John Fawcett at (714) 458-7282. 

Fax transmission upon request. 
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100’s U.S.A. JOBS 


Programmers 
Software 


os 
UNTINGTO 


_ZPERSOWNE CONSULTANTS Co 


Programmer/Analysts for Full-Time 
and Consulting Positions in IBM Shops. Relocation Ex- 
penses Paid. Send resume to 


Jim Heard, EDP Consultants, Inc 

3067 Bunker Hill Road, Suite 202 

Marietta, Georgia 30062 
24-HOUR FAX 
404-973-4052 


PHONE: 
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pa “.... he quantity and quality of responses 
‘See weve gusten tum Ucenpaserwoidhnere been better 
_———s than those any other form 
aol of advertising we've tried” 


Bob Stevenson 


TANDEM ee 
COBOL, PATHWAY, C, 
SCOBOL, TAL, SQL 


STRATUS ( ensulting comes first at CIBER — eet hie That’s because we know Computerworld 
Fullti ing Positions and that’s even reflected in their “aa a \ is effective. We get national exposure 
available in the US/ABROAD name. CIBER stands for Consultants in ’ to potential client companies, and we 
—_ — Business Engineering and Research, a : ies. recruit highly qualified professionals 
nll national company that’s been provid- Weis ~“* ie for our consulting positions. 
Call irwin (212) 967-2910 vis Set consulting services to the infor- “In both instances, the quantity and 
FAX (212) 967-4205 mation processing departments of busi- 


eats iene ahaa tf quality of responses we've gotten from 
SSaee 1974 SS \ " Computerworld have been better than 
4. ' 


- ‘ those generated by any other form of 
In order to deliver superior services, ‘ ; advertising we've tried. We're definite- 
the company needs to attract quali- | BRD, . ly seeing a high return on our in- 
fied consultants. And from there, : \ i aS 21 vestment with Computerworld. 
CIBER — like any other busi- : - F 
ness — needs to market itself to 
clients. CIBER meets both chal- 
lenges with Computerworld, 
says company President Bob 
Stevenson. 


“CIBER demands the most when 

it comes to hiring consultants, just 

as clients demand the most from 
consulting services. In addition to 

being technically competent, CIBER 
consultants should have both a professional a 
attitude and a commitment to our clients. For all the facts on how Computer- 
world can put you in touch with qualified personnel, 
call your local Computerworld Recruitment Advertising 
Sales Representative today. 


“The bottom line is that Com- 
puterworld works well for us. So 
we'll continue to rely on 
Computerworld as an impor- 
tant — and effective — part 
of our future.” 
Computerworld. We're helping 
serious employers and top 
computer professionals get to- 
gether. Every week. Just ask 
Bob Stevenson. 


“To attract this calibre of consulting talent, we go to the 
same source we use to attract clients — Computerworld. 
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The weekly newspaper of record for computer professionals. 


Boston: 375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 (508) 879-0700 
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YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your 
offer of $44.00* per year — a savings of 57% off the single copy price. In addition, |'ll 
receive special bonus sections of COMPUTERWORLD Focus on Integration. 


“First Last Name 


Title 
“Address 


City 


Address shown: 1) Home CO Business OO New CO Renew Basic Rate: $48 per year 


“U.S. Only. Canada $110, Central/South America $130, Europe $195, all other countries $295. Foreign orders 
must be prepaid in U.S. dollars. 


Please complete the information to the right to qualify for this special rate. 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your 
offer of $44.00* per year — a savings of 57% off the single copy price. In addition, I'll 
receive special bonus sections of COMPUTERWORLD Focus on Integration. 


First Name MI Last Name 
Title Cor 
Address 


City 


Address shown: Cj Home C Business Basic Rate: $48 per year 


*U.S. Only. Canada $110, Central/South America $130, Europe $1985, all other countries $295. Foreign orders 
must be prepaid in U.S. dollars. 


Please complete the information to the right to qualify for this special rate. 


COMPUTERWORLD 


BUSINESS/INDUSTRY (Circle one) 

10. Manufacturer (other than computer) 

20. Finance/Insurance/Real Estate 

30. Medicine/Law/Education 

40. Wholesale/Retail/Trade 

50. Business Service (except DP) 

60. Government - State/Federal/Local 

65. Communications Systems/Public Utilities/ 
Transportation 

70. Mining/Construction/Petroleum/Refining/Agric 

80. Manufacturer of Computers, Computer-Related 
Systems or Peripherals 

85. System Integrators, VARS, Computer Service 
Bureaus, Software Planning & Consuiting Services 

90. Computer/Peripheral Dealer/Distr/Retailer 

75. User: Other | 

95. Vendor: Other ____ 


(Please specify) 


TITLE/FUNCTION (Cir e) 
1S/MIS/DP MANAGEMENT 
19. Chief Information Officer/Vice President/Asst. VP 

IS/MIS/DP Mgt 
21. Dir./Mgr. MIS Services, Intormation Center 
22. Dir/Mgr. Tech. Planning, Adm. Svcs., Data Comm 

Network Sys. Mgt.; Dir/Mgr. PC Resources 
23. Dir./Mgr. Sys. Development, Sys. Archit 
31. Mgrs., Suprv. of Programming, Software 
32. Programmers, Software Developers 
OTHER COMPANY MANAGEMENT 
11. President, Owner/Partner, General Mgr. 
12. Vice President, Asst. VP 
13. Treasurer, Controller, Financial Officer 
41. Engineering, Scientific, R&D, Tech. Mgt 
51. Sales & Mktg. Mgt 
OTHER PROFESSIONALS 
60. Sys. Integrators: /Co 
70. Medical, Legal. 
80. Educator, J alists, Librarians, Students 
90. Others __ 

Please specify) 


COMPUTER INVOLVEMENT (C all that apply) 
Types of equipment with whic Ou are personally 
involved either as a user, vend f consultant 

Mainframes) 

Minicomputers/Small Business Computers 

Microcomputers. 

Communications Systems 

Office Automation Systems 

No Computer Involvement 
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BUSINESS/INDUSTRY (Circle one) 
10. Manufacturer (other than computer) 
20. Finance/insurance/Real Estate 
30. Medicine/Law/Educatio 
40. Wholesale/Reta 
50. Business Service (except DP 
60. Government - State/Federal/ 
65. Communications Systems/P 
Transportation 
70. Mining/Construc 'etroleum/Refining/Agric 
80. Manufacturer of Computers, Computer-Related 
Systems or Peripherals 
85. System Integrators, VARS, Computer Service 
Bureaus, Software Planning & Consulting Services 
90. Computer/Peripheral Dealer/Distr./Retailer 
75. User: Other __ 
95. Vendor: Other ___ 
ease specify) 


TITLE/FUNCTION (Circle one) 
1S/MIS/DP MANAGEMENT 
19. Chiet Information Officer/Vice President/Asst. VP 
IS/MIS/DP Mgt 
Dir./Mgr. MIS Services, Information Center 
22. Dir/Mgr. Tech. Planning, Adm. Svcs., Data Comm 
Network Sys. Mgt.; Dir./Mgr. PC Resources 
. Dir/Mgr. Sys. Development, Sys. Architecture 
. Mgrs., Suprv. of Programming, Software Dev. 
32. Programmers, Software Developers 
OTHER COMPANY MANAGEMENT 
11. President, Owner/Partner, General Mgr. 
12. Vice President, Asst. VP 
13. Treasurer, Controller, Financial Officer 
41. Engineering, Scientific, R&D, Tech. Mgt 
51. Sales & Mktg. Mgt 
OTHER PROFESSIONALS 
60. Sys. Integrators/VARs/Consulting Mgt 
70. Medical, Legal, Accounting Mgt. 
80. Educator, Journalists, Librarians, Students 
90. Others = 
(Please specify) 


COMPUTER INVOLVEMENT (Circle all that apply) 
Types of equipment with which you are personally 
involved either as a user, vendor, or consultant 

Maintrames/Superminis 

Minicomputers/Smaill Business Computers 

Microcomputers/Desktops 

Communications Systems 

Office Automation Systems 

No Computer involvement 
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EIS 
Comshare 
Professionals 
$30,000 - 
$70,000+ 


Join the exciting field of 
consulting with a 
prestigious "BIG EIGHT" 
firm. Top salaries and 
benefits are available in 
most major cities. RUSH 
resume to: 


Donald C. Thomas 
& Associates, Inc. 
1410 N. Westshore Blvd. 
#806 
Tampa, Florida 33607 
Specialized IRM Personnel Services 


Carmei Station, Charlotte, NC 
28247, 800-476-9221, Fax 704- 
542-1238. 


NOVEMBER 6, 1989 


COMPUTER CAREERS 


HROBERT HALF 


DATA PROCESSING 


EDP OPPORTUNITIES COAST TO COAST 


OO rw a 


38/AS400 

Do your abilities deserve greater po- 
tentials? Then Cincinnati wants you! 
Your skills as a 38 or AS400 Pro- 
grammer/Analyst commands atten- 
tion. If you have 3+ years ex- 
perience in RPGIIl with good com- 
munication skills and you can handle 
a fast-pace environment, CALL. 

Salary to mid $40's 


EDP AUDITOR 
Having gone through the programming 
franks, you may be ready for this once 
in a lifetime career opportunity with 
one of Cincinnati’s most prestigious 
corporations allowing you interna- 
tional travel! If you have 3+ years 
as an EDP Auditor with experience in 
the IBM Systems area, seize the op- 
portunity you've been waiting for!!! 
$50-53,000 
ROBERT HALF 
of Cincinnati Inc. 
1550 Central Trust Center 


FAX (513) 621- 3070 


WISCONSIN 


SR SYSTEMS ANALYST 
Excellent opportunity with an aggres- 
Sive growing manufacturer. Will be re- 
sponsible for long-range strategic plan- 
ning, RPGII programming, systems de- 
sign, and heavy user involvement. 
Number two person in a medium size 
shop. AS/400 on order. Excellent 
benefits and relocation package. 

Salary to $45,000 
DATA PROCESSING MANAGER 
Exciting position within a division of a 
Fortune 500 company. Current S/38 
environment, moving to AS/400. Op- 
portunity to utilize your managerial 
skills to their fullest potential with this 
outstanding shirt-sleeves role. Must 
be able to motivate and develop staff 
as well as establishing a solid rapport 
with users. Salary to $45,000 
Contact: Diana Clark 
ROBERT HALF 
of Wisconsin 
411 East Wisconsin Ave. 
Suite 2150 


Milwaukee, WI 53202 
(414) 271-4253 


SEATTLE 


TANDEMI/COBOL 
Nat'l leader/innovator in healthcare 
systems seeks !S professionals with 
solid COBOL programming & Tandem/ 
Guardian OS skills. Relocation pkg. 
Salary to $50,000 plus 
IMS DATABASE SPECIALIST 
Will do physical design, implementation 
and will support programmers in DB 
programming techniques. IMS DB/DC, 
IMS Utilities, DBRC, data dict, JCL, 
CLISTS, TSO & Dialogue Manager req 
DB2 & FASTPATH a plus. 
Salary to.mid $40,000 
ROBERT HALF 
of Washington 
600 University Street, #2328 
Seattle, WA 98101 
(206) 624-9000 


HARTFORD 


DB-2 
Many exciting opptys exists for 6 + 
months DB2 exp in the areas of app 
devel, database design, data modeling, 
& database administration. Call for 
detailed descriptions. Salary to $50,000 
DATA ADMIN 
Put your database design, relational, 
data dictionary & data modeling bkgrd 
to use w/this medium size, hi-growth 
firm. Braid new database area. Proj 
leadership, CASE, PC exp a plus. 
Salary to $48,000 
cics 


Leading area co exp’g rapid growth 
seeks your COBOL, CICS skills. Oppty 
to learn DB2, CASE TOOLS, COBOL II, 
FOCUS PC wrksta. Salary to $38,000 
ROBERT HALF 
of Hartford, Inc. 
One Commercial Plaza 
Hartford, CT 06103 
203) 278-7170 
FAX (203) 278-0320 


DALLAS 


COBOL PROGRAMMERS 
Leading-edge service organization 
gearing up on software development 
project for the 90's!! Positions require 
2 yrs. IBM COBOL. DB2, CICS or IMS 
are major pluses. 

ROBERT HALF 
of Dallas 
Three Sa East 
Suite 


LOUIS _ 


COBOL PROGRAMMERS 
Numerous positions exist for program- 
mer/analysts with 3+ yrs of experi- 
ence. Your experience in a Cobol 
OS/MVS environment with any com- 
bination of CICS, IMS, or DB2 skilis 
will qualify you for these outstanding 
Opportunities. Call for further details. 

To $40,000 
RPG Ill PROGRAMMER/ANALYST 
Dynamic opportunity exists in a fast 
paced AS400 shop. Heavy emphasis 
will be in new development and data- 
base applications. Background with 
financial or manufacturing applications 
will be a plus. if you desire to 
dramatically enhance your technical 
skills and career objectives, please 
Call! To $35,000 

MANUFACTURING 

PROGRAMMER/ANALYST 
Midwestern manufacturing firm has 
need for a senior level applications 
professional with IBM mainframe ex- 
perience. Background with IMS is 
preferred. There will be a combination 
of new development and maintenance. 
Call for further details regarding this 
outstanding opportunity. To $38,000 

ROBERT HALF 
of St. Louis 
7733 Forsyth Bivd. 
(314) 727-1535 


CHARLOTTE 


MANAGEMENT CONSULTING 
Prestigious NC nm has immediate need 
for systems professionals on the fast 
track. 2 - 10 years experience in 
design, coding and implementation of 
large IBM mainframe software 
systems. Knowledge of package soft- 
ware (MSA, M+D, ASI) strongly de- 
sired. High image, solid academic 
background and willingness to travel a 
must. Career climbing opportunity! 

Salaries to $60,000 
LEARN AS/400 
Your Sys 3/X skills can qualify you for 
several new openings in the Southeast 
with leading corporate and consulting 
clients. Two + years experience 
Sys/38, RPG Ill or Sys/36 to AS/400 
conversion exp highly desired! 
Salaries to $40,000 
DEC/VAX/ORACLE 
Multiple positions exist in NC and SC 
for individuals with RDB experience 
preferably Oracle. State of the Art en- 
vironments utilizing UNIX, C and or 
Pascal. Available positions include 
P/A's, Sr P/A’s and S/A's. Salary open. 
ROBERT HALF 
of Charlotte 
1710 Charlotte Plaza 


ACP/TPF See teers 
NEER required. R 
and implementation . 

we ae invoice or, 
‘erface system vanes 
subscribers over » 50,000 
e C.'s word wig, Ube lehrica 
princes fo smaceeae 

it technology and to — 


tage. Act as project leader and/or 
technical advisor as for 


Fax: (414) 271-7836 


SENIOR 
DATABASE 
SPECIALISTS 


ably 
Version 


tadase experi 5 

with ORACLE RDBM 

5. 1/6.0 

Thorough knowledge of SQL 

and relational database theory 

would be beneficial. Familiarity 

with CASE tools a pius. 

Should be skilled in analytical, 
and efficiency 


ity to communicate  caaualy 
with both technical and non- 
technical personnel. 


Position reports to the Data- 
base Administrator 
Excellent benefits. Relocation 
assistance available. 


Send resume. Salary history 
and requirements must be in- 
Cluded in order to be consider- 
ed. 


HOME OFFICE 
REFERENCE LAB, INC. 
Personne! E: 


P.O. Box 
Shawnee Mission, KS 66201 


EOE 


Dallas, TX 75231 Charlotte, NC 28244 
(214) 363-3300 (704) 339-0550 


IT’S CALLED THE GOLDEN GATE 
FOR GOOD REASON 
System professionals can discover career enrichment, 
personal satisfaction and rewarding employment with 
our prestigious clients. Sophisticated technologies 
include Mainframes; Minis, Micros, PC’s, Networks, 
Communications, System Software, Data Bases, 4-GL’s, 
design, development and software engineering. 
THE SEARCH FIRM, INC. 
595 MARKET STREET, SUITE 1400, SAN FRANCISCO, CA 94105 
(415) 777-3900 FAX 777-8632 


MAINE - NH 


We have specialized in 
data processing profes- 
sional placement in 
Maine & NH for a quarter 
of a century. If you qualify 
for positions in the 
$25,000-$50,000 range, 
please contact us in total 
confidence. Our clients 
pay our fees and provide 
relocation assistance. 


%ROMAC, 


Att: 2 
P.O. Box TS 
Portiand, ME 04112 
(207)773-4749 


SYSTEMS FRSeRAEEERS 


Nationwide 
rience in any of the 


MVS/XA and/or ESA 


for Sala 


Sacramento, CA 95818 


COMPUTERWORLD 


MINNEAPOLIS 
/ST. PAUL 


MUMPS PROG/ANALYST 
Join one of the largest healthcare pro- 
viders in the midwest. Growing Clus- 
tered Vax shop looking for results 
-oriented professionals. Requires 
MUMPS, DEC VAX, and industry ex- 
posure. Salary to $40,000 

PROJECT LEADERS 

SYSTEM ANALYSTS 
Take a leadership role with a pro- 
gressive nat'l company. Be a part of a 
team in new dev using IDMS, MVS, 
COBOL or FOCUS. To $43,000 
Positions also available for individuals 
with 2+ yrs experience with above 
skills. To $39,000 

HP3000 PROG/ANALYST 
Cutting edge IS company looking for 
innovative professionals to take them 
into the 90's. Req’s 3+ yrs COBOL 
on HP3000. Salary to $40,000 

ROBERT HALF 
of Minnesota, Inc. 
5001 West 80th Street 

Bloomi MN 55437 

(612) 893-9585 
FAX (612) 893-0833 


BOSTON 


DB-2 OPPTY! 
Leading BOSTON fin’l svc firm offers 
0B-2 ny coy yg eg 
specialists in design = me devel 
roles. Environ is IMS/CI current 
proj a major intro of DB-2. Sales comm, 
fin'Vacctg & insurance bkgrds desirable 
but not req! Salaries in $40's 
ROBERT HALF 


FAX (617) 423-0904 


SOUTHERN 
CALIFORNIA 


LA & Santa Barbara Oppty's 
P/A Cobol IBM& VAX  $30-48,000 
EDP Auditor IBM Sys $35-50,000 
Sys Pgmr IBM MVS/VM $55,000 
Engineer Data Com Nets $60,000 
MIS Mgr IBM4300/Sys 38 $60,000 
Dev Mgr VAX OLTP/Cobol $70,000 
San Diego Oppty’s 
Life/Annuities $28-45,000 
IMS DB/DC Fin/mtg $32-44,000 
DEC/VAX Mgr Bi-lingual $40-50,000 
ROBERT HALF 
of Southern California inc. 
3600 Wilshire Bivd. #2000 


Los a 30 CA 90010 
(213) 386-6805 


409 Camino Del Rio South 
Suite # 


San re CA 92108 
(619) 291-7990 


| | | CMSI, with offices in Jacksonville, FL; 
Atlanta, GA; St. Louis, MO; Hartford, CT; 
and Melbourne, Australia, has become a 
leader in developing and supporting soft- 
| ware for many Fortune 500 companies. Our 
mandate is to provide the best service pes- 
sible in the industry. This can only be 
achieved by hiring individuals who are com- 
| mitted to reaching beyond today's 
| accomplishments, people who strive for a 
level of excellence not attained by the 
| average person 


If you are willing to accept our challenge, 
| we will provide the environment, the oppor- 
tunity, and all the support you need to 
achieve your professional goals. Also, be 
assured that we provide one of the finest, 
most comprehensive compensation/benefits 
packages available 


1 Current needs include, but are not limited 
| to 





Computer Management Sciences, Inc. 





PACBASE IMS DB/DC IMS/ADSO 
DB2 VAN/VMS  INGRES/ORACLE 
cics COBOL AMS 

For further information, call or send resume to 


Technical Recruiter, 8663 Baypine Road, Jacksonville, 
FL 32256, 1 (800) 552-CMSI. Fax (904) 737-6376 





“The bottom line is results. 


What Im seeing, thanks to Comp 
is beyond our expectations. 


— Max Steiner 
Director of Marketing 
Kenda Systems, Inc. 


ax Steiner remembers his days as a salesman, 

when he would make calls and, invariably, see a 

copy of Computerworld on the desks of his clients. 
That alone made an impression on Max. 


Today, he is Director of Marketing for Kenda Systems, a 
software services firm with offices in New England, New 
York and Washington, DC, and specializing in placing 
contract engineers within the high-tech industry. Having 
grown by 400 percent annually for the last three years — 
and having placed several hundred professionals in less 
than three years, Kenda Systems is an acknowledged 
leader in the industry. 


The impression that Computerworld has made on Max 
early on has been a lasting one. He directs Kenda’s 
advertising. And he directs it to Computerworld. 


“We are looking for national exposure. First, we want to 
make people aware of Kenda Systems and then increase 
the number of resumes sent to us. I believe that greater 
recognition will lead to greater interest — and understand- 
ing of what we can do for people. 


“It only follows that we can best accomplish our goals by 
advertising with the industry leader — it answers all our 
needs. Computerworld reaches the qualified software 
professionals we're looking for. 


“And we have the proof. We’ve seen as much as a 30 
percent increase in resumes coming into our offices. Plus 
we're getting everything we hoped for: national recogni- 
tion and responses from top people from all over the 
country. Clearly, we‘Te quite pleased with the results. 


“We're hearing from software engineers who are impressed 
with the fact that Kenda’s in Computerworld. The bottom 
line is results. What I'm seeing, thanks to Computerworld, is 
beyond our expectations.” 


Computerworld. We're helping serious employers and 
qualified information systems, communications and PC pro- 
fessionals get together in the computer community. Every 
week. Just ask Max Steiner. For all the facts on how 
Computerworld can put you in touch with qualified person- 
nel, call your local Computerworld Recruitment Advertising 
Sales representative today. 


erworld, 


° 9? 


| Remnerer lion 


ls 
ie. 
Regional. National. 
And it works. 
BOSTON: 375 Cochituate Road, Box 9171, 
Framingham, MA 01701-9171 (508) 879-0700. 


NEW YORK: Paramus Plaza I, 140 Route 17 
North, Paramus, NJ 07652 (201) 967-1350 


WASHINGTON, D.C.: 8304 Professional Hill 
Drive, Fairfax, VA 22031 (703) 573-4115 


CHICAGO: 10400 West Higgins Road, Suite 300, 
Rosemont, IL 60018 (312) 827-4433 


LOS ANGELES: 18004 Sky Park Circle, Suite 


100, 
Irvine, CA 92714 (714) 250-0164 


SAN FRANCISCO: 18008 Sky Park Circle, Suite 
145, Irvine, CA 92714 (714) 250-0164 





COMPUTER CAREERS MID-WEST 
CDS 


CONTRACT DATA SERVICES, INC. and the beautiful Carolinas. 


tne rg 
had the resum 


and the phones 


en ee nT ea 
ie fastest euntrenuee: 


one of the best benefit packages in the indus’ rou; 
. So hugh lve Grose - Blue Shield, He ineurana, dental insurance and 2 ae 


, paid , 2 weeks vacation and 10 paid paid holidays, tuition fontunh gipuides 
\ Ficn more than 60,000 customers worldwide, Unisys is a $10 amination allowance and profit sharing, and all fully funded by COS. ” 


billion information systems company that applies leading- Hf you have at least 3 years or more experience in one of the folowing areas, we would encourage you 
edge technology to provide the best possible solutions to its to check us out 


customers. 


So naturally, says Linda Huebscher, Manager of Employment for 
the company’s Product & Technology Operations division in 
Roseville, Minnesota, Unisys wants the best technically trained 
personnel on its team. And for the most successful recruitment of 
such qualified professionals, Linda explains, Unisys turns to 
Computerworld. 


IMS DB/DC IDMS/ADSO 
ADABAS/NATURAL DEC VAX, COBOL, INGRES 


CICS/PL1 DB2, SQL 


ited resume in strictest confidence to: 
CONTRACT tra SERVICES, INC. 


Personnel Dept., 
205 Regency Executive Park Drive > Suite 302 


. ‘ ‘ Charlotte, North Carolina 28217 
“We recently embarked on two major recruitment campaigns for 


systems programmers. First, we need to support our development 
of Unix*-related products and services. Second, we seek systems 
programmers to help us capitalize on our lead in fourth genera- 
tion language (4GL) technology. 


“We want programmers who are well qualified, aggressive and 
systems motivated. The market for programmers with Unix kernel 
and shell development experience is extremely competitive. Just 
as it is for professionals with backgrounds in C programming, 
relational database and 1100 systems technology. 


“And we are confident we'll find these professionals through 
Computerworld. / asked our key systems programmers and 
managers which periodicals are most widely read by our 


EEOC 


Database 
Specialists 


Phoenix, Arizona 


top programmers. I was told in no uncertain terms that 
Computerworld is at the top of their reading lists. 


“That became clear when we saw the results. Our ads in 
Computerworld had the resumes pouring in and the phones 


Come to one of the fastest growing and most desirable cities 
in the Southwest. American Express Travel Related Serv- 
ices has immediate openings for database professionals 
seeking career and advancement opportunities. Candidates 
must be highly motivated and possess an in-depth knowl- 
edge of all facets of IMS/VS DB/DC and/or DB2. Accept the 


ringing. We averaged 28 responses for each ad we ran. But most 


2 " challenge of contributing to a state-of-the-art, large-scale 
importantly, we made several very good hires.” 


enterprise. Our environment includes IBM 3090/600s, 
MVS/ESA, IMS/VS DB/DC, DBRC, MSC, DB2 and TSO. 


Positions will be responsible for physical database design, 
database backup/recovery methodology, application sup- 
port, database design reviews, and performing DBD/PSB/ 
ACB gens and/or create tablefable space, etc. 


Knowledge of VSAM, DBRC, SMU II, IBM Data Dictionary, 
and Data Modeling techniques a plus. 

We offer an excellent compensation and benefit package. 
For confidential consideration, please send resume and 
salary history to: P. Taylor, AMERICAN EXPRESS, Dept. 
684, 1647 E. Morten, Phoenix, AZ 85020. 


An Equal Opportunity Employer 


APPLIED a 
COMPUTER 


ENGINEERING 
TECHNOLOGY 


Computerworld. We're helping serious employers and top 
computer professionals get together every week. Just ask 
Linda Huebscher. 


For all the facts on how Computerworld can put you in touch with 
qualified personnel, call your local Computerworld Recruitment 
Advertising Sales Representative today. 


* Unix is a registered trademark of AT&T Bell Laboratories. 


TOWN OF PALM BEACH 


PROGRAMMER/ANALYST 
SALARY 


$27,062 - $36,613 


The weekly newspaper of record for computer professionals. Cae CENEFITS 


$40-75K 


INGRES, VAX or IBM 

DB2 with CSP or CICS 
ADABAS/Natural w/any lang. 
IMS DB/DC with PLI 
ORACLE/SQL, VAX or PC 


must include AS Degree in Com- 
1OMS/ADSO with COBOL a + preferred), 


requirements 
puter Science or related field (Bachelor h, 
and 3 years of responsible programming experience in 
RPG I! or Ili. AS/400 programming and conversion experi- 
ence preferred. 

to the Town of Paim Beach Personnel 


Department, 
South County Road, Paim Beach, Florida 33480 (407) 
838-5452. 


By Florida Law, all applications for employment witn the 
Town of Paim Beach are open for public inspection. 


Bonus & Paid Relocation 


Acetech 
2065-1100 


375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 
800/343-6474 (in MA call 508/879-0700) 


An IDG Communications Newspaper 
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\ Terrific 
Opportunity 


Please call John Bell at 301- 
560-0375, or fax to 301-560- 
0895, or mail your resume to: 


BELL & ASSOCIATES 
9515 Deereco Rd., Suite 525 
Timonium, Maryland 21093 


Systems Analyst. 40 
(8:00 to 5:00). Duties are 
sign and development of 
communication and computer 


puaceeny 
nt 


. trainer and 
UNISYS A10, A6, A4, 
B28, PC XT/AT; software: MCP, 
DOS, BTOS, DMS li, COMS, CO- 


MEMPHIS/ 
MID-SOUTH 


located to National 
Seta Sealy hoe 
placement of data processing 
professionals qualified for posi- 
tions in the $25-50,000 range. 
Clients pay our fees, provide 
relocation and offer great career 


“Our ads in Computerworld 
had the resumes pouring in 


and the phones ringing. 


WW more than 60,000 customers worldwide, Unisys is a $10 
billion information systems company that applies leading- 
edge technology to provide the best possible solutions to its 
customers. 


So naturally, says Linda Huebscher, Manager of Employment for 
the company’s f.oduct & Technology Operations division in 
Roseville, Minnesota, Unisys wants the best technically trained 
personnel on its team. And for the most successful recruitment of 
such qualified professionals, Linda explains, Unisys turns to 
Computerworld. 


“We recently embarked on two major recruitment campaigns for 
systems programmers. First, we need to support our development 
of Unix*-related products and services. Second, we seek systems 

programmers to help us capitalize on our lead in fourth genera- 
tion language (4GL) technology. 


“We want programmers who are well qualified, aggressive and 
systems motivated. The market for programmers with Unix kernel 
and shell development experience is extremely competitive. Just 
as it is for professionals with backgrounds in C programming, 
relational database and 1100 systems technology. 


“And we are confident we'll find these professionals through 
Computerworld. J asked our rey systems programmers and 
managers which periodicals are most widely read by our 
top programmers. I was told in no uncertain terms that 
Computerworld is at the top of their reading lists. 


“That became clear when we saw the results. Our ads in 
Computerworld had the resumes pouring in and the phones 
ringing. We averaged 28 responses for each ad we ran. But most 
importantly, we made several very good hires.” 


Computerworld. We're helping serious employers and top 
computer professionals get together every week. Just ask 
Linda Huebscher. 


For all the facts on how Computerworld can put you in touch with 


qualified personnel, call your local Computerworld Recruitment 
Advertising Sales Representative today. 


* Unix is a registered trademark of AT&T Bell Laboratories. 


The weekly newspaper of record for computer professionals. 


375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 
800/343-6474 (in MA call 508/879-0700) 


An IDG Communications Newspaper 
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COMPUTER CAREERS MID-WEST 


It’s the efficient 
way to recruit 
qualified 

iE computer 

'§) professionals 


Now you can target your recruitment advertising to the qualified computer profes- 
sionals you want to reach - where you want to reach them. All you need is the new 
IDG Communications Computer Careers Network. Here’s how it can work for you: 


You choose the newspapers. Depending on who you’re looking for, you can select 
the combination of five newspapers that best suits your needs - Computerworld, 


InfoWorld, Network World, Digital News, and Federal Computer Week Edi- 
tions. 


You choose the region. If you wish to recruit within a specific area, you can adver- 
tise in the regional editions of the newspapers you choose - East, West, or Midwest. 

course, national buys of individual newspapers or various combinations are also 
available when you need to extend your reach. 


You don’t pay for readers you don’t want. Gone are the days when you have to 
worry about paying for waste circulation. The Computer Careers Network puts you 
in touch with qualified computer professionals - and only those qualified computer 
professionals you need to reach. 


To put the new Computer Careers Network to work for you - regionally or nationally 


- call the sales office nearest you. Or contact John Corrigan, Classified Advertising 
Director, at 508-879-0700. 


Sales Offices 


John Corrigan, Classified Advertising Director, 375 Cochituate Road, Box 
9171, Framingham, MA 01701-9171; 508-879-0700. 


BOSTON: 375 Cochituate Road, Box 9171, Framingham, MA 01701- 


9171, Nancy Percival, Regional Manager; 800-343-6474. (in Massachu- 
setts, 508-879-0700); Andrew Rowe, Account Executive. 


NEW YORK: Paramus Plaza I, 140 Route 17 North, Paramus, NJ 07652; 


Warren Kolber, Regional Manager, 201-967-1350; Jay Novack, Account 
Executive 800-343-6474. 


WASHINGTON, D.C.: 8304 Professional Hill Drive, Fairfax, VA 22031; 


Katie Kress, Regional Manager, 703-573-4115; Pauline Smith, Account Ex- 
ecutive 800-343-6474. 


CHICAGO: 10400 West Higgins Road, Suite 300, Rosemont, IL 60018; 


Patricia Powers, Regional Manager, 312-827-4433; Ellen Casey, Account 
Executive 800-343-6474. 


LOS ANGELES: 18004 Sky Park Circle, Suite 100, Irvine, CA 92714; 


Barbara Murphy, Regional Manager, 714-250-0164; Chris Glenn, Account 
Executive, 800-343-6474. 


SAN FRANCISCO: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714; 


Barbara Murphy, Regional Manager, 714-250-0164; Chris Glenn, Account 
Executive, 800-343-6474. 


NOVEMBER 6, 1989 


When the business card says 
AGSI, it says a lot about you. 


It says you're among the very best at software consulting. pro- 
gramming and project work for Fortune 500 companies. And 
you're associated with a consulting firm that enjoys a 95% calll- 
back rate from those clients. 

It says you've got years of experience and mastery of 

DB2, PL1, COBOL / CICS, IDMS, UNISYS, IMS DB/DC, 
AS/400, or (PMS) Policy Management Systems. 


If you've been waiting for this kind of opportunity. we've got a 
card waiting for you. For confidential consideration and inter- 
view, please contact (mail, fax or phone) your resume and salary 
history to: 

Atlanta Group Systems, Inc. 

2971 Flowers Rd. South + Suite 275 » Atlanta, GA 30341 
(404) 455-7783 1-800-768-2474 FAX: 1-404-451-5163 
ATTN: Roz Alford 
Or contact our Greenville Office at 135 Interstate Blvd. 

Suite 2A + Greenville. S.C. 29615 (803) 234-7988 
Equal Opporunsy Employer 


CALL OUR 
NEW AND IMPROVED 
24 HOUR ON-LINE 
CONTRACT AND PERMANENT 
JOB LISTINGS 


919-222-0979 
PLEASE TELL YOUR DP FRIENDS 
ABOUT IT! 


Burlington, NC 27216-5057 


DP SW CONSULTANTS 


IBM SYSTEMS wen veteres NEW DEV/DESIGN 
Manuf: ing env. (Steel industry exp. a ) 
Seon & travel corned ene. rates) 


Also... 
PS/2 Cobol immediate/Florida 
SQL/DS....DB2....CSP 


OS/2 Presentation mgr 
INFORMIX....SYBASE....X-WINDOWS 
MSA G.L./H.R. consultants exc. career opptys. 
Documerge/iong term development. 


Please contact: 
THE REGISTRY 
Division 


260 Greensboro Drive 
McLean, VA 22102 


The Registry 1-800-367-9119 FAX (703) 790-8467 


SYSTEMS ANALYST 
Cutan, chete ee nee ate. 
dustry, is curren ing a Systems Analyst 
their dupesenent Candidates should 

perience in a i it manufac- 
turing environment with RPG Ili, C , and related 
software experience. Your skills and contributions will 
be rewarded with an excellent compensation and ben- 
fey 21 1-806-666-4081 or send your resume n conf. 
ley at 1 4041 or send your resume in confi- 
dence to Dept. 1: 


Williams & Company 
P.O. Box 268 
Sioux City, lowa 51102 


PROGRAMMER/ 
ANALYST POSITIONS T3370 
SYSTEMS PROGRAMMERS 
(UP TO $50,000) 
With at least 3 years experience in 
“IMS DB/DC,DL1 *CICS 
* NATURAL * ADABASE 
* COBOL 
ORACLE 


* RPGI/il 
* IDMS/ADS/O 
* C LANGUAGE 


Please Send Resume 


BRU er etiam Ll 





COMPUTER CAREERS 


It’s easy 
to place your recruitment ad 
in Computerworld! 


All the information you need is right here. 

Just call Lisa McGrath at 800-343-6474 (in MA, 
508-879-0700). Or, if you want, you can send us 
the form below via mail or to our FAX machine 
You can reach our FAX at ext. 739 or 740 at 
either of the above numbers. 


The following information will help you deter- 
mine the size ad you’d like to run and when 
you'd like to run it. 


CLOSING DATES: To reserve space, you need to 
call us by 5PM (all continental U.S. time zones), 
6 days prior to the Monday issue date. We need 
your ad materials (camera-ready mechanical or 
copy for pub-set ad) by 5PM, 5 days prior to the 
weekly issue. 


AD COPY: We'll typeset your ad at no extra 
charge. You can give us copy via phone, U.S. 
mail, or FAX. To typeset an ad for you, we need 
clean, typewritten copy. Figure about 30 words 
to the column inch, not including headlines. 
(There are seven columns on each page.) 


LOGOS AND SPECIAL ARTWORK: Any logos 
or special artwork should be enclosed with your 
ad copy. For.best reproduction, please send us 
either a stat of your logo or a clean sample on 
white bond paper. 


COLUMN WIDTHS AND MINIMUM DEPTHS: 
Your ad can be one of seven different widths. 
There is a minimum depth requirement for each 
width. You can also run larger ads in half-inch 
increments. The chart below can serve as a 
reference. 


NUMBER OF COLUMNS WIDTH MINIMUM DEPTH 
1 column 1-1/4” 
2 columns 2-5/8” 
3 columns 4-1/16" 
4 columns 5-9/16” 
5 columns 6-15/16" 
6 columns 8-3/8” 
7 columns 9-3/4" 


RATES: Your rate will depend on the size of 
your ad and whether you choose to run regional- 
ly or nationally. The national rate is $13.50 per 
line or $189.00 per column inch. The regional 
rate (Eastern, Midwestern or Western editions) is 
$9.00 per line or $126.00 per column inch. You 
can run your ad in any two regions for $11.60 per 


Computerworld Recruitment Advertising Order Form 


Ad Size: columns wide by 
Issue Date(s): 

Name: 

Company: 

Address: 


Telephone: 


line or $162.40 per column inch. In all cases, 
you can earn volume discounts. 


The minimum ad size is two column inches 
(1-1/4” wide by 2” deep) and costs $378.00 if run 
nationally. A sample of this size appears below. 
You can run larger ads in half-inch increments at 
$94.50 per half inch. Box numbers are available 
and cost $25 per insertion ($50 if foreign). 


Programmer Analyst 


SAMPLE AD SIZES AND PRICES: To assist you 
in planning your recruitment advertising, the 
following shows common ad sizes and their 
respective costs. 


Two Regions 
. One Region (East/West 
(East, Midwest East /Midwest, National 
or West) Midwest/West) Edition 
$ 252.00 $ 324.80 $ 378.00 
$ 504.00 $ 649.60 $ 756.00 
$1,134.00 $1,461.60 $1,701.00 
$2,520.00 $3,248.00 $3,780.00 
$4,410.00 $5,684.00 $6,615.00 


PAYMENT: If you're a first-time advertiser or if 
you haven't established an account with us, we 
need your payment in advance (or with your ad) 
or a purchase order number. Once you have 
established an account with us, we’ll bill you for 
any ads you run as long as your payment record 
is good. 


COMPUTER CAREERS NETWORK BUYS: 

You can take advantage of special rates that 

let you run your ad in Computerworld and 
Computerworld’s sister newspapers at special 
rates. Choose from Computerworld Focus on 
Integration, Network World, InfoWorld, Digital 
News and Federal Computer Week. Call for 
details. 


l column x 2” 
2 columns x 2” 
3 columns x 3” 
4 columns x 5” 
5 columns x 7” 


4 


Region: D East 0 Midwest O West 
DO East/Midwest O Midwest/West 0 East/West 


Send this form to: COMPUTERWORLD RECRUITMENT ADVERTISING 
375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 
800-343-6474 (In MA, 508-879-0700) 
Telecopier Extensions: 739 


National: 0 
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Computer Professionals: 
Some people became famous 
because of their 

great many abilities. 


It's doubtful that any of our NCA 
consultants will ever become 
historically famous. Nevertheless, they 
all possess a great many abilities that 
are absolutely essential to providing 
computer career advancement. 

They must: be technologically 
current in rapidly-changing computer 
developments...be able to maintain 
close and confidential relationships 
with hundreds of employers...be able to 
provide accurately detailed information 
on hundreds of computer career oppor- 
tunities, locally and nationally... be 
able to merit the confidence of all candi- 
dates ...be able to represent them 
professionally and to negotiate 
diplomatically. With these abilities, and 
more, they can assure you that: “All 
little strokes fell great oaks.” 

Come in. Call. Or mail your resume 
to the NCA firm nearest to you. No 
charge to you ever. Confidentiality is 
assured. Act today! Because as the man 
said: “Time is money.” 


ATLANTA: DataPro Personnel Consultants 
400 Perimeter Center Terrace. Suite 650 
Atlanta, GA 30346 (404) 392-4242 
BALTIMORE: CIPS inc 
101 W Ridgely Road. Suite 7A & 8A 
Lutherville. MD 21093 (301) 252-9000 
BOSTON: Robert Kleven & Co inc 
PO Box 636 
tanchae: MA 02173 (617) 861-1020 
Thomas Hirtz & Associates 
150 North Wacker Drive. Suite 1700 
Chicago. I 60606 (312) 977-1555 
Task Group 
7875 Reading Road 
Cincinnati. OH 45237 (513) 821-8275 
CLEVELAND: Innovative Resources. Inc 
Statler Otfice Tower. Suite 426 
East 12th & Euclid 
Cleveland. OH 44115 (216) 621-4220 
COLUMBUS: Michae! Thomas. Inc 
450 W Wilson Bridge Road. Suite 340 
Worthington. OH 43085 (614) 846-0926 
BALLAS: DataPro Personne! Consultants. Inc 
13355 Noel Road. Suite 2001 
Dallas. TX 75240 (214) 661-8600 
DENVER: Abacus Consultants. Inc 
1777 South Harrison Street. Suite 404 
Denver. CO 802‘) (303) 759-5064 
BETROIT: Electronic Systems Personne! 
3000 Town Center. Suite 2580 
Southfield. M! 48075 (313) 353-5580 
GREENSBORO: DataMasters 
PO Box 14548 
Greensboro. NC 27415-4548 
(919) 373-1461 
HARTFORD: Compass. ‘nc 
875 Asylum Avenue 
Hartford. CT 06105 (203) 549-4240 
WOUSTOM: Career Consultants. Inc 
1980 Post Oak Boulevard. Suite 1050 
Houston. TX 77056 (713) 626-4100 
CITY: OP Career Associates 
6405 Metcalf. Suite 502 
Shawnee Mission. KS 66202 (913) 236-8288 
LOS ANGELES: Superior Resources. Inc 
22653 Pacific Coast Highway. Suite 1-106 
Malibu. CA 90265 (818) 884-3000 
MIAMI: Data Sciences Personnel. Inc 
PO Box 8577 
Hollywood. FL 33024 (305) 434-6112 
MILWAUKEE: EDP Consultants Inc 
Chanceliory Park Ii, Suite 350 
350.N Sunnysiope Road 
Brooktield. WI 53005 (414) 797-8855 
MMPLS. ‘ST. PAUL: Electronic Systems Personne’ 
880 International Centre 
900 2nd Avenue South 
Minneapolis. MN 55402 (612) 338-6714 
WEW JERSEY: Systems Search 
2040 Millburn Avenue 
Maplewood. NJ 07040 (201) 761-4400 
WEW YORK: Botal Associates. inc 
7 Dey Street. Suite 410 
New York. NY 10007 (212) 227-7370 
PHILADELPHIA: Systems Personnel. Inc 
115 West State Street 
Media. PA 19063 (215) 565-8880 
PROEMX: Professional Career Consultants 
4725 North Scottsdale Road. Suite 209 
Scottsdale. AZ 85251 (602) 274-6666 
PITTSBURGH: KCS Computer Services. Inc 
400 Penn Center Bivd Suite 320 
Monroeville. PA 15235 (412) 823-8632 
Traynor Contidential Ltd 
10 Gidbs Street. Suite 400 
Rochester. NY 14604 (716) 325-6610 
SAM DIEGO: Technical Directions inc 
5005 Texas Street. Suite 304 
San Dvego. CA 92108 (619) 297-5611 
SAN FRANCISCO: The Computer Resources 
Group Inc 
303 Sacramento Street 
San Francisco. CA 94111 (415) 398-3535 
SEATTLE: Houser. Martin. Morris & Associates 
110 110th Avenue NE C-90015 
Bellevue. WA 98009 (206) 453-2700 
STAMFORD: Hipp Waters Professional Recrusting 
707 Summer Street 
Stamford CT 06901 (203) 357-8400 
ST. LOWS: Executive Career Consultants 
795 Office Parkway. Suite 100-CW 
St_Louts. MO 63141 (314) 994-3737 
: CFA Associates Personne! inc 


*x GET OUT x 
OF TOWN 
NATIONWIDE 
OPPORTUNITIES 
YOUR HOME TOWN MAY HAVE 
MANY JOBS, BUT NOT YOUR 
‘CAREER | . THE COM- 
PUTER-TECH NETWORK OF 60 
NATIONAL COMPUTER SEARCH 
AGENCIES SPECIALIZES IN THE 
PLACEMENT AND PAID RELOCA- 


TION OF COMPUTER PERSONNEL 
TOALL AREAS OFTHEUS.A, 


(216)-356-9990 
FAX #(216)-356-9991 
TOLL-FREE 1-800-752-3674 


21010 Center Ridge Rd. 
Rocky River, Ohio 44116 


fee tae 

empor Positions Avail- 

able from. 1/1/90 to 3 
the development 


McCarthy, 305 Madison Ave- 
nue, Suite 1112, New York, NY 
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5790 Widewaters Parkway 
Dewitt. NY 13214 (315) 446-8492 
WASHINGTON DC: 8)! Young & Associate 
8322 Professional Hill Drive 
Fairfax. VA 22031 (7! 7 

: For intormation. cc 
NCA firm nearest to you 


ANALYSTS, PROGRAMMERS, DESIGNERS — 
If You Have The Right Stuff. . . 


2 years minimum professional experience 
stable work history, good technical references. 
U.S. citizenship or green card, and competence 
in at least one of the following 


* UNIX/C * VAX/VMS * IBM MVS * AS/400 

* System/38 * Tandem * Ada * RPG III * DB2 

* SQL * IDMS-ADS/O * IMS * CICS * ORACLE 

* INFORMIX * SYBASE * PACBASE * FOCUS 

* INGRES * ADABAS * SNA * VTAM * M&D * MSA 
* MAPICS 


* Communications ¢ Networking ¢ Operating Systems 
© Compilers ¢ Controls ¢ Parallel Processing 

* Distributed Systems © Object Oriented Programming 
* Windowing * DB Development OR Administration 

* SQA/IV&V OR CM © ASW/Sonar ¢ Radar 

*® Supercomputing ¢ CASE ¢ Expert Systems 

* Circuit Simulation ¢ Microprocessors 











... We Have the Right Service 


Thousands of placements of computer professionals 
since 1966; over 1000 client companies and 200 
affiliates nationwide; resume preparation and select- 
ive distribution; no cost or obligation to you: no 
sales pressure. 


TO APPLY: Mail or FAX resume or call Howard Levin. 


RSVP SERVICES 
Dept. C. Suite 614. One Cherry Hill Mall. Cherry Hill. NJ 08002 
800-222-0153 or FAX: 609-667-2606 (refer to Dept. C) 
Director of 


=& 
| DMS Computing 


Directs all aspects of computing at the Dart- 
mouth Medical School. As such, assesses needs 
and oversees the design, implementation, and 
management of fiscal, administ-ative, academic 
and research information systems. Demon- 
strated ability to conceptualize, design and im- 
ee integrated information systems. 

apable of interfacing with high level adminis- 
trators from a multi-institutional medical center. 
Excellent managerial skills, Master's degree in 
Business or Computer Science with 0-6 years of 
experience in system’s management, preferably 
ina health care or academic setting, or the equiv- 
alent. Resumes will be reviewed startin 
November 15 and should be sent to Mar 
Helijas, Dartmouth Medical School, Hanover, 
New Hampshire 03756. 


Dartmouth College is an Affirmative Action Equal Opportunity 
Employer. Women and Minorities are encouraged to apply. 





DARTMOUTH 
COLLEGE 


COMPUTER CAREERS 


SYSTEMS 


PROFESSIONALS 


Sinieesibianeiamapianneiantieatendal 


Our move to Virginia is creating 
systems opportunities 
you won't want to miss! 


Mobil, one of the world’s preeminent energy companies, prides itself on 
growing its own talent. However, with the relocation of our Sales & 


Supply Division to Fairfax, Virginia, exceptional opportunities have been 
created for experienced: 


Project Leaders 
Systems Analysts 


Programmer Analysts 
Business Analysts 


To qualify, you'll need a B.S. degree and 3+ years’ experience in one or 
more of the following: DB2, IMS, FOCUS, or COBOL (using embedded 
SQL). 


Our development environment makes extensive use of the Information 
Engineering Methodology, supporting CASE tools, PC-to-mainframe 
connectivity, cooperative processing and expert systems. 


Mobil’s stimulating environment encourages its people to be enterprising 
and to take risks. If you are a hard working self-starter, possess the techni- 
cal expertise and the interpersonal and communication skills that will help 
foster strong working relationships, Mobil would like to consider you for 
these opportunities. 


Call TOLL FREE, 800-848-3683, 24 hours/day, 7 days/week. Or send your 
resume to: Mobil Oil Sales & Supply Division, Dept. CW, 10310 Main 
Street, Suite #240, Fairfax, VA 22030. We appreciate your interest in Mobil 
Oil, but can only respond to those candidates who meet the above require- 
ments 


We are an Equal Opportunity Employer. We encourage women, minorities, 
the handicapped and veterans to apply. 


Mobil 


ANALYSTS - New devel- 
opment project, high visibil- 
i oe iM MVS 
aes OBOL, any data 
base experience a plus. 
Salaries to low 40's 

P/A’s - Multiple slots with 
one of the industry leaders, 
requires experience with 
COBOL in an IBM MVS 
shop. CICS, IDMS, finan- 
cial or food processing ex- 
perience = es la- 
ries range from "sto 
high 40's - 

P/A’s - IMS is the key for 
slots with a_ diversified 
company. BM MVS shop, 
financial/numan _ resource 
applications, BS required, 
salaries to mid 30's. 
Consider Omaha, rated the 
37th best to live in a 
survey of 329 metro areas 
in the U.S. 


All of the above positions 
include relocation pack: 
Consider Omaha, rated 
37th best place to live in a 
of 329 metro com- 
munities in the U.S. 
DATA PROCESSING 
7171 Rd #302 
Omaha, NE 68106 
(402) 397-8107 


CONSULTANTS 
WANTED 


P. Murphy & Associates, inc. 


4405 RIVERSIDE DRIVE, SUITE 100 


BURBANK, CA 91505 


(818) 841-2002 (714) 552-0506 


FAX: (618) 841-2122 


COMPUTERWORLD 


REGIONAL SALES 
MANAGER 
LASER OPTICAL PRODUCTS 


Atlanta, GA Area 


Pioneer Communications of America, Inc., a ——- of Pioneer 
Electronic Corporation, has an immediate opening in its Laser Optical 
Products Division. 


The ideal candidate will have : 


™ BSEE or equivalent technical experience preferably with a Bachelors 
Degree. ™ Working knowledge of industry, computers, optical disk prod- 
ucts, or related products. ™ Prior sales experience with corporate 
customers ™ Demonstrated ability to work on confidential projects. 
™ Excellent communication and demonstration skills. " Working know- 
ledge of computer/peripheral distribution channels. 


We offer an outstanding compensation package including base 
salary, commission, bonus, company car and benefits. For immedi- 
ate consideration send or fax us your resume and salary history, in 
confidence, to: Pioneer Communications of America, Inc., Attn: 
T. Patricola, Manager Human Resources, 600 East Crescent Avenue, 
Upper Saddle River, NJ 07458. Fax number is: (201)327-9379. We 
will be interviewing at COMDEX in Las Vegas on November 14th 
& 15th. We are an equal opportunity employer. 


Y) PIONEER 





Computerworld Recruitment Advertising Works. 


“Even compared to leading dailies, 
Computerworld generally draws a 
bigger and better pool of candidates.” 


I t's no wonder Edward Wisnewski’s 
colleagues call him “mainframe.” 
He’s Vice President/Manager of Staff- 
ing Programs for BankAmerica Systems 
Engineering (BASE), the information 
systems division of the $100 billion 
Bank of America. Overseeing staffing 
for systems, from PCs to minis to main- 
frames — he’s a man with a big job. 


“Centralized in Concord, California, 

BASE is responsible for systems and 

software development, contract 
negotiations, procurement, and 
computer-related equipment expen- 

ditures in support of the bank’s busi- 

ness systems worldwide. Our division 

alone employs 4,500,.so building and 
maintaining a top-notch staff is no small 

task. We recruit as many as 600 profes- 
sionals every year, and we get lots of help 
from Computerworld. 

“We have our own training program for fil- 
ling entry-level positions, but generally we 
need to find systems programmers, applications 
programmers, systems analysts, and LANs pro- 
grammers in the mid and upper ranges, with five 


Edward J. Wisnewski 

Vice President 

Manager of Staffing Programs 
BankAmerica Systems Engineering 
Bank of America 


to ten years of experience in specific 
disciplines. That’s why Computer- 
world’s audience of qualified comput- 
er professionals is perfect for us. 


“Unlike other trade publications 
we've looked at or even advertised in, 
Computerworld delivers the type and 
caliber of professionals we need. Even 
compared to leading dailies, Computer- 
world generally draws a bigger and 
better pool of candidates. And that’s 
44... important to us because we're gener- 
ally looking to hire immediately. 


“Success. In one word, that’s why 
we're running a lot more recruitment 
advertising in Computerworld this 

year than last.” 


Computerworld. We're helping serious 
employers and qualified information sys- 
tems; communications, and PC profession- 
als get together in the computer community. 
Every week. Just ask Edward Wisnewski. For 
all the facts on how Computerworld can put 
you in touch with qualified personnel, call John 
Corrigan, Recruitment Advertising Director at 
800/343-6474 (in MA, 508/879-0700). 


The weekly newspaper of record for computer professionals. 


Boston: 375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 (508) 879-0700 
New York: Paramus Plaza I, 140 Route 17 North, Paramus, NJ 07652 (201) 967-1350 
Washington D.C.: 8304 Professional Hill Drive, Fairfax, VA 22031 (703) 573-4115 
Chicago: 10400 West Higgins Road, Suite 300, Rosemont, IL 60018 (312) 827-4433 
Los Angeles: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714 (714) 250-0164 
San Francisco: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714 (714) 250-0164 


An IDG Communications Newspaper 





Community Health Computing makes key con- 
nections for better healthcare delivery. CHC serves 
the “Who's Who” of the hospital community with 
innovative information systems. Since 1973, we have 
sought solutions for expanding data integration in 
medical facilities. Today, we stand on the brink of a 
new challenge. Be part of our commitment to provide 
the highest quality products and services as we prepare 
to enter new markets in hospital computerization. 


SOFTWARE ENGINEERS 


ABS degree in Computer Science (or equivalent) is required. 5+ years of 
proven leadership should include several of the following: large, complex 
commercial software products (using top down development and design 
methodologies) from concept to market; structured lifecycles; varied software 
environments (including transaction processing and multi-tasking); product 
component walk-through/ inspections; C, Fortran, Pascal and PL/I. Also a plus 
is work with clinical application design and development, Stratus systems, 
integration testing design and execution as well as logical and relational 
database design. 


CLIENT SERVICE REPRESENTATIVES 


Work in one of two key areas to foster good CHC customer relations. Our first- 
line Client Service Representatives assist customers in solving software product 
problems requiring immediate attention. Our second line of software product 
experts assist in more in-depth investigations. For both of these positions, we 
prefer 3-5 years experience in healthcare and computerization. 


Be a vital member of our team in Houston—where the spirit of optimism is 
driving a comeback economy. You'll enjoy a highly affordable cost of living in a 
vibrant, international city. Our benefits include medical/dental insurance, flex 
account, tuition reimbursement, 401K and relocation assistance. Send your 
Tesume to: 


COMMUNITY HEALTH COMPUTING 
Director of Human Resources 

5 Greenway Plaza, Suite 2000 

Houston, TX 77046 


Visibility. 
Variety. 


Recognition. 
They’re Yours. 


At GE Consulting Services, you can experi- 
ence the high visibility of client expo- 
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participant in a multi-faceted consulting or- 
ganization. 
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Albany, 
Attn: Li S. Mendelson 
(518) 454-2258 
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Community Health Computing 


AS/400 
PROGRAMMER/ 
ANALYST 
Rural/Metro Corporation, an em- 


prove the selected canckate an 


exciti in system de- 
eee” 


perience | 
® AS/400, System 38 experience 
® Accounting experience heipful 


RURAL METRO 
3200 N. Hayden Road, #150 
Scottsdale, AZ 86362 
EOE M/F/H 
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* Sr. Prog. Analyst 
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* Project Managers 

* Systems Programmers 
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Chuck Klein & Assoc. 
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COMPUTER CAREERS 


In Dallas, Texas, we are renowned for lifestyle advantages 
which include a warm climate, abundant recreational facili- 
ties, affordable housing and a moderate cost of living. At 
AMRIS Travel Services Division, an affiliate of American 
Airlines, we're dedicated to the development of innovative 
computer information systems aimed at revolutionizing the 
non-airline reservation network for the hotel and car rental 
industry. For professionals with expertise in one or more of 
the following areas, we offer outstanding career opportuni- 
ties for you to make your mark in time. 


¢ ACP/TPF APPLICATIONS 
¢ TPF/DB 


¢ CASE TOOL TECHNOLOGY, preferably IEF or IEW 
EXPERT SYSTEMS 


IDMS, IMS SYSTEMS PROGRAMMING 


AMRIS Travel Services Division offers unprecedented poten- 
tial for career development and superior compensation and 
benefits, including a relocation package. For consideration, 
please call Rob Haddon at (214) 788-8613, or for- 
ward your resume with salary requirements via 
fax (214) 991-2893 or mall: 


Attn: Technical Recruiting 
AMRIS Travei Services Division 
2085 Midway Rd. ¢ Carroliton, TX 75006 


a 


Travel Services Division 


Equal Opportunity Employer © Principals Only, Please 
All qualified candidates are encouraged to reply, regardless of prior contact with our organization 


Northern California 


EXCLUSIVE 
POSITIONS 
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SEND US YOUR 
COVERS! 


Pema Information Resource Group offers computer 

VAX-RDB directories on a regional basis identifying IBM 
and DEC mainframe and midrange computer 
installations along with Key M.1.S. Contacts. 
Fax or mail us the cover off any of our com- 
petitors products and we'll knock $50 off the 
purchase price of the BaseSite Computer 
Directory of your choice. 

Call for details and 
a FREE sample page: 


1-800-827-8338 


Your Key to Data Processing ™ 


3840 Thorson Dr 
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WE DELIVER!! 





BY RAYMOND T. NIMMER 
SPECIAL TO CW 


Are mass-market software li- 
censes worth the paper on which 
they are printed? Well, that de- 
pends on how much the paper 
costs. 

Mass-market or 
shrink-wrap li- 
censes are peculiar 
to the software in- 
dustry and, within 
it, to that segment 
in which vendors 
sell their products 
by mail-order, 
over-the-counter 
or by other means 
designed to reach 
the mass market. In such cases, 
neither the purchaser nor the 
seller negotiates terms; the pur- 
chaser merely buys the product 
at the going rate. 

For years, lawyers have ad- 
vised software vendors to in- 
clude these licenses with their 
products, knowing that their le- 
gal effect is questionable. These 
license agreements are probably 
unenforceable; simply put, they 
are not negotiated agreements 
but efforts by one side to impose 
terms on the other. 

To my knowledge, there has 
not been one judicial decision 
that relied on a shrink-wrap li- 
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Falling prey to a paper tiger 


Toothless “shrink-wrap” licenses leave software vendors in a legal lurch 


cense to give rights to a produc- 
er or take them from a user. The 
simple fact is that no software 
developer can rely on these pa- 
pers in a major lawsuit, and if one 
ever did, his chances of success 
would not be great. 

Two states, Illinois and Loui- 
siana, enacted spe- 
cial laws validating 
shrink-wrap agree- 
ments. The Illinois 
law was repealed. 
Then, a_ federal 
court ruled that the 
Louisiana law was 
at least in part in- 
validated by feder- 
al copyright and 
patent law. The 

court assumed with very little 
discussion that a shrink-wrap li- 
cense would be invalid as a con- 
tract. Most courts would agree 
with this decision. 

You cannot have a contract 
without an agreement. You can- 
not have an agreement forced on 
you without even knowing its 
terms. This oversimplifies the 
matter, and many lawyers can 
come up with sophisticated re- 
buttals, but these principles de- 
scribe the essential flaw in the ef- 
fectiveness of many shrink-wrap 
licenses. 

The license usually is not de- 
scribed to the buyer before he 


age /lease | 


purchases the package. There- 
fore, no one could say he agreed 
to the license at that time. 

Later, when opening the 
package, the buyer already owns 
the copy of the program. But 
simply stating in a piece of paper 
that by using the product the 
buyer agrees to the terms of the 
license is humbug — unless such 
an agreement was made before 
or during the time of purchase. 


What is the purpose? 

Why do we have shrink-wrap 
agreements? What is their in- 
tended purpose? 

The licenses routinely limit 
the warranty that the manufac- 
turer makes regarding the soft- 
ware and the risk of liability it as- 
sumes if the program mal- 
functions. 

Disclaimers and liability limi- 
tations have a long history in 
contract law and can work if they 
are conspicuous and become 
part of the actual bargain. Some 
shrink-wrap agreements may 
meet this description, but many 
cannot. 

In some states, however, 
even if agreements were to meet 
these conditions, the mass-mar- 
ket disclaimers would still be in- 
effectual under consumer pro- 
tection statutes. 

In any case, the producer and 


the seller cannot revoke warran- 
ties assuring that they sold youa 
merchantable product — one of 
ordinary quality — after the sale 
is completed. 

The shrink-wrap agreements 
routinely limit the number of 
copies of the software the user 
can make. Here we have use of a 
psuedo-contract. While the li- 
cense may not be effective, how- 
ever, you cannot legally copy the 
software to your heart’s con- 
tent. Virtually all mass-market 
software is protected by federal 
copyright law that limits your 
right to copy. 


Software secrets 

Some licenses limit your right to 
reverse-compile or reverse-en- 
gineer the software and disclose 
or use the “‘secrets” you discov- 
er in doing so. 

Even if we assume that there 
are secrets, a producer can get a 
contract from a buyer barring 
disclosure of secrets. But can it 
impose one? Most likely not. The 
U.S. Supreme Court said last 
year that the ability of a buyer to 
discover secrets from mass-mar- 
ket products is central to this 
country’s system of intellectual 
property law. 

So far, shrink-wrap agree- 
ments have been described from 
the perspective of the user. 
What about the producers? 
Should they use these agree- 
ments? The answer is often yes. 

The licenses may not change 
or add to copyright restrictions, 
but they alert the buyer to copy- 
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right limits. Although they often 
will not alter warranties that de- 
clare software as merchantable, 
they create an argument that a 
buyer waived his rights by not 
objecting to the license. While 
they probably cannot eliminate 
the buyer’s right to reverse-en- 
gineer the program, the license 
— coupled with some protec- 
tions in the product — enables 
the producer to argue that its 
own employees are doing wrong 
if they steal secrets. 

There we have it — an Alice 
in Wonderland approach to 
computer law. The licenses 
probably do not work, but the 
producer is better off with them 
than without them. 


Nimmer is Foundation Professor of 

Law at the University of Houston, coun- 
sel to the law firm Sheinfeld, Maley & 
Kay and author of The Law of Computer 
Technology (Warren, Gorham & La- 
mont, New York). 
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PO BOX 71 @ 610 BRYAN STREET @ OLD HICKORY, TENNESSEE 37138 
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: , $3,300 $4,200 $2,950 
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FAX: (301) 476-3396 
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Buy @ Sell e Rent e Lease 


0 OW ee 


2574 Sheffield Road 


Ottawa, Canada K1B 3V7 


613-745-0921 
FAX: 613-745-1172 
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EXPERIENCED 
SYSTEMS AND 
PERIPHERALS 


BUY-SELL-LEASE-BROKER- 
AGE 


NEW PLUG-COMPATIBLE 
DISK, TAPE, MEMORY 


PLUS 
THE FASTEST 1/O 
AVAILABLE ANYWHER 


1ST SOLUTIONS, INC. 
11460 N CAVE CREEK ROAD 
PHOENIX, AZ 85020 
602-997-0997 
ASK FOR DON SHIFRIS 


Reconditioned 


SHSH0ED IBM 


Equipment 


Mass. (617) 344-8600 
FAX (617) 344-4199 


—— GTEX 
FINANCIAL 
= GROUP, Inc. 
LESSOR ANO DEALER 


BUY SELL LEASE 


PS/2 OPERATING 
LEASES 


3084 3090 
PERIPHERALS 


OEM/PCM 
LEASES 


800-888-7568 


FAX 214/783-1379 


Member 


COLA 1978 


9370 


All Models 


New & Used 
60 to 90 
Upgrade Special 


PH: 1-800-553-0592 
in MN: 612-931-9000 


anthers 


12800 Whitewater Drive, Suite 130 
Minnetonka, Minnesota 55343 U.S.A. 
FAX 612/931-0930 


VAX RENTALS 


MV 3600 
MV 3800/3900 
VAX 6000 SERIES 
VAX 8000 SERIES 
Systems & Peripherals 
¢ Fast Turnaround 


© Dependable Products 
* Upgrade/Add-On Flexibility 


@ 6 Months @ 12 Months @ 24 Months 


ee ASSOCIATES 
QA =: Gear: 


EAST COAST WEST COAST 
PIA RELEASE a LE 


4381 


R14 
32 Megabytes 
12 Channel 
channel to 
channel adaptor 
No brokers please 


For more information 
Contact, Mr. Jones 


(503) 641-6453 
Ext. 5405 


COMPUTERWORLDS’s 
CLASSIFIED MARKETPLACE 
Examines the issues while Computer Professionals 
examine your message. 


Call for all the details. 
(800) 343-6474 
(in MA., 508/879-0700) 
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(800) 888-2000 


* Peripherals 
* Upgrades 


18377 Beach Blvd., Suite 323 
Huntington, Beach, CA 92648 (714) 847-8486 
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LEVEL 6 DPS 6 SERIES 16 


We buy, sell, lease & rent 
quality new and used equipment. 
And we stand behind it for a year. 


e Complete Minicomputer Line 
New & Used . 
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e Depot Repair Capability 


e Mesa Sonor Maintenance 
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in Honeywell Minicomputer 
Sales and Support 


SS 


BOUDREAU COMPUTER SERVICES 
100 Bearfoot Road. 
Northboro, MA 01532 
(508) 393-6839 
FAX 508-393-3781 


rt 
AS/400 

SERIES/1 
Te eects} 


11/750 w/FP 
C1750. . $1,800, 
11/780 w/FP 

C1780 $2,995. 


CALL 800-677-3636 
Phone: 603-886-0383 


Fax: 603-886-0914 


CORPORATION 
375A WEST HOLLIS ST. NASHUA, NH 03061 
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FOR SALE 
Harris 850 System 


All IBM Machines and Parts 


612-942-9830 
DATATREND: 


BUY @ SELL @ RENT @ LEASE 


MEMOREX - TELEX 


soeees ox frees wath PA por 
‘ood Teele with ITC TERMINALS e PRINTERS 
Disk 


Removable Drive, Packs, CONTROLLERS 
(5) RS232 Twin ASYNC or SYNC wt S28 


PRINTERS 
IBM 3262 - 003 
IBM 3268 - 002 
IBM 3287 - 002; CO2 
SALE OR LEASE 


Bluebonnet Computer Co. Pepperdine, Inc. 
Austin, TX (407) 875-1111 


(512) 926-3900 
Member CDLA 


MODELS: 078, 079, 178, 179, 
276, 277, 278, 287D2, 387 


CALL: PETE DOCKTER 


LEASING ASSOC. CORP. 
pee ek eu 
Se os ems 


PUR Re) 
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THE EXSEL OPPORTUNITY 
Exsel Inc. is offering the popular IBM PS/2 Model 50 fully remanufactured at 2 fraction of its 
original price! All systems are factory tested and repackaged to a LIKE NEW condition and include a 
90 day warranty. It's the genuine IBM PS/2 product that you have seen advertised on television. the 
radio. newspapers and referred to as “The next generation in personal computing.~ 
THE PS/2 MODEL 50 FEATURES INCLI DE: BRAND NEW AMDEK MODEL 432 VCA 
IMB Rendom-ar MONOCHROME MONITOR 
adel Designed to wark in harmony with the PS/2 Family. high 


sees Memory on the System Board with 

on card capability of TMB 

B01 Rey Enhanced IBM Kev boord 

BS fell wear A prenmeon stots | math coprecrsanr socket 

Ber 3.5" 1. 44MB Hall Heght Mopps 

Boor 20M. ROMS fined disk drive 

GSerial. Parallel. Point Devier Port and VGA 
card—standard 

BM repre nor —lntet 80286 (10 0 Miz) Werrechannrt 

Blo Ba Bos architecture 

BRun- most popular Prreonal. Hducational. Business 
Software 


raodes for compatibility @/IBM developed graphics 
standards 

Bose « 480 PS/2 VGA Standard 

Bow ». 00 (CCA) 

Bee » 50 (EC A) 

720 x 400 (teu mode) 

A baalt ie tlt and swivel stand and bnghines contrast 
controls all for reduced eve strain. UL. listed: FOC Clans 
B and CSA approved. $285 Value inchuded— FREE! 
Standard Exsel 90 day Back to Depot warrants. inchades 
all parts & labor 


Bem with Prrwonal Syatem 2 Quark Reference Gunde 
14.00°H 5 16.00°D: 21 the UL. Listed. CSA 
od 
PR2 SYSTEM ANP WONITOR 
ORIGINALLY MADE TOSELL FoR | 
$3840.00 


EXSEL Loe PRICE 


$1888.00 


SHIPPING & HANDLING $49 00 oe 


TO ORDER BY CREDIT CARD. CALL 
MOND) THROUGH FRIDAY 
8:30 AM 6 PM EST. TOLL FREE: 


14800)-624-2001 
" 72-877 


Rat net vee = 
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6161 S/S 147MB 
6160 S/S 73MB 
6214 S/S 602MB 
6061 S/S 192MB 
6122 S/S 277MB 
6329 120MB 

6236 S/S 354MB 
6237 S/S 1.06GB 
6239 S/S 582MB 
6125 Streamer 


MV15000 4,8,16,32 MB 
MV10000 2,4,8 MB 
Mv8000 2MB 
S-140 250KB 
DESKTOP (AB Sizes) 
Isc-2 
Ac - 16 
wc-8 
Terminals 
0200 
p21 
0215 
MV15000 Mod 8 to Mod 20 0410 
MV15000 Mod 10 to Mod 20 D460 


Box 343 Hopkins, MN 
(612) 935-8112 Fax (612) 933-0664 
WANTED: DEAD OR ALIVE - All DG Systems 


Buy-Sell or Trade 
VS PC MVP OIS 
Systems in inventory 
VS 7150 / 100 / 85 /65/6/5 IF YOU'RE SELLING, WE'RE BUYING 


18M SYSTEMS 
Buy @ Seti @ Lease PERIPHERALS 


TOLL FREE 


(213) 394-1561 
CALIFORNIA 


And Peripherais 
4230A © 4230 © LPS-8 © 2256C 
PC/AT “WORKSTATIONS 


Ocean Computers. Inc. 
AC 919 Sera Monica Bivd., Ste. 200 
Santa Monica, CA 90401 


QA==- 


Phone 
Fax 


* AT is a registered trademark of |.B.M. 


TBAT Lay Et 


] 
IBM Unit Record 
Equipment | 

Data Modules/Disk Packs } 
Magnetic Tape/Diskettes | 


mt eS 


029-082-083-084-085-088 
129-514-519-548-557-188 


SORT RS SET 
2316-3336(1)&(11)-3348(70) | 


NORTHEAST MINICOMPUTER, INC 
55 High Street, Unit 6 
Billerica, MA 01862 
Wants to Buy Your Surplus 
DEC Computer Equipment 
We Pay Cash for Your 
Unwanted Computer, 
Peripherals, Options, 
Memory, and Terminais. 


Call 1-800-343-8302 
or in Mass. 
1-508-663-2550. 
Or Fax Your List 
1-508-667-0718 


Turn Your excess inventory 
into Cash $$$$ 


a"~.. 


xo TNO 


a r Pa os 


cae: So NG ell Beh) 
* INTERFACES Etc 


Cc 
EXCHANGE INC 


2487 renee Peery West Heyward CA 94545 
CALL~415) 887-3100 
FAX (415) 687-5580 TLX 709636 


on scene 


By the thousands. 


And we still do. Computer Marketplace has bought thousands of IBM 
AS/400, Series 1, S 3X, 43XX, 30XX, tapes, drives, printers and other 
penpherals and we are very interested in offering you top dollar for yours. 


We also deal in data communication equipment such as multiplexors, 
modems and protocol converters. 


Or if you have a need to buy, call us first and BUY DIRECT from the 


—COMPUTER 800-858-1144 
In California, dial (714) 735-2102 
205 East Sth Street, Corona, CA 91719 


cu) IBM IS A REGISTERED TRADEMARE OF INTERNATIONAL BUSINESS MACHINES. INC abl 


We Buy & Sell 
DEC 


Systems 
Components 


call:713 
445-0082 


600 Kennck Ste C22 
Houston. Tx 77060 


ajigital 
omputer 


DEC VAX & AT&T 
BUY-SELL-NEW-USED 
—saen 
iT Siete 
LAKEWOOD COMPUTER 
CORP. 


Solutions, 
(201) 672-6000 


WE WILL BUY 
IBM SYSTEM 
% PERIPHERALS ~ 
# 2914, 3081, 3082, 3203, 3272, 
3274, 3276, 3277, 3278, 3287, 
3410, 3411, 3420, 3683, 3684, 
3705, 3725, 3726, 3800, 3803 
& most Personal Computer Systems 
IN WHOLE OR PARTS. 
Please Call Purchasing 
Computer Service Supply Corp. 
1-800-255-7815 
In N.H. (603)437-0634 


>. 
The Computer Parts Vault@ 


436 Link Lane 
Ft. Collins, CO 80524 
(303) 493-6406 FAX:(303) 493-6409 


CLASSIFIED 
MARKETPLACE 


Where Computer 
Professionals Shop 


(800) 343-6474 
(in MA; 508/879-0700) 


Computerworld’s 
Classified Marketplace 


gives you reach to over 
612,000 potential buyers! 


And this audience is even verified by the Audit Bureau of 
Circulations in the only independently audited pass-alon 
survey of its kind. What’s more Computerworld’s Classified 
Marketplace penetrates buying companies in all major in- 
dustries. That’s because Conpulervond's total audience 
blankets key vertical markets that are major users -- and 
major buyers -- of computer products and services. 

So if you're selling computer products and services, adver- 
tise in the newspaper that delivers over 612,000 potential 


mame. Advertise in Computerworid’s Classified Market- 


For more 
information, call 


800/343-6474 


(in MA, 508/879-0700). 
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WANTED 


OBSOLETE 
AND EXCESS 
COMPUTER 
EQUIPMENT 
Top Cash Paid 


Call today for a quote 
on your system 


COMPU-SCRAP, Inc. 
Randolph, MA 02368 
(617) 341-2695 
Call Collect! 


HP 3000 


ATP’s e S/70 
7937H e 7933H 
Available in Quantity 
Processors @ Peripherais 
Systems 
All in Stock - immediate Delivery 
All warranted to qualify for 
manufacturer's maintenance 
BUY e SELL e TRADE 
RENT e LEASE 
ConAm Corporation 


It's Performance That Counts! 
800/643-4954 213/829-2277 


Computerworld’s 


Classified 
Marketplace 


delivers your message 
in companies that 
plan to buy your 
product or service. 


From PCs to minis, main- 
frames to supercomputers, 
Computerworld’s readers 
buy products across all 
ranges of today’s comput- 
ers. So if you're selling, 
advertise in the newspaper 
that delivers readers that 
plan to buy YOUR product 
or service. Advertise in 
Computerworld’s _ Classi- 
fied Marketplace! 


For more 
information, call: 


800/343-6474 


(in MA, 508/879-0700). 


COMPUTERWORLD 


CLASSIFIED MARKETPLACE 


Where all computer buyers and sellers can go to market. 


Buy /Sell/Lease 


GET YOUR BEST PRICE 
Then Call 
COMPUTER BROKERS, INC. 
For The Best Deal 
WE 


Buy - Sell - Lease - Rent 
New and Used IBM Equipment 
AS400 - System 36, 38, 43XX 


Call 800-238-6405 
IN TN 901-372-2622 
COMPUTER BROKERS, INC. 
2978 Shelby St., Memphis, TN 38134 
“Since 1974" 


LEAS PAK International’ Call Toil Free 1-800-532-7725 
2120 LeasPak Parkway®Bedford, TX 76021@D/FW Metro 817-267-2841¢1-800-532-7725 
8283 N. Hayden Rd., Ste. 278¢Scottsdale, AZ 85258°602-95 14511 © 1-800-678-4409 


DISPLAY SYSTEM/36 
STATIONS} ¢ All Models 
3476 © Bro D Upgrades 
3196 © Memory Upgrades 
3197 © Disk Upgrades 200/358 MB 
3180 © Communications 
a IN STOCK! 
: 5251 
Immediate 
Delivery! IN STOCK! 


CONTROLLERS 
5394.01A —_ 
5394.01B $/36 © $/38 © AS400 


5294-001 350 VA to ISKVA 
9335-B0l 5208-001 Call for Info 


NOW BUYING USED S/36's © S/38's © PERIPHERALS as) wa 


$$$ WE PAY CASH $$$ soca o 


cao SOCIETY OF 
(All equipment subject to prior sale or lease.) 


AUTHORIZED DISTRIBUTOR 


COMPUTER 
OfaALERS 


— en 


BUY OR SELL 
NEW OR USED 


IBM PC * XT * AT * PS/2 
COMPAQ * HP * AT&T * WANG 
MACINTOSH * APPLE 2 
1-800-262-6399 

Boston 


Computer 
Exchange 


Corporation 
MA 617-542-4414 
FAX 617-542-8849 


We buy 
NEW-USED-AS-IS 
computers 
and peripherals 10 
Industrial 
a Creecenittys) teh ‘ 


Tel. (508) 768-3480 : BUY 
FW Gt): Al ee LA 


—— Associates INC 


@ Data General © Fujitsu 
@ Data Products @ CDC 
@ Printronix @ Zetaco 


SELL TRADE 
(617) 982-9664 
FAX: (617) 871-4456 


COMPUTERWORLD 


Create computer room layouts and 3D news with 
your IBM PC or compatible. New library of com- 
puter Components makes it quick and easy From 
$295 Call for free brochure Money Back 


CLASSIFIED 
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Where Computer 
Professionals Shop 
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MISSISSIPPI CENTRAL DATA 
PROCESSING AUTHORITY 


oe will be received by the 
COPA, 301 N. Lamar St., 301 ing, Suite 
508, Jackson, MS 39201 for the 
equipment and services: 

Request for Proposal No. 1674, due 
Wednesday, November 15, 1989 at 3:30 
p.m. for the acquisition of disk subsystem 
Components for the UNISYS mainframe in- 
stalled at HINDS COMMUNITY COLLEGE. 
Request for Proposal No. 1675, due Tues- 
day, November 21, 1989 at 3:30 p.m. for the 
acquisition of Intergraph compatible equip- 
ment and software to upgrade an existing In- 
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COBOL compilers and utilities, relational 
databases, and much more. Call today 
to receive a FREE comprehensive 
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International 216-494-3781 
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Metropolitan Transportation ri 
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Disaster Recovery 
Hotsite 


The Computer and Data Com- 
munications Services Agency 
of N.Y. is soliciting proposais 
for Disaster Recovery Hotsite 
Services. To obtain a copy of 
the request for proposal, 
please call Jeff Burns at 212- 
240-4318. Proposais are due 
by November 20, 1989. 


Your used computer equipment 
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M features a Buy/SelLease sec- 
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who turn to Computerworid for news, 
week. 


So give your used computer equipment a second chance today. Call: 
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needs only 6 days notice to run your ad! 
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Honeywell to IBM 
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CICS Macro to Command 
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Any Cobol to any Cobol 


Professional staff, 
experienced in conversion. 


Specific methodologies for: 


¢ Conversion Project Management 
¢ Feasibility & Planning 
* Technical Conversion 


NEOSYNETICS, INC. 
3158 Des Plaines Avenue 
Des Plaines, Illinois 60018 
312/299-0900 
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AUTOMATED 
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HONEYWELL TO IBM 
MACRO TO COMMAND 
RPG TO COBOL 
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SOFTWARE CONVERSIONS 


BELCASTRO COMPUTER SERVICES 
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(800) 521-2861 


Computerworld’s 
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Marketplace 


gives you buyers with 
-extensive purchase influence. 


That’s because Computerworld’s 
Classified Marketplace reaches 
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extensive involvement in volume 
purchasing. In fact, a full 95% 
are involved in purchase decision 
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So if you're selling computer 
products and services, advertise 
in the newspaper that delivers 
o_ rs with voiume purchasing 

uence. Advertise in Comput- 
erworld’s Classified Markeplace! 


For more information, call 


800/343- -6474 
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FAX: 312-372-5157 
© We locate computer time. Achieving 20% to 40% savings by outsourcing their information OUTSOURCING 
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Twenty years experience brings you: 
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0 Software C Peripherals/Supplies New England 

0 Communications O Graphics/Desktop Publishing z | 
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Computerworid @ Hundreds of conversion programs FACILITIES MANAGEMENT 


= @ Customized programming (IBM HP) 
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TRAINING 


To build or not to build? 


Development costs weigh heavily when deciding to make or buy courses 


BY BILL SEBRELL 
SPECIAL TOCW 


any training manag- 
ers and, more impor- 
tantly, many training 
managers’ bosses, 
erroneously believe 
that it is usually more economi- 
cal to develop technical training 
courses than to buy them from a 
vendor. The only time they will 
use a vendor is when they back 
themselves into a corner 
timewise or send students one- 
at-a-time to public offerings. 

There appear to be several 
reasons for this attitude. One is 
the mistaken belief that training 
is easy and that anyone can build 
and deliver a course. The manag- 
ers look at the rates that vendors 
charge and are convinced that in- 
house costs must be lower. Most 
important, they do not know 
what their own training develop- 
ment costs really are, so they 
have nothing to compare with 
the market prices. 

In-house training and devel- 
opment costs are considerable. If 
a developer knows the technol- 
ogy, understands instructional 


New XRF 2.1 (Extended Recovery Facility) Class. 
First of Its Kind. 


CICS/MVS 2.1 XRF—Introduces the CICS/MVS 2.1 


design and has been trained in 
delivery techniques — all of 
which come at a significant cost 
— the average development re- 
quirements for delivery media 
are the following: 
e Thirteen days for each day of 
classroom lecture. 
e Four hundred hours for each 
hour of computer-based training 
instruction. 
e Eight hundred 
hours for each hour 
of interactive video 
instruction. 
e Twenty-six hours 
for each hour of tele- 
training. 
If we assume that 
an average instruc- 
tor costs $40,000 
for salary and benefits and works 
220 days a year, each man-day of 
development costs $181. The 
simplest training — a five-day 
lecture class — will cost the cor- 
poration $11,765 (13 times five 
days multiplied by $181). This 
ignores the costs of getting an in- 
structor to the proper level of 
knowledge and experience. 
There are some additional 
problems. The development cost 


is strictly overhead — the in- 
structor will not be teaching 
while developing. There may be 
little more than faith to go on re- 
garding the quality or results of 
the effort until the course is de- 
livered. The elapsed time is a full 
quarter of a year, assuming no 
delays or interruptions. The or- 
ganization is dependent on the 
individual who develops the 
course unless or un- 
til some backup can 
be provided. 

Taking all these 
issues into account, 
it is not surprising 
that estimates of the 
true costs of devel- 
oping complex 
courses frequently 

run into the hundreds of thou- 
sands of dollars. With numbers of 
this kind, it makes economic 
sense to consider buying a 
course from a reputable vendor. 
Delivering a course in-house 
is also an expensive proposition. 
Many people feel that instruc- 
tors bring to their job just four 
basic qualities — a show busi- 
ness ego, presentation skills, 
communication skills and subject 


matter expertise. They also as- 
sume that these attributes are all 
that one needs to ensure quality 
training. While these factors are 
certainly important, several oth- 
ers are also crucial, including 
preparation for classes, teaching 
skills, instructional design, stu- 
dent evaluation and student 
counseling. 

All of these skills require con- 
stant honing and maintenance. 
Keeping abreast of the ever- 
changing subject matter and 
learning new technical material 
for the future are other areas to 
address. With experience indi- 
cating that instructors cannot be 
kept in the classroom more than 
about 110 days a year without a 
drop in performance, it is advis- 
able to let them work on these is- 
sues. The problem is that doing 
so costs money. 

When does it make sense to 
develop and deliver courses in- 
house? If a technology has been 
used in an organization for a sig- 
nificant time, it is worthwhile to 
consider in-house development 
and delivery of courses in that 
area. The reasons are fairly 
straightforward: There should 
be plenty of individuals with ex- 
pertise. There is probably a 
wealth of well-structured mate- 
rial in books, manuals or existing 
courses that can be leveraged 
quickly, easily and cheaply. The 


Rexx 
Programming for 


Extended Recovery Facility (XRF), automation of operations, 

24-hour availability, and planned maintenance. 3 days. 
Englewood Cliffs* 
Los Angeles 
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The Center for Advanced Software Studies also provides a full 
range of courses in CICS, DB2, SQL, VSAM, IMS/DLI, and 
VTAM. Our other CICS classes run the gamut from concepts 


to internals. 


“New York Area 


V4 OnLine Software 
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Offered by: 


MVS Automated 
Systems Operation 


A 3-day intensive class. 


ReXX design and development. 


Includes: 


demos, comprehensive labs. 
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December 4-6, 1989 
Los Angeles....January 9-11, 1990 


Register by calling Sharon at 


New Jersey 


(213) 578-1147 


course requirements should be 
well known. The need for formal 
documentation and maintenance 
will be relatively modest. The 
number of students to be trained 
will likely be relatively small, and 
there should be plenty of follow- 
on resources if students need to 
ask questions. 

Assuming that a company has 
people on staff with the right 
knowledge and _ experience, 
training that is heavily oriented 
to a company’s individual proce- 
dures or practices is another ex- 
cellent field for in-house develop- 
ment. It will cost a vendor as 
much as the user to develop a 
customized course. There is lit- 
tle likelihood that the vendor can 
recoup its costs and earn a profit 
by delivering the course to other 
clients. There is no incentive for 
a vendor to offer discounts to de- 
velop this kind of training, so it is 
unlikely that a company will find 
the bargains available with 
courses on generic topics. 

Additionally, a basic philoso- 
phy of buying the best training 
available and building the re- 
mainder internally makes sense. 
It helps ensure that quality train- 
ing will be delivered. 


Sebrell is a vice-president at Data Base 
Management, Inc., a subsidiary of Amer- 
ican Management Systems, Inc. in 
Manchester, Conn. 


* 
Available from 
WhH&O 
PO Box 82.335 


Sponsored by: MVS Software, Inc. 
Next Generation 


Technology, Inc. 
COMPUTERWORLD’s 


November 
Training Editorial Topics 


“Critical Incidents” can assist in 
assessment 


Comdex Show Issue 
Show Distribution: 
Comdex Fall 

Ad Close: Nov. 7 


Executive Report: 
ISDN products 


Computer Careers Section: 


Outlook for IS trainers 
Ad Close: Nov. 14 


NOVEMBER 6, 1989 








SALES OFFICES 
Publisher /Fritz Landmann 


Senior ‘Associate Pubtisher/Val_ Landi, 
COMPUTERWORLD, 375 Cochituate Road, Box 9171, Fra- 
mingham, MA 01701-9171, (508) 879-0700 


/Kathy Sullivant, 

, 10400 West tiggins 

mont, IL 60018, (312) 827-4433 

NEW YORK: Regional Vice-President - Eas’ ie Hocks- 

wender, District Managers/Fred LoSapio, D'Amico, 
Center 1, 365 West Passaic St., Ro- 

chetle Park, NJ 07662 (201) 967-1350 


LOS ANGELES: Regional Vice-President - West/Jan 
Harper, Southwestem Regional hv /Carolyn Knox. 


Sales Assistant/Bev Raus, . 18008 
ae Circle, Suite 145, Irvine, CA 92714 (714) 261- 


SAN FRANCISCO: Regional Vice- 
Harper, Senior District /E 
chela O'Connor, Distri 


ATLANTA: Regional Vice-President - East/Bemie Hocks- 
wender, District ‘/Melissa Christie Neighbors, 


COMPUTERWORLD, 1400 
Lake Heam Drive, Suite 330, Atlanta, GA 30319 (404) 
394-0758 
DALLAS: Regional Vice-President - Midwest/Kevin 
McPherson, Southeastem District Manager/Darren Ford, 


Sales Assistant/Brenda Shipman, A 
oa Dallas Parkway, Suite 304, Dallas, TX 75240 (214) 


WASHINGTON, D.C.: Regional Vice-President - East/Ber- 


nie Hockswender, District eee D'Amico, 
PUTERWORLD, Mack Center 1, 365 West Passaic St., Ro- 
chelle Park, NJ 07662 (201) 967-1350 


Director/Derek E. Hulitzky, 378 Cochituate Rd., Framing 
ae (800) 343-6474, in MA (508) 87: 


PRODUCT CLASSIFIED ADVERTISING: 
East: Account aren igo, 375 Cochituate 
Rd., Seton 01701-9171 (800) 343-6474, In 
MA (508) 879-0700 

Midwest: Account Manager/Marie Keyes, 375 Cochituate 
Rd., Framin , MA 01701-9171 (800) 343-6474, In 
MA (508) 879-0700 

West: Account Executive/Bill Creonte, 375 Cochituate 
Ra., Fremingnem, MA 01701-9171 (800) 343-6474, in 
MA (508) 879-0700 


RE SALES S: 

New England: Regional Percival, 375 Co- 
chituate Rd., Framin; . MA 01701-9171 (800) 343- 
6474, in MA (508) 879-0700, Account Executive/Andrew 
Rowe, (800) 343-6474, In MA (508) 879-0700 

Mid-Atlantic: Regional Manager/Warren Kolber, Mack 
Center 1, 365 West Passaic St., Rochelle Park, NJ 07662 
ae Sr. Account Executive/Jay Novack, (800) 


South-Atiantic: Regional enen ee Kress, 8304 
Professional Hill Drive, Fairfax, VA 22031 (703) 573- 
rs Sr. Account Executive/Pauline Smith (800) 343- 


Midwest: Regional Manager/Pat Powers, O'Hare i 

Twr 1, 10400 W. Higgins Rd., Ste. 300, Rosemont, IL 

aed 827-4433, Account Executive/Ellen Casey 

(800) 343-6474 

West: Regional Manager/Barbara Murphy, 18008 Sky- 

park Circle, Ste. 145, Irvine, CA 92714 (714) 250-0164, 

Account Executive/Christopher Glenn (800) 343-6474 

DIRECT RESPONSE CARDS: 

East: Account Manager/Norma Tamburrino, Mack Center 

en Passaic St., Rochelle Park, NJ 07662 (201) 

West: Account Executive/Jili Halbert, 18008 Skypark Cir- 

cle, Ste. 145, irvine, CA 92714 (714) 250-0164 

IDG INTERNATIONAL MARKETING SERVICES: 

Managing Director/Frank Cutitta, COMPUTERWORLD, 375 

Cochituate Road, Box 9171, Framingham, MA 01701- 

9171 (508) 879-0700 

West Coast Marketing Manager/Leslie Bammer, 3350 West 

nite Road, Suite 201, Palo Alto, CA 94303 (415) 
-1001 


CW PUBLISHING/INC. 
An IDG Communications Company 
Fritz Landmann/President 
Computerworld Headquarters: 375 Cochituate Road, P.O. Box 9171, Framingham, MA 01701-9171 
Phone: 508-879-0700, Telex: 95-1153, FAX: 508-872-8564 
Senior Vice-President/Associate Publisher, Val Landi 
FINANCE Senior Vice-President/Chief Financial Officer, Matthew Smith. Controller, Mark Sullivan. 


SALES Advertising Director, Carolyn Novack. Classified 
Director, Derek E. Hulitzky. 


Director, John Corrigan. 


Marketing 
Display Advertising Production Manager, Maureen Hanley. Classified Operations Manager, Cynthia Delany. 


MARKETING Vice President/Business 


, Kevin Harold. Manager, 


Communications, Mary Doyle. 


Development, Marketing 
Account Manager, Marketing Communications, Elizabeth Phillips. Manager, Trade Show & Conventions, Audrey Shohan. 
CIRCULATION Director of Circulation Management, Maureen Burke. Director of Circulation Promotion, Caro! Spach. 


PRODUCTION Vice 


Leigh Hometh. Assistant 
, Beverly Wolff. Art Director, Tom Monahan. 


Production Manager, bi 
PUBLISHER’S OFFICE Assistant to the President, Karen Eliott. Assistant to the Senior Vice-President, Libby Levinson. 


FOREIGN EDITORIAL/SALES OFFICES 


Alexander , 
(O11) 61 2 4395133. Te 
FAX: (011) 61 2 439 5512. 
AUSTRIA: 


4 DK-2500 Vaiby Denmark. Tel: (011) 45 36 442800. Tel- 
ex: (855) 31566. FAX: (011) 45 36 442033. 

FRANCE: Francois Chaussonniere, IDG 

France, immeuble La Fayette, 2, Place des 

65, 92051 Paris la Defense, France. Tel: (011) 33 1 4904 
7900. Telex: (842) 613234F. FAX: (011) 33 1 4904 7800. 
HUNGARY: Dezso Futasz, 
Kft. Pf. 386, 1 


Enclave, New Delhi, 110017, india. Tel: (011) 

91 11 6433999. Telex: (953) 0317 1344 (INDQ IN). FAX: 
(O11) 91 11 644 1022. 

JALY: Umberto Costamagna, Computer Publishing Group 

S.R.L., Via Vida 7, 20127 Milano, Italy. Phone: (011) 39-2- 

— Telex: (843) 335318. FAX: (011) 39 2 284 


Japan, Kioi- 
|, Chiyodaku Tokyo 102, Ja- 
1. Telex: (781) 252 4217. 


ne 
33g af ; j 
i i 


NOVEMBER 6, 1989 


NEW ZEALAND: Martin Taylor, DG Communications Ltd., 
2nd Floor, 15 Augustus Terrace, Parnell, Auckland 1, New 
Zealand. Phone: (01 1) 64-9-779-902. Fax: (011) 64.9 774 
604. 


NORWAY: Morten Hansen, CW Norge A/S, Hovinveien 43, 
0576, Osio 5, Norway. Phone: (011) 472 647725. Telex: 
(856) 76476 (CW NOR N). FAX: (011) 47 268 0152. 


PEOPLE'S REPUBLIC OF CHINA: Shen Yao, China Compu- 
terworld, 74 Lu Gu Road, Box 750, 100039, Peo- 
ple’s Republic of China. Tel: (011) 47 81 0044. Telex: 
(716) 222214 (CCW CN). 


1130, Republic of Singapore, Phone: (0 
250 4444. Telex: (786) RS 37003 (Comwor). FAX: (O11) 
65 250 4296. 
‘SOUTH KOREA: Young S. Gimm, Hi Tech information, Inc. 
3rd floor, Youngjae 1600-7 Seocho 3 Dong, Seo- 
, Seoul 137-073 Korea. Tel: (011) 82 2 588 8922. 

FAX: (011) 82 2 582 9823. 
SPAIN: Paco Zabaia, CW » S.A, Rafael 
Calvo, 18, 4B, 28010 Madrid, . Phone: (011) 34 1 
419 4014. Telex: (631) 45522 (CW £). FAX: (011) 341 
419 61 04. 

22, S-115 41 Stockholm, Sweden. Tel: (011) 


CW Publikationen 
no. 15, Postfach 253, CH - 8030 Zu- 
|. Phone: (011) 41 1 55 10 77. Telex: (845) 


fli 
(ile 
wants 








ADVERTISERS INDEX 


Andersen Consulting 38,72-73,87-89, 
Applied Software 54 Inference Corp....... setenansontagaetina 62 
59-61,80-81,108-109 Information Builders . 
AT&T Paradyne.............. «- S57,489 


Beta System Software. 


BI Moyle & Associates Micro Focus 


Microgate ... 


Microsoft .... 

CO GOI, iscescnescecccoscascecesen 93 
EE aa 28 — 
Centura Software (formerly 

Application Developement Corp) 14 
Cipher Data a 
Command Technology Corp 
Compaq Computer 
CompuAdd 
Computer Associates 

sseasbeasey 18,35,37,39,41,43,74-75 
Computeriand 
Computer Systems 

Engineering Inc 
CW Circulation 
CW Editorial Reprints 
CW Response Cards 


Multisoft, Inc 
National Advanced Systems.. 32-33 
102-103 


Ross Systems 


SAS Institute 
Software AG 
Spur Products Corp . 


Data General Stratus Computer. 


Data Group 


Datapoint... Systems Center 


Digi-Data Corp Systems Engineering of America.. 9 


Digital Equipment Corp 


Dynatech 44-45 


Tandem Computer... oi 
.. 84-85 


Texas Instruments... 


Epson America 


Fujitsu Ltd 


Western Digital 
White Crane Systems 
Wyse Technology 


General Datacomm 


Hewlett-Packard 


XA Systems 
Hughes LAN Systems 


XDB Systems 


This index is provided as an additional service. The publisher does not assume any liability for errors or omissions. 


Have A Problem With Your Subscription? 


We want to solve it to your complete satisfaction, and we want to do it fast. 
Please write to: 


COMPUTERWORLD, P.O. Box 2043, 
Marion, Ohio 43305-2043. 


Your magazine subscription label is a valuable 
source of information for you and us. You can 
help us by attaching your magazine label here, or 
copy your name, address, and coded line as it 
appears on your label. Send this along with your 
correspondence. 


Address Changes or Other Changes to 


Your Subscription 


All address changes, title changes, etc. should be 
accompanied by your address label, if possible, 
or by a copy of the information which appears 
on the label, including the coded line. Please 
allow six weeks for processing time. 


Your New Address Goes Here 


ie 


Stato Zip 
Address shown: Home (Business 


Other Questions and Problems 


It is better to write us concerning your problem and include the magazine 
label. Also, address changes are handled more efficiently by mail. However, 
should you need to reach us quickly the following toll-free number is 


available: 1-800-669-1002 


Tt Outside U.S. call: (614) 382-3322 


P.O. Box 2043, Marion, Ohio 43305 


COMPUTERWORLD 








8 32NS29g Esgsgsaggsensy srasadad 


NOOMNLAN-t< <zcoocone egaggacseace 
goe73g9G99 Gecereégggecesesgasgags 


agegee™ ercesgeagese g2ergst 
838 Bere % saan egadaganes noes 


sig 
a 


rer=2eg"ge AOE PAINE OK QMO TH“ ONK NOMA 


=2=RSRBSS2 MO=OQ =~ OOQNQONQPQoT~TNIeg 


ib Lili wl 


genepets Hee, 
ae x al ue ae " duly 


zz2oqc0c[°czzz< ozooc00<c<<zz0000000000EZ9 GVOZOZO0Z0OzZ02 ozz0000 


E $3 GENGUIGGET THIS? GI=ASAMSTINT |—«TANIFGITSIFISNINNIIGIGNIII JS SGTSIITS HIATT GsaaIATTIS|HN TSTTIIVITIGE 
g ; ; 
Co gg g2agtagageas 2gg8029 SFSTSTSNGI] —« gaaNFNTTNIAAGAMNGHGATAINGATIT TSVIITNIG «8 SNITINITVS F9TVIITNGIITITTNINTTS 309875973 
22 oe 2 ~ Ss eee o a 7 2 
i S*GSQSgRENTE G2G*SSG RERREGGe g BSE EGS ETET SN SgGSeS eae gsae” BS GRRSCEMRRS SaRRCgS SES ae Sega a ee 


WET SBQC-L9c mwegagoR 2"2ABR°R—-KOB MOON A LOR SOR“ KIGBISP-BS “Br? ecozge-e2 roo metTearggeoe RQ Zoeegrrraregavcenrgs ogo 


eo 
PS" RBB=PH°RA “TM SLBLY RA=KRSS° SABRE B*YRBRPRSSG= SRRRLSIRL® A=KSYLS"SHSNHRPRLAGA LS=K 


nll it ut BP i a 


Semiconductors 
Low ‘spirits’ 
staistee atest 


Compaq, HP shares go bump in 
the night as investors show fright 


a 


EXCH:N= NEW YORK;A = AMERICAN;Q = NATIONAL 


8 
ears" 


mon 
a 
a= 
“om 


sone 
RANGE 


a 


8 in AL isda li dan gees 
4 gh ike ui a8 gy sit 
ia a on lath bitty la Tia 


oo OreCCCZOOCL OZ OCFZOOCZCOOOOOOOZOZOO0O ZOCCO<K90EzZO 


CLOSING PRICES WEDNESDAY, NOV. 1, 1989 
Communications and Network Services 


zZzzococ°c0~09° OCfz20ZZO2 C2022 <4z2z2z202 COOK OZZZECZ OS OS FOSZFEEZFOOZEOSEEOUS COCCSCZZEZ< 


5 
i 
= 
6 
<n 
3S 
z 
— 
© 
= 
5 


ec Sal 
2 .4 2 ~N 
as s = 3 
~~ — - = 


& 
a 
BRR SRIRR 


TRADING INDEX 


Software & DP Services 
Peripherals & Subsystems 
Leasing Companies 
Composite Index 


Semiconductors 


Computer Systems 


| STOCK 





NEWS 


Henson back in business — at Legent | Circuit switching made 
simpler for SNA nets 


BY NELL MARGOLIS 
CW STAFF 


VIENNA, Va. — Joe M. Henson, 
who surprised the industry this 
time last year when he resigned 
from the chief executive officer’s 
post at Prime Computer, Inc., 
donned the CEO mantle once 
more last week 
— this time at 
Legent Corp. 

Henson began 
his tenure imme- 
diately after the 
announcement 


Henson, tired of golf, 
re-joins work force 


Inc. an< Morino Associates. 

As an outside director of Le- 
gent, Henson took a strong role 
in the postmerger integration of 
the two companies with common 


customers but disparate product 


gent CEO Glen Chatfield will re- 
main actively involved in the 
company, they told Computer- 
world last week. In addition to 
serving on the board’s executive 
committee, Chatfield will direct 


CIM 


FROM PAGE 1 


James C. Weinberg, partner in 
charge of manufacturing indus- 
try. By comparison, he said, ex- 
perienced and successful CIM 
users tend to see it — and its as- 
sociated —asa 
subset of the corporation’s over- 
all business strategy. 

The emphasis on the shop 
floor is underscored by which po- 
sition in the company is responsi- 
ble for CIM implementation. 
Nearly half the companies sur- 


report to manufacturing executives, 
according to a survey of 1,500 people 
in manufacturing companies 


PERCENT OF RESPONDENTS 
(BASE OF 1,500) 


its finance and audit committee. 
Morino will head the finance 
committee and will also serve as 
director of Legent’s mergers 
and acquisitions program, which 
was targeted from Legent’s in- 
ception as key to its growth. 

Morino said last week that 
Henson’s role as the driving 
force behind 
Prime’s late 1987 
acquisition of 
Computervision 
Corp. as well as 
the subsequent 
purchase of Gen- 
eral Electric Co.’s 
Calma division 
were significant 
factors recom- 
mending him to 
Legent. 

While regard- 
ed as a bold move 
at the time, 
Prime’s difficulty in assimilating 
Computervision was a frequent- 
ly cited major cause of the 
slowed growth that, according to 
many analysts, kept the compa- 
ny from reaching its $2 billion 


saw Prime grow from a $350 
tnillion entrepreneurial company 
into a $1.7 billion player. Le- 
gent, too, has charted a high- 
growth course, according to its 
principals. In a rapidly consoli- 


veyed rely on manufacturing ex- 
ecutives to fill that role, accord- 
ing to KPMG, which said only 
chief executives “have the span 
of management control required 
to integrate CIM across func- 


said, is the result of an over-reli- 
ance on technology as a substi- 
tute for old-fashioned strategic 
planning. While some warned 
that U.S. manufacturing contin- 
ues to lag behind its Japanese and 
European counterparts — both 
in how quickly and how effective- 
ly it puts information technol- 
ogies to work — others saw rea- 
son for optimism. 

“Before, manufacturing saw 
CIM as a way to control their 
system’s destiny and keep IS in 
the back room,” said Roger Wil- 
lis, a partner at Andersen Con- 
sulting. During the next decade, 
however, manufacturing will ex- 
plore CIM as a way to “integrate 
people, vendors and customers, 
not just Computer A with Com- 
puter B,” he added. This will, in 
turn, bring on the realization 
that “TS has a valuable role to 


dating industry, Henson said, 
Legent has a strong chance to 
move to the forefront. 

While aiding in the integra- 
tion of Morino and Duquesne, “I 
became increasingly excited 
about software and its future,” 
said Henson, 56, whose roots — 
27 years at IBM and seven at 
Prime — are in hardware. 
“Maybe, in all honesty, I just be- 
came increasingly disenchanted 
with playing golf five days a 
week.” 

Legent’s changing of the 
guard came as a total surprise to 
most analysts. ‘The company 
has positioned this as a natural 
evolution, and in a way, you can 
see where they’re going,” said 
one analyst who requested ano- 
nymity. 

He added that he expected 
Morino’s and Chatfield’s dimin- 
ished roles to disturb some of his 

, however. 

‘I think [the executive 
switch] will raise a question of 
what’s going on at Legent,”’ said 
Robert Kanters, an analyst at 
Legg Mason Marsten, Inc. “I’m 
surprised that the stock hasn’t 
budged.” 

Kanters added, however, that 
he has no indication that any- 
thing is amiss at Legent. “Their 
growth rate is terrific, their 
earnings, their strategy. You 
keep asking, can a merger of 
equals really work? So far, it 
looks like it can.”” 


is implementing a work-mea- 
surement system that would 
bring shop-floor control systems 
under the coordination of Manu- 
facturing Accounting and Pro- 
duction Information Control 
System, or MAPICS, IBM’s 


partments, i 
M. Reazer, Ferno Washington’s 


BY ELISABETH HORWITT 
CW STAFF 


WHITE PLAINS, N.Y. — IBM 
announced a new version of its 
Systems Network Architecture 
ACF/VTAM software last week 
with enhancements designed to 
improve the communications 
system’s ability to handle ‘“‘casu- 
al” circuit-switched connec- 
tions. 

ACF/VTAM Version 3 Re- 
lease 3, with availability dates 
ranging from December through 
mid-1990, includes enhance- 
ments said to allow VTAM hosts 
to communicate directly with 
one another over multiple chan- 
nel-based and circuit-switched 
connections. The MVS/ESA 
version can also improve perfor- 
mance up ts 50% ona very large 
SNA network, IBM said. 

While comparable features 
had been available on IBM’s 
3725 and 3745 communications 
processors via the latest release 
of IBM’s Network Control Pro- 
gram (NCP), the VTAM release 
provides the capabilities without 
a front-end processor. 

This is critical to users of 
4300 and 9370 systems, whose 
built-in communications proces- 
sors do not run NCP, according 
to David Passmore, a partner at 
Ernst & Young subsidiary Net- 
work Strategies, Inc. 

Among the enhancements 
available on the new VTAM re- 


director of engineering. 

Those barriers pose one of 
the biggest obstacles to CIM im- 
plementation, according to 
Hales. ‘Plant people do not like 
to be told from on high how to ar- 
chitect their systems, while IS 
often feels victimized by users’ 
requests for variety and unique- 
ness” in shop floor systems. 

Allen H. Michels, chairman of 
Stardent Computer, Inc. in New- 
ton, Mass., said he was “pro- 


lease are the following: 
e The ability for a in to sup- 
port up to 16 transmission 
groups (channel-based links) to 
an adjacent subarea (host or 
front-end processor). 

This enables users to build 
parallel channel-to-channel host 
connections that can support T1 
speeds of 1.5M bit/sec. or even 
T3 speeds of 45M bit/sec., Pass- 
more said. 

Multiple channel connections 
between a 3090 host and a 3745 
can effectively double the front- 
end processor’s — 
IBM 
e NCP Version 5 ie 3, with 


network from a 3174 and en- 
hanced backup capability 
through the use of dual Token- 
Ring couplers. Availability is 
scheduled for December. 

eSupport of IBM’s Type 2.1 
(formerly called PU2.1) on 
VTAM, which enables hosts to 
act as T2.1 nodes directly rather 
than through their front-end 


processors. 

@ The ability for VTAM hosts to 
talk to other VTAM hosts, or to 
adjacent NCP nodes, via ‘“‘casu- 
al” or circuit-switched connec- 
tions via the T2.1 protocols. 
This eliminates the need to go 
through the complex setup rou- 
tines typically required for cir- 
cuit-switched host connections. 


foundly confused and disquieted 
at the deadly slowness of the 
adoption of new design meth- 
ods”’ by U.S. companies. Michels 
said Japanese companies 

which accounted for 40% of the 


oly 


Integration means war at Autofact 


The CIM wars escalated at last 


their respective CIM platforms, 
along with tools and alliances de- 
signed to integrate such systems 
with other vendors’ manufactur- 


Systems Strategies, Inc.’ 8 Ez- 


nounced 

grate their CIM systems with In- 
tercim Corp.’s Factory Floor 
series of software, which is said 
to provide factory information 
management based on SQL data- 
base technology. 


gration projects go smoothly. 
Andersen Consulting i 
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AT&T may relax grip on Unix Users come looking for 
sree — answers at Unix Expo 


BY AMY CORTESE 
CW STAFF 


NEW YORK — Glasnost may 
have come to Unix. 

Robert Kavner, president of 
AT&T’s Data Systems Group, 
said last week that he is consid- 
ering selling off equity interests 
in Unix Software Operation 
(USO), AT&T’s software arm, 
particularly to members of Unix 
International and the Open Soft- 
ware Foundation (OSF). 

“T believe for some OSF 
members, this is an attractive el- 
ement,” Kavner noted. 

The disclosure came as 
AT&T and its Unix International 
alliance of partners gathered at 
the Unix Expo to officially an- 
nounce AT&T Unix System V, 
Release 4. 


the feelers out 
Kavner said AT&T was in con- 
versation with a number of OSF 
companies, to see “if we can 
have one implementation or a 
strong collaboration.” Although 
he said he did not know where 
those conversations would lead, 
he hinted that equity interest in 
USO might be one outcome. 

OSF members seemed en- 
couraged by the proposition. 
Even Ken Olsen, Digital Equip- 
ment Corp. president and found- 
ing member of OSF, was in a be- 
nevolent mood, telling reporters 
that if USO is spun off, there will 
“hopefully” be no reason for the 
two groups to be separate. 

“We love AT&T. It’s not 
AT&T; it’s because [Unix] is 
controlled by a vendor,” Olsen 
said. 


“If AT&T wants to spin off 
USO, certainly that’s an oppor- 
tunity for the industry as a 
whole,” said David Tory, OSF 
president. 

Although OSF, a nonprofit or- 
ganization, would not have the 
wherewithal to take AT&T up 


AT&T’s Kavner may sell off equity in- 
terests in Unix Software Operation 


on such an offer, “member com- 
panies might,” Tory said. 

Indeed, many of the issues 
that led to the OSF alliance seem 
to have been resolved already. 


Unity in mind 

One of the primary reasons OSF 
was created was to help bring 
unification in the Unix industry, 
according to Tory. “We would 
look with great opportunity” on 
anything that might help achieve 
this goal,” he said. 

OSF plans to leapfrog the 
newly released AT&T Unix Sys- 
tem V, Release 4 with a Unix im- 
plementation of its own that in- 


X/Open to adopt SAA 
interface as standard 


BY AMY CORTESE 
CW STAFF 


NEW YORK — In a surprising 
move designed to interconnect 
the open systems world with the 


Programming Interface for 
Communications (CPIC) and will 
adopt it into its standards specifi- 
cations. 

The CPIC is part of IBM’s 
Systems Application Architec- 
ture and defines communications 


feedback from users at a meeting 
held by X/Open in Montreal last 


spring. 
“A lot of users told us they 
144 


want to go to open systems but 
don’t know how to get from here 
to there,” said Michael Lambert, 
X/Open’s chief technical officer. 
“A key requirement is to be able 
to retrieve information from an 
enterprisewide database from an 
open systems environment.” 


Peer-to-peer pressure 
For instance, a server on a main- 
frame could communicate with 
an application in an open systems 
environment on a peer-to-peer 
level. 

Under terms of the agree- 


tems. 


cludes advanced functionality, 
such as multiprocessing and en- 
hanced security. Tory charac- 
terized the planned OSF/1 as a 
new-generation architecture, 
beyond what is provided by 
USO. OSF is meeting this week 
to review development plans, 
but current estimates 
put availability of 
OSF/1 around the end 
of the summer. 

In the meantime, 
products based on the 
new release of AT&T 
Unix System V will 
start hitting the streets 
early next year, as com- 
puter and software ven- 
dors complete work on 
porting to the new re- 
lease. 

With Release 4, ap- 
plication binary inter- 
faces have been devel- 
oped for major 
architectures from In- 
tel Corp., Motorola, 
Inc. and Sun Microsys- 
tems, Inc. platforms, as well as 
the AT&T 3B platform, which 
allows for shrink-wrapped soft- 
ware applications. 

AT&T Unix System V, Re- 
lease 4 merges elements of the 
major versions of Unix — Xenix, 
University of California at 
Berkeley’s Unix and AT&T 
Unix System V. Applications 
written for any of those versions 
will be upwardly compatible, ac- 
cording to officials. Release 4 is 
also compliant with X/Open Con- 
sortium Ltd. standards. 

According to Unix Interna- 
tional, 172 companies plan to 
support the new release. 


BY AMY CORTESE 
CW STAFF 


NEW YORK — This year, not 
only is it OK to say the U-word, 
but some corporate IS managers 
are finding it may be risky not to. 
Last week’s Unix Expo drew 
many first-time attendees who 
came to see if Unix can deliver 
on the promise of open systems. 

Michael Farrell, a project 
manager at Citicorp’s Informa- 
tion Management Services, Inc. 
(IMS), said he came to find out, 
“What does Unix really buy us 
that we don’t already have?” 

So far, though, Farrell said he 
has not been persuaded to invest 
in it. Despite claims of portabil- 
ity, “applications are not porta- 
ble across Unix operating sys- 
tems today,” Farrell maintained. 


Fitting in 
IMS, a Citicorp start-up group, 
has the advantage of building its 
systems from scratch. “They 
will have to be multivendor,” 
Farrell said. ‘We want to make 
sure everything will fit in.” 

Another Unix newcomer was 
Gary Lehr, a staff specialist in 
Du Pont Co.’s information sys- 
tems department and member of 
a corporate open systems task 
force. Du Pont is not currently a 
large user of Unix, but “we want 
to get away from proprietary; 
open systems is the only way to 
go,” Lehr explained. 

However, Lehr said software 
applications for Unix were lack- 
ing. “It’s coming along, but it’s 


Informix revs OLTP engine 


BY ROBERT MORAN 
CW STAFF 


NEW YORK — Informix Soft- 
ware, Inc. last week announced 
that it has replaced its Informix- 
Turbo database engine with a 
fault-tolerant version for large 
on-line transaction processing 
(OLTP) applications under the 
Unix operating system. 
According to the company, 
the software, called Informix- 
Online, will perform tasks three 
to five times faster, replace its 
predecessor and offer the fault- 
tolerant ability to automatically 
replicate transactions on two 
disks. 
Along with Online, the com- 
pany announced Informix-Star, 
distributed database software 
that will permit users to access 
and manipulate data from Infor- 
mix databases on multiple re- 


monly found in Unix and contains 
a cost-based optimizer that ex- 
amines SQL queries throughout 
the system to find the most effi- 
cient method of moving informa- 
tion from machine to machine. 

In addition, Online will hold 
files of up to 2G bytes without 
sacrificing OLTP performance 
or the integrity of the database, 
according to Jeff Bork, Informix 
vice-president of marketing. 


Integrity probiems 

Other methodologies use point- 
ers within the database to files 
outside of the database, which 
can cause integrity problems and 
disqualify their use for large ap- 
plications such as image process- 


“In imaging applications, if 
you lose the pointers, you have 
basically lost the image as well as 
the integrity of the database,” 
said Michael Goulde, director of 
image management at BIS CAP 
International, a consultancy in 
Norwell, Mass. 

Jerry McLaughlin, assistant 


not yet like the PC-DOS world,” 
he said. 

Several companies attempted 
to change that perception last 
week with the following intro- 
ductions: 


e Unify Corp.’s Accell/Net soft- 


tions written with Accell/SQL 
across a network. Accell/Net is 
available immediately at prices 
ranging from $4,500 to 
$120,000. Additionally, the firm 
announced an Accell/SQL inter- 
face to allow current Accell/SQL 
applications to run Open Look on 
X Window System workstations. 
e SAS Institute, Inc.’s first 
Unix version of the SAS System 
software. The software, slated 
to be available in the second 
quarter of 1990, will run on Digi- 
tal Equipment Corp. reduced in- 
struction set computing work- 
stations running Ultrix and will 
use Decwindows. 
© Wordperfect Corp.’s new ver- 
sion of its word processing soft- 
ware for Unix systems, which 
will hand’> graphics as well as 
text. 
e NCR Corp.’s announcement of 
Tower Netware, a licensed ver- 
sion of Novell, Inc.’s Portable 
Netware for Unix systems. Ora- 
cle Corp. claimed that it will have 
a beta-test version of its SQLnet 
for Oracle Version 6 on the mar- 
ket for use with Tower Netware 
in January. 


vice-president and MIS director 
at Clark Bartis, Inc. in Dallas, 
currently uses Informix Turbo 
on a Sequent Computer Sys- 
tems, Inc. processor. With Infor- 
mix Online, he said, he will at- 
tach an erasable optical drive to 
the Sequent computer and store 
executable transactions in the 
large data files for a critical appli- 
cation. 

McLaughlin said he antici- 
pates an 80% performance im- 
provement. “‘We can now do ar- 
chiving on-line and cross-query 
on multiple devices,” he said. 

Online and Star will be avail- 
able by the end of the year on 
Unix-based AT&T 3B, Hewlett- 
Packard Co. HP 9000 300 and 
800 series, Sequent and Sun Mi- 
crosystems, Inc. computers and 
will be ported to other Unix plat- 
forms in the first quarter of 
1990, the company said. 

Turbo users under mainte- 
nance will receive a no-cost up- 
grade to Online. Prices are based 
on machine class and within each 
class on the number of users. On- 
line development systems range 
in price from about $3,000 to 
$90,000, the company said. 
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Windows make Microsoft Word shine 


BY PATRICIA KEEFE 
CW STAFF 


BOSTON — Click and drag. 
Those two words pretty much 
summed up the improved ease of 
use claimed by Microsoft Corp. 
in its release of Word for Win- 
dows last week. 

The $495 next-generation 
Word — described as “signifi- 
cantly improved” by one user 
and a “‘whiz-bang product” by an 
analyst — should give competi- 
tors some cause for fright, ob- 
servers said. It is slated to ship in 
January. 

Key to the revamped pro- 
gram is the ability for users to 
execute functions without hav- 
ing to go to a menu or even exit 
the screen or application. 


Simple steps 

As demonstrated last week, 
many executions required little 
more than point, click and drag. 
For example, using Microsoft’s 
Dynamic Data Exchange proto- 
col to link Excel and Word for 


Windows, a change in price made 
in one package was automatical- 
ly updated on the spreadsheet 
without touching the keyboard. 

Microsoft is not just pitching 
a graphical word processor; it is 
pitching Word as an environ- 
ment for the 1990s. 

“Word processors are evolv- 
ing into tools that are integrated 
in with other office systems and 
applications,” Microsoft Chair- 
man Bill Gates said. 


Vendor demo 

To bolster that positioning, Mi- 
crosoft invited a handful of ven- 
dors with products featuring 
hooks into Word for Windows to 
the demonstration. 

“Instead of using the C 
prompt or Windows as your base 
level, [they want you to] use 
Word as your primary environ- 
ment,” said Nancy McSharry, an 
analyst at International Data 
Corp., a market research firm in 
Framingham, Mass. “It’s a rea- 
sonable strategy. It’ll make 
things easier for users, and it’ll 


Oracle, Gupta add fuel 
to SQL Server fires 


BY PATRICIA KEEFE 
and CHARLES VON SIMSON 
CW STAFF 


The pace quickened on the low- 
end SQL server front last week 
as both Oracle Corp. and Gupta 
Technologies, Inc. returned Mi- 
crosoft Corp.’s fire by separately 
announcing delivery dates for 
their respective database serv- 
ers and releasing audited SQL 
benchmarks. 

Oracle also leveled charges 
that Microsoft’s SQL Server was 
closed. Microsoft, in turn, dis- 
missed the charges as “non- 


sense. 

Microsoft fired the first shot 
in the hotly contested battle 
when it shipped SQL Server, its 
database engine, and an audited 
benchmark in September. 

Oracle unwrapped its data- 
base engine, Oracle Server, for 
OS/2. It is priced at $2,499 and 
available now. 


to photocopy 
ees 


Claiming to have the first 
“open” database server under 
OS/2, Oracle detailed features 
such as portability to more than 
80 operating systems; connec- 
tivity to most major local-area 
network protocols and transpar- 
ent access to other databases, in- 
cluding IBM’s DB2 and SQL/DS 
and Digital Equipment Corp.’s 
RMS. 

As expected [CW, Oct. 30], 
Umang Gupta unveiled Version 
4.0 of his firm’s database server, 
along with plans for gateways to 
Oracle Server and IBM’s OS/2 
Extended Edition Data Manag- 
er. Gupta also plans to provide 
enhanced connections to IBM’s 
DB2 database software and port 
its server to a Unix-based Sun 
Microsystems server. 

Both vendors released bench- 
marks audited by database con- 
sultants that they claim success- 
fully pit their servers against 
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Point, click, drag: three keys to Word for Windows 


make [competitors] sweat a lit- 
tle,” she predicted. 

Word for Window is ‘“‘an ex- 
ceptionally good” word proces- 
sor, said Arthur Block, vice- 
president of End-User 
Automation Support, but that is 
not what won a 2,000-unit order 
from Manufacturers Hanover 


Masterpiece 
FROM PAGE 1 


Inventory Control will contain 
“bug fixes” instead of promised 
functionality. 

e Promises to offer versions for 
the IBM Application Sys- 
tem/400 and Digital Equipment 
Corp. VAX with functional parity 
to the mainframe releases have 
been eliminated. 

eCA was deliberately unclear 
about the changes to the user 
base. 

In iate April, CA announced 
the Master Host Environment 
(MHE), a backbone that would 
supply I/O calls to permit users 
to develop applications with a 
single set of code and port those 
applications to IBM mainframes 
and Digital Equipment Corp. and 
IBM midrange processors. In 
June, the company announced 
that it was replacing the MHE 
and instead would rely on the 
CA-Datacom/DB database man- 
agement system to drive Mas- 
terpiece modules. 

“The base of the Master Host 
Environment was not strong 
enough to hold the place of the 
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Trust Co. in New York, which 
has about 1,500 Word users. 
“We really look to Word for 
Windows as a development plat- 
form,” Block said. “‘One of the 
beauties of using Word or Excel 
for development is that your 
platform is protected,” he said, 
explaining that both packages 


General Ledger,” said MHE 
beta-test user Betty Azzolini, 
manager of systems at Channel 
Home Centers, Inc. in Whip- 
pany, NJ. “I therefore agree 
with CA’s decision to hook the 
software modules to the Data- 
com/DB.” 

Nevertheless, Azzolini said 
that CA’s communications to the 
general population of Master- 
piece users “‘left a great deal to 
be desired.” 


Strong feelings 

Others sounded a stronger note. 
Hollis Ezell, assistant controller 
at Avondale Mills in Sylacagua, 
Ala., and the user group’s steer- 
ing committee chairman for 
fixed assets, said, “CA did not 
make the scope of the changes 
— hoping nobody would hear 


CA sent Morse a statement, 
reading, in part, “Among the 
significant enhancements for the 
IBM and compatible mainframe 
versions of Masterpiece 2.0 are 
the inclusion of the relational da- 
tabase management system to 
strengthen the data manage- 
ment foundation of the system 
and simultaneously provide 
more powerful operational per- 
formance.” 

Ezell said that CA has re- 
named General Ledger Release 
7A as Release 2.0. — a move he 
said was “‘kind of like a bait and 
switch.” Ezell said many General 
Ledger users were expecting ac- 
count number support to be in- 
creased from 24 to 30 positions. 
CA’s Clayton responded that 30- 
position account numbers would 
be in the next release. 

According to John Tower, the 
user group’s steering committee 
chairman for CA-Accounts Pay- 


use the same macro language un- 
der Windows and OS/2. 

A technology manager at a 
Fortune 50 company also backs 
the idea of the application as the 
environment. 

“We selected our first gener- 
ation [of character-based] PC ap- 
plications on individual function- 
ality. What counts [today] is 
consistency and ease of use.” As 
his firm moves to Windows 3.0, 
he expects “the traditional, 
mainline, shrink-wrapped”’ char- 
acter-based software to become 
acasualty. 

McSharry issued a word of 
caution to users. She noted that 
Word for Windows runs in 640K 
bytes, but Microsoft recom- 
mends use of extended memory. 
It also suggests users have be- 
tween 1M and 3M bytes of ran- 
dom-access memory (RAM), yet 
her demo ran with 6M bytes of 
RAM. 

Using Windows to interface 
with a number of other applica- 
tions will require between 1M 
and 3M bytes of memory, Micro- 
soft said. “The proof of the pud- 
ding will be how well it runs on a 
640K [byte Intel Corp. 80286],” 
McSharry said. 


able and financial project leader 
at Alfa-Laval, Inc. in Fort Lee, 
NJ., CA had promised that CA- 
Accounts Payable would be able 
to handle all of the state sales- 
use tax and federal 1099 report- 
ing as well as other performance 
issues. Clayton said that func- 
tionality, mandated by law, will 
be contained in Masterpiece 2.0, 
which will be available around 
April 1990. 

CA purchased the Master- 
piece software in 1986 from 
Software International, Inc. Ac- 
cording to Tower, CA promised 
the additional functions in late 
1987, in 1988 and again in 1989, 
but in June 1989, it announced 
that it was scrapping everything 
and shifting to CA-ABS. 

“Now we are going to wait for 
functionality that by our esti- 
mates and theirs will not arrive 
until 1991,” Tower said. 

Pete Secor, financial analyst 
at Fashion Institute of Technol- 
ogy in New York, praised the 
ABS product but said that bring- 
ing ABS up to the level of Mas- 
terpiece software will require 
considerable development. 
“‘ABS is a real fine system for the 
smaller user — but you can’t run 
100,000 invoices on it because 
of its [limited] facility for batch 
collection,” he said. 

Secor said that the fate of 
Masterpiece for both DEC and 
IBM AS/400 users will likely be 
addressed in a CA position paper 
in January 1990, which will con- 
tain directions for a so-called 

iece 3.0. 
_ CA’ s Wasilko said Master- 
piece versions for the AS/400 
ae the DEC VAX will use the 
same set of code as the main- 
frame products, but their 2.0 re- 
leases will be staged. 
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IBM debates ‘Tastes great!’ ‘Less filling’ 
The concept of a scaled-down OS/2 Presentation Manager 

running under DOS has the PC industry in a tizzy, and there’s 
even evidence that factions within IBM are warring over PM 


companies, including 
based Cyco and Rational Technologies, the DOS Extender peo- 
ple owned by Lotus. Rational and Cyco reportedly have pieces 
of the technology required to build a “light” PM. These 
1BMers are said to be mulling a midsummer introduction. A 
user who said he has been briefed expects an announcement 
List price Residual value in thousands one way or the other within a few weeks. The OS/2 adherents 
in ; within IBM are said to favor a scaled-down version of OS/2, 
Model thousands | Oct. "89 / Oct. "9O%Oct. “9E* | Oct. °"92*| Oct. '93* with perhaps 250 application programming interfaces, in- 
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ime, will Russell Hoffman, head of P11 Enterprises, a small PC soft- 
set odd more 4381-P90E $398.1 : : ware company in Bridgeport, Conn., has received dozens of 
memory and storage . s ; 
fo thes cxuting Se RRO) | eccrine bout tho P11 tatorial nthoring oofeware. 
cnn en sz | sa2 | si | | Heiman tabec ond ou dome das bt hei ep 
oo to suspect that the letter-writing campaign is some form of 
continae atthe’ |_sorsso | sms | = | seo | siz | $09 | $41 | | harasement, since the Iranians are not actually buying the 
937790 | $2327 | $115 $78.6 package. Hoffman is worried about offending the writers, espe- 
— . . - - cially in light of Iran’s new law, which allows Iranians to hunt 
down Americans anywhere in the world and put them on trial. 
When IBM does announce its new series, the “9500” family — which should be out by this s 
time next year- prices for both the 4381 and 9370 will take a considerable plunge. oe Saeera . : eo 
Vv Apple ripping apart Amigas these 
actually employs a number of original Amiga developers. It 


88000 chips, thus delaying both. 


Could you jump start my tank, please? 
Prime was appalled to discover that its attention-getter at last 
week’s Autofact show — a full-sized tank designed by the ven- 
dor’s Cadds4X software — was dead on arrival because 
someone forgot to turn off the computer systems while the 
thing was trundling its way to Detroit. Prime’s solution? It 


the vehicle (that is, recharge the dead battery) in a trice. 


Mach gaining speed 

Although the Open Software Foundation claims it has yet to 
determine whether technology from the Mach operating sys- 
tem will supplement AIX as the base for OSF/1, the decision 
seems to be a done deal. Even an IBM representative, address- 
ing a gathering at IBM’s booth at Unix Expo, claimed that AIX 
was chosen by OSF as “‘one of the technologies” t#at would 
make up OSF/1. 


NEXT WEEK Setting off Sparcs _ 
Sun’s Sparc RISC-based architecture will get a boost at Com- 
sseaneecncasreenseser ares 
he chasm between IS at ‘aiwanese company say the new 
aoe model will be capable of providing 15 MIPS of processing pow- 
and end users is wide | or for around $7,000. Despite a steadily growing list of sup. 
porters, only Sun and Solbourne have yet to ship Sparc-based 








Techworld in Washington, D.C., et trouble at- 
tracting enough high-tech vendors to fill up the showroom and 

ws heer office space designed to attract federal buyers. So, the devel- 

, there opers have turned to wooing real estate firms, law firms, fed- 

eral agencies and anyone else with a checkbook. But Tech- 
world does have one ingredient for success in Washington: a 
sound-proof auditorium designed to accommodate top-se- 
cret classified meetings. If your vendor opts for that approach, 
the hot line remains open here, with News Editor Pete Barto- 
lik standing by at 800-343-6474 to spill the beans. P 
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Sr. V.P.-Sales and Customer Service 
Federal Express Corporation 


“Digital’s network 
management 
capabilities help 
Federal Express 
provide the 
type of service 
our customers 

expect—the best.” 
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“At Federal Express, the cus- 
tomer is #1. And customers call us 
more than 250,000 times every day. 
To handle those calls as efficiently 
as possible, we maintain an interna- 
tional call center network built on 
Digital’s network management 
capabilities and third-party applica- 
tions software. 

“Our goal is to service every 
customer inquiry within 10 seconds. 
If there’s a problem at a particular 
call center, the calls are automat- 
ically re-routed to the next available 
center—without the customer even 
knowing. What's more, we have a 
multi-vendor computer operation, 
and Digital's flexibility in connect- 
ing to other systems helps us pro- 
vide the best possible service. 

“We can assure the same high 
level of customer service at every 
call center. And the capabilities 
Digital gives us let us control and 
monitor the entire operation from 
one central point-Memphis.” 


The rewards of working together. 

Digital’s proven networking 
helps businesses tie their operations 
together and work more efficiently. 

Today, with flexible, reliable 
networking capabilities that enhance 
the level of customer service your 
business can provide, Digital gives 
you an elegantly simple way for 
your people to work together more 
productively, more creatively, more 
efficiently, more competitively. 

To learn more, write to Digital 
Equipment Corporation, 200 Baker 
Avenue, Concord, MA 01742-2190. 
Or call your local Digital sales office. 

A way to work together like 


never before. Di gital 
has 
It 


NOW. 











Mother Nature was teaching 
you about data networks. 


Back when you were changing so 


fast that “dressing up” was a crisis, 


you were learning something very 
important about data networks: 
growth is inevitable. 

Your business grows. ..you 
add computers. Your network 
grows, applications sprout... you 


add computers. You open offices... 


you add computers. Your network 
grows. 


But you can manage it if 


DECnet ts a trademark of Digital Equipment Corporation 


you've got a network that winks at for our smaller customers who love 


complexity and easily adapts to their independence...and our prices. 


change. A network that accesses So, take the growing pains out 

SNA” and DECnet™ today and of networking. Contact Telematics 

meets OSI and ISDN standards International in the U.S. at 1-800- 

tomorrow. A Telematics network. 422-8629. In the U.K., call (0256) 
With a full range of hard- 467385. 

ware and software alternatives, we 

make modern networking easy for DED GT 

our multi-national customers who 

connect a mind-boggling assort- t Lo L=VIATICS 


ment of computing resources and COMPUTERS FOR COMMUNICATIONS 
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THE CASE OF THE DUAL DATA CENTERS 

What would you do if your CEO gave you an information systems directive 
that you didn’t think was in the best interest of your company? Four IS ex- 
perts make sense out of this integration predicament. By Paul Gillin. Page 12. 
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‘TRUSTING OUTSIDERS WITH STRATEGIC PROJECTS 
Citing loss of control and unproven ability, IS managers remain wary of 
In charge : : 5 : ae ees : 
of systems awarding crucial projects to systems integrators. By Julia King. Page 18. 
integrators. 
Page 18. INTEGRATION IN PROGRESS AT UNISYS 
Unisys seeks a return to profitability through niche marketing and closer cus- 
tomer ties. By Helen Pike. Page 26. 


CHECK OUT THIS SUPERMARKET 
The Vons supermarket chain has distinguished itself from rivals by making 
technical innovation part of the way it does business. By Helen Pike. Page 30. 


A SYSTEMS REMEDY FOR HOSPITAL COSTS 

Hospitals are not immune to labor shortages and pressure from competitors. 
Hospitalwide communications systems may be the key to these facilities’ eco- 
nomic health. By Ellis Booker. Page 34. 
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An IS A few words Market research Cross SECTION 


strategy f from our editor. briefs and a IS ee ‘as nea it _ a 
that’s all Page 5. column from an essary to have one vendor deliver 


en IS chief. Page 48. a multivendor solution. Page 46. 
age 42. 


Cover photos by, clockwise from top left: 
Roark Johnson, Steve Saxton, Roark Johnson 
and Martha Everson. Computerworld Focus on Integration 3 





f,FIBERMUX 


FIBER OPTIC MODEMS & MUXES 
MODEMS, 
NETWORK CONTROL 
SYSTEMS 


General DataComm industries, Inc. 


MODEMS & NETWORK MANAGEMENT SYSTEMS 





Cz HEWLETT 


PACKARD 


PC’S & PRINTERS 


Timecle< 


MULTIPLEXERS 


In the data business, 


sometimes itS better 
to mix and match. 


At GTE, our data sales specialists and engineering 
specialists have researched, planned, designed, and imple- 
mented literally hundreds of data systems, large and small. 
Many times, we’ve found it more efficient to design a network 
by selecting state-of-the-art components from a variety of 
manufacturers. We MIX products and 
MATCH protocols, to meet your needs. 

And when you finally make your pur- 
chases, our loyalties are with you —not 


to any particular brand name. 


NEC is a registered trademark of NEC Corporation. 


Besides knowledge and experience that span the 
entire telecommunications industry, GTE offers one distinct 
advantage. We’ll stand behind any data system we sell with 
our highly trained service staff. 

When you’re ready to select a data communications 

system, or upgrade the one you have, do 
two things. 

Forget everything you know about shopping. 
And call your GTE Account Manager. GTE, 


the data communications systems integrator. 
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Under pressure 
to do the right thing 


*m sure you have been between a 

rock and a hard place at least once 

in your career. By that I mean 

choosing whether to tell your boss what 

he wants to hear or telling him what 

would make the most sense technically 
over the long term. 

In our cover story starting on page 12, 


four information systems professionals 


tackle one such integration 
dilemma. Their solutions 
are a mix of innovative po- 
litical footwork as well as 
sound technical and man- 
agement advice. Read their 
analyses to see if you agree. 
You may even have a better 
answer of your own. 

In IS, tough situations 
are part of the job. The idea 
of handing over a strategic 
project to a systems inte- 
gration firm strikes fear in 
the hearts of some IS man- 
agers. The trick is to keep 
in-house control of vital 
technology resources while 
parceling out operational 
responsibility to outside 
firms. A number of IS 
chiefs reveal to writer Julia 
King (page 18) whether 
they believe this developing 
IS-systems integrator rela- 
tionship can work. 

And don’t miss our look 
at two industries — super- 
markets and health care — 
which have traditionally 
been slow to automate but 
which are being pressured 


situations 
are part 
of the 


job. 


ROBCOLVIN 


to integrate by rising costs 
and competitive forces. 

On page 30, features 
writer Helen Pike takes a 
look at the Vons supermar- 
ket chain, an innovator in 
its industry. 

In his story on hospitals 
on page 34, Ellis Booker 
examines how outside 
forces such as increased 
competition and labor 
shortages have meant high- 
tech medicine for health 
care. 

As you can see from this 
issue, business and market 
forces are dictating the 
need for technology as a 
competitive tool. Read our 
On the contrary debate on 
page 10 for two conflicting 
opinions on whether a busi- 
Ness strategist or career 
technologist should control 
the corporate IS asset. 

I'd really like to hear 
your reactions to these sto- 
ries as well as know what’s 
happening in your industry 
or individual company. 
Send any comments and 
ideas to me, Ann Dooley, 
Editor, Computerworld Fo- 
cus on Integration, Box 
9171, 375  Cochituate 
Road, Framingham, Mass. 
01701. Or call me at 1-800- 
343-6474 or our bulletin 
board at 508-626-0165. 
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“Ok, maybe fiber is the medium 
of the future, but I need to 
wire my new facility today. 


My reputation is riding on 
those wires lasting 10 years. 


Even if I think FDDI is a 
good idea, it isn’t here yet. 


I need a fiber network. Today.” 


Nas ~CHIPCOM'S SOLUTION: 


The ORnet” fiber optic Ethernet system. 


Maybe you want a fiber backbone to join existing buildings. 

Perhaps you need a to-the-desk fiber sy stem in a new 
facility, and you need it today. But you don’t want to go to 
FDDI before youre ready. 

Chipcom has your answer. In the ORnet fiber optic 
Ethernet system. Chipcom’s ORnet is an active star solution, 
consisting of only two components, so installation is easy 
and flexible. Expansion can be hierarchical, linear, or cir- 
cular, and can give you a network up to four kilometers in 
distance with 100% collision detection, star and link fault 
tolerance options, and remote diagnostics. 


With ORnet, fiber optic Ethernet is now simpler to 


implement, less costly to install, and far more reliable 
to operate. 


Like all Chipcom products, ORnet gives you full 
10 Mbps performance, is fully standards compatible, 
and both hardware and software transparent. 


Chipcom. When it comes to facility-wide networks, 
were your best connection. 


L-HiPrPlOM 


Chipcom Corporation, 195 Bear Hill Road, Waltham, MA02154 617-890-6844 x292 





SAA SPARKS MINI MARKET FOR GRAPHICAL 


INTERFACE DEVELOPMENT TOOLS 


tep right up, folks, and 

take a look at the latest 

mini market spawned by 

IBM’s Systems Applica- 
tion Architecture (SAA). See 
software vendors line up to 
bring you new packages they 
say will cut the time and trouble 
from building CUA-compliant 
applications. That’s Common- 
User Access, son... 

CUA is a component of SAA 
that integrates applications at 
the user’s desktop. It provides a 
single point of access to any 
compliant application, using 
menus, scroll bars and a point- 
and-click mouse interface. 

Software vendors are intro- 
ducing tool kits, in graphics- 
and text-based versions, that 
help the developer visually and 
functionally match the IBM 


PETER KUPER 


specifications for CUA without 
undertaking the laborious chore 
of actually writing code. 

“Time saved is dramatic,” 
says Rich Gius, group manager 
of order processing systems at 
the information resources divi- 
sion of Baxter Healthcare Corp. 
in Deerfield, Ill. 

Without using Dialog Sys- 
tem, a $600 text-based CUA 
tool kit from Micro Focus, Inc. 
in Palo Alto, Calif., Gius says 
he would have to spend a “tre- 
mendous” amount of time writ- 
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ing programs just to produce a 
CUA-style action bar. 

Because Dialog System and 
other tool kits like it contain the 
necessary low-level programs 
for generating appropriate 
CUA panels and dialogues, the 
programmer can make con- 
forming applications by simply 
pressing the right buttons. 

Painting a CUA-style screen 
— with action bars, pull-down 
menus and pop-up windows — 
is as easy as sitting down at a 
personal computer equipped 
with the tool set, Gius explains. 

With the help of these new 
tools, the programmer can cre- 
ate an application prototype, 
which can later be hooked into 
the program. It certainly 
sounds easy, but users should 
select their tool kits carefully, 
says Gary Coulter, technical 
support manager at Network 
Sottware Associates (NSA) in 

Laguna Hills, Calif. 
Although they may 
share the goal of simpli- 
fied CUA-compli- 
ance, each tool kit 
caters to different 
languages and _plat- 
forms and different 
types of applications, Coul- 

ter says. 

There are kits written for 
PCs in C, such as_ the 
AdaptSNA Toolkit by NSA. 
This text-based package, due 
out in December, provides a 
CUA interface under PC-DOS, 
something IBM does not do. 

What IBM has done, howev- 
er, is team up with Interactive 
Images, Inc. in Woburn, Mass., 
to develop and market two 
graphical user interfaces for the 
PC, called Easel/2 and Easel for 
OS/2 Extended Edition. 
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There are also tool kits, such 
as Dialog System, for main- 
frame operators who want to 
convert Cobol applications for 
use across smaller IBM systems. 

Vendors are jumping on the 
bandwagon, but who can blame 
them? If there’s a buck to be 
made by hawking SAA CUA- 
related products, they reason, 
someone besides IBM ought to 
make it. — Kim S. NasH 


Users 
should se- 
lect CUA 


tool kits 


NASH is an assistant researcher for Com- 


carefully. 


puterworld newspaper. 


SQUEEZING THE MOST 
VALUE OUT OF EDI 


ooking outward is sometimes the best 

way to look inward. So it is with elec- 

tronic data interchange (EDI), a digi- 

tized method of exchanging documents 
such as invoices and purchase orders that is en- 
joying a surge of interest. 

EDI presents both an opportunity and a prob- 
lem, experts say. On the one hand, EDI makes it 
easy to move data around and thus come up with 
new ideas for manipulating and sharing it. On the 
other hand, it’s easy to misuse EDI by applying it 
to jumbled manual systems. 

“The companies that are getting the most out 
of EDI are the ones taking the hardest look at 
how else they can use that data,” says Phyllis So- 
kol, manager of professional services at Ordernet 
Services, a Columbus, Ohio-based division of 
Sterling Software that specializes in EDI services. 

For example, the data from a purchase order 
can be passed from the shipping department to 
the traffic department for fulfillment, updated 
there and sent to the accounts receivable group 
for invoicing. A shipping order can be automati- 
cally generated and forwarded to a trucking firm 

continued on page 8 


NOTED 
IN A SURVEY OF 81 INFORMATION SYSTEMS 
MANAGERS BY OUELLETTE & ASSOCIATES 
CONSULTING, INC. IN BEDFORD, N.H., 19% 
SAID INTEGRATING IS AND BUSINESS WILL 
BE A KEY ISSUE IN THE NEXT FIVE YEARS. 
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mw SYSTEMS INTEGRATION WATCH 


GOT AN INCOMPATIBLE LAN PROBLEM? 
CALL IN THE LITTLE GUYS 


“4 he problem of link- 
ing incompatible lo- 
cal-area networks 

. has touched off a 

boom market in a niche of sys- 
tems integration, and it’s mostly 
small firms that are filling the 
gap. 

The rush is caused by the 
proliferation of LANs that have 
been installed to serve a specific 
departmental function. IS de- 
partments are now faced with 
having to tie them together into 


a bigger network. Sales of 


equipment that handles this in- 
terconnection — bridges, rout- 
ers, brouters, repeaters and 
gateways — has nearly doubled 
in the past year, according to 
International Resource Devel- 
opment, a market research firm 
in Norwalk, Conn. 

The job of interconnecting 
LANs has fallen mainly to an 
emerging breed of business 


Connecting 


LANs often 


demands 


the kind of 


multi- 
vendor ex- 
pertise that 
big systems 
integrators 
don’t 


provide. 


called the network integrator. 

Although retailing —_ giant 
Businessland Corp. is the larg- 
est LAN integrator, according 
to LAN Magazine, the niche in- 
cludes a lot of little-known 
firms such as Network Manage- 
ment, Inc. (NMI), Allied Data 
Communications Group, Inc. in 
Atlanta and PTX], Inc. in Ir- 
ving, Texas. 

Fairfax, Va.-based NMI will 
do about $20 million in wide- 
area network and $30 million in 
LAN business this year, accord- 
ing to Howard Frank, the com- 
pany’s chairman. 

One of the reasons the big 
guys haven’t dominated the 
market is that LAN intercon- 
nection often demands the kind 
of multivendor expertise that 
big systems integrators don’t 
provide. “The larger [systems 
integrators] generally limit 
themselves to specific prod- 


ucts,” says Tom Beddoe, presi- 
dent of Allied Data. 

The firms particularly appeal 
to users with widely distributed 
networks and limited support 
resources. Using NMI “certain- 
ly doesn’t cost us as much as 
hiring someone on staff,” says 
Ken Zutavern, a senior comput- 
er specialist at the Federal De- 
posit Insurance Corp. (FDIC) 
in Washington, D.C. 

The FDIC has been using 
value-added resellers and net- 
work integrators for four years 
and is now launching a project 
to link its 3,000 personal com- 
puter users on dispersed Banyan 
Systems, Inc. networks into one 
wide-area network. Zutavern 
says the systems integrator is 
not only a more cost-effective 
service provider but also offers 
perspective on the LAN mar- 
ket. 

“We get a certain amount of 
what amounts to free technical 
consulting because we buy our 
hardware” through NMI, he ex- 
plains. “For them, it’s sales 
overhead, but for us, it’s basical- 
ly consulting.” — Paut GILLIN 


EDI VALUE 

Continued from page 7 

and a bill of lading prepared for 
the shipment. 

That’s not happening at most 
companies, however, because 
EDI has been implemented in 
such a _ piecemeal fashion. 


Reasons companies are 
implementing EDI 


INFORMATION BASED ON A 1989 SURVEY OF 100 
EDI USERS BY INPUT, MOUNTAIN VIEW, CALIF 
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Prompted by suppliers and cus- 
tomers, individual departments 
have set up their own methods 


of sending and receiving docu- 


What can 


ments electronically. 


“If you could put a radioac- 


TS do to 


tive trace on EDI data, you’d 
find it coursing throughout the 
veins of the company,” says Vic 
Wheatman, program director of 
interenterprise systems at 
Gartner Group, Inc., a consul- 
tancy in Santa Clara, Calif. 

Whar can IS do to bring ad- 
vantage out of chaos? Order- 
net’s Sokol says upper manage- 
ment needs to be aware that 
EDI’s benefits can _ ripple 
through the company, provid- 
ing a cost-effective way to pro- 
cess information. For example, 
Digital Equipment Corp. says it 
cut the cost and time to prepare 
a purchase order by nearly 75% 
after implementing EDI. 

Then, management needs to 


bring ad- 
vantage out 
of chaos? 
Make upper 
manage- 
ment aware 
of EDI’s 
benefits. 


give users and IS the go-ahead 
to analyze the existing manual 
systems and see how they can 
be improved. “If you have a 
chaotic manual system, you’re 
just going to have a chaotic 
automated system,” says Jerry 
Miller, vice-president of busi- 
ness development at drug 
wholesaler Bergen Brunswig in 
Orange, Calif. Over 90% of the 
money Bergen Brunswig spends 
on supplies is transmitted elec- 
tronically, and it uses EDI 
throughout the organization. 

Don’t expect miracles, 
though. EDI’s acceptance con- 
tinues to be slow. Sokol tells 
how her company began offer- 
ing electronic invoicing to cus- 
tomers a few months back. Al- 
though nearly all the customers 
are using EDI in some form, the 
vast majority have elected to 
stay with paper billing. — PAuL 
GILLIN 


November 6, 1989 





eT 


: focus : 
| a 


Integration 


Name 


Reader Service Card 


Date: November 6/Expires: January 19, 1990 





Company 





Address 





City 


A. Please check the business/industry in 
which you work: (check one) 


End Users 

10 Manufacturer (other than 
computer) 
Finance/insurance/Real Estate 
Medicine/Law/Education 
Wholesale/Retail/Trade 
Business Service (except DP) 
Government - State/Federal 
Local 
Public Utility/Communication 
—- ransportation 

ining/Construction/Petroleum/ 

Refining 
Other User 


(please specify) 


Vendors 


10 0 Manufacturer of Computers, 
Computer-Related Systems or 
Peripherals 

110 Computer Service Bureau 
Software/Planning/Consulting 

12 0 Computer/Peripherai Dealer, 
Distributor/Retailer 

13.0 Other Vendor 


(please specify) 


7 Zip 


Please check your main job 
function: (check one) 


. Reason for this inquiry: (check one) 


10 
20 
30 


| 


Corporate Management 
Financial Management 
MIS/DP Management 


41 
42 
43 
44 
45 


61 
62 
63 
64 
65 


81 
82 
83 
84 
85 


101 
102 
103 
104 
105 


121 
122 
123 
124 
125 


Circle the # that corresponds to the number at the 
bottom of the item in which you are interested 


141 161181 | 


142 
143 
144 
145 


162 182 


163 183 | 


164 184 | 


165 185 





MIS/DP Operations 
Data Communications 
Management 

Data Communications 
Operations 


1 


46 
47 
48 
49 
50 


66 
67 
68 
69 
70 


86 
87 
88 
89 
90 


106 
107 
108 
109 
110 


126 
127 
128 
129 
130 


146 
147 
148 
149 
150 


166 186 
167 187 
168 188 


169 189 | 


170 190 





Immediate purchase 
Future purchase 11 
Information only 12 


. ls this your personal copy of 13 


Computerworld Focus on integration 


10 
20 


14 
My personal copy 115 
I'm a pass-along reader 


51 
52 
53 
54 
55 


71 


91 
92 
93 
94 
95 


11 
112 
113 
114 
115 


131 
132 
133 
134 
135 


151 
152 
153 
154 
155 


171191 
172 192 
173 193 
174 194 
175 195 





Please check the number of | 16 
employees in your company: | 17 
(check one) 18 


10 
20 
30 





Over 1,000 employees eC) 
501-1,000 employees | 20 
500 or under L 


56 
57 
58 
59 
60 


96 
97 
98 
99 


80 100 





116 
117 
118 
119 
120 


136 
137 
138 
139 
140 


156 
157 
158 
159 
160 


| 
| 
| 
| 


176 196 | 


177 197 
178 198 
179 199 
180 200 


Please 
Use 
This 

Card 
For 
Product 
Information 


| have circled #200 on the Reader Service Card to enter my Computerworld subscription for one year, 51 weekly issues and special bonus sections of @ 
Computerworld Focus on Integration for $48 and please bill me later. This rate valid only in the U.S. 


ey 


Reader Service Card 
Date: November 6/Expires: January 19, 1990 


Company 


Title 





City 


Circle the # that corresponds to the number at the 


bottom of the item in which you are interested 





A. Please check the business/industry in 
which you work: (check one) 


End Users 
10 Manufacturer (other than 
computer) 
Finance/insurance/Real Estate 
Medicine/Law/Education 
Wholesale/Retail/Trade 
Business Service (except DP) 
Government - State/Federal/ 
Local 
Public Utility/Communication 
poe ransportation 
ining/Construction/Petroleum/ 
Refini 
Other I. <cconieaniiadabiieiialaia aK 
(please specify) 


oo0000 


O 


oN OMSwn 


Oo 


90 
Vendors 


100 Manufacturer of Computers, 
Computer-Related Systems or 
Peripherals 

11 0 Computer Service Bureau/ 
Software/Pianning/Consulting 

12 0 Computer/Peripheral Dealer/ 
Distributor/Retailer 

13.0 Other Vendor 


(please specify) 


. Please check your main job 
function: (check one) 


10 
20 


. Reason for this inquiry: (check one) 


10 
20 
30 





Corporate Management 
Financial Management 
MIS/DP Management 


21 
22 
23 
24 
25 


41 
42 
43 
44 
45 


61 
62 
63 
64 
65 


81 
82 
83 
84 
85 


101 
102 
103 
104 
105 


121 
122 
123 
124 
125 


141 
142 
143 
144 
145 


161 181 
162 182 
163 183 
164 184 


165 185 | 





MIS/OP Operations 
Data Communications 
Management 

Data Communications 
Operations 


10 


26 
27 
28 
29 
30 


46 
47 
48 
49 
50 


66 
67 
68 
69 
70 


86 
87 
88 
89 
90 


106 
107 
108 
109 
110 


126 
127 
128 
129 
130 


146 
147 
148 
149 
150 


166 186 
167 187 
168 188 
169 189 
170 190 





immediate purchase 
Future purchase "1 
Information only 12 


. Is this your personal copy of 13 


Computerworld Focus on Integration 


10 


20 


14 
My personal copy 15 
I'm a pass-along reader - 


3 
32 
33 
34 
35 


51 
52 
53 
54 
55 


71 
72 
73 
74 
75 


91 
92 
93 
94 
95 


WW 
112 
113 
114 
115 


131 
132 
133 
134 
135 


151 
152 
153 
154 
155 


171191 | 


172 192 
173 193 
174194 
175 195 





. Please check the number of 16 
employees in your company: 17 
(check one) 18 


10 
20 
30 


Over 1,000 employees 19 
501-1,000 employees 20 
500 or under = 





36 
7 
38 
39 
40 


56 
57 
se 
59 
60 


76 
77 
78 
79 


96 
97 
98 
99 


80 100 





116 
117 
118 
119 
120 


136 
137 
138 
139 
140 


156 
157 
158 
159 
160 


176 196 
177 197 
178 198 
179 199 
180 200 


| have circled #200 on the Reader Service Card to enter my Computerworld subscription for one year, 51 weekly issues and special bonus sections of 
Computerworld Focus on Integration for $48 and please bill me later. This rate valid only in the U.S. 





®@ 


Please 
Use 
This 

Card 
For 
Product 
Information 





NO POSTAGE | 
NECESSARY 
IF MAILED | 
IN THE 
UNITED STATES 





| BUSINESS REPLY MAIL | 


FIRST CLASS PERMIT NO. 124 DALTON, MA 01227 | 





POSTAGE WILL BE PAID BY ADDRESSEE 


Computerworld Focus on Integration 


Post Office Box 5112 
Pittsfield, MA 01203-9930 


| | | | NO POSTAGE 
NECESSARY 


IF MAILED 
IN THE 
UNITED STATES 


' BUSINESS REPLY MAIL 
L FIRST CLASS PERMIT NO. 124 DALTON, MA 01227 


POSTAGE WILL BE PAID BY ADDRESSEE 


Computerworld Focus on Integration 


Post Office Box 5112 
Pittsfield, MA 01203-9930 





SECERSEEEEEE. 86€©-—-_—S_ 


PERUEEGRE EEE” 


issues&trends 


DISKLESS, NOT POWERLESS: USERS BALK AT NETWORK CONTROL 


s IS executives and end 

users continue their 

battle for decision- 

making power, the 

diskless workstation may be- 

come a tangible symbol of the 
political issues in the struggle. 

From the perspective of in- 

formation systems management, 

diskless personal computers 

solve two problems: They keep 

company data within the com- 


Disk count 
Worldwide and U.S. diskless PC 


markets are predicted to grow at 
a compound annual rate of 46% 


(Installed base in thousands) 


1,248 


ind 


1989 1990» 1991—S«192| 


INFORMATION PROVIDED BY INTERNATIONAL 
DATA CORP., FRAMINGHAM, MASS. 


pany, and they maintain cur- 
rent, glitch-free information. 
After each session on a diskless 
workstation network, users 
store all work on a central serv- 
er, so they use only up-to-the- 
minute data. 

Subtracting disk drives from 
networked PCs can mean sig- 
nificant savings for business, 
according to Glenn Fund, LAN 
installation coordinator at Sand- 
ers Associates, Inc., a Nashua, 
N.H., division of defense con- 
tractor Lockheed Corp. 

Productivity has increased at 
Sanders, Fund claims, because 
central storage is more reliable. 

Diskless PCs also wipe out 
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the possibility of theft via 
downloading onto a floppy disk. 

Going diskless is perceived 
by IS managers as a neat solu- 
tion to networking hazards. 

End users don’t see it the 
same way, however. When they 
give up their disk drives, they 
also relinquish a good deal of 
independence. Users can no 
longer run software of their 
choice and must abide by the 
laws of the network server that 
their diskless stations are tied 
to. 

Users may understand the 
data integrity and security argu- 
ments for diskless PCs, but they 
insist that their resistance stems 


from a larger issue, namely 
management’s attempt to usurp 
control over networking, a tra- 
ditionally user-run territory. 

The fate of the diskless PC 
and workstation market hangs 
on what eventually happens to 
the control of networking in IS 
shops, says Bill Spencer, steer- 
ing committee member of the 
New Jersey Novell Users 
Group. He expects that while 
there will always be a call for 
diskless PCs; particularly where 
data security is an issue, it’s not 
until networking becomes a 
fully executive-run entity that 
there will be any real demand. 
— Kim S. Nasu 


When they 
give up 
their disk 
drives, 
users also 
relinquish a 
good deal of 
indepen- 


dence. 
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E-MAIL TIES SURGE AS FIRMS MANDATE X.400 


n the world of electronic 
mail, ease of transmission 
means interoperability re- 
gardless of pipe, platform 
or package, as well as a stan- 
dard for transmitting messages. 
For E-mail, the standard is 
X.400, the Open Systems Inter- 
connect’s message-handling lay- 
er that enables E-mail transfer. 

The Aerospace Industries 
Association (AIA), led by 
Hughes Aircraft Co., is at the 
forefront of the X.400 move- 
ment. The AIA served notice to 
its suppliers and government 
partners that X.400 is the re- 
quired interface through which 
to do business with its member 
aerospace companies. 

Within six months of laying 
down the requirements, most of 
the AIA’s eight members, their 
suppliers and partners were able 
to demonstrate E-mail connec- 
tivity. 

But the AIA isn’t alone in 
mandating the use of E-mail and 
the X.400 standard. 

Early next year, Eastman Ko- 
dak Co. expects to undertake an 
interoperability project of its 
own. The Rochester, N.Y., 


Because of 
the finan- 
cial clout 
they wield, 
large com- 
panies will 
be the ones 
to lay down 
the law 
for custom- 
ers and 


suppliers. 


conglomerate wants to establish 
two-way data communications 
between itself and its custom- 
ers, suppliers and research net- 
works. Kodak uses IBM’s Pro- 
fessional Office System (Profs) 
for E-mail and subscribes to the 
IBM _ Information Network 
(IIN), a public packet-switching 
network. Its target group does 
not have to use Profs or IIN. 

Kodak already adheres to the 
X.400 standard for its in-house 
E-mail that allows 130,000 em- 
ployees in 30 different business 
units to communicate. Kodak 
has pushed X.400 further to 
X.500 — the directory level — 
with an E-mail and voice direc- 
tory of 90,000 employees. 

As Kodak and the AIA push 
forward with E-mail inter- 
operability via X.400, it is clear 
that because of the financial 
clout they wield, large compa- 
nies will be the ones to lay 
down the law for customers and 
suppliers, says James White, 
vice-president of Rapport 
Communications, Inc., a con- 
sulting firm with offices in 
Oakton, Va., and Palo Alto, 
Calif. — HELEN PIKE 
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@ ON THE CONTRARY 


A BUSINESS MANAGER SHOULD HEAD CORPORATE IS 


PRO: 
JON D’ALESSIO 


The information systems function is the corner- 
stone of how companies compete. While the 
technology itself is important, more important 
still is the business advantage it gives an organi- 
zation. 

The question now is not whether the system 
will work but whether it meets the needs of the 
business better than its competitors’ systems do. 
If it doesn’t, the company may not survive. 

With these high stakes and new rules, compa- 
nies must put someone in charge of IS who can 
produce business so- 
lutions, who can talk 
to customers in their 
own language and 
who can bring a busi- 
ness perspective to 
the decision-making 
process. 

A manager from a 
non-IS__ background 
who does __ these 
things on a daily basis 
is best suited to bring 
these critical skills to 
the information sys- 
tems function. 

In addition, a 
non-IS person can 
enhance the quality 
of technical deci- 
sions. The head of IS 
needs to focus on 
strategic issues. In 
making strategic 
technical decisions, 
IS managers must 
sometimes make 
trade-offs (reliability vs. speed, cost vs. function 
and so on). Deciding on the trade-offs in today’s 
world must be driven by business knowledge. 

Once the head of IS establishes the decision 
criteria, the IS staff can make technical evalua- 
tions secure in the knowledge that the decision is 
best for the company. Tactical technical deci- 
sions are made, as they should be, by technical 
experts within the strategic framework set by the 
IS executive. 

Supported by a strong technical team, a non- 
IS manager can best forge the partnership be- 
tween IS and customers needed to produce sys- 
tems that provide competitive advantage and 
ensure a win on the corporate battlefield. 


CINDY CHARLES 
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AT ISSUE: Who makes the better cor- 
porate information systems executive 
— someone with a business or technol- 
ogy background? Two IS chiefs take 
sides on this galvanizing issue. 


CON: 

JIM YOUNG 

I resent the inference that now that IS profes- 
sionals have proven the strategic advantages of 
information systems, these systems are suddenly 
beyond our feeble ability to manage. Nothing is 
further from the truth. While non-IS profession- 
als may occasionally make acceptable leaders for 
IS, the best choice is someone with an IS back- 
ground. 

I fully understand that the top IS job today is 
one of business executive and strategic company 
leader. However, as IS has become more pivotal 
in companies, IS pro- 
fessionals have been 
compelled to devel- 
op a practical, well- 
rounded understand- 
ing of their firms, the 
industries they oper- 
ate in and the mar- 
keting and financial 
dynamics that shape 
businesses. Today, as 


never before, IS pro- 
fessionals can share 
the strategic perspec- 
tives of a general 
manager. 

Likewise, IS exec- 
utives are developing 


STEVELEWIS 


© Jim Young is vice- 
president of informa- 
tion and telecom- 
munications systems 
at The Wheeler 
Group, a business 
supply firm in Hart- 
ford, Conn. 


pure management 
skills that permit 
them to successfully 
implement _ business 
visions. They have 
worked on_ talents 
such as communicat- 
ing, influencing oth- 
ers, teamwork, multi- 
discipline integration and adaptability: in short, 
skills needed to run corporate IS and be a mem- 
ber of the executive management team. 

The IS professional’s technical background is 
a decided advantage at the executive level. Forget 
skills such as programming or technical trivia. 
Rather, it is our experience and appreciation for 
technology that gives us insights into its strategic 
potential. The best choice to head the corporate 
IS function is an IS professional. Managers new 
to IS have and are doing this job well in some 
companies. But they do not have the ideal set of 
skills and insights that can come from a modern, 
well-rounded IS career. And IS is important 
enough today to deserve the best leadership. 


November 6, 1989 





DON’T TAKE THE HEAT 
FOR AIR CONDITIONING FAILURES. 


Keeping pace with information technology changes is your job. Wor- 
rying about your air conditioning system shouldn't be. But if your air 
conditioning fails and MIS operations grind to a halt, guess who's going 
to take the heat. 


Simplify your life. Remember the name that means reliability: DATAC. 


DATAC air conditioning systems by Airflow Company are engineered Airflow Company 
for maximum reliability, with features like dual, hermetically-sealed, 295 Bailes Lane 
heat pump-rated, heavy duty compressors. That's a mouthful, but it Frederick, MD 21701-3136 


: Tel: 301/695-6500 
— that DATAC uses the most dependable technology available. Telex: 160998 AIRFLOW UT 


Facsimile: 301/695-4057 
Want to learn more? Call or write our vice president of sales for the 
other reasons why DATAC air conditioning systems are the worry-free 


= AIRFLOW 
Do it today before someone has to light a fire under you. COMPANY 
Circle Reader Service Number 4 





* Cover story 


The case o 


the 
dual 
data 
centers 


Frank Turner is faced with the 
task of phasing out the data 
center of a recently acquired 


company. Only he’s come to re- 
alize that bis own operaticn is 
the one that should be closed. 
Frank and the firms portrayed 
in the following case study are 
fictional, but the dilemma is 
the kind that any information 
systems manager might face. 
The case study begins on this 
page; following that, four 
prominent IS professionals of- 
Jer their advice on how Frank 


should approach the problem. 


BY PAUL GILLIN 
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rank Turner closed his office door and 

sank into his chair. His presentation to 

the executive committee was tomorrow, 
and he didn’t know yet what he would say. The 
CEO at Meridian Corp. wanted to know how 
Frank was progressing in integrating the com- 
puter systems of recently acquired Plymouth 
Instruments into Meridian’s own data process- 
ing structure. 

Frank was going to have to tell him that the 
project hadn’t even begun yet. 

The integration had seemed straightforward 
enough at first. Meridian, a $500 million manu- 
facturing company with 1,100 employees, had 
acquired the relatively small Plymouth Instru- 
ments and its 300-member work force in a 
friendly buyout two months earlier. Frank’s di- 
rective from CEO Gerald McMahon had been 
clear: Close Plymouth’s data center, integrate 
its reporting systems and do it within six 
months. McMahon’s priorities were to keep 
costs low and ensure that Plymouth’s financial 
and operating information could be quickly in- 
tegrated with Meridian’s. 

It wasn’t that easy. On his maiden tour of 
the Plymouth Instruments data center conduct- 
ed by that company’s affable but nervous IS 
manager, Frank ‘Turner had come away im- 
pressed. 

Plymouth Instruments was an engineer’s 
company, and its founders had constructed the 
firm’s 5-year-old information system with typi- 
cal engineering fervor. Built around a network 
of reduced instruction set computing minicom- 
puters and Unix workstations, the hardware 





design was so modular that Plymouth could up- 
grade its processing power by simply linking 
CPUs together. 

Company financial and operational records 
were kept on a highly integrated set of pack- 
aged applications and manufacturing resource 
planning software with information accessible 
from terminals and personal computers in ev- 
ery department. Reports were written quickly 
in a fourth-generation language that many em- 
ployees were able to use after only four hours 
of training. 

Even more impressive were some of the 
strategic systems Plymouth had hatched. An 
electronic mail network not only linked every 
Plymouth employee but also allowed the com- 
pany’s customers to dial up and match their 
technical requirements against a database of 
Plymouth products. Plymouth was less than a 
year away from going live with a $700,000 
project that would let field service representa- 
tives conduct remote diagnostics and automati- 
cally place orders for replacement systems di- 
rectly from a customer’s site. 

In short, Plymouth’s system was more flexi- 
ble, sophisticated and maintainable than Merid- 
ian’s. The small company had only 12 employ- 
ees in its entire information systems 
department and a $1.5 million annual budget; 


Meridian, in contrast, employed more than a 
dozen programmers just to maintain the patch- 
work of applications it had assembled during 
the last 15 years. 

The harder Frank looked at the two systems, 
the more he was convinced that his own was 
the one that should go. 


Dollars and sense 

But that was the problem. Frank’s quick-and- 
dirty calculations showed that it would take at 
least three years to make up the cost of upgrad- 
ing Plymouth’s hardware and network systems 
to handle Meridian’s volume and of migrating 
the data to the new file structure. And that 
didn’t include the additional training that 
would be necessary. Meridian had two years of 
depreciation left on its mainframe and the com- 
pany was in the middle of a major order-entry 
project. All that would have to be scrapped. 
However, the long-term price/performance 
benefits and savings in personnel costs could be 
tremendous. 

Frank pondered what he should tell the ex- 
ecutive committee. Meridian had gone into 
debt to finance the Plymouth takeover. Pres- 
sure was on the bottom line. The CEO was not 
likely to warm to a long-term investment when 
a bad quarter could spell stock market disaster. 

As he drummed a pencil on his desk, Frank 
wondered what his options were. + 


BY MICHAEL HESCHEL 


CORPORATE VICE-PRESIDENT, INFORMATION RESOURCES 
BAXTER INTERNATIONAL, INC. 


he objectives of Meridian CEO Ger- 

ald McMahon are “to save costs and 

ensure that Plymouth’s financial and 
operating information could be quickly inte- 
grated with Meridian’s.” Frank Turner must 
support these objectives while at the same time 
provide the best systems solutions in the short- 
and long-term. 

This is a classic case of what occurs in an ac- 
quisition — and it is what I experienced per- 
sonally in the American Hospital Supply merg- 
er with Baxter Travenol. 

Inasmuch as Frank does not have sufficient 
data to specifically justify the Plymouth system 
and to prove that Meridian’s setup is an ineffi- 
cient and unintegrated one, a specific system 
recommendation is not appropriate. Rather, he 
needs to communicate a recommendation that 
will evaluate his alternatives in a timely and ef- 
fective manner plus provide the short-term in- 
formation requirements needed to run the new 
corporation effectively. 

My recommended steps, which were used in 
the American-Baxter merger, are given below: 
¢ Step 1. Frank must first develop and present 
to the executive committee his plan for evaluat- 
ing all systems alternatives; that is, Meridian 
systems, Plymouth systems, outside packages 
or some combination of these three — each op- 
tion indicating where enhancements are needed 
to meet business needs. This evaluation plan 
must be timely (aggressive) and justified on the 
basis of the current situation — that there sim- 
ply is no best alternative at this point. 

As part of the plan, he needs to communicate 
that he will provide system links to integrate 
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operating data where necessary. This solution 
takes care of data integration problems for the 
short term. 

Additionally, Frank should propose the for- 
mation of a user committee made up of key op- 
erating management from both companies, in- 
cluding himself, and headed by one of the 
operating managers. I feel the highest ranking 
member is the best person for this position, be- 
cause he will need to resolve key deadlock is- 
sues. 
¢ Step 2. Once approved (Frank must stick to 
his guns if challenged), he must implement the 
plan posthaste. The first meeting of the user 
committee is vital, because it sets the tone to 
follow. The committee’s mission is to develop 
and communicate its recommended systems for 
the new corporation, using input from the in- 
formation systems function on cost, benefits, 
timing, desirable architecture and productivity. 
It is beneficial to involve an outside consultant 
to review the findings and to provide objectiv- 
ity to the process and its solutions. 

Frank should be the committee’s secretary. 
As such, he would set agendas, coordinate ana- 
lyses of issues, provide technical consultation 
and communicate results. 
¢ Step 3. During the review process, which 
probably will take about three months, the IS 
function must define short-term system bridges 
or links and implement them as appropriate to 
supply operating data for management. 

If possible, it is helpful to provide customers 
with a capability, such as a single input mecha- 
nism for both companies’ order-entry systems, 
that presents a single company image. 
¢ Step 4. Once the user committee reaches 
agreement, Frank needs to present the recom- 
mendations to the executive committee. Top 
management support is absolutely essential to 
such a program’s success. The support will be 
there as long as the recommendations include 
system benefits and achieve business operating 
objectives. 

From this point on, solid project implemen- 
tation and management are the obvious ingredi- 
ents of success, along with continual user com- 
munication. 

The biggest potential problem is that the 
CEO and his executive committee do not sup- 
port Frank in Step 1, which may be a result of 
ineffective communication of the plan, short- 
term cost pressure, high expectations from the 
investment community or a combination of 
these three factors. Hopefully, Frank will ef- 
fectively communicate his plan and win ap- 
proval. 

If, however, all else fails, then Frank will 
need to live with the executive committee’s de- 
cision. « 


BY RICHARD KOELLER 


VICE-PRESIDENT, INFORMATION TECHNOLOGY 
WHIRLPOOL Corp. 


n reviewing the Meridian case study, it is 

essential to first understand the context 

within which the action will happen. 
What is the information systems role in this 
decision? Is IS simply to review and recom- 
mend? Is IS to implement that which others 
have already decided? It is also important to 
know the history of the information systems 
function within Meridian and thus how the ex- 
ecutive committee views IS. 

Understanding all of this, Frank should de- 
velop his executive committee presentation to 
include three things: First, an action plan to do 
exactly what he was assigned to do — convert 
Plymouth to Meridian systems; second, an al- 
ternative plan to convert Meridian to Plymouth 
systems; and third, a plan for a mixed solution. 

His presentation should focus on costs, 
benefits, risks and timing — and he should 
conclude each alternative with an overall confi- 
dence factor based on his limited information. 
All too often, IS people underestimate the will- 
ingness of senior management to share the risks 
involved when limited data is available. 

Frank should hit nard on the apparent advan- 
tages of the Plymouth system but balance that 
with the fact that he has limited data on which 
to base inis judgment. He must also caution that 
the systems from such a small company may not 
be able to sustain the volumes that Meridian 
will require. Lastly, he must recognize that he 
has no basis on which to judge the efficacy or 
acceptance level of these kinds of systems 
within the culture and work habits of Meridian. 

Frank should make a very strong pitch for 
time to explore the alternatives and to bring 
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enough cost/benefit data to the table so the ex- 
ecutive committee can make an informed-deci- 
sion. He should also demonstrate an attitude of 
willingness to move forward with whatever the 
committee decides, understanding that there 


“Frank should make a very strong 
pitch for time to explore the 
alternatives and to bring enough 
cost/benefit data to the table.” 


are business issues that may override IS factors. 

Finally, no matter what decision the execu- 
tive committee makes, it is essential that Frank 
assures the group that he will continue to evalu- 
ate the situation and bring further recommen- 
dations to the committee when appropriate. 

Throughout this process, Frank must fully 
understand the critical success factors (CSF) of 
his job in general and this large task in particu- 
lar. The highest priority CSF is to “enable,” 
not “disable,” the merger. In this context, it is 
essential that Frank understand the outward 
impact on the company (that is, the stock mar- 
ket) as well as the internal impact on the com- 
pany of any proposals that he might make. In 
the highly volatile environment that exists dur- 
ing the initial stages of the merger of two com- 
panies, such a proposal can be very disruptive 
to senior management. 

The second priority CSF for Frank is the 
necessity of whatever he proposes to do being 
viable within the limitations of the operating 
climate, managerial restructuring and other 
changes taking place in the early stages of the 
merger. This is especially critical in an infor- 
mation technology project, because most of the 
work estimates, elapsed time projections and 
other subjective measures can be thrown off 
track during a period of great turmoil. IS cus- 
tomers’ roles can change, key users can dramat- 
ically shift their priorities and so on, which can 
foil strategic plans. 

The third CSF is the perceived economic 
feasibility of Frank’s proposal in light of the 
very uncertain financial picture facing most 
newly merged companies. In this case, it is im- 
portant that Frank clearly delineate fixed and 
variable costs, indicating the degree of flexibili- 
ty that senior management will have over the 
duration of the project to either decrease or in- 
crease funding. He must also make sure he can 
get along with assets already owned by the 
merged company, including current personnel 
levels. Many times, the difficult part of a proj- 
ect such as this is getting approval for addition- 
al capital or personnel at a time when all the fi- 
nancial figures have been tallied to three 


decimal places and checked prior to their re- 
lease to the financial marketplace. 

Depending on the organizational and mana- 
gerial climate that exists, Frank is also well ad- 
vised to confidentially review his thoughts and 
proposal with key customers and the informa- 
tion technology personnel who will have to buy 
into this approach and lead the project. Regard- 
less of what prior work Frank does, he should 
pay close attention to the details of his presen- 
tation and the manner in which he presents his 
findings. If he is well prepared when he makes 


his proposal, if he makes the materials easily ° 


understandable and if he presents himself as a 
confident leader of the IS group, he will greatly 
enhance his probability of success. 

In the end, it is up to Frank to use the best 
tools at his disposal and to get the assistance of 
as many colleagues as possible as he ventures 
into this complex and uncertain arena. e 


: : 
BY GARY GULDEN 


VICE-PRESIDENT 
INDEX GROUP, INC. 


rank has two options: sweep this golden 
opportunity under the rug and do as he 
was ordered or confront CEO McMa- 
hon with the facts and seize the opportunity. 
Because I believe Frank will want to do 
what’s right for the company, my first piece of 
advice to Frank may surprise some people: 
Don’t go to the executive committee meeting 
tomorrow! Frank has to bring his message di- 
rectly to McMahon, who gave him the charge 
in the first place, and must let him know right 
away that the two of them need to have a very 
important private conversation. 
If tomorrow’s meeting occurred as sched- 
uled, McMahon would almost certainly feel 
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compelled to behave like a take-charge CEO. 
No matter how logically Frank argued for an 
alternative, in a committee meeting, he’d be 
sure to hear McMahon say, “Frank, read my 
lips!” Instead, by meeting privately with Mc- 


“My first piece of advice to Frank 
may surprise some people: Don’t 
go to the executive committee 
meeting tomorrow!” 


Mahon, Frank allows his CEO to think about 
what he’s been told, to roll ideas around and be 
momentarily indecisive. 

Next, Frank must clearly communicate that 
he understands Meridian’s strategic business 
agenda and what the Plymouth acquisition 
means to it. For example, Frank should remind 
McMahon that Meridian acquired Plymouth 
for its advanced product technology and close 
customer ties. 

In this regard, Frank does have good news to 
bring the CEO. He’s discovered in his study 
that Meridian got more value than it realized 
when it acquired Plymouth Instruments. The 
smaller company appears to have strategic sys- 
tems in place or under development that will be 
tough for the competition to copy, and they 
play a key role in giving Plymouth the business 
edge for which it was acquired. 

Frank needs to be clear about this point: Mc- 
Mahon must see that Frank understands the 
difference between a system that is technically 
sexy (but so what!) and one that supports a key 
operational activity of the business and gives it 
a distinct competitive advantage. 

For example, Frank could point out that the 
remote diagnostics and repair parts order sys- 
tem looks like it will blow away the competi- 
tion, from the viewpoint of customers who are 
critically dependent on instrument uptime. 
Frank might say, “And what this means to Me- 
ridian is that if we close down Plymouth’s stra- 
tegic systems, the company may not deliver the 
business leverage for which it was acquired.” 

Frank also has to be clear with McMahon 
that Meridian’s own systems will require major 
investment sooner or later to catch up and al- 
low the larger company to stay competitive. 
Thus, Frank should argue that the Plymouth 
acquisition presents an opportunity for Merid- 
ian to do more for less and with less develop- 
ment risk. 

Finally, Frank should let McMahon know he 
understands the dilemma his CEO faces. “The 
good news,” he might explain, “is that Plym- 
outh has systems in place that will make it very 
tough for the competition to keep up with us in 
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the future. The bad news is, who wants to face 
up to more investment at a time like this?” 

Frank should be prepared to demonstrate to 
McMahon that he’s been doing his homework. 
He must let his CEO know he is looking care- 
fully at a number of scenarios to blunt the fi- 
nancial impact of retaining Plymouth’s ad- 
vanced system while repositioning Meridian to 
capitalize on the opportunity Plymouth pre- 
sents. He should ask McMahon for more time 
to work out the tactics. 

But the bottom line may still be higher 
short-term operating costs and the need for an 
immediate investment with a three-year pay- 
back. My advice is to be clear about this situa- 
tion, telling McMahon, “I know that’s not what 
you want to hear, but here’s what’s likely to oc- 
cur to the company’s competitive posture and 
financial standing if we don’t face up to the 
facts.” ‘ 


- 
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BY MAX HOPPER 


SENIOR VICE-PRESIDENT, INFORMATION SYSTEMS 
AMERICAN AIRLINES 


shall assume that Frank Turner’s relation- 
ship with CEO Gerald McMahon and 
Meridian’s other senior officers is at an 
acceptable level. I shall also assume that the 
study was completed in an acceptable time 
frame and that Frank has access to the CEO. 
However, in view of the fact that Frank was 
evidently not involved beforehand in reviewing 
the Plymouth Instruments acquisition and in 
the decision to combine the systems, it would 
appear that the executive committee does not 
necessarily seek his input in strategic situa- 
tions. 
The situation offers Frank an opportunity to 
demonstrate the value of his own counsel and 
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allow the CEO to show his capabilities — a 
win/win situation. This premise assumes that 
the CEO is in a strong position and willing to 
assess the long-term consequences of decisions, 
even if investments are tough to make. A rec- 
ommended approach is for Frank to put togeth- 
er — today if possible, but certainly prior to 
the executive committee — a short summary of 
the findings of the Plymouth evaluation, in- 
cluding the economic consequences, and seek a 
meeting with McMahon. 

Frank should be prepared to offer the CEO 
a choice of completing the assignment as origi- 
nally projected or of setting up a full review by 
the members of key corporate units affected by 
a switch in strategy. These would include the 
finance units that may possibly need to explain 
a changed approach to the investment commu- 
nity, the operational units that would be the 
chief beneficiaries of the new systems approach 
and the systems staff. 

To present such a major change in strategy, 
Frank must investigate and evaluate all poten- 
tial benefits and risks. Thus, by allowing Mc- 
Mahon to learn in advance of the possibility of 
a new approach and to determine whether he 
wants to pursue it, Frank avoids 2 major sur- 
prise while providing an opportunity for his 


company to gain strategic advantage over its 
prior situation. Frank also allows the CEO to 
learn the value of reviewing all possibilities. 

In the event that the CEO favors the short- 
term benefits, Frank should be prepared to 
consider some middle approach for a long-term 
change in strategy. 

In summary, given the critical time frame, 
Frank must not surprise the CEO, must seek 
overall corporate support for a new system 
strategy and must accept the fact that the com- 
pany’s first objective is economic survival. ¢ 
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Blockbuster information sys- 
tems deals between corporations 
and systems integrators 

remain few and far between 


Trusting outsiders 
with strategic projects 


BY JULIA KING 


arlier this fall, Merrill Lynch & 
Co. awarded a $50 million contract 
to MCI Communications Corp. 
and IBM to jointly operate and 
manage its massive communica- 
tions network. When it did, it 
handed over responsibility for 

one of the world’s largest private 
communications networks and 

the very backbone of its multi- 


million-dollar business. But what 


KING is a free-lance writer based in Ridley Park, Pa. 
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the brokerage giant did not give up was its con- 
trol over these vital resources. Instead, it hand- 
picked 20 in-house people who, as a group, will 
manage and oversee all MCI-IBM network ac- 
tivities. 

“This way, we can have our cake and eat it, 
too,” says DuWayne J. Peterson, the broker- 
age’s executive vice-president of operations, 
systems and telecommunications. “Giving up 
control is dangerous and holding back these 
people is our way of holding on to control over 
these very strategic resources.” 

The Merrill Lynch project illustrates what 
many observers view as the largest factor stall- 
ing a forecast boom in systems integration: in- 
formation systems managers’ unwillingness to 
give up control over major projects and assets. 
Combine this unwillingness with many users’ 
perception of systems integrators as high- 
priced hardware and software vendors in 
search of new customers, and it becomes clear 
why the systems integration market hasn’t tak- 
en off. 

These days, it seems as if everyone is a sys- 
tems integrator capable of furnishing custom- 
ers with a “total solution.” 

For the most part, though, users just aren’t 


buying in, according to Jeffrey Kaplan, an ana- 
lyst at The Ledgeway Group, Inc., a Lexing- 
ton, Mass.-based research firm. 


Budging budgets 

Users’ unfamiliarity as well as their reluctance 
to turn over large and strategic projects to out- 
siders is clearly reflected in their information 
processing budgets. In the last year, for exam- 
ple, Ledgeway estimates that the dollar value of 
projects turned over to outsiders by big cus- 
tomers averaged less than $100,000, with most 
projects lasting less than a year. 

What’s more, customer spending on outside 
professional services as a percentage of total IS 
budgets will not rise significantly during the 
next two years, according to Ledgeway’s sur- 
vey of more than 600 IS managers at large com- 
panies and government agencies. 

Customers say they’re contracting with sys- 
tems integrators out of need rather than choice, 
parceling out tactical rather than strategic proj- 
ects — projects for which they lack either the 
expertise or the time to complete themselves. 
Typically, these are short-term contracts in- 
volving custom programming or one-shot in- 
stallation projects such as cutting over from a 
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new computer or communications 
system to another. But even in these 
situations, IS managers insist that it is 
crucial for an in-house team to retain 
control. 

According to Dennis Connor, se- 
nior IS director at Dallas-based 
Greyhound Lines, Inc., the surest 
way to maintain control is to assume 
responsibility for the project. At 
Greyhound, for example, internal IS 
personnel handle all design aspects of 
a project and ensure that the technol- 
ogy and architecture in any new sys- 
tem meet the needs of the company. 
From this point, a systems integrator 
may go to work, but only under the 
supervision of an in-house Grey- 
hound project manager. 


Calling the shots 

Most customers not oniy demand to 
be included but also demand that they 
— rather than the integrator — call 
the shots. At Merrill Lynch, for ex- 
ample, it was this key point that ulti- 
mately determined the contractor on 
the brokerage’s plum network proj- 
ect. Another bidder, Electronic Data 
Systems Corp. (EDS), was spurned 
by Merrill Lynch as a result of EDS’ 
autocratic approach. 

“We considered EDS,” Peterson 
says. “But it was telling us, ‘This is 
the way you'll operate, this is the way 
it will be.’”’ Meanwhile, he adds, 
“We were looking to retain control, 
and we feel much more comfortable 
under the scheme we now have.” 

According to EDS spokesman 
Roger Still, customers should not 
draw any conclusions about how the 
company works with its clients in 
EDS’ dealings with Merrill Lynch. 
“You can’t make generalities from 
what happens with one specific cus- 
tomer,” Still says. 

“EDS is flexible in the services it 
provides. There’s no way a company 
of our size could be as successful as it 
is if it wasn’t,” he adds. 

At Green Bay, Wis.-based 
Schreiber Foods, Inc., IS Vice-rresi- 
dent Jay Hamann sees a similar need 
to ride herd over system integrators, 
which he likens to consultants. 

“To get your money’s worth out 
of a consultant, you have to manage 
that consultant. That means you need 
a core team from in-house to review 
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MERRILL LYNCH’S PETERSON says giving up IS control is dangerous. 


and analyze the work,” Hamann says. 
“If you don’t, I don’t think the re- 
sults will ever be what you want 
them to be.” 

Schreiber has confined its use of 
systems integrators to custom pro- 
gramming and software modification 


“To get your money’s 
worth out of a consul- 
tant, you have to man- 
age that consultant.” 


JAY HAMANN 
SCHREIBER FOODS 


projects. For larger projects, such as 
the design and installation of a new 
manufacturing cost system, it relies 
on in-house expertise, for both con- 
trol and cost reasons. 


In-house specials 

Costs are a key consideration for 
most IS managers, who often believe 
that whatever a systems integrator 


can do can be done cheaper in-house. 
Hamann, for example, determined 
that his staff can design and install a 
serviceable manufacturing cost sys- 
tem for $750,000 as opposed to the 
$4 million quote he recently received 
from a systems integrator. He attri- 
butes the differential in cost to what 
he believes is systems integrators’ 
“tendency to overengineer. 

“Systems integrators tend to do 
more things than they need to,” Ha- 
mann says. By contrast, he adds, 
“When you take on a project in- 
house with only so much money, it 
forces people to design and build ex- 
actly what’s necessary.” 

He compares the $4 million and 
$750,000 systems to a Mercedes 
Benz and a Volkswagen, respective- 
ly. There’s a huge difference in price 
and some difference in capabilities, 
but both meet one’s need for trans- 
portation. 

Given adequate manpower and 
time, most managers also believe that 
in-house personnel are the best 
people to implement an integration 
project because of their familiarity 
with their company’s objectives 
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At this point, it’s hard to tell which end of 
the system is in charge. 

Systems managers once held complete 
control over all computers. Now, PCs and work- 


stations are everywhere, with their users howling 
for mainframe access. 

Since MIS/DP won't play dead, and users 
hate to beg, Network Systems introduces a 
solution: LAN II 

LAN II disciplines the chaos of PCs, PS/2s, 
Macs, workstations, and local area networks. 

It works with familiar protocols and media, 
hke Ethernet. And LAN II connects micros to 
other systems through our high performance 
HYPERchannel-DX network. 

In short, LAN II helps MIS/DP put desktops 
on a leash, while users get mainframe access. 

For more on LAN II products, consulting, 
and worldwide support, call 1-800-338-0122. 
We'll help keep the tail from wagging the rest 
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and way of doing business. 

“One of the biggest problems 
with systems integration is that of- 
ten, vendors will come to a project 
without really understanding what 
they’ve been asked to take on,” says 
Max Hopper, senior vice-president 
of information systems at American 
Airlines in Fort Worth, Texas. As a 
result, he adds, “Low-balling up 
front by vendors is a real problem. A 
price will be established, and then the 
vendor will try and come in and rene- 
gotiate that price.” 

Not surprisingly, systems integra- 
tors take a different view. In the final 
analysis, they say, a systems integra- 
tor is cheaper than most people think 


“Holding back [sys- 
tems integrators] is our 
way of holding on to 
control over these very 
strategic resources.” 


DUWAYNE J. PETERSON 
MERRILL LYNCH 


and can offer more than technical 
know-how and bodies to help meet 
tight project deadlines. As for cus- 
tomers’ concerns about retaining 
control, some assert that customers 
actually have more control over a 


systems integrator than they do over 
their own in-house personnel. 

“The fact is that managers can re- 
place a vendor or systems integrator 
a lot more easily than their own peo- 
ple,” says Howard Frank, president 
of Network Management, Inc., a 
Fairfax, Va.-based systems integrator 
specializing in communications sys- 
tems. “With the labor laws the way 
they are, managers have very little 
control, which makes it very difficult 
to fire poor performers.” 

Frank says control issues are often 
tied to the perception that a manag- 
er’s corporate clout depends on the 
number of people he manages. 
“There’s a resistance to systems 


AVOID THE ROCKY ROAD TO INTEGRATION 


YOU WOULDN'T go 
to a surgeon who had 
never performed an op- 
eration. You wouldn’t 
go to a lawyer who’d 
never tried a case. Why 
would you hand over 
strategic IS operations 
to a systems integrator 
without experience? 
That’s advice well- 
taken by Ron Anderson, 
assistant firancial direc- 
tor for the city of Fres- 
no, Calif. In retrospect, 
Anderson says, the 


Fresno. 


Promises, promises 
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city’s installation of an integrated payroll, personnel 
and budgeting system would have gone a lot more 
smoothly had city officials made sure to hire a systems 
integrator with a proven track record not only in mu- 
nicipal government installations but also one with ex- 


said it would take four months to get the software up 
and running. That was more than a year ago. Today, 
Anderson reports a “plain-vanilla version” is on-line 
but that the city has yet to try out all of the promised 
bells and whistles. It won’t have that opportunity until 
sometime in 1990 or 1991, he says. 

Fresno encountered numerous other systems inte- 
gration problems as well, Anderson reports. 

“We did not go through the traditional approach of 
developing exact specifications. As a result, our steer- 


THE CITY OF FRESNO’S ANDERSON warns of disgruntled staff. 


come disgruntled over being excluded from the whole 
systems integration process. 

“Employees view change very suspiciously, espe- 
cially when they feel they’re not included in the pro- 
cess,” he says. In Fresno, for example, the city’s hiring 
perience on the same equipment used by the city of of a systems integrator remains under the watchful eye 
of the grand jury, a process that Anderson believes was 
initiated by a disenchanted city employee. 

“The county had acquired similar software years 
Originally, the systems integrator Fresno hired had back, and there were problems with payoffs to the 
vendor,” he explains. “Rumors began to spread that 
we had acquired the same software and were doing the 
same thing. That’s how the grand jury got involved.” 

In the case of the county, the grand jury had actually 
indicted some officials on counts of receiving kick- 
backs and purchasing a system without first putting it 
out to bid. In the city of Fresno’s case, however, no 
charges have been filed. The grand jury’s charter is 
solely to oversee the purchasing and installation of the 


new system. 
Liebe s eee 


ing committee was ask- 
ing questions and wait- 
ing for answers while 
the integrator was on 
site.” Further, he adds, 
“If we knew what we 
wanted and took the 
time to develop the 
specifications plus have 
in-house people ride 
herd over the integrator, 
we could have fared a 
lot better.” 

Anderson also warns 
other users to beware of 
employees who may be- 


GEORGE ROSE/GAMMA LIAISON 
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integrators among those managers 
who*think the importance of their 
job is measured by how many people 
they’re managing,” he says. And it 
won’t be until this view changes that 
systems integrators will gain the 
same kind of acceptance among com- 
mercial clients as they already have in 
the government sector. 

At Chicago-based Andersen Con- 
sulting, John Oltman, managing part- 
ner of integration services, is opti- 
mistic about just how long it will take 
systems integrators to take hold in 
the commercial sector. Last year, he 
says, Andersen derived about $800 
million, or 55%, of its revenue from 
systems integration work. By 1993, 
he estimates, that figure will increase 
to between 85% and 90%, the bulk of 
it from large soup-to-nuts contracts. 


Winning over IS 

One Andersen strategy for winning 
over corporate IS departments is to 
“co-venture” with companies, shar- 
ing in the financial gains — and 
losses — of certain systems integra- 
tion projects. However, the firm 
would not give specific examples in 
which co-venturing worked. 

“This [strategy] plays to the MIS 
executive’s transition from a techni- 
cal or data processing person to a 
boardroom executive,” Oltman says. 
“MIS people are beginning to be 
measured in how much they return to 
the company rather than in how 
many MIPS they manage.” 

Some users agree that a shift in 
managerial philosophy is beginning 
to take place at large companies, a 
shift that could alter their need to re- 
tain ultimate control over day-to-day 
operations. 

At Greyhound, for instance, Con- 
nor says, “If I hire a systems integra- 
tor and the work ultimately benefits 
my company, I’ve made the right de- 
cision and will be recognized for 
that. Losing control doesn’t bother 
me if it’s a benefit to the company.” 

In order for companies to reap the 
greatest benefit from systems inte- 
grators, vendors and users agree that 
a high level of cooperation is neces- 
sary between the two groups. And 
both must do their homework. For 
users, this entails detailing exact 
specifications from systems design to 
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SCHREIBER FOODS’ HAMANN says for best results, involve in-house staff. 


evaluation criteria prior to putting 
out requests for proposals. Adapso 
recently established a committee that 
is now working on such standards. 
For systems integrators, home- 
work means developing a track rec- 


“MIS people are begin- 
ning to be measured in 
how much they return 
to the company rather 
than in how many 
MIPS they manage.” 


JOHN OLTMAN 
ANDERSEN CONSULTING 


ord in a specific area. At American 
Airlines, for example, Hopper says 
he would consider hiring a systems 
integrator on a strategic project only 
after that vendor proved it had expe- 
rience elsewhere in the new technol- 
ogy or services it claims to offer. 
“Strategic systems have to be tai- 


lored,” Hopper says. “I’d want to 
see that better mousetrap proved in at 
two or three other places first.” 

All in all, users and vendors alike 
agree that, as with any new concept 
or practice, it will take time for sys- 
tems integration to take hold in the 
commercial sector. And certainly, 
they say, one of the first issues both 
sides must resolve is who will retain 
control. 

For the time being, many users are 
looking to Merrill Lynch, IBM and 
MCI to set the pace on this issue, ac- 
cording to Ledgeway’s Kaplan. Also 
of note is IBM’s recent pact with 
Eastman Kodak Co., in which Kodak 
will maintain a centralized IS opera- 
tion that will concentrate on applica- 
tions development and strategic plan- 
ning while IBM handles day-to-day 
operations. 

“The Merrill Lynch and Kodak 
deals are for now certainly the bell- 
wethers of the systems integration 
industry,” he says. “Many users are 
waiting to see what will happen with 
these projects. If they fail, it will only 
serve to justify users’ current appre- 
hension.” * 
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In the tidy world of diagrams, nobody ever moves 
to a new office. Or changes jobs. But in the real 
world, moves and changes create telephone 
chaos. Where can you find a phone system that 
puts you back in control? At your local phone 
company. With advanced Digital Centrex Service 
provided from the Central Office, you get to 
control, assign 


and service your 
own phone lines. You and Your 


Make your own | Local Phone Companies 


moves and 

changes. Right from your own premises. 

Employees get to keep the same phone number 

no matter where or how often they move. And 

you get to keep your sanity. All thanks to the state-of- 
the-art SESS” Switch from AT&T Network Systems. 
Need a change? Make a move. Call your local 

phone company. 


AVS 


Network Systems 
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*lendor directions 


It’s crunch time at Unisys. With its financial 
performance lagging, the company is fighting back 
with niche marketing, Unix and better customer support. 


nte 
: ora °n in , 


pros’ 


nisys Corp., the com- 

puter industry’s sprawl- 

ing amalgam of two 
mainframe companies, a 

Unix and personal com- 

puter firm and a wide- 

area networking company, is an 


organization that may be on the 
verge of integrating itself before it’s too late. 

Peter Bakalor, marketing and analysis vice- 
president at the Blue Bell, Pa.-based company, 
describes it this way: “Before, we sat in a tower 
and sprayed the marketplace, then we’d go out 
and pick up what we hit. 

“Now, we shoot in a restricted range. We 
got sights for the rifles.” 

Unisys is setting its sights on a market strat- 
egy more focused on niches in which it has a 
mature presence, and then it is crossing over to 


a) at 


Unisys 


build market share in adjacent markets, or what 
Bakalor calls “services.” 

The Unisys strategy works this way: 
© From the airline reservations business, Uni- 
sys hopes to spread into the travel services mar- 
ket. 
¢ From automating bank branches, Unisys 
hopes to provide check processing services. 
¢ From the Department of Human Services 
and the Pentagon, Unisys hopes to sell comput- 
ers and networks to other areas of the federal 
government. 
¢ From automating billing, Unisys hopes to sell 
to other savings and loan industry services. 

“Our integration strategy is to provide in- 
formation technology supportive of our cus- 
tomers’ Lusiness plans,” adds Henry Foxwell, 
Unisys’ senior director of architectures and in- 
tegration. Referring to the research and devel- 
opment dollars invested by all the acquired 
companies, he adds, “We have expertise in all 
these areas. We will make sure all the strategic 
products integrate.” 


BY HELEN PIKE 
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The sweep of that statement en- 
compasses enterprise networking 
from gateways to IBM’s Systems 
Network Architecture (SNA) to the 
Open System Interconnect (OSI), in- 
cluding X.400 for message handling 
and X.500 for directory assistance. 
The plan also includes interfacing its 
fourth-generation language products 
— called Mapper, Linc and Ally — 
into the company’s database manage- 
ment system and third-party part- 
ners’ DBMS. 

Furthermore, the strategy includes 
a deal with AT&T for its OSI-based 
Unified Network Management Ar- 
chitecture, in which Unisys will mar- 
ket the company’s Accumaster Inte- 
grator, a central network 
management system for multivendor 
networks. 

Unisys will also enlarge its sights 
to include open systems, such as 
AT&T’s Unix System V, and will 
embrace international _ standards 
wherever possible. 

In a controlled product roll-out 
scheduled for the early 1990s, Unisys 
will bring out standard Posix inter- 
faces to its Burroughs and Sperry 
mainframe operating systems, in an 
effort to interconnect the two lines. 
The Posix interface will allow port- 
ing of applications between these and 
any other Posix-compliant environ- 
ment, the company says. 

If there is any one user who exem- 
plifies what Unisys believes is its 
customer of the future, it may be 
Lib/Go Travel, Inc., a $1 billion 
wholesale and retail travel agency in 
Ramsey, N.J. 

“The guts of this business is put 
together using Linc,” says Robert H. 
Dever, information services vice- 
president. In two weeks, Dever had 
an application prototype with the 
fourth-generation language, and in 
three months the program was up 
and running. Liberty Travel, the in- 
formation systems operations for 
Lib/Go, supports 17 active databases 
and 2,000 on-line travel agents per- 
forming between 80 and 90 transac- 
tions per second. 

With the help of Unisys’ 
networking expertise, Liberty Travel 
has high-speed network links 
through X.25 to the American Air- 
lines Sabre reservations system, a bi- 


synchronous hookup to credit card 
companies that use mostly DEC or 
IBM equipment and an SNA link to 
an IBM 3090 machine at Alamo car 
rentals. 

Dever, who says Unisys equip- 
ment is usually delivered on time and 
rarely breaks down, admits there’s 
also room for improvement. “It 
should not take a [Unisys] salesman 
weeks to submit an order. That 
should be simple,” he says. 


how it’s going to position its Unix 
server to take a leadership position, 
I'd be worried,” says Marty Gruhn, 
an industry watcher based in Mesa, 
Ariz. “Network computing is the tail 
that wags the dog these days. Unisys 
has the opportunity to position itself 
as the company for work group com- 
puting. But it could get lost in its 
mainframe heritage.” 

In Gruhn’s opinion, it’s still an 
early call on what Unisys will look 


UNISYS’ BAKALOR says the firm is ane more careful aim at the market ae 


Soon it should be. In an effort to 
modernize the sales force, Unisys’ IS 
department recently outfitted 650 
sales representatives with Sales Rep 
Workbench, a menu-driven system 
for order entry and better customer 
record keeping that is intended to 
help them with service and support. 

Now the question that remains is 
whether all of this effort is too late to 
save the company, which some ob- 
servers fear may be another Wang 
Laboratories, Inc. — too focused on 
its traditional installed base to be able 
to market its leading-edge technol- 
ogy to new customers. 

“If Unisys is not talking about 


like in the next two years. “It’s like 
the company is trying to bang too 
many different jigsaw puzzle pieces 
together,” she adds. 

Like Gruhn, Marc Koppleman, 
sales and marketing vice-president of 
The Small Computer Co., a Unisys 
value-added reseller in Hawthorne, 
N.Y., believes “Unisys has superior 
technology and engineering. Its 
products run as advertised.” 

The problem, Koppleman. says, 
has been marketing and support. 

That’s an observation Unisys’ 
Foxwell doesn’t dispute. “One of our 
biggest weaknesses is lack of market- 
ing and advertising ... We’ve been 
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preoccupied with too much detail 
and not enough of the big picture. 
Our customers haven’t seen a unified 
picture.” 

Gene McTear, information ser- 
vices vice-president for Spartan 
Mills, Inc. in Spartanburg, S.C., 
agrees with that assessment. 

“My problem is to survive and 
stay in business another hundred 
years,” says McTear of the $500 mil- 
lion textile manufacturer’s IS shop, 
which has nine Burroughs main- 
frames, two Digital Equipment Corp. 
VAXs and 200 IBM Personal Com- 
puter compatibles. And he wants 
Unisys to help him do that. 

However, there’s a problem when 
money must be spent to hire consul- 
tants to finish the jobs McTear says 
are delivered incomplete to Spartan 
Mills. McTear observes that Unisys 
is not one company, but two — “not 
Burroughs and Sperry, but marketing 
and engineering. If equipment comes 
in missing pieces — and it has — en- 
gineering blames sales.” 

And that’s not all. In the process 
of trying to fit together Burroughs, 
Sperry, Convergent Technologies, 


Inc. and Timeplex, Inc., Unisys 
missed some of its delivery dates for 
product upgrades, failed to anticipate 
this year’s slowdown in mainframe 
buying and as a result incurred $500 
million in excess inventory. It also 
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CREIGHTON UNIVERSITY'S AULT wants Unisys to forge closer ties to its customer base. 


failed to promote a coherent market- 
ing strategy for its product families. 
At midyear , the firm had a net loss 
of $25.1 million on revenue of $4.78 
billion. If the firm does not post a 
loss when its fiscal year ends Dec. 
31, it will just barely break even. 
Such a performance will indicate the 
company still has a long, long way to 
go financially to fulfill Chairman W. 
Michael Blumenthal’s boast that the 
merger and acquisition strategy that 


JEFF AMBERG/GAMMA LIAISON 


created Unisys would generate $20 
billion in revenue by 1991. 

To put it bluntly, “The fusion of 
corporate cultures didn’t work,” says 
Michael Geran, an analyst at The 
Nikko Securities Co. International, 
Inc. in New York on the eve of the 
disastrous third-quarter __ results. 
“Unisys is chaotically decentralizing 

. and the business environment is 
forcing it to change more.” 

Indeed, last month, it all caught up 
with Unisys. In a drastic effort to re- 
turn the company to sounder finan- 
cial footing and trim costs by $500 
million, Unisys began laying off 
8,000 of its 89,000 worldwide em- 
ployees and closing down a main- 
frame plant, a computer power sup- 
ply and engineering facility. It also 
began to phase out a disk drive plant. 

In addition, there is the pledge by 
James A. Unruh, Unisys’ president 
and chief operating officer and Blu- 
menthal heir-apparent, to emphasize 
software over hardware; 50% of Uni- 
sys’ research and development bud- 
get goes into network software and 
applications (1988 total R&D was 
$713 million). He has also promised 
a more one-to-one relationship with 
key customers. 

However, “talking about business 
plans is not as good as knocking on 
doors,” says James Ault, IS vice- 
president at Creighton University, a 
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private Jesuit institution located just 
outside Omaha. Ault, who is also 
president of Use, Inc., the Sperry 
mainframe user group, frequently has 
the ear of Blue Bell executives and 
isn’t afraid to speak his mind. “I hope 
[Unruh] fires anybody who isn’t di- 
rectly involved in R&D, manufactur- 
ing and sales and distribution,” Ault 
says. “He should get [Unisys] people 
the hell out of Blue Bell and find out 
what’s going on in the customer 
base.” 

One thing they would find are IS 
managers under pressure from upper 
management to drop Unisys for the 
revitalized and ever-present IBM. 
Ault says when he was confronted 
with this mandate, his financial anal- 
ysis to make the conversion from a 
Unisys to IBM environment showed 
such a move would cost the equiva- 
lent of 30 faculty positions. The ad- 
ministration changed its mind, he 
adds. 

Ault remains loyal to what he says 
is a low-cost alternative to IBM. So 
much so that he is considering Un- 


isys the “odds- 
on favorite” to 
win Creighton’s 
fiber-optic _net- 
work contract 
for its campus- 
wide communi- 
cations back- 
bone. 

And that’s the 
kind of news 
Unisys likes to 
hear. Foxwell, 
who helped de- 
sign Sperry’s dis- 
tributed network 
in the 1970s, be- 
lieves October’s 
restructuring is 
the final .eg in 
the transforma- 
tion of Unisys 
into a coherent 
corporation. For one thing, the re- 
structuring pushes the decision-mak- 
ing process down into the different 
divisions that promote Unisys’ inte- 
gration strategy. And for another, 
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UNISYS’ FOXWELL wants to support customer business plans. 


Unisys customers all have different 
business needs, requiring different 
technologies. Unisys, Foxwell says, 
is in a better position to deliver now 
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* Technological strides 


What’s the special at Vons supermarket? Integrated technology. 
Innovations such as video shopping carts and debit cards have 
made Vons a star in the cutthroat retail food market. 


Check out 
this 
supermarket 


BY HELEN PIKE 


INTEGRATION 


” 


et’s face it,” says 
Richard Silvers, information sys- 
tems vice-president of The Vons 
Companies, Inc., a $3.9 billion 
supermarket chain, “We're in a 
crazy business. We’re all trying 


to sell the same bottle of Heinz.” 


The grocery market is traditionally a high- 
volume, low-margin, conservative industry. 
But times are changing, and the challenge is 
getting keen as the labor pool shrinks, the con- 
sumer economy stagnates and larger and larger 
chains meet head-on in regional competition. 
To outsell one another, supermarkets are ex- 
perimenting with a growing array of electronic 
equipment to gather, sort and integrate infor- 
mation that can provide them with crucial data 
on customer buying habits and the efficiency of 
their own operations. 

Silvers is attempting to introduce a number 
of these competitive innovations at Vons, 
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which is based in El] Monte, Calif. 

Pulling out his wallet, he extracts a thin plas- 
tic card. “I can check out my own groceries 
with this. Just key in the numbers and pay for it 
electronically.” 

Nodding toward a 
copy of the daily 
newspaper sitting on 
we corner of his 
desk, Silvers says, 

“Hardly anyone clips 

coupons anymore. 

Takes too much 

time. And it’s expen- 

sive to run those ads in a newspaper. We’re 
trying to do it electronically, by crediting mem- 
bers of our Valueplus Coupon Club at the end 
of each month.” Members of the club get a 
magnetic-strip card that a checker passes 
through a machine. Discounts are automatically 
deducted for items on special. 

And a little later in the conversation, Silvers 
picks up a small white plastic rectangle from his 
desk and pointing to its even smaller digital 
screen, says, “We hope to send signals from a 








~ 


central location to change the prices 
on these shelf tags. For some prod- 
ucts, the prices change almost daily. 
That’s a savings in labor if we can do 
it electronically rather than send 
someone out there every time the 
price changes.” 

Vons is one of the country’s larg- 
est regional supermarket chains with 
330 stores. It is also regarded as a 
leading experimenter of technology. 
“We think we can use technology to 
help us put that product on the shelf a 
little cheaper than our competition,” 
Silvers says. 

At least Silvers hopes so. He has a 
$250 million IS budget, a staff of 
about 250 and the support of Vons’ 
chairman Roger Stangeland. 

“Vons doesn’t look at information 
systems as a stepchild but as an inte- 
gral part of the company and deci- 
sion-making process,” Silvers says. 


“We think we can use 
technology to help us 
put that product on the 
shelf a little cheaper 
than our competition.” 


RICHARD SILVERS 
THE VONS COMPANIES 


“Roger allows you to make mistakes 
[because] not everything new is go- 
ing to work.” 

This fall, for example, Vons is 
beta-testing Videocart from Interna- 
tional Resources, Inc. in Chicago. 
Each cart is outfitted with a 6- by 6- 
in. video terminal and a sensor. As a 
shopper walks through a store, a cor- 
responding sensor at the end of each 
aisle will activate vendor commer- 
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THE VONS COMPANIES’ Si/vers wants to 


save shoppers time in the checkout lane. 


cials and store specials on the video 
screen. 

Silvers isn’t sure how well the vid- 
eo cart will go over with shoppers, 
but like so much of what he has 
looked at and implemented, it’s 
worth a try if it can boost revenue. 

“We’re a very big on-line real- 
time company,” he says. “We need 
real-time checkout on-line.” 

Considering the five million or so 
customers who pass through Vons’ 
chain of supermarkets during any 
given week, time spent in the check- 
out lane becomes a critical service 
factor. When prices are rung up 
manually on a register, only 15 to 18 
items can be moved a minute. With 
scanner technology, 25 to 28 items 
whiz by a cashier on their way to a 
grocery bag. 

According to Silvers, with the 
added service of electronic funds 
transfer, customers can pay for their 
groceries in 14 seconds compared 
with the 25 to 35 seconds it takes to 
write a check. All Vons needs is a 
plastic bank card with a magnetic 
strip to debit a customer’s account. 

“Our labor costs are so high in the 
grocery industry and people so hard 
to come by that we need to look at 
different ways of saving people,” Sil- 
vers says. 


Behind the scenes 

But he isn’t just talking about front- 
of-the-store operations. Behind the 
scenes, in warehousing and distribut- 
ing inventory, there are economies of 
scale to be gained by using technol- 
ogy. 

Vons maintains 11 warehouses 
that carry inventory valued at around 
$80 million. “We want to reduce 
that by $8 to $10 million,” Silvers 
says about a program aimed at tighter 
inventory control. To do that, Vons 
has implemented an on-line tracking 
application on an IBM 3090 that 
oversees buying, receiving, billing 
and shipping — all the way to store 
delivery. 

“We know where a product is at 


all times from the time it’s 
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ordered until the time it’s sold,” Sil- 
vers maintains. So far, Vons is saving 
about $6 million with fewer forklifts, 
less manpower, less paper and lower 
inventory. The tracking system cuts 
down on the need to stockpile inven- 
tory now that it is more closely 
counted. 

In the grocery industry, supermar- 
kets earn between two and four cents 
on every pretax dollar. Vons com- 
petes with two other chains in South- 
ern California for those pennies. 
Two years ago, there were five big- 
league supermarkets. This year, there 
are three in a market valued at $23 
billion. 

“The pie isn’t getting much big- 
ger,” comments Sarah Stack, a secu- 
rities analyst at Bateman Eichler, Hill 
Richards, Inc. in Los Angeles. Vons 
has the largest share of the market at 
23%. Its closest competition is pri- 
vately held Lucky Stores at 15% and 
Ralphs Grocery Co. at 13%. 


In the grocery industry, 
supermarkets earn be- 
tween two and four 
cents on every pretax 
dollar. Vons competes 
with two other chains in 
Southern California 
for those pennies. 


Vons grew its market share, in 
part, by ,acquiring the 162-store 
Southern California operation of 
Safeway Stores, Inc. last year. During 
the last 20 months, Vons has been in 





NEW TASKS FOR SUPERMARKETS 


VONS' EFFORTS have earned it a reputation as one of the country’s 
innovative supermarket companies. Willard Bishop, president of a 
mass-merchandising consultancy that bears his name in Barrington, Ill., 
places Vons among the Top 12 regional supermarket chains that readily 
try out new technology — a distinction, to be sure, in what is generally 
regarded as a conservative and hard-to-automate industry. 

“Tt is a much more complicated environment to integrate than fi- 
nance is,” Bishop says about the sweep of data that stores maintain on 
everything from products with short-shelf lives to day-to-day price 
changes to suppliers and even to the finicky buying habits of consumers. 

The supermarket industry is on the verge of implementing technol- 
ogy that will give it and suppliers details on consumers that they’ve nev- 
er had before, according to Bishop. 

Indeed, he adds, the increasing use of technology is a trend across the 

mass-merchandising industry. As a result, information systems manag- 
ers will be asked to come up with integrated applications and communi- 
cations to handle the new ways of doing business. The emerging issues 
include the following: 
e Category management. Stores will move away from item-level anal- 
ysis. Instead, they will tailor a category of products to the needs of area 
customers as a way of differentiating themselves from local competition 
that are selling the same merchandise. 

To do category management, IS will need to formulate applications 
to handle space management, promotional analysis, price analysis and 
local market potential analysis. 
¢ Electronic marketing. Retailers will implement new tracking pro- 
grams so that they can identify and deal directly with individual con- 
sumer needs. 

e Electronic benefit transfer. Retailers will install store-level terminals 
that can handle, for example, the transmission of electronic food stamps. 
e Communications switch ownership. Retailers will have to decide if 
they want to own the channel between store-level terminals and banks, 
credit-card processors and other institutions involved with check-out 
transactions and if they want to assume responsibility for processing 
those transactions. 

¢ Scan data quality. Interest is growing in using data generated by scan- 
ners to improve operating efficiencies in applications such as computer- 
assisted ordering. 

¢ Short shelf-life products. Stores will need more timely communica- 
tion between their retail operations and the sites that process and pre- 
pare perishable foods in order to respond to the growing consumer need 





the process of converting those 


stores to its IBM computing culture 
— a task that has been a full-time job 
for about one-third of Silvers’ IS 
staff. 


Front and back 

But before 1988, Vons had embarked 
on an efficiency program to auto- 
mate, integrate and update not only 
its backroom operations but its front- 
of-the-house systems as well. It oc- 
curred about the time Silvers joined 
Vons as IS vice-president three years 
ago. At that time, a drop in hardware 
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and software prices, he says, made 
automating a more economically at- 
tractive proposition. 

“In the past, we had a dial-up line 
for order entry, a dial-up line for 
point-of-sale and a dial-up line for 
everything else,” Silvers recalls. And 
the dial-up phone bill amounted to 
$3.5 million a year. 

But in its program of greater effi- 
ciency, Vons replaced those dial-up 
lines with a single dedicated cable 
whose bandwidth could handle more 


for fresh foods. 4 
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capacity for technologies such as 
electronic mail and electronic funds 
transfer. 

About $400,000 has been elimi- 
nated from Vons’ phone bill so far, 
and, Silvers says, the company is 
looking at satellite technology to 
bring the costs down even more. 

“Anything we do at the store level 
or at our distribution center should 
make us more efficient,” Silvers says. 
“If it doesn’t, then we shouldn’t put 
the technology in.” 4 
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A systems 
remedy for 


hospital costs 


BY ELLIS BOOKER 


ospitals present a unique integration problem. 
Where else can a piece of data literally mean the dif- 
ference between life and death? 
Although hospitals have not traditionally been 
hotbeds of computerization, economic factors are changing all that. 
Along with skyrocketing operating costs and a national nursing short- 


age, hospitals now face stiff competition from 
new kinds of health care providers, such as 
health maintenance organizations. 

In addition, insurance companies and Medi- 
care have shifted to fixed-scale reimbursement 
for treatment, making it advantageous for hos- 
pitals to manage costs as efficiently as possible. 

Sacred Heart Hospital in Eau Claire, Wis., 
saved $1.2 million on a budget of approximate- 
ly $40 million during 1986, a year after it in- 
stalled its administrative/ 
clinical information system 
from TDS Healthcare Sys- 
tems Corp. in Atlanta. 

As a result of the sys- 
tem, the facility was able to 
avoid hiring the equivalent 
of 50 full-time employees, 
says Linda Felty, who is re- 
sponsible for Sacred 
Heart’s benefits realization 
program. 


BOOKER is the Midwest correspon- 
dent at Computerworld newspaper. 
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The well-being of hospi- 
tals is in peril. Under 
pressure to cut costs but 
not the quality of 
patient care, these facil- 
ities ave undertaking an 
extensive program of 
computerization. 


The electronic system, represented by 90 
terminals throughout the hospital, has also in- 
creased the speed and accuracy of processing 
orders. “It now takes five minutes to do a doc- 
tor’s order instead of 20,” Felty says, adding 
that the centralized system has done away with 
cumbersome multipart forms. 

Like Sacred Heart, Hillcrest Medical Center 
in Tulsa, Okla., has become more efficient with 
its hospitalwide computer communications sys- 
tem. According to John 
Cooper, director of data 
processing at Hillcrest, his 
646-bed facility began 
moving from a paper sys- 
tem for billing and payroll 
in the mid-1960s, followed 
in 1971 by a communica- 
tions network. 

“We were one of the 
first to integrate a laborato- 
ry information system with 
a hospital information sys- 
tem,” Cooper says. That 
application, in operation 
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HILLCREST MEDICAL’S COOPER says his facility’s integrated laboratory and hospital system has eradicated transcription errors. 


since 1977, lets a nurse input an or- 
der to the laboratory computer, 
which in turn manages the particular 
test, associating a bar code with the 
test sample. Later, test results are 
passed back to the nursing terminal. 

“The real value here is the lab re- 
sult is never transcribed by hand, so 
you never have transcription errors,” 
Cooper explains. 

What’s more, doctors, nurses and 
administrators can use one of hun- 
dreds of terminals scattered through- 
out the hospital to order medications, 
view laboratory results or discharge 
patients. 

Novel applications are possible, 
too, under an integrated approach. 

At Latter Day Saints Hospital in 
Salt Lake City, an innovative on-line 


expert system is a feature of the 
homegrown Help Evaluation through 
Logical Processing (HELP) system. 
Developed over the past 15 years, 
HELP, along with integrating admin- 
istrative and clinical functions, can 
actually assist doctors in selecting the 
right medicine mix. 

Reed Gardner, co-director of 
medical computing at the hospital 
and a professor of medical informat- 
ics at the University of Utah, which 
helped develop the 15-year-old sys- 
tem, said the IS department anticipat- 
ed the requirements of the clinical 
departments early on. 

““We made a decision to store data 
in a very structured format that’s 
quickly retrievable,” Gardner says. 

Thanks to this decision and cun- 


ning programming on the part of five 
full-time staff and 30 graduate stu- 
dents in Gardner’s department, 
HELP can alert a physician, entering 
a request for medication from any 
one of the terminals in the hospital, 
to harmful drug interactions. 

Sacred Heart, Hillcrest and Latter 
Day Saints are at the crest of a wave 
that observers say has been late in 
coming. Very few hospitals have 
achieved integration stretching from 
the ba «-office administrative/billing 
system to the clinical computing re- 
sources used by nurses, physicians 
and ancillary departments and labora- 
tories. Analysts agree that most of the 
12,000 or so 300-plus-bed hospitals 
in the U.S. lag well behind their in- 
stitutional counterparts in, say, 
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banking or finance. 

Some hospitals, such as Grady 
Memorial, a 156-bed institution in 
Chickasha, Okla., only recently ex- 
changed a time-share computing en- 
vironment for an integrated in-house 
one. 

When Grady decided in 1985 to 
replace its financial management sys- 
tem with an integrated administrative 
and clinical system, it chose Infostat, 
Inc. in Dallas, a Hewlett-Packard Co. 
value-added business partner. 

Based on the HP 9000 Series 850, 
the Infostat system contains adminis- 
trative modules such as patient ad- 
mission-discharge-transfer (ADT), 
accounting and general ledger, as 
well as a patient care order-entry sys- 
tem. The order-entry component, in- 
stalled this summer, lets an autho- 
rized user request tests or materials 
from a departmental terminal. Test 
orders are automatically logged to the 
patient record as charges, while ma- 
terial orders are logged automatically 
to a general ledger system. 


Terminal fever 

Of course, unless the hospital’s 
front-line troops — physicians and 
nurses — use the order-entry/results 
reporting terminals, even the best in- 
tegrated system won’t be effective. 


THE UNIVERSITY OF UTAH’S GARDNER co-developed a system that includes an expert 
system for alerting doctors to harmful drug interactions. 


Making terminals more approachable 
has been a key element of most hos- 
pital integration projects. 

By some estimates, 50% of all the 
information collected in a hospital 
happens at the bedside, making a 
strong argument for placing termi- 
nals there. In addition, a bedside ter- 
minal can quell the paper storm at the 
source. Instead of generating five or 
six paper files from a single action, 
such as a dressing change, a single 


BOTH CENTRALIZED and distributed approaches to integrated hos- 
pital IS hit a stumbling block when it came to linking hundreds of stand- 
alone devices — from heart monitors to laboratory test equipment — 
that have moved into hospitals over the past 15 to 20 years. 

Consider this: A nurse must check the digital readout from an auto- 
mated blood-pressure gauge, enter the result on a paper record and then 
input the data back into a clinical information system, if one exists, from 
a terminal just outside the patient’s room. 

One remedy repeatedly mentioned by hospital information system 
executives is the Health Level 7 (HL-7) protocol, a 2-year-old commu- 
nications standard derived from the seven-layer Open Systems Inter- 
connect model. HL-7, which promises to integrate devices and applica- 
tions as part of hospitalwide IS systems, currently addresses 
registration/ADT, order entry, patient billing, laboratory, pharmacy 
and radiology by providing a communication interface for exchanging 
information among each of these functions. Future specifications — 
Version 3.0 of the standard is expected next year — will include back- 
office applications, such as payroll/personnel and general ledger. 

Progress on HL-7 has moved quickly, observers say, as vendors try 
to position themselves for what some expect will be a $6 billion market 
for health care IS equipment and services by 1993. 
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electronic entry could update the pa- 
tient record, billing system and the 
inventory system simultaneously. 

This is the hope of the IS depart- 
ment at Albany Medical Center in 
Albany, N.Y., where a bedside medi- 
cal records system featuring a touch- 
screen interface has been undergoing 
tests at the hospital’s Oncology/ 
Hematology ward since August. 

Mary McLaughlin, a registered 
nurse at Albany Medical and co-chair 
of its medical informatics group, re- 
ports that users have responded well 
to Protouch, a system from Second 
Foundation, Inc. in Burlington, Vt. 

Protouch terminals, actually HP 
Vectra 286 personal computers with 
touch screens, connect to an HP 
9000 minicomputer. Physicians and 
nurses build a command by selecting 
options from a highly structured 
menu interface. 

Once created, the sentence is sent 
to the minicomputer, which itself is 
linked to other information systems 
using Lifenet, a protocol translation 
software system from Libra Health 
Technology in Dallas. Lifenet, which 
sits on an HP 9000 Model 825 re- 
duced instruction set computer, re- 
formats the data and broadcasts it to 
other systems, such as a patient ad- 
missions database. 

A distributed integration strategy 
using a local-area network also was 
the answer at Moses Cone Memorial 
Hospital in Greensboro, N.C. The 
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516-bed hospital has integrated phar- 
macy, radiology, laboratory and med- 
ical records systems from 14 vendors 
° LAN product from Symborg 
Systems, Inc. in Greenbrae, Calif. 

Such networks mean that the 
pharmacy need not re-enter all the 
demographic information on a pa- 
tient — information that has already 
been collected and resides in the ad- 
missions system. Physicians from a 
terminal inside the hospital or from a 
PC can view test results by dialing 
into a server connected to the LAN. 

The Moses Cone LAN was ex- 
tended to a sister institution three 
miles away over a 64K bit/sec. T1 
communications link to bring appli- 
cations to the remote facility. 

Extending these functions via a 
LAN was a fraction of the cost of in- 
stalling a second information system, 
says Bob Pickton, vice-president of 
management systems at Moses Cone. 

Pickton says the incentive for re- 
placing a proprietary and centralized 
system was “purely economic,” and 
that the Ethernet LAN-based system, 
which went into full operation last 
March after four years of construc- 
tion, has helped him cut his operating 
cost in half and add functionality. 

Pickton, who says the hospital has 
invested $4.9 million in LAN equip- 
ment since 1983, says this approach 
is preferable to being saddled with an 
“inflexible centralized system. The 
biggest thing is that we can take ad- 
vantage of the bect applications for 
each department,” he says. 

Albany Medical and Moses Cone 
are instances of a distributed hospi- 
talwide IS. According to industry ob- 
servers, distributed IS is a hot topic 
in hospital circles because centralized 
systems, composed of modules for 
both clinical and administrative ap- 
plications, can be a hard sell in insti- 
tutions in which individual depart- 
ments have already implemented 
autonomous IS solutions. 

“These departments don’t want to 
surrender what they have to the 
greater glory of a centralized sys- 
tem,” says Frank Cavanaugh, a part- 
ner and national director of health 
care information systems at Coopers 
& Lybrand in Chicago. 

When it comes down to a simple 
question of gettii_g more bang for the 
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MOSES CONE’S PICKTON, shown here with monitor clerk Lauren Gaydon (sitting) 
and Jean Mabe, head nurse of the heart unit, says the hospital’s LAN-based system 
lets each department take advantage of the best applications for it. 


buck, however, hospital information 
systems often fail the test. 

Computer systems are routinely 
justified for the important, if nebu- 
lous, reason that they will “enhance 
the quality of patient care.” Take the 


Healthy growth rate 


Forecast of expenditures in the 
hospital ‘dustry for computer-related 
products and services 
{$ in billions) 


alleged benefits of order-entry/re- 
sults reporting terminals. Most ana- 
lysts agree that there is a nursing 
shortage and that nurses spend per- 
haps 30% of their time attending pa- 
per records rather than flesh-and- 


blood patients. 

But does a terminal make a nurse 
more productive? 

Gardner at Latter Day Saints, for 
one, states that the amount and quali- 
ty of the patient charting information 
“has gone up dramatically” with the 
terminals. But, he admits, “As best as 
we can tell, we haven’t made nurses 
tremendously more productive.” 

Cultural issues also come into 
play. Albany Medical’s McLaughlin 
says that while users have responded 
well to the results-reporting part of 
the Protouch terminals, “there has 
been resistence to the order-entry 
piece.” She and others observe that, 
despite its advantages for capturing 
data at the source, using an electronic 
medium in place of the traditional pa- 
per medical chart necessitates a major 
shift in the way medical people are 
trained. 

“There is a huge deficit between 
the information that is available and 
what is required” for decision mak- 
ing about the marketplace, according 
to Moses Cone’s Pickton. 

Once integration has been 
achieved, the next great step for hos- 
pital IS executives, observers say, 
will be to use the data collected by 
these enterprisewide systems for a 
strategic purpose of attracting con- 
sumers (read: patients) and managing 
their services in an increasingly com- 
petitive market. 4 
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MARKETWISE 
LAN plans 
a company 
can grow on 


By Aaron Brenner 


Budgeting for a local-area network, 
even a small departmental LAN, is 
not as simple as multiplying a single 
price by the number of users. In- 


stead, the purchase and installation of 


a local-area network requires intelli- 
gent and detailed planning. 

When creating a LAN plan, it is 
easiest to break down the network 
into parts, calculate the organiza- 
tion’s needs for each part and then 
combine the results to create an over- 
all LAN plan. Because there are vir- 
tually hundreds of possible LAN 
parts, managers must prioritize those 
aspects of the LAN that have the 
greatest effect on its performance, 
ease of use and reliability. 

Most managers, caught up in the 
technology aspects of networks, fail 
to realize that it is the ap- 
plication that is the most 
important consideration 
when planning a LAN. A 
network used primarily for 
electronic mail will have 
different requirements 
than a LAN used for heavy 
database transaction pro- 
cessing. Therefore, the 
LAN must be built to run 
the most rigorous applica- 
tion it will have to handle. 

Determining the num- 
ber of LAN users is a rela- 
tively simple calculation. 
However, many managers 
fail to take into account the 
type of users the LAN 
must accommodate. Data 
entry clerks processing or- 
ders will levy a far greater 
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tax upon network resources than ex- 
ecutives performing occasional 
spreadsheet work and sending elec- 
tronic mail. Therefore, the require- 
ments of the network will differ not 
only with the number of users but 
also with the type of users. 

The LAN’s purpose will deter- 
mine its other aspects as well. The 
type, topology and amount of cable 
will differ depending on the needed 
speed, capacity, reliability and flexi- 
bility. In small departmental net- 
works, twisted-pair cable laid out in a 
daisy chain may be enough to carry 
the light traffic of printer-sharing ap- 
plications. A factory environment 
will probably require fiber-optic ca- 
ble to protect network traffic from 
electromagnetic interference and se- 
curity leaks. 

The same requirements hold true 
for the rest of the LAN’s hardware 
Today, file servers are usually Intel 
Corp. 80386-based machines with 
large amounts of disk capacity. This 
setup is appropriate for running new 
database server applications, but an 
Intel 80286-based machine with a 
disk coprocessor board may be more 
appropriate for heavy network disk 

continued on page 46 
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The smart shopper has a detailed plan in 

place when going out to select the right 

LAN for an organization. He should take 

into account the following specifics: 

e Application type. 

e Number of users. 

¢ Type of users. 

© Cable requirements. 

¢ File server. 

Peripheral needs. 

¢ LAN software. 

¢ Standards for applications. 

@ Needs of the installed hardware and 
software base. 

Future technology, new standards and 
organizational growth. 
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Free from 


the mainframe 
mentality 


By Vince Swoyer 


The other day, my friend Joe came 
up to me and said, “I noticed an arti- 
cle about your company downsizing 
from mainframes. Do you think 
many other companies are going to 
be doing this?” 

“T am absolutely certain,” 
sponded. Joe 
knows I was once 
a statistics profes- 
sor and that I 
don’t use certainty 
lightly. The truth 
is that I am quite 
sure most every- 
day mainframe ap- 
plications will shift to smaller pro- 
cessors at some point. The truth also 
is that I’m not expecting the immedi- 
ate demise of mainframes. 

Technology improvements have 
enabled microcomputers to be used 
for major business applications. 
Technically, it is easy to see that mi- 
croprocessors will be able to fulfill 
former mainframe parameters with 
their 32M-byte memories, banks of 
large on-line read/write optical laser 
disks, 500M-byte hard disks, 48-bit 
channels and the equivalent of 15 
million instructions per second or 
more.available soon. 

The economic appeal of equip- 
ment costing one-tenth as much 
should also drive the migration to 
smaller systems. 

Two characteristics of human na- 
ture vend to slow this movement, 
however. The first is resistance to 
change. People rationalize staying 
with the status quo by citing lack of 

continued on page 46 
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Business 
before 
technology 


By Stan Kolodziej 


THE CHALLENGE 

To create a competitive edge in the 
fast-paced and information-intensive 
field of financial services. 


THE SOLUTION 

Restructure and streamline opera- 
tions and staff using information 
technology. 


“WE WANT TO spend our time 
developing financial strategies, not 
databases,” Gerry Chisholm says. As 
trustee and information systems di- 
rector at Batterymarch Financial 
Management in Boston, Chisholm 
has made the company’s business a 
priority for IS. In doing so, he has 
helped the financial services firm on 
its way to building a $15 billion in- 
vestment portfolio. 

Chisholm describes his role as di- 
recting the technology to where it 
will earn the biggest payoff for his 
company. For Batterymarch, that di- 
rection lay in strategy development 
“because that’s where our fundamen- 
tal [business] data 
sits,” Chisholm 
says. 

Strategy devel- 
opment is key for 
Batterymarch _be- 
cause it allows the 
manipulation and 
forecasting of a 
company’s financial 
strategy from a va- 
riety of scenarios. 
The ability to do 
this kind of forecasting using infor- 


mation technology provides data | 


quickly and more precisely, he notes. 
In arriving at its decision, Battery- 


march and Chisholm took a different | 


tack from competitors. Most compa- 
nies use a five-step set of procedures 
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IS chief Chisholm 
describes his role as 
directing the tech- 
nology to where it 
will earn the biggest 
payoff for 


Batterymarch. 


in their businesses: stock analysis, 
strategy development, stock trading, 
record keeping and portfolio man- 
agement. 

Instead, Batterymarch has made 
strategy development its first and 
foremost stage of business. Of next 
importance to the company is portfo- 
lio management 
and accounting. 
Only three steps, 
not five. 

The second 
part of Battery- 
march’s plan is 
to pursue stocks 
that are consid- 
ered unattractive 
by other inves- 
tors and invest- 
ment houses. By 
using computers 
to boost its strat- 
egy development 
area, the compa- 
ny hopes to find 
gold in these 
abandoned 
stocks. 

To give it an edge and help sup- 
port this restructuring and streamlin- 
ing, Batterymarch relies heavily on 
its information systems plan. 

Chisholm’s plan is to standardize 
on technology but evolve with com- 
pany needs to stay competitive. He 
wants to migrate the company’s sys- 
tems from Cobol, Pascal and Fortran 
to Unix-based workstations, the C 
program language and more relation- 
al database technol- 
ogy. 

“We plan to 
redo everything in a 
new environment 
based on standards 
and a common lan- 
guage,” Chisholm 
says. 

The company 
subscribes to at 
least 11 different 
database services, 
and each analyst has two computer 
terminals on his desk to handle deci- 
| sion support and what-if and stock 
analyses. 

Chisholm claims that one of the 
| strengths of Batterymarch’s comput- 
| erized portfolio management is the 


close integration of programs in all 
three operations areas. 

“The system could be tracking a 
stock, perhaps running an audit trail 
and another program, perhaps han- 
dling exception reporting, and find 
something unusual, such as recurring 
price fluctuations of that stock dur- 
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CHISHOLM’S plan is one of standards and a common language. 


ing specific periods of the fiscal 
year,” Chisholm explains. The sys- 
tem then flags Batterymarch analysts, 
who can go out and explore this po- 
tential business opportunity. 

The strategy has paid off in a big 
way. Today, Batterymarch handles an 
investment portfolio of $15 billion 
with only 50 employees, a signifi- 
cantly smaller number of employees 
than most other investment houses 
use for such business. Normally, an 
organization like this would employ 
200 to 300 people, Chisholm says. 
The information system has “al- 
lowed us not to grow in people,” 
adding that computers “like to work 
weekends.” 

Chisholm wants Batterymarch to 
remain a fairly small company, and he 
says standards and the strategic pair- 
ing of company priorities with infor- 
mation systems will keep staff num- 
bers low. 

“As soon as you get to be a large 
company, there are more divisions 
and organizations to look after. It 
gets messy,” Chisholm says. “That’s 
what we want to avoid.” 


KoLop2ziE) is a free-lance writer based in Lex- 
ington, Mass. 


November 6, 1989 





Win a free trip to 
Communication Networks 90 


And get all the details on America’s premier communications conference just by entering. 


Next February, a major event in voice and data com- 
munications will take place in Washington, D.C. In just four 
days, you will be able to gather the latest, most up-to-date 
information on the fast-changing world of communications at 
the 12th annual Communication Networks ’90. 

Fifteen in-depth tutorials will cover everything from 
“Integration and Connectivity’ to “Regulatory Issues in Tele- 
communications” More than 80 conference sessions will bring 
you up-to-date on subjects like LANs, Network Management, 
High Band-Width Transmission, ISDN, Standards, Security 
and Inter-enterprise Networking. And 400 industry-leading 
exhibitors will give you information about their newest com- 
munications products and services. 

Selected by the Department of Commerce for the second 
year in a row to participate in its elite Foreign Buyer pro- 
gram, Communication Networks '90 will give you access to 
the entire world of voice and data communications technol- 
ogy. As one of the winners of our contest, you could win a free 
trip to this unique event. 


Just send in the form to enter. 

When you complete and return the form below, we'll 
make sure you get complete details on Communication Net- 
works ’90 as they become available. AND, we'll automatically 
enter you in our contest for one of these three prizes: 


1. Free air fare, hotel and conference admission. As First 
Prize winner you will get round-trip airfare from your 
nearest major airport, three nights at the luxurious 
Grand Hyatt Hotel, free admission to three days of con- 
ferences and the exposition, plus your choice of one day- 
long, in-depth tutorial. Approximate total value: $1,875. 


2. Free accommodations and conference admission. 
Second Prize winner will receive three nights accommo- 
dations at the Grand Hyatt, plus one in-depth tutorial 
and free admission to the full conference and exposition. 
Approximate total value: $1,375. 


Soe nee eer se 


Please enter my name in your Communication Networks '90 con- 
test and send me full details about the conference and exposi- 
tion. I understand I must fill in this form completely in order to 


be eligible. 
7 (please print or type) 
Title 

Company 

Address 

City 

Telephone ( 

FAX (if available) ( 
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3. Free conference admission. Third prize, valued at 
$895, includes your choice of one day-long, in-depth 
tutorial and full conference and exposition admission. 


There’s no way you can lose! 


Whether you win a prize or not, you win. You will get 
information on a conference and exposition that can give you 
the expertise you need to stay ahead of your competitors. 
Send in the form today, or FAX it to 508-872-8237. 


Summary of Contest Rules 


Entry Form must be filled out with all information 
requested and received at the address shown NO LATER THAN 
November 30th, 1989. One entry per person; one prize per person. 
No registration is required to enter, but if you win after you have 
registered, you will receive a full refund. Winners will be chosen at 
random and announced on December 15th, 1989. Decision of the 
judges is final. All residents of the continental U.S. and Canada 18 
years or older are eligible, except employees of International Data 
Group, its agencies, affiliates or subsidiaries. Winners must con- 
sent to the use of their names and photographs in contest 
publicity. 

For a copy of the complete contest rules, or a list of winners, 
send a self-addressed stamped envelope to Communication Net- 
works '90, P.O. Box 9171, Framingham, MA 01701. 


Pu COMMUNICATION 


NETWORKS 


CONFERENCE & EXPOSITION 


Taking Networking into the 90’s 
Washington, D.C. * February 5-8, 1990 
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List the five communications/networking topics in which you are 
most interested: 


a 
2. 
3. 
4 


5. 


When filled in completely, mail to: 


Communication Networks Contest 
P.O. Box 9171, Framingham, MA 01701-9171 
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HARVARD BUSINESS REVIEW 


September-October 1989 


Manufacturing is moving toward the 
ultimate just-in-time (JIT) factory, in 
which the output of all the local JIT 
cells is coordinated and matched to 
customers’ demands. To this end, 
factories are implementing expert 
systems to troubleshoot and diagnose 
problems and shop floor management 
systems that monitor manufacturing 
and collect production data as well as 
merge with technologies such as 
smart cards and bar coding. 

From “Getting control of just-in- 
time” by Uday Karmarker. 
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SLOAN 
MANAGEMENT REVIEW 


Summer 1989 


Leaders’ dissatisfaction with the sta- 
tus quo is not enough to change it. 
What they need to do is diffuse this 
dissatisfaction throughout the orga- 
nization, because it will be employees 
who will actually institute new ways 
of thinking and acting. If leaders 
overlook this diffusion step, they 
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may fail to generate any real commit- 
ment to change; employees will greet 
new organizational and behavioral 
models with resistance or, at best, 
half-hearted compliance. 

From “From bogged down to fired 
up: Inspiring organizational change” 
by Bert Spector. 


a a 
SCIENTIFIC AMERICAN 


October 1989 


For the U.S. to restore its techno- 
logical lead, it must follow six steps: 
scan the globe for new technologies, 
link government research and devel- 
opment funding to commercial prod- 
ucts, integrate corporate R&D with 
production, manage the establish- 
ment of technological standards, in- 
vest in the technological education of 
workers and provide good basic edu- 
cation to all citizens. 

From “The quiet path to technologi- 
cal preeminence” by Robert Reich. 
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HARVARD BUSINESS REVIEW 


July-August 1989 


Outstanding general managers stress 
the fundamentals: They develop a 
distinctive work — environment 
through high-performance standards, 
strong business concepts and clearly 
defined people concepts; they spear- 
head innovative strategic thinking; 
they manage company resources pro- 
ductively; they direct the develop- 
ment and deployment of people; they 
build a dynamic organization; and 
they oversee day-to-day operations. 

From “Six basics for general man- 
agers” by Andrall Pearson. 
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UNIVERSITY OF CHICAGO 
SCHOOL OF BUSINESS 


Selected paper No. 65 


The continual improvement of a 
business’ processes — finance, mar- 
keting, purchasing, accounting, engi- 


neering and research and develop- 
ment — improves quality and 
productivity. Poor quality costs; it 
disenchants customers and hurts fu- 
ture sales. Further, there is the cost 
of reworking, an activity that would 
have been unnecessary if the job had 
been done right the first time. If 
workers are encouraged to aim at 
continual process improvement, they 
achieve better quality as a by-product 
of their normal duties. 

From “Quality and productivity: 
Implications for management” by 
Harry V. Roberts 


from 
THE WHARTON SCHOOL 


Working paper 


Whistle-blowing involves one party 
accusing another of a breach of ethi- 
cal or legal duty. By setting up an in- 
ternal whistle-blowing system, a firm 
can lessen the loss of reputation and 
money associated with employees 
going public with information as well 
as gain insight into employee atti- 
tudes and business operations. Such 
systems can consist of ethics hot 
lines, corporate ombudsmen, ethics 
committees and corporate law or hu- 
man resource departments that re- 
spond to complaints and warnings. 
From “Corporate policy and whis- 
tle-blowing” by Thomas Dunfee. 


, -  -. e 
TECHNOLOGY REVIEW 


October 1989 


Telerobots combine the advantages 
of human remote control with the au- 
tonomy of industrial robots. A hu- 
man supervisor states an objective. 
The telerobot then makes decisions 
and acts based on an on-board com- 
puter as well as signals from its own 
sensors. These machines are already 
in use by oil companies to maintain 
offshore structures and pipelines; ex- 
perimental uses include repairing nu- 
clear reactors, disposing of bombs 
safely and assisting the handicapped. 

From “Merging mind and ma- 
chine” by Thomas Sheridan. 
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Computerworld Recruitment Advertising Works. 


“Computerworld is the future 

of our advertising... No other single 
source has produced so many 
qualified candidates for us.” 


cous Computer Corp., based in Long Is- 
land, N.Y., with 15 offices in the East, West 
and Southwest, provides consultant services 
to the nation’s MIS departments. The com- 
pany also specializes in training seminars 
and courses and software maintenance on a 
24-hours-a-day basis. 


But Cornell considers the quality of its 
consultants to be the company’s great- 
est asset, says Chairman John Tutun- 
jian. That’s why, he notes, when it 
comes to recruiting consultants, 
Cornell turns to Computerworld’s 
Computer Careers pages. 


“We recruit nationally. Our goal is to 

hire highly qualified people as a direct 
result of our ads. If we can hire just one 
consultant from an ad, we still save mon- 
ey over other methods, so naturally, we 
concentrate on print advertising. 


And Computerworld is our primary vebicle. As 

I said, we recruit nationally and we target quali- 
fied personnel. Well, Computerworld gives us na- 
tional exposure and puts us in touch with the most 
qualified professionals. More than any other publi- 
cation, Computerworld puts us in touch with the 
very people we're looking for. 


“The results have been terrific. 


— John Tutunjian 
Chairman 
Cornell Computer Corp. 


For us, one hire and the ad 
pays for itself — and we 
typically hire several people 
from a single ad. So we’re 
finding qualified personnel 

and our ads are paying for 

themselves. Who could ask 
for more? 


“Computerworld is the future 
of our advertising, no question 
about it. No other single 
source has produced so 
many qualified candi- 
dates. Advertising in 
Computerworld means 
our message reaches 
key players in the com- 
puter market from coast 
to coast.” 


Computerworld. We're 
helping serious employers and 
qualified information systems, com- 
munications and PC professionals get together 
in the computer community. Every week. Just 
ask John Tutunjian. For all the facts on how 
Computerworld can put you in touch with quali- 
fied personnel, call John Corrigan, Recruitment 
Advertising Sales Director, at 800/343-6474 
(in MA, 508/879-0700). 


The weekly newspaper of record for computer professionals. 


375 Cochituate Road, Box 9171, Framingham, MA 01701-9171, 800/343-6474 (in MA call 508/879-0700) 


Boston: 375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 (508) 879-0700 
New York: Paramus Plaza I, 140 Route 17 North, Paramus, NJ 07652 (201) 967-1350 
Washington D.C.: 8304 Professional Hill Drive, Fairfax, VA 22031 (703) 573-4115 
Chicago: 10400 West Higgins Road, Suite 300, Rosemont, IL 60018 (312) 827-4433 
Los Angeles: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714 (714) 250-0164 

San Francisco: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714 (714) 250-0164 


An IDG Communications Newspaper 





CROSS SECTION 


How importantis it that a single vendor deliver a 


multivendor integration solution? 


We asked that question of IS professionals around the country. Respondents seem to think the idea of a 
one-stop integration shop is a good one, but when it comes right down to it, they prefer to use in-house 
resources to control quality and costs. 


“T don’t think 

it’s necessary to 
go with one 
vendor. We rely 
on in-house ex- 
pertise. Besides 
being able to 
control quality, 
you get price 
breaks using your 
own people 
rather than hiring 
from outside.” 
RICK WALLACE, 
MANAGER OF MIS, 
CENTRILIFT 
CLAREMORE, OKLA. 


“T think having a 
single vendor 
handling multi- 
vendor ties is a 
good idea in 
terms of service 
and account- 
ability.” 
TIMOTHY KAHN, 
MANAGER OF MIS, 
SONOCO FIBRE 
DRUM, INC. 
MARIETTA, GA. 


“T wouldn’t turn ‘ 


toa single vendor 
first. I’d look at 
internal staffing 
to handle the 
project. But if it’s 
such a large 
project that you 
wouldn’t have 
enough staff re- 
sources or 
enough time, I’d 
probably go 

with a third-party 
independent 
vendor.” 

CHARLES J. LASKY, 
DIRECTOR OF MIS, 
DORR-OLIVER, INC. 
MILFORD, CONN. 


“We've been 
handling inte- 
grating our sys- 
tems in-house. It 
would be desir- 
able to go to one 
place for an all- 
encompassing 
solution, but 
we’ll never see 
that. There have 
been attempts at 
providing an 
open architec- 
ture, but there 
really is no Espe- 
ranto.” 

DAVID PINKUS, 
DIRECTOR OF MIS, 
FULLER CO. 


“For our level of 
complexity — 
we’ve got DEC 
VAXs and IBM 
System/38s tied 
into an IBM 
3090, not to 
mention LANs 
— I don’t think 
we could get the 
type of support 
we need from one 
vendor.” 

RONALD RENK, 
MANAGER OF 
INFORMATION 
TECHNOLOGY / 
SERVICES, 

SCOTT PAPER CO. 
MARINETTE, WIS. 


“We would like 
a single vendor to 
take responsi- 
bility to handle 
our multivendor 
integration. 
Multivendor in- 
tegration can, at 
times, be too 
complex to be 
handled by a 

host of computer 
vendors.” 

JOHN F. INESON, 
DIRECTOR OF 
CORPORATE IS, 
UNION CAMP CORP. 
WAYNE, N.J. 


LAN PLANS 

Continued from page 41 

and file sharing. Processing require- 
ments at the workstation will also 
differ from application to applica- 
tion. 

Managers should also think about 
their applications when considering 
LAN operating system software and 
protocols. Standardization is making 
this less of a worry, but some net- 
work software facilitates transaction- 
intensive applications better than 
others. More obviously, some net- 
work software packages do not sup- 
port the protocols needed for the lat- 
est network applications. 

In general, an intelligent plan that 
always keeps the network’s purpose 
in mind will enable a departmental 
LAN installed today to become an 
organizationwide LAN tomorrow. 


BRENNER is a free-lance writer based in New 
York and author of the book OS/2 LANs. 
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BETHLEHEM, PA. 


MAINFRAME MENTALITY 
Continued from page 41 
staff and cost of conversion. 

The other human nature charac- 
teristic is the desire to preserve one’s 
job. Those who are self-assured will 
look to micros as an opportunity to 
advance with the technology and will 
maintain their status by being at the 
forefront of the change. Others will 
hold to the mainframe mind-set and 
do all they can to prolong the need 
for large hardware. 

Behind all of this is the often for- 
gotten idea that what should happen 
in the long run is what is best for the 
business; competition eventually dic- 
tates lower cost solutions. 

Within five years, smaller, less ex- 
pensive equipment will support most 
mainframe applications developed 
five or more years ago. The notion of 
sharing one high-price mainframe for 
many applications will be altered by 
the efficiency and low cost of using 


many small processors oriented to- 
ward individual applications. 

Furthermore, software technology 
makes use of the growing memory 
size of micros to produce powerful, 
easy-to-use systems, reducing the 
need for computing professionals. 

Economics and end-user pressures 
will move most traditional mainframe 
applications to microcomputers. 
Mainframe requirements will remain, 
however, supporting processes that 
are still too large for application-ori- 
ented small processors. 

That’s the train of thought behind 
my quick response to Joe. Eventual- 
ly, he will probably have me clarify 
my position for him. In the mean- 
time, my advice is to give some 
thought to the everyday mainframe 
applications that will run on the 
newest microcomputers. 


SWOYER is vice-president of corporate systems at 
Sara Lee Corp. in Chicago. 
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We'd like to be your guide as you integrate information 


technology and business strategy. Computerworld Integration 


will continue to offer you advice and examples from leading users 


and experts. Look for our first issue of the new year Feb. 19. 
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Indicators 


con ciwus t-e ns 


FROM THE DIEBOLD RESEARCH PROGRAM 
Tue DiEBoLD Group, INC. 

New York 

Information technology’s expanded role cre- 
ates new imperatives for information systems 
management. These executives must respond 
to the increased demand for integration of 
systems, networks, data, functions and pro- 
cesses; they must use information technology 
to achieve strategic goals; they will have to ap- 
ply a new mix of human resource capabilities 
to IS management 
and support; and they 
will have to integrate 
strategic technology 
planning into the 
business planning process. 


From “User WANTS AND NEEDS, SCIENTIFIC/ 
ENGINEERING WORKSTATION SERVICES” 

Tue LepGeway Grovp, INC. 

LEXINGTON, Mass. 

More than 600 IS managers identified the in- 
tegration of multivendor scientific and engi- 
neering workstations as the greatest service 
issue they face. 


From “STRATEGIC Issues — 1989” 

THE SiERRA GROUP 

TEMPE, Ariz. 

In a survey of 835 IS directors, The Sierra 
Group found integration, interconnectivity, 
shared resources, interoperability and ease of 
use to be issues of strategic importance. Com- 
puting in the ’90s will entail integration at the 
applications level of heterogeneous systems, 
facilitated by a common user interface in a 
multitasking, windowed environment. 


FROM “PLANTWIDE SYSTEMS INTEGRATICN” 
AUTOMATION RESEARCH Corp. 

Mountain View, CALIF. 

The top 10 systems integrators in the plant 
automation business (revenues in millions): 
¢ Andersen Consulting ($175). 

* Electronic Data Systems Corp. ($130). 

* Coopers & Lybrand ($60). 

© Bechtel National, Inc. ($60). 

© Fluor Daniel ($58.5). 

¢ Computer Task Group, Inc. ($45.5). 

¢ Arthur Young ($35). 

¢ Ernst & Young ($33). 

¢ Harnischfeger Engineers, Inc. ($25). 

® Cincinnati Milacron ($24.5). 


BUILDING A STRATEGIC OUTLOOK 
By Terry G. Goodbody 

Why can’t one person do the job that requires 
dozens today? It seems like only yesterday | 
could walk out of my office and grab some- 
one, tell him what I wanted and in no time he 
would build a neat 

little program that 

did everything. 

Information _ sys- 
tems people today are 
all specialized in an 
area of expertise; our 
industry is becoming 
like the construction 
industry! 

If this analogy 
really got going, the 
programmer/analyst 
would want to be called an architect and com- 
munications people would want blueprints of 
the site. I would have to hire quality assurance 
folks (building inspectors) to make sure pro- 
grams work like the specs say they should. 
Worse yet, project managers would want to 
plan projects instead of coding programs. 

As a matter of fact, the IS industry already 
has something in common with the construc- 
tion industry — they both seem to miss com- 
pletion dates no matter how strategic the plan. 

In taking an archi- 
tectural approach to 
creating a strategic IS 
plan, | would have to 
equate data to land 
and the architect to the programmer; like an 
architect with land, programmers work with 
data. There would be blueprints of how elec- 
tricity, water and gas would run over the land, 
which is what IS does with communications. 

Hey, wait a minute. This way of thinking 
does start to add a little order and strategic di- 
rection to the way I think about things. First, 
I need to survey the land (data) and lay out the 
electric, water and gas (communications). 
Then I can tell the architect (programmer) 
just how and what to build. I guess I would 
then have a strategy for information planning 
and, just maybe, I could get all those special- 
ists to talk to each other long enough to get 
me a neat little program, just like I used to get. 


Memo 


Goopsopy is director of information services at The Or- 
ange County Register, a newspaper in Santa Ana, Calif. 
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When you 


stack up the Microcom HDMS 


Dial-up Network Management System, 
you rack up the benefits.” 


*® Easily Expandable. 


HDMS's high density design 
makes it easy to handle growth in 
your network. You can grow from 
one to six chassis, with 32 
modems per chassis, conserving 
critical computer-room space 


High Speed, 
Error-free 
Transmission. 


Dial-up speeds up to 38,400 bps 
are available, 100% error-free 
keeping line charges at a 
minimum, and port availability at a 
maximum 


Complete 

System Control. 
Reports and monitors tell you 
who's using the network, when 
they're using it, and how well it's 
working — giving you complete 
control 


Call toll-free, 


*® Sophisticated 
Security. 


Passthrough, Variable/Fixed Call 
back, and Microcom's exclusive 
MNP Password Connection 
Security” help make your host 
virtually hacker-proof 


Multiple 
Host Access. 


Port grouping lets you assign 
multiple hosts to a single chassis 
or system, providing least-cost 
Call routing, space/cost savings 
and control of user access 


Compatible 

Modems. 

Integrated V.32, V29FT, V.27 
V.22bis, V.22, Bell 212A and Bell 
103 modems deliver up to MNP 
Class 9 with V.42 compatible 
error correction. Works with 
standard, popular modems 


Visit Us at Comdex Booth #W240-WEST Hall 


* Free Report. 


To find out how HDMS can 


se 
help you manage your 
network more efficiently and 
effectively, just call for this 


free report, “How to Manage 
Your Dial-up Networks’ 500 River Ridge Drive, Norwood, MA 02062 617-551-1000 
Telex 710-336-7802 MICROCOM NWD / USA FAX: 617-551-1006 
800-822-8224 today. Worldwide Distribution — international FAX: 617-551-1007 
Toll Free 800-822-8224 


MNP® is a registered trademark of Microcom Inc HDMS HD V32c and MNP Password 
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AT rr 
TT 





Fault-tolerant transaction processing. 
Under $50,000. 


Electronic Data Warehouse Distribution 
Interchange (EDI) 


Shop Fioor Control 


Securities Order Routing —- — Network 
anagement 


Run where others stumble. 


No other computer can run your distributed on-line applications system, or FTX, our UNIX System V Release 3. And our selectable fault- 
as reliably-and affordably-as the new Stratus XA"2000 Model 30.Or tolerant option lets you choose the levels of fault tolerance your sites require. 
give your network as high a level of power and openness-no matter To find out how far under $50,000 the Model 30 costs when you purchase in 
what kind of workstations, devices, or controllers you may be running. quantity, call (508)460-2192 today. And ‘ 
Completely compatible with our entire product line, the Model 30 _ run your critical applications in a multi- 
also gives you a choice of VOS® our transaction processing operating —_ tude of distributed sites. Without fail. 


We keep business on-line. 








Some of our best ideas come out of the blue. 


IBM has spoken. 

And what they've said can be summarized in three simple but highly important letters: 
SAA (Systems Application Architecture). 

SAA is a set of standards that finally allows for integration of computer systems. 

And as IBM goes, so goes MSA. Therefore we are proud to be the first major software 
company committed to delivering the most extensive line of SAA-compliant software in the 
industry. BrightView™ applications software already complies with SAA’s most advanced com- 
ponent, Common User Access. 

By harnessing the power of cooperative processing, BrightView allows intelligent work 
stations to be something they never truly were before: intelligent. It does this by unleashing the 
power and potential within the work station, freeing you from dependence on valuable main- 
frame time, and dramatically increasing the efficiency of all application users. 

This efficiency is further heightened by BrightView’s CUA compliance, which yields a 
friendly, consistent look and feel to work stations, maximizing your investment in personnel and 
hardware. All of which makes it a rather brilliant idea to call Robert Carpenter at 404-239-2000. 


anyone intending to spend some time there. 


© 1989 Management Science America, inc 
BrightView is a trademark of wesoueeas Science America, inc. (MSA) 
Systems Application Architecture & IBM® are trademarks of Intemational Business Machines Corporation 
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